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Just another advertisement? Not at all. The advertisement 
at the right tells the public about the service which you almost 
take for granted from the F. S$. Webster Company. This same 
advertisement will appear in the Saturday Evening Post on 
September 26 and the Literary Digest on September 26. 

Use it to increase your business. Show it to your prospects. 
And ask your Webster salesman to show you the new direct 
mail piece which ties in with this national advertising campaign. 
It is available to you on request. It is now being used with 


splendid results by Webster dealers in all parts of the country. 








SHOW THIS ADVERTISEMENT FROM THE 
SEPTEMBER 26th SATURDAY EVENING POST 
TO YOUR PROSPECTS 


13 Amherst Street 
Cambridge, Mass. 


F. S. WEBSTER COMPANY 
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THIS LETTER IS 
MUCH NEATER 









An important 


FREE SERVICE 
to Business Offices 


In many offices important carbon copy 
records often become illegible tor 
some simple reason. Original letters, | 
too, are frequently untidy and poorly 
typed through no fault of thesecretary 
The difficulty may lie in a number ot 
places: Too heavy paper stock, faulty 
platens, incorrect weights or finishes 
of carbon papers, ribbons unsuitable 
to the machine orthe operator's touch 
Your Webster dealer will make avail 
able to you a free survey of your office 
requirements. There is no obligation 
Just write to us on your business letter- 
head, and we will see that you receive 
prompt attention 


HOW A 
TYPICAL BANK PROFITED 


A representative of the F. S. Webster 
Company was consulted by a Bank in 
the middle west. About halt the letters 
typed were unsatisfactory in appear- 
ance. He found that new noiseless 
typewriters had recently been pur- 
chased, and that the stenographers 
were continuing to use standard rib 
bons. They had not realized that, for 
best results, a special ribbon is neces- 
sary. 


WEBSTER’S 







CARBON PAPERS 


With Five Extra Features. 





“OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


“No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, t¢ 


which it will give prompt and 
earnest consideration. 
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{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign. 
all countries in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. Re- 
mittances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 
cents. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In ordering 
such changes it is necessary 
that both old and new ad- 
dresses be given. 


{ CONTRIBUTIONS are 
invited upon any to we og of i = 
terest@to this trade. 
accepted manuscripts will ; 
paid for at space rates. Un- 
accepted manuscripts will not 
be returned unless postage is 
enclosed by the sender. Cor- 
respondents should give their 
names and addresses, which 
will be withheld from pub- 
lication if reques 


* ADVERTISING RATES 
upon application — only ar- 
ticles of office equipment or 
directly related products 
eligible. 


{ Entered as Second-Clase 
Matter, July 8, 1905, at the 
Postoffice at Chicago, III. 
under Act of March 3, 1879. 


{ ‘Office Appliances’’ is 
registered in the United 
StatesjPatent Office, Wash- 
ington, D. C. 


“ COPYRIGHT. Contents 
covered by Copyright, 1936, 
by the Office Appliance 
Company. 





THE ADVERTISEMENTS 





These advertisements present the products of the leading manufacturers in each division of the industry. 


Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, 
A 

Acco Products, Inc....... 193 
Ace Fastener Corp....... 90 
Acme Card System Co... 78 
Acme Staple Co..... «2+ -- 246 
Adams, Henry T., Mfg. Co.102 
Aigner, G. J., Co......... 85 
Allen Calculators, Inc.....195 
Sn PU. 2665660000 0e06 245 
Allen-Wales Add. Mch. Cp.249 
All-Steel-Equip. Co.......185 
Alma Desk Co........ rr 
Amer. Autmt. Electr 

Sales Co. . wie oe 
Amer. Number. Mach. Co.247 
Amer. Writing Mach. Co. .202 


Artility Met. Products, Inc. 146 
Art Metal Construction Co.119 


Art Steel Co., Inc.... ..164 
Autocopy, Inc ‘ aa ae 
Autmt. Pencil Sharpener 
GA secccecccce , 84 
Autopoint Company 77 
B 
Bankers Box Co. 72 


Bankers & Merch St. Wks. 95 
Barkley, C. L., & Co 


Bassick Company 155 
Bates Manufacturing Co. .213 
Bentson Mfg. Co.... counee 
Better Packages, Ltd. 249 
Bickett, L. M., Co........176 
Boorum & Pease Co. 220 
Borg, George, Corp.. 49 
Bridges, F. W., Ltd......248 
Bright Chair Co. seen 177 
Bristow, Stanley R. 247 


Brown, L. L., Paper Co... 
..107, 108 


Browne-Morse Co.........156 
Buckeye Ribb. & Carb. Co.226 
Bushnell, Alvah, Co. ee tf) 
Calvert Lamp Co oven 
Cameron, Cal Tr 
Carpenter, E. W., Mfg. Co.234 
Carter’s Ink Co ‘ seonen 
Cel-U-Dex Corp ecco ane 
Central Desk Mfg. Co....184 
Clarotype Co., The sseaewee 
Clemco Desk Mfg. Co : 74 
Cleveland Container Co...103 
Codo Mfg. Corp am . 94 
Collier-Keyworth Co 133 
Columbia Rib. & Carb. Co.219 
Columbia Steel Eq. Co. 161 
Cook, H. C., Co 236 
Corona Typewriter 63 


Corry-Jamestown Mfg. Cp.163 
Crown Ribbon & Carb. Co.241 


Darnell Corp. . »-162 
Dawn Mfg. Corp 36 
Defiance Sales Corp... .237 
Dick, A. B., Co , 61 
Dictaphone Sales Corp 222 
Ditto, Ine. . oon oe 
DoMore Chair Co -182 


For the benefit of the subscribers the lines $ adv certised are here classified. 


are represented 
ommunicate with the 


Adding Pachine Rolle and Paper 
Lynn Paper aca ts Mfe. « ; 
Rockwell a Cc RS 
Smith, Bradner & ‘ 0 
Adding Machines 


Allen Calculators, In 195 
Allen-Wales Add. Mac? Cor 249 
Remington Rand Ine 227 
Sundstrand 65, Back Cover 


Adding Machines (Stylus) 
Reliable Typewr. & A. M. Corp 103 
Adding Machines, Rebuilt and Used 
Pruitt, Ine "3 
Reliable Typewr. & A. M. Cor 103 
Adding Typewriters 


Underwood, E. F 65, Back Cover 
Adhesives 
(See Inks, Adhesives, etc.) 


Arch and Clipbesrds 
Globe-Wernicke Co 
Rockwell-Barnes Co 
Shaw-Walker (+ 

Ash Trays, Office 
Deflance Sales Cor 9 
Howell Co ace if 


f 

Nagel-Chase Mfg. Co 7% 

Oakville Co 11 
Banker's Note Cases 

Art Steel Co 164 

General Fireproofing ( 114, 115 

Globe-Wernicke Co sé 122 

Victor Safe & Fx Co 194, 6, 8 
Billing Machines 

Remington Ran a. In 027 


Underwood, E Rack Cover 


Binders, Catalog and Periodical 
Acco Products, In 193 


Should subscribers be 


service 





however, offer their services in resolving any disagreements which result from relations 


through the journal. 


Doppelt, Chas., & Co...... 80 
Dorson Time Instrum. Co. 91 
Dewey. G. Ene COccccccec 239 
Dunham-Watson Co. ..... 103 
Duplicator Supply Co.....230 
DPURTIRR COB ccccccesces 234 


Eagle Ottawa Leather Co.169 


Eaton Paper Corp.... 
Elliott-Fisher . 65, 


Esterbrook Steel Pen Co. .244 
Evansville Desk Co...... 181 
Fr 
Ta Mm. We Rv evecvce 64 
eee Bee. Ci. cn ccce ons 221 
Faultless Caster Corp....172 
a i, i Ce si cess £o.m 246 
Finch & McCullouch...... 243 
Frits-Croas Co. ..cccccees 170 
Fulton Specialty Co...... 242 
a 
eee 79 
General Duplicator Corp. .216 
General Electric Co...... 212 
Jeneral Fireproof Co.114, 115 
Globe-Wernicke Co....... 122 
Graff, Geo. B., Co......0.. 205 
Graphic Duplicator Co...237 
Gregory IRE Ce. .ccccceces 218 
Guide System & Supp. Co.192 
Gunn Furniture Co....... 171 
H 
H. A. Ink Eradicator Co. .248 
Bemene WVOneee GO ccccccccs 236 
i BO Gi. socceee soe 246 

Hanson Scale Co......... 
Harriman-Welts Prod. Co. 248 
Harter Corp., The........ 154 
Hectographia Co. ........ 248 

erring Hall-Marvin Safe 
P ubd60 64 CAR 08 COCs 0a 185 
maa Cc orporation scbeede 251 
Higgins, Chas. M., & Co..233 

7 Point Bend. & Chair 
CERSOS PEERED OCSCOHEME 162 
Hillebers a ahee@ecanseaan 176 
Hoosier Desk Co......... 163 
Hotchkiss Sales Co....... 190 
REGee GE Scacncviscases 162 
Ideal School Supply Co... 75 
Imperial Desk Co......... 120 
Imperial Mfg. Co.........210 
Imperial Methods Co..... 98 
Se, EPO Gi. cccccess 75 
Ink Specialties Co........ 191 
Internat’l Bus. Mach. C 224 
Internat’l Typewr. Exch... 92 
Invincible Met. Furn. Co. .141 

J 

Jasper Chair Co...cccecce: 116 
SQRDOP DORE GO. ccscccccce 178 
Jasper Office Furniture Co.183 
Jasper Seating Co........ 178 
Johnson Chair Co......... 74 
sbenteeene —_ at 239 


204 


Back Cover 


Mart Bite. Co... ceechee 
Kellogg, Allyn W., Sales 

Ar ee 249 
A” eee 176 


Koh-I-Noor Pencil Co.....232 


& 
Lackawanna Leather Co..171 
Landgraf, Joseph, Inc.... 87 
Lefebure Corp. 2 
DE ee Bk Es cocecese 242 
Loose Leaf Metals Co..... 244 
Lynn Paper Products Co. .243 
Lyon Metal Products, Inc.171 


M 
Majestic Lounge Co...... 147 
Manifold Supplies Co..... 62 
Marber Company ........ 97 
Marble, B. L., Chair Co...121 
a 102 
Markwell Mfg. Co........ 244 
Mashek, Frank, & Co..... 97 
Master-Craft Corp. ...... 191 
Meilicke Systems, Inc....102 
Meilink Steel Safe Co..... 177 
Melind, Louis, Co......... 80 
Metal Office Furniture Co.148 
DE [th sscccesthet 76 
DE sic eebenane sone 249 
Meyer & Wenthe......... 100 
Miller-Bryant-Pierce Co...228 
Milwaukee Chair Co...... 181 
Mimeograph, The ........ 61 
Mitchell Binder Co....... 245 
Mittag & Volger, Inc.....209 
Moore Push-Pin Co....... 246 
Munson Supply Co........ 238 
Murphy Chair Co......... 134 
N 
Nagel-Chase Mfg. Co..... 79 
National Blank Book Co. .207 
Nat'l Brief Case Mfg. Co.. 94 
Nat'l Business Show Co.. .223 
Nat’l Engraving Co....... 247 
Nat’l Vulcanized Fibre Co.239 
Neva-Clog Products, Inc. .214 
New Indiana Chair Co.....175 
Niagara Duplicator Co....208 
Ce Se. cevenké wae a oe 211 


Oxford Filing Supply Co. .187 


P 
Pacific Cb. & Rib. Mfg. Co.225 
Peer WER Gee. ccccccccec 215 
-arrot Speed Fastener Cp.199 
POSGOR FORE CO. cc cccccce 217 
Peerless Key Co., Inc..... 189 
Peerless Products Co..... 103 
Peerless Steel Equip. Co. .177 
a Ne EO, nce ccsace 83 


Perfect Peerless Cal. Co...101 
Perfect R. S. Cushion Co..240 


Phillips Process Co....... 233 
Pronto File Corp......... 235 
PGS Ds odeecvecesieva 93 

Q . 
Quality Park Env. Co..... 76 


THE CLASSIFICATIONS 


bureau, 


Aigner, G. J., Co...... 


Master-Craft Corp. ....... 


Mitchell Binder Co 





without obligation. 


Stationers Loose Leaf “Co. 


Tenacity Mfg. Co 
Binders, Permanent storage 
Bankers Box Co , 
Master-Craft Corp 
Stationers Loose Leaf Co 
Binders, String 
Bankers Box Co : 
Blackboards, Framed 
Weber Costello Co 
Blank Books 
Boorum & Pease (Co...... 
Nat’l Blank Book Co...... 
Rockwell-Barnes Co sees 
Wilson-Jones Co 
Blotting Paper 
Smith, Bradner 


& - 9 
Blue Print and Plan File Cutan 


All-Steel-Equip. Co. . 
Art Metal Construction Co 


Art Steel Co eeceseeceose 


Browne-Morse Co oe 
Columbia Steel Equip. Co 


Corry-Jamestown Mfg. Corp 


General Fireproofing Co.. 
Globe-Wernicke Co 
Shaw-Walker Co., The 
Yawman and Erbe Mfg. Co 
Bond Boxes 
ff 5 rrr 
General Fireproofing Co 
Globe-Wernicke Co 
Book Cases 
All-Steel-Equip. Co 


85 


191 


245 
231 
9? 


+sso” 






Alma Desk Co..........-sse+. -.146 

Art Metal Construction Co .119 

Browne-Morse Co. ......... 156 

Corry-Jamestown Mfg. C OED. . 2-588 

General Fireproofing Co . 15 

Globe-Wernicke Co 22 

Gunn Furniture Co............+.. 71 

Shaw-Walker Co. ...... 35 

Weis Mfz. Co.... 12 > t.. 2 

Yawman and Erbe Mfg. Co. .153 
Book Rings 

Adams. Henry T., Mfe. Co........102 

Carpenter, E. W., Mfg. Co.......234 

Oakville Co gcceneseseecs 211 
Bookkeeping Machines 

Underwood. E. 65, Back Cover 
Box Letter Files 

BEG Bee Gicccccccccccccccccons 164 

Globe-Wernicke Co. ........se+. 122 

Rockvell-Barnes Co. ........++.. 85 

Weis Mfg. Co. ...... oo 125, 6, 7, 8 
Brief and Zipper Cases 

Doppelt, Charles. & Co.......... 80 

Mashek, Frank, & Co............. 97 

National Brief Case Mfg. Co...... 94 

Stein Bros. Mfg. Co.........++0+5. 84 
Bulletin Boards 

Weber Costello Co... ......sceeess 240 
Business Shows 

Nat’l Business Show Co..........223 
Caleulating Devices 

Mellicke Systems, Inc — 

Reliable Tw. & A. M. Corp...... 103 
Calculating Machines 

Allen Calculator. Inc...........++. 195 

Allen-Wales Add. & Mach. Corp..249 

Sundstrand ........+. 65, Back Cover 


established 


R 

Regal Typewriter Co.....246 
Reliable Tw. & A. M. Corp.103 
Remington Rand, Inc..... 227 
Replogle Globes, Inc..... 83 
Rishel, J. K., Furniture Carts 
Rivet- o Mfe. ERR 

Roberts, Weldon, R., "306 
Rockwell-Barnes Co....... 85 
PeOOMOM, Be. TA, CO. cccccces 102 
Royal Typewriter Co..... 250 


Sanymetal Products Co...183 
Ce EE enn ae ees 247 
Security Steel Equipment 
Ra Gbusheone scenes c0u6 8 6 
Sengbusch Self-Clos. 
Inkstd. Co. 201, 203 
Shaw-Walker Company...135 
Sheaffer, W. A., Pen Co...188 
Sheppard, C. E., Co....... 241 
Sherman-Manson Mfg. Co. 91 
ag te Mfg. Co... 98 
Smith, Bradner, & Co.... 90 
Smith, L. C., & Cor. Tw. Inc. 63 


a. ee 243 
Speed Key Mfg. Co......249 
Speed-O-Print Corp. ..... 86 
Spencerian Pen Co........ 239 


Stark Calendars, Inc.....102 
Stationers Loose Leaf Co.231 
Stein Brothers Mfg. Co... 84 
St. Johns Table Co....... 182 
meerwem, Be. BE, CO. ...20c. 235 
Sturgis Posture Chair Co.142 
Sundstrand...65, Back Cover 


Superior Type Co......... 82 
> 
Technygraph, The ....... 247 
yr... ke, 238 
Tiffany Stand Co......... 170 


Toledo Metal Furn. Co....136 
Triner Scale-& Mfg. Co... 95 
Teweees Meee. Cc nccccvcs 200 
Tubular Specialty Co..... 184 
Turner & Harrison Pen 


Gk swiwthkdeck ban ee 247 
Uv 
Underwood-Elliott-Fisher 
Eee 65, Back Cover 
U. 8S. Envelope Co........ 249 


U. S. Tw. Rib. Mfg. Co...246 
U nion Rubber & Asbe stos 


ckkby we Rede eee ea ee 246 

; Vv 
Vail Manufacturing Co... 73 
8 


Victor Safe & Eq. Co.194, 6, 
w 


Wagemaker Co. ......... 154 
Warshaw Mfg. Co..... . .240 
Weber Costello Co........ 240 
gn wd 2 
Weeks, Frank A., Mfg. Co.229 
Weis Mfg. Co...... 125, 6, 7, 8 
Wiggins, John B., Co..... 103 
Wilson-Jones Co. ........ 104 
WOUOPEMEEE, cncvcesceaccs 102 


Lj 
Yawman & Erbe Mfg. Co. .153 


Many of the requirements of the modern business office 
interested in any article of office equipment not listed here, they are cordially invited to 
through which the information will be promptly and cheerfully furnished by letter, 


Calculating Machines, Used 
Pruit, Ine. .. " 
Reliable Tw. & A. M. Corp..... 103 
Carbon Papers 
(See Ribbons and Carbons) 
Card Index Boxes and Trays 


All-Steel- Equip. Co — 
Art Metal Construction Co..... 119 
Art Steel co beneesoessocccececoese 164 
BE Be, Gi ccoceccccccccccs 170 
Cameron, Cal. pebeoesoces o 22-182 
Columbia Steel Eovip. Co es 161 
Corry-Jamestown Mfg. Cort ‘ 143 
General Electric Co.... —— 
Globe-Wernicke Co. ..... coche 
Guide System & Supply Co ...192 
Imperial Methods Co. . oon. oe 
Invincible Metal Furn. Co — 
Metal Office Furn. Co -.148 
Security Steel Equip. Co......... 145 
Shaw-Walker Co., The ooo c ltd 
Warshaw Mfg. Co................240 
Weis Mfg. Co...... 125, 6, 7. 8 
Yawman and Erbe Mfg. Co .153 
Cash Boxes 
Art Steel Co. . 164 


General Fireproofing Co 114 
Casters. Caster Bearings, Slides 
Bassick Company SitseuS ee 1 
Darnell Corp. .. 16: 
Faultiess Caster Corp 17 
Killan Mfg. Corp... 1 
Celluloid Envelopes 
Markilo Co. .........+.+- 
Chair trons 
BEE EM, woccccccceccocescesose f 
Collier-Keyworth Co 3 
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aylo = AEP aed _ Paste Inks, Adhesives, Bte. 
Genates Fireproofing Co.......114, 115 Pen "a Pencil Clips : : 
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Feiss Coos GO, wvrreeeessseeeens -170 e,Wissins, The John B., Co....... 103 Turner & son Pen’ Mfg. Go. .247 
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WANTS AND TOR SALE 


The rate for classified advertisements ts 


SITUATIONS WANTED 


SALESMAN TECHNICALLY TRAINED in loose leaf and filing systems and with 
broad knowledge of general stationers lines, is open for a hew connection, either 
with dealer or manufacturer Will serve as representative of manufacturer of some 
first class line, or manage stationery store or sales department, or will direct sales 
of loose leaf Operating a paying business now but for good reasons prefers to 
make a change Principal activities have been in territory from Ohio to Illinois and 
in the south Will consider any location Address J-135, care Office Appliances, 
Chicago se 
TRAVELING SALESMAN, large acquaintance with trade in middle western states, 
highly recommended, seeks opportunity to prove his worth; experiences and ability 
will prove an asset to manufacturer; twenty-two years experience, in office supplies, 
loose leaf and equipment, 43 years old. Will consider managership of growing office 
supply and equipment store Address J-137, care Office Appliances, Chicago. _ 
STATIONERY SALESMAN with ten years’ experience as manager of s‘ationery de 
partment for enterprising concern in the South is open for new connection preferably 
with manufacturer Has good job now but prefers one with larger possibilities Is 
well acquainted with other dealers and their buyers throughout the Southwest 
Fully versed in all lines of commercial stationery, loose leaf. files and office furni 
ture. First-class references Address J-131, care Office 
SALESMAN with sixteen years’ experience with prominent Boston stationer seeks 
New England connection with manufacturer Has sold to the trade, as well as 
retail, and has managed store. Thoroughly versed in all lines of stationery, includ 
ing filing equipment and supplies and loose leaf. Has an experience which some 
manufacturer of stationery or office equipment can use to advantage Address 
139. care Office Appliances, Chicago 
TRAVELING SALESMAN, comprehensive knowledge of office machines, equipment, 
and stationery items, large acquaintance with trade from coast to coast Excep- 
tionally successful in developing dealership organization Highly recommended 
Address J-143, care Office Appliances, Chicago 
STATIONERY AND OFFICE SUPPLIES SALESMAN seeks connection Fifteen 
vears’ outside selling. last eighteen months with large stationery house in Ohio 
Capable of doing good job in territory offering opportunity for building up sales 
Address J-134, care Office Appliances, Chicago 
SALESMAN Fifteen years traveling Eas’ desires connection with respons ble s steel 
office furniture agent Salary basis Address J-130, care Office Appliances, 100 
East 42nd Street, New York 
TYPEWRITER SHOP-FOREMAN 
all makes; can demonstrate ability to speed up 
Thirty-five years old, e« 1 appearance, married and reliable 
for responsible Mid-Wes'ern or Western dealer References 
Office Appliances, Chicag 





Appliances, Chicago 


Fifteen years’ experience, thoroughly capable 
production and increase revenue 
would be a real asset 

Address J-136, care 





factory 


TYPEWRITER SHOP FOREMAN, all makes, twenty years—understand 

type rebuilding appliable to medium size shop Young Would like change 
Address J-142, care Office Appliances, Chicago 

TYPEWRITER MECHANIC, twelve years’ experience with manufacturers and 


arried, desires connection with midwest or western dealer, 
Address J-140, care Office Appliances, Chicago 


SALESMEN WANTED 


WANTED 
AGENCY SUPERVISORS—-AGENCY SALESMEN—DIRECT SALESMEN 
Postindex sales are increasing due to a rapidly expanding market and to demon 
strably superior features in the product The Postindex Division of Art Metal Cor 


dealers all makes, young 
Smith or Roval preferred 


struction Compeny, Jamestown, New York, has several openings in its sales organ 

zation, and will welcome correspondence from men with visible record or system 
selling experience, or those who think they micht qualify We pay salary and ex 
penses for travelers and salary plus commission to branch salesmen Several of 
our agents also have openings for men whom we will train at our expense Apply 


by letter only, and let your letter tell a complete story of your experience, with 
photograph if possible Address The Postindex Company, Jamestown, N. ¥ 


A HELPING HAND FROM UNCLE SAM! 
Federal and State Tax Laws now command every business keep Tax Records 
None dares risk heavy fines and penalties Tremendous forced demand Make 
year’s income next 3 months selling Liberty Tax Records Officially approved 
Satisfies legal requirements Endorsed by business leaders New and countless 
thousands established users eagerly order now to comply with law Up to $4.10 
profit per sale Repeat commissions without callbacks Salesmen coining money on 
leads furnished One sold 22 first 2 days Another filled 500 repeat mail orders 


in 2 monthe Write quick Commonwealth Publishing Co., 508 So. Dearborn, 
Chicago. 
WANTED: Man experienced in selling and servicing Stencil Duplicating Machines 


and Supplies. Splendid opportunity for the right man to make himself a real suc 
cess. Drawing account based upon sales commissions and our cooperation 100 per 
cent. Address X-216. care Office Appliances, Chicago 


ESTABLISHED, WELL KNOWN, SUCCESSFUL selling organization or Salesman. 
calling on Wholesale Paper, Toy, Notion, Stationery and Chain trade, can secure 
large volume, staple paper line of old established reputable manufacturer Full de- 


tails first letter, please Address X-217, care Office Appliances, Chicago. 


OFFICE SPECIALTY MANUFACTURER has openings for capable sales agents in 
Ilinois, Minnesota, New York, New Jersey, Pennsylvania, Delaware and Connecticut. 
Must be familiar with fling and filing systems and able to discu s the subject in 
telligently with concerns having large file requirements Equipment has been in 
successful operation for years in offices of industrial concerns, universities and gov 
ernment offices. For particulars address X-222, care Office Appliances, Chicago 


SALESMAN WANTED represent manufacturer of office and school “chairs in 
Chicago and vicinity Must be one who is experienced and who has good acquaint 
ance with furniture dealers in the territory A good line priced right for volume 
Send complete information to X-221, care Office Appliances, Chicago 

calendar and paper weight to sta 
Chicago 





w —, SALESMEN: To sell Quintex 5 yr 
tioners ew Weinman Bros Mdse. Mart 


eight cents a word, minimum charge, $1.60 


SALESMAN WANTED—One who is well and favorably known among dealers in 
— and school chairs in Chicago territory Prefer Chicago resident—capable of 
building up distribution of good quality line, fine variety of popular numbers. Ad 
eare Office Appliances, Chicago. 


; SALESMEN-MECHANICS WANTED 
WANTED combination sales-service man with practical knowledge 
and at least passable knowledge cash registers Address X-224, 
ances, Chicago 
WANTED: Combination Typewriter Mechanic and Salesman. 
Address X-229, Office Appliances, Chicago 

ee MECHANICS WANTED 
WANTED: Typewriter and adding machine mechanic, 
ability preferred, for work in Southern territory Write 
pliances, Chicago : 
RELIABLE AND WELL ESTABLISHED live L. C 
supply dealer, Southern Michigan, desires mechanic, to service leading makes of 
typewriters, adding, calculating and office machines. Sales ability desirable. Must 
be neat, dependable and well trained. Moderate salary—or salary and commission 
Good working conditions Give complete details which will be kept strictly con 
fidential X-230. care Office Appliances, Chicago 
pF ae ~ REPRESENTATIVES AVAILABLE 
AMPLY FINANCED SALES ORGANIZATION and expert mechanical force. Selling 
two high grade office appliance specialties direct to users in New York area and to 
dealers throughout the world. Seek additional item for sale or service. Box J-138, 
eare Office Appliances, Chicago. : 
OFFICE FURNITURE SALESMAN with unusual sales record is open for an addi 
tional line to sell to the trade in eastern territory Has well established business 
now in desks and tables. Before starting on business as manufacturers’ representa 
tive served successfully as sales manager for well known wood furniture manufac 
turer, Will consider chairs, lockers, filing cabinets, filing supplies, desk and chair 
accessories, lamps or other articles of merit. Will add only one or two lines to 
present set-up and will continue to cover the East thoroughly from Washington, D. C 
to Maine. Address J-141, care Office Appliances, Chicago ie ‘e 
SALESMAN calling upon stationery trade in territory extending from Ohio to 
Nebraska desires one additional line. Now carrying stationers’ leather goods. Is 
competent to handle any line sold by commercial stationery or office equipment 
store Address J-132, care Office _Appliances, Chicago a a 
SALESMAN WITH FOLLOWING on Pacific Coast desires additional line of lamps. 
waste baskets, steel bridge tables, smokers, steel card files or similar line to be 
sold to stationery, office equipment, department and household furniture trade 
Address J-133, care Office Appliances, Chicago me io dele IG 6S 
OFFICE SPECIALTY SALESMAN selling direct covering western New York and 
northern Pa. wants line of merit with repeat possibilities to act as distributor on 
commission basis. Best referenc es. Address X-218, care Office Appliances, Chicago 
; as REPRESENTATIVES WANTED ——” COTS 
IF YOU SELUL DIRECT to off “es, you can sell our high grade Typewriter Specialty 
profitably. Liberal profit on each sale. Protection given. Quickly becomes a major 
line Write for details giving territory you cover Address X-215, care Office 
Appliances, Chicago 


dress X-220 


all office machines 
care Office Appli 


First-class position 
experienced, one with sales 
X-225, care Office Ap 


Smith, office machine and 











DISTRIBUTORS WANTED—Exclusive Dealerships for a new payroll, job-costing 
and tax-finding machine designed to meet the requirements of the new Social Se- 
curity Act This machine calculates simultaneously all wage and tax factors re 
quired in either payroll or job cost work. Design of machine involves a new basic 
art. It is many times faster than other machines on this type of work. This ma 
chine is adanvtable to all kinds of repetitive calculations Developed and sponsored 
by men widely known in the office appliance industry. Manufactured by inter 
nationally known company which has long given special attention to payroll work 
Only dealers who can qualify as being financially responsible will be considered 
Wide selection of territories, both cities and states, are available. Costometer Cor 
poration, 19 West 44th Street, New York City 


~ Complete your line by addi ing coin “counting, ¥ wrap- 
ping, assorting and change making machines Manufactured by nationally known 
manufacturer Sold direct to banks, churches, restaurants, theatres and similar 
concerns handling large valume of coins. Good commissions. References. Address 
X-223, Office Appliances, Chicago 

REPRESENTATIVES WANTED by manufacturer of high grade duplicating ink, 
typewriter ribbons, carbon papers Liberal commissions. Several territories open 
Address X-227, care Office Appliances, Chicago. _ 


BUSINESS OPPORTUNITIES 
HAVE A GOOD TYPEWRITER DEALERSHIP open in cool Colorado. Machine 
well represented in territory Very small capital necessary. Address reply to 
X-219, care Office Appliances, Chicago 
ACTIVE STATIONERY BUSINESS in one of So. California’s best towns for sale, 
owner wishing to discontinue. Full details on application to X-226, care Office 
Appliances, Chicago 


WILL 1 PURCHASE established stationery and office equipment business, moderate 
size, in Middle West or East. Mail full particulars, stating main lines carried, 
sales volume, etc., to X-228, , care Office Appliances, Chicago 

WILL BUY all or controlling interest in office | equipment or " stationery business. 
‘ill pay cash Address X-231, care Office Appliances, Chicago 


; ___ FOUNTAIN PEN REPAIRING 


MANUFACTURERS’ AGENTS. 









































ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904. Standard 
prices—regular trade discount. All work guaranteed Prompt service Send all 


makes to one place se postage and time. Send a trial package today 
Pen & Repair Co., 8S. State St., Chicago 


WANTS AND FOR SALE—Continued on page 7 


Welty 





SEPTEMBER, 1936 


WANTS AND FOR SALE—Continued from page 6 


- . SALES LETTERS $A 
LETTERS WILL BUILD SALES: For years I have built letters that pull sales. 
You need them more than ever now. 


Send me your data for new letters, or unsuc- 
cessful letters for reshaping. Particulars on request. 











Address H. M. Goldthwait, 
123 Washington Ave., Santa | Fe, N. Mex. — i ee 

a FOR SAI SALE_ AND V WANTED T To ‘BUY : Seem 
ELLIOTT FISHER MACHINES Burroughs— —Moon_ Hopkins- Adding Machines 
Addressographs—bought and sold. Chicago Office Appliance Co., 533 8S. Dearborn, 
Chicago. i" - SN Cn ; ee a: Te 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters. Checkwriters, and all office machines bought and 
sold. Teeter-Warsh Co., 309 W. Kilbourn Ave., Milwaukee, Wis. 
ELLIOTT-FISHER machines, typewriters, adding machines—all office equipment, 
bought and sold. W. J. Crowley Company, 434 Caswell Bidg., Milwaukee, Wis- 
consin 


DALTON ADDING AND BOOKKFEPING Machines sold, exchanged, repaired, over- 
hauled, rebuilt. Will buy Underwood Fanfolds, Comptometers, quote prices, serial 
numbers, models. Peter Paul Mechanical Service, 430 South Dearborn, Chicago 


WANTED BURROUGHS Bank Bookkeeping Machines Class 2300 and 1300. Chat- 
tanooga Typewriter Co., Chattanooga, Tenn 
“BURROUGHS MOTORS" Complete ‘with transmission, 
style machines. Adding Machine Sales & Service Co., 
land, O. Se . wes . we E Sad oe ra 
yy yes Duplicators, Dictaphones, Multigraphes, Sealers, Folders, Type- 

Adding Machines. Write for FREE Money Making Circular. Pruitt, 527 
Pruitt "Bidg., Chicago. 2 saa iseeney 
DICTAPHONES, EDIPHONES—rough or | or rebuilt—special prices to dealers. In- 
crease your sales and profits—write us. American Dictating Machine Co., 1141 
Broadway, New York City 























for all 
Cleve 


Universal and AC 
1004 Superior Ave., 
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DICTAPHONES, EDIPHONES—We are largest dealers rebuilt dictating machines in 
world—Specialists for twelve years—Rock-bottom prices— stock all 
models! Also manufacturers ‘‘Stentor’’ proces Agents’ territories open. 
Write us for available protected territories, Dictating ‘Machine & Record Corp., 
156 East 42nd Street. New York City. 
DICTAPHONES ~ EDIPHONES, SUPPLIES headquarters- —mac “a 5 bought. as t. aold 
Wholesale, Retail—Write us. Chicago Dictating Machine Co., “° 
Chicago 
FOR SALE-—100 McMillan Automatic Shift 
each, 1000 Duplex IVI panels for 4%” and 5” card, 00 each i 
lots of 25. Visible equipment, all makes, dictating, addressing and duplicating 
uote bought and sold. Hanover Office Equipment Co., 80 Greenwich St., New 
ork City. 
VISIBLE EQU IPMENT bought and sold— Kardex, Acme, Postindex, 
"6x20" some panels for flexoline or tubes, 1000 ‘‘5x20°" Kardex duplex panels. 
1000 ‘‘8x24’’ Vv. I, pane lo. Gan 
to dealers at * detailed information furnished. Comm Card Co., 401 
Broadway, New York. 
MULTIGRAPH RIBBONS re-manufactured. Duplicator inks and typewriter rib- 
bons. Established over ten years. Write us, save money. Lewis Co., 953 N. 4th 
St., Milwaukee, Wis. 
"37-38 YEAR TYPE—SPECIAL CHARACTER TYPE made to order—Orders filled 
promptly—Send your old type with order—Adding Machine Parts—Keytop— 
Adding Machine Ribbons. I. A. Dehn, Jr., 1450 102d Ave., Oakland, Calif, 


WE WILL BUY for cash in southern states stocks of yy -— 
office Furniture of re-finance going concerns. Horne Desk & Fixture Co 
St. N. E. Atlanta, | Ga. 


jt le —— PARTS CABINETS, limited quantity. Made of first grade Bass- 
wood. 3 drawers 1%” deep. 2 drawers have 25 compartments each with front 
partition removable. Other drawer has 50 compartments for type and key cards. 
$7.50 delivered, as long as they last. American Writing Machine Company, 374 
Broadway, New York = 





“Visible Binders No. 2150A— $1.50 
500--8” fg $1 








ete. — 1000 
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Raves Statistics by United States D Department of ‘Commerce 


United States Exports ef Typewriters—June, 1936 














777 7772 7774 7775 
Standard Portable Used & Type- 
typewriters, typewriters, rebuilt writer 
new new typewriters parts 
Countries No Value No Value No, Value Value 
Austria .. ; - 36 $ 2,457 24 6$ 648 55 $ 1,235 $ 102 
Azores & Madeira Is : 1 2 2 88 : 
Belgium .. 201 11,458 68 2,244 21 878 407 
Bulgaria ..... 3 225 2 72 eves cece ooce 
Czechoslovakia 227 17,274 130 3.648 42 1.124 
Denmark ‘ 1 a eens ' sees okie 
Estonia ... 20 1,268 ; o+es oaen 
Finland ... 64 4,318 11 205 30 683 - 
France ... 72 9,017 3 108 462 18,573 17438 
Germany . eee saint asee iene 1 32 ove 
Gibraltar . oan 12 431 seen oka ieee 
Greece ee l 53 ; 86 ’ , 144 
Hungary . 1 —7e : 95 2.613 , 
Irish Free State... 54 3.006 .... 16 506 7 
i? enecesosesse . 162 7,500 62 4 168 465 
Lithuania 1,063 4 oon 2008 , 
Malta, Gozo, ‘and C yprus PEG 5 5 200 - 
a ececcccoese 27 7,381 52 81 3.001 649 
evebase os 83 6,497 94 3 i03 106 
Poland. and Sensis. 40 2,425 440 ~ ~ , 
end peseeee : 104 7,710 91 25 1,074 108 
Ruman : eae : bt, jee 
U.8.8 R (Russia ) 28 2 1 22 
Pe <cenvease 165 7,3 24 596 1,120 
Sweden 273 16,35 46 1,055 216 
Switzerland ‘ R6 6 105 1 681 547 
United Kingdom . 2,554 164, 1,122 27,188 9,977 
pS ugosiavia ....... 39 2, 4 210 
‘anada ..... 12 1 282 7.581 66,959 
British Honduras 1 - : 
Costa Rica ... 7 394 1 55 29 
Guatemala 20 1! 7 
Honduras . 2 1 50 26 
Nicaragua . 2 3 108 23 
Panama ..... 109 7 O5€ 4 130 385 
Salvador .... 15 1 62 sese 
Mexico .... 380 23,777 1,121 ll 3.755 928 
Newfoundland and 
BGECOGSE ..cccccs — 2 | a ee : . 
Bermuda .. seer — 2 54 l 65 
Barbados ..... . 4 292 se , _ 
Jamaica ..... 1 75 5 92 
Other British West 
Indies , - aa juni 2 80 ee 
Cuba ‘ 466 29,958 19 504 105 3.855 552 
Dominican Republic ‘ l 69 ‘ ‘a : ~~ 
Netherland West Indics 14 1,050 19 608 4 114 13 
French West Indies.. oe sane 3 108g... —— sees 
Haiti, Republic of . aoe 1 43 l 32 pana 
Argen occee 138 9,888 79 2,219 10 3,178 529 
Bolivia l¢ 1,124 12 37 sane ones 
Brazil 287 18,539 148 4,737 50 1,842 632 
Chile ..... 28 1,702 57 1,887 30 1,365 146 
Colombia 175 12,096 37 1,104 10 643 150 
Ecuador .. 23 1,757 7 245 21 756 cece 
British Guiana l 75 deus . “Kee 
French Comm 1 75 4 108 “as 
a sbeee 66 4,427 91 2 696 74 2.70 30° 
Uruguay ..... 13 975 ° ‘ase 
Venezuela ..... , 1,468 30 188 ( 214 ll 
British India 114 7,429 379 12,459 OT 10,121 1,313 
British Malaya 50 3,615 123 5 230 85 
Ceylon ..... . : 30 iia 
CRED scasqcccces - 127 8.934 99 8 1,258 347 
Netherland India .. . 176 11,788 129 175 
French Indo-China .... ~~ 36 th 30 
Hong Kong ..... 5 6 214 ee hoe 
a sseeet ’ 1 . ees 105 
Japan 11 29 1,160 273 8,005 182 
Kwantung f f 165 6 234 
a 14 1 lf 522 2 40 3 
Dn assocesnocee f es 82 a 
r hilippine Islands 71 47 63 2,061 67 1,978 1,787 
Siam .. eeeces 13 23 796 eee 191 
Syria... owan 7 eee b400 
WE  wencece 8 90 , 
Australia ...... 203 9 2 wae 1,761 
French Oceania ... ‘ ai 5 1 18 — 
New Zealand ....... 29 1,940 12 38 1,026 94 
Belgian Congo . - 10 , naan ecce 
British East Africa. 7 24 l 10 : 
Union of South Africa Se 64 31 1,261 613 
Other Sees South 
Gold c coast ee pee 2 78 
Nigeria .... veoon 2 126 1 ai 
Egypt ....... eee 48 3,113 28 8x8 19 79 133 
Dy ésconssekee 1 89 ie 
TL cntecuse 1 47 
Other French Africa 15 1,562 20 oe ene me 
Dn sntasceedeoce ‘ 12 R84 11 S84 2ea0 ° 6 
Mozambique ' 1 75 17 450 ° 
Canary Islands 12 432 oe 
Other Spanish Africa 9 660 29 Gee ‘eeee a a 
. roe 7,553 $487.062 4,904 $129,784 3,746 $112,622 $93,139 
Shipments to: 
Hawali ‘ 139 $ 9,246 34 $ 1,250 67 $ 2,027 § 1,685 
Puerto Rico .. 101 5, a 11 351 1 35 92 
Virgin Islands i 3 100 5 275 


United States Exports of Adding, Calculating and Billing Machines 
and Cash Registers—June, 1936 








7752 7753 
Listing- Typewriter- 7756 
adding- bookkeeping- Listing- 7757 
bookeeping billing adding Calculating 
machines. a. ...% machines. machines. 
Countries. No. Value. No. Value. No. Value. No. Value. 
Austria ... ‘ 2 $ 2,250 2 925 54. $ 3.081 6 $ 2,035 
Belgium .... ‘ 4 3.105 7 5,454 3,048 21 2,688 
Czechoslovakia ... fae 4 3,729 28 2,478 6 1,159 
DE sepeceas *¥e és sees ° 1 oe enes seas 
Estonia ..... 3 207 vey waa 
Finland : ° oe 1 948 30 Re ates we 
France ..... ‘ HN) 5,805 26 12,649 160 14,674 32 3,335 
Greece ..... — a 6% “nen 7 GER ccec es 
Hungary l 684 ene ease osse pe 
Irish Free State aA 1 7 9 1,101 7 1,532 
EP scces ‘a een 2 846 3 325 29 5,454 
Netheriainds 3 3,420 7 5,703 45 ¢. lll 17 2,475 
os | . cose + 8,964 15 1,236 1 18 
Polan and 
Danzig .: ; : » 4 3,108 6 V5. 
Portugal .. , ones 4 240 
Rumania . +s ber 1 carer does 
U. 8. 8. R. 

(Russia) . 1 3,025 . ver ove eens 12 4,416 
Spain ..... 1 3.085 1 ont 4 437 1 198 
Sweden ...... ° 3 3,050 1) 233 15,242 26 4,268 
Switzerland . ‘ 6 3. " 2 59 5,062 ” sy! 
United Kingdom. 29 30,12 58 47,079 158 20,775 19 47,412 
Yugoslavia . we bade thes . 12 920 =... sees 
Canada ..... l 441 8 391i 4 3,8vz 57 11,126 
Costa Rica . ‘ ten an apy l - ii pees 
Guatemala . ——— shee : “nas 16 1,436 i 
Honduras . : ‘ veee pond 1 147 ase ; 
Nicaragua ¥ j mae me ‘aes 4 315 2 480 
Panama .... a bent 1 747 1 90 3 53? 
Salvador . we a eves azer 2 201 rey 
Mexico ...... 1,020 ll 9,171 51 5,135 41 7,321 
Newfoundland and 

brador .... we guna airs —r 2 261 ends |; 
Bermuda .... Tay, ree foes. cane esse 1 120 
GEE. scccccsee 0% ees ° base 1 294 gee sone 
Trinidad and» 
Tobago ........ ane 12 OB asane : 
Snneeencons 2 1,071 7 543 34 3,337 
Dominican 

Republic . ie ee er eens een 6 900 
Netherland West 

Indies ..... : 3 217 3 338 
French West 

Indies ......... nen = os0e 4 168 > 
Argentina 2 1,605 1 831 49 3,771 15 4,287 
Bolivia week ae , wie sees 1 133 1,540 
BEE hes ceccowes 2 2.685 .... ene 36 2,847 24 2,509 
Chile ... acess 5 ii cane ait vom 4 368 10 1,676 
Colombia ..... 29 1,794 s Loan 
Ecuador ......... 8 .. ae 
Surinam .. 1 158 
French Guiana. kese a 1 98 
POE cccccccess coe cous oss ; 525 7 601 
Uruguay ........ 1 Y ‘3 , 6 306 Cli... 

Venezuela ....... 2 1,520 1 253 20 2,145 ll 3,096 
British India ose baae - 3 4 75 14,000 
British Malaya... , exe — nade 8 542 1,019 
OO er - bine abe cows sonn : 12 1,98) 
GOONS ccccoes - oF oan aS 7 408 7 1,297 
Netherland india. 3 2.859 6 a 75 5,226 8 98u 
Hong Kong...... ~ sone, oben oath » sas occe 5 460 

— apbesecepne i wits: >. heal BRE oases 31 3.520 
Palesti + cane. sees 18 1,566 .... esse 
Philippine” Islands .. ore | abe seer 49 3,875 11 1,695 
Turkey .... : “ cas own en stan apse 3 340 
BEE ccgetses ie 79 29,065 83 8,195 47 13,146 
New Zealand... .. 2 1,896 4 3,177 23 2,313 6 1,777 
Union of South 

BEE aicccones Oe 20,400 13 4,982 36 5,142 5 1,165 
Other British 

South Africa. 3 190 iin 
Liberia ..... is ‘ adi ons oeve oone 1 255 
ee - ‘eas deni o0ee 3 ere oe 

Total 92 $91,266 261 $156,105 1,513 $132,016 795 $155,402 
Shipments to 
Hawaii one 1 $ 914 3 $ 1,114 16 $ 1,664 15 $ 4,327 
Puerto Rico.... .. sail soos whine 31 2,080 s 2,632 
7761 
Parts 
7760 for ac- 
7759 Other adding count - 7765 
Card- and calculat- ing and Parts 
punching, ing machines, caicu- for 
sorting, and —— lating Cash 
tabulating sed a ma- 764 regis- 
machines. rebuilt. chines. Cash registers ters. 
No, Value. No, Value. Value. No Val Value 
Countries 
Austria ..... : ine - as 2 2 1 $ 1,290 ooze 
Belgium 980 6$ 4,010 0 3,006 $ 202 
Bulgaria . ree $9,513 sens 44 . oose spas 
Czechoslovakia ... .. pene 1 90 316 3 1,173 27 
Denmark ........ be sone Be cons 264 «11 3.548 see60 
Finland ........ pas 8 322 73 440 3.326 ease 
nee 23 44,126 99 14,901 28,448 63 13,5138 Tle 
Germany 2 1,83 oe 964s een 3.008 








7759 


Card- 
punching, 
sorting, and 
tabulating 
machines 
No. 
Countries 
Hungary . l 
Irish Free State. 
TOME eccccccce 
Malta, Gozo, 
Cyprus 


Netherlands ..... 1 1.12 


Norway . 

Poland and Danzig 

Portugal 

one l 
S.8.R. (Russia) 

Seain 


Sweden . 2 1,884 


Switzerland 
United Kingdom 
Yugoslavia 
Canada 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 
Bermuda 
Uther British W 
Indies 
Cuba .. 
Netherland 
Indies 
Argentina 
Bolivia ‘ 
Brazil . : l 
Chile ; 
Colombia 
British Guiana 
Peru 
Uruguay 
Venezuela 
British India .. 
British Malaya 
China 
Netherland 
liong Kong 
Japan 
Palestine 
Philippine 
Siam .... 
Turkey 
Australia ..... 
New Zealand 
British East Af 
Union of South 
Africa 
Egypt 
Tunisia, 
Italian 


West 


India 


peat 


Africa 


Total . 
Shipments to: 
lawali 
Puerto 


Virgin Islands. . 


Value 


900 


7760 
Other adding 
and calculat- 
ing machines, 

including 
used and 





rebuilt. 
No Value 
l 48 
l 81 
30 3,144 
ll 1,391 
l 51 
102 46) 
1 54 
13 ti 
25 807 
28 1,334 
l 50 
6 161 
i 914 
21 1,127 
l } 
10 1,169 
250 
i 45 
‘S 17 
l i 
2 17 
55 $35,826 


$123 
1,575 


7761 
Parts 
for ac- 
count- 
ing and 
ealcu 
lating 

ma- 
chines. 


Value 


2. Z 


$146,059 


$142 
o4 








7764 
ash registers. 
No. Value. 
i2 1,115 
2 228 
71 9,232 
10 1,837 
“4 778 
35 
64 
29 
28 
19 
‘I 17 
1 110 
5 313 
2 216 
68 10,743 
1 175 
8 428 
6 
26 
4 
4 
8 i 
l 336 
‘I 488 
i 924 
l 50 
70 13,991 
5 450 
8 616 
"2 "143 
104 8,545 
16 2,411 
2 "180 
882 $15 56,263 
8 $1,486 
19 2,039 
1 140 


7765 
Parts 
for 
cash 
regis- 
ters 
Value 


29 


$90, 871 


United States Exports of Metal Office Furniture, June, 1936 


Countries N 


Austria 

Belgium 

Czechoslovakia 

Estonia 

Finland 

Creece 

Netherlands 

Norway 

Portugal 

Spain 

Sweden 

Switzerland 

Albania : 

United Kingd 

Yugoslavia 

Canada 

Costa Rica 

Nicaragua 

Panama ... i 

Salvador 

Mexico .. 

Miquelon and 
Islands . . 

Newfoundland a 
Labrador . t 

Bermuda 

Jamaica 

Trinidad 

Other Brit 

Cuba 

Dominican Repub 

Netherland West 

Haiti Republic 

Argentina 

Bolivia 

Brazil 

Colombia 

Ecuador 

Peru cece 

Venetuela ... ; 11 

British India 

British Malaya 

China : 6 

Netherland India Ss 

Hong Kong l 

Iraq 

Japan : 

Palestine ‘ 

Philippine Islands 1 


St Pp 


and Tobag 
ish West Indies 


Indic 


Australia 
Union of South Africa 10 
= British South 


Other French séies 208°: 4 


6129 
Sheet- metal 

kers and 
rage cabinets 


Value 


* ga 
105 


21 


185 


6130 
Sheet -metal 
shelving and 

wall bins 


Value 


No 


6131 
Sheet- metal 





filing cases, 
not insulated 
Value No 
$ 53 
460 
108 
0 
3,546 4 
207 20 
41 . 
1,440 2 
+690 18 
i 
3,123 4 
102 
563 20 
104 ee 
6 
1.968 . 
l 
TH *1 
16 
130 
80 
“eas " 
132 
145 
‘ 16 
2.514 f 
180 6 
1,927 5 
315 
413 
138 
ooo - > 
1,392 il 
49 , 
31 
620 
16 





6132 
Sheet - 
metal 
cabinets, 
insulated 
Value 

















OFFICE APPLIANCES 



































6132 
6129 6130 6131 Sheet- 
Sheet-metal Sheet-metal Sheet- metal metal 
lockers and shelving and filing cases. cabinets, 
storage cabinets wall bins not insulated insulated 
Countries No. Value Value No. Value No Value 
Canary Islands ee ee 6 325 
DT Qtbesscngesesness 943 $10,797 $13,058 1,960 03 $11,060 
Shipments to: 
DEE easeccececeseese 35 $ 396 §$ 1,284 103 $ 2,131 13 $ 647 
DE ED casacceence 46 398 S 295 3,446 26 649 
Virgin Islands 1 30 cece 1 18 ° cece 
6134 
Bank and 6135 6139 
safety deposit Other office Other 
6133 vaults and furniture and metal 
Safes vault equipment fixtures furniture 
Countries No Value Value Value Value 
BOONGOMMR cc ccccccccccccccccssececcess cece $ 252 
Czechoslovakia ........ wee 5 
Denmark che ee oweeeer 
DEE « Seececéccceoeueeeeeusese oven ose 
PEARCE ccccccccccccccesccecscese $ 265 
GENER cccececcccesssccessosecees cece oess 
Irish Pree State... .ccccccscccccee cose a4 
FRORP ccccccesccccccccccscccceoee cove eee 
IROUMOTIOMGS 20. cccccccccccccceccs eee 310 
Norway ... SGececesosesee 8 $ 8Y - 
Poland and Danzig.......--sceces oss. 17 
POMGMEEE ccccccccccccoccccceecess cece ove 106 
PRUROMED, cc cccccccccccccccesesees ees seer ll eve 
U.S.S.R. (Russia) ......ccccces. 1 150 ° 
EMER cococcccceccccceccceceseoee coos 539 
BUGE cccccccccccccccccccesceee esee 1,818 
Switzerland ........ccecseeeeees © cece . 12 
United Kingdom ..........+seee0. 41 3,208 
GOMOER nccccecccccccccccccces eee 44 $ 106 4,845 12, 
British Homduras ..........ceccee cece : 
Costa Rica ........ 160 
GHUBRETROTR cccccccccccccececccece eves ve 190 “ss 
TROMGRTOS ccccccccccccccvcccccccs Ss 319 354 
PEMGREOEIED ccccccccccccccsccescees cess oses eee ° —_ 
POMBE cccceccceccccosccesccces 9 265 108 851 1,286 
BeRVOGSE cccccccccccccsccccccccese 6 132 cece 42 147 
Mexico . - 4 104 1,078 2,700 
Newfoundl: and and Labrador..... l 40 15 100 
Bermuda ...... eer a pee . 238 
DEED Gédccccerccececcscoeséce ses ° ‘ as 
Jamaica ....... 2 80 67 193 
Trinidad and Tobago 1 50 55 
Other British West Indies , 128 
| sere 548 1,660 
Dominican Republi: : 582 
Netherland West Indies i 58 5 1,781 576 
French West Indies.............. +. ‘ ‘ kes 
Haiti, Republic of............... . 32 
Armemtima ...cceseccceeces ee 68 32 
DGEIWER «= cccccccccccce : a 624 
Brazil ...... 141 ene 
GRO ccccccccccccccccce : 37 ogee 
GOST cwcccccscccccccsesevese 19 1,24 522 291 
BOURGOR cc ccccccccacecccsccccces 5 810 563 1,489 
POTD cccccccccccecccccccsccccces l 27 178 101 
Venezuela .......-- ° ° 120 7,990 
Saudi Arabia ........++++- ° - 28 
British India ...... 2 272 4 704 
BOUND, BERRIID cccccccccccccccoes cece ase ecce 
GRIMS cccccsccccccccsccccccccs 6 244 5 60 200 
Netherland India ......+...++«++ ° ees oes 541 100 
Flomg BOM cccccccccccccccccese 1 45 500 42 sone 
TPAQ wcccccces SOeSecceeccesceseced Sone eee ee 19 
BORNE cccccecccsccccccccscoceces cece 3,956 160 
PORSEIMG accccccscccccccccccesees ecce aeee 10 ans 
Philippine Islands 53 2,070 362 1,540 
Siam ..... 10 482 ° 25 cece 
TUTE cccccccccccceccccccecccccs oe ° Seee ° 18 —— 
Australia ....... 490 630 
French Oceania ........scscsscces cocs ee 
Now Zealand .....cccccees cccce ove ‘ 60 a 
Union of South Africa 1 60 1,198 2,517 
Other British South Africa : 3 31 
Nigeria ......-. pescccesoses sees $1 
EE ac cehoecccnccoccnceesesnece Sees e ee 
FAMOTIR ccccccccccccccccccccccces cote ° 
Mozambique .............+.. . 75 
TORE ccccccccccccscccesceccese 227 $11,583 $10,529 $21,566 
Shipments to 
ee RPT 5 $ 303 $ $ 3,583 $22,394 
PPURGEGO TRISO 2c cccccccsccccecess 3 180 16 2,632 2,692 
Virgin Islands eeee 1l4 37 
United States Exports of Filing Folders, Index Cards, Carbon Paper, Typewriter 
Ribbons, Duplicating Machines and Parts Thereof—June, 1936 
7763 
Dupll- 
cating 
ma- 
4750 chines, 
Filing folders, parts, 
index cards, 9395 and 
and other 9392 Typewriter supplies 
office forms Carbon paper ribbons for 
Countries Tb. Value Lb. Value Doz. Value Value 
Austria . 5 $ 8 7 ¢ = 
Belgium ...... ; . 327 174 217 492 4,110 
Bulgaria 6,650 31 32 i . ate 
Czechoslovakia 454 coes eee 30 86 sian 
BER cccccccscsce eoes eee eee 23 90 292 
Finland .......+«s+6. 8 3 ees 88 216 * 
FYOMCO 2. cce ccc cecene 397 l4l 836 1,257 2.410 2,313 
Gree@® ane enenees - one ee eees 50 156 4,300 
DEY sccaccccces 81 29 41 110 239 osee 
Netherlands 4,688 1,3 250 138 125 288 1,838 
Norway eee eee se0 475 272 403 941 512 
Poland and. Danzig se one 4 " ail eine 
Portugal ....+++- ° 66 eee eece eese ees esee 
BpetM cocccccccsesece 14 . wens 37 129 811 
Sweden .cccssecssss 141 55 34s 71 167 618 
Switzerland ......... 588 735 623 176 633 466 
United Kingdom 571 8,149 6,493 3.772 6,064 3,649 
VUSGMIAVED coccccccces anee es ases 6 26 
Canada _..... socee. 10,742 5.272 1,974 465 1,579 6:! 527 
British Honduras 90 cove eee see ee 
Geetn BGR cccccccece 694 “ae na 6 15 "V45 
Guatemala ......++5. 165 146 201 15 62 36 
Honduras .....sss06> 388 117 94 aie annie 73 
Nicaragua ....-seeess 69 372 238 18 52 eee 
PORE coccccecccces 882 468 366 113 198 387 
OEE scccecccceese 60 79 96 PP ar Pe 68 
BED =ccccececcecs 750 792 1,053 602 982 834 
(Please Turn to Page 245) 
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PATENTS 





Copies of patents shown here can be obtained 
frem the Commissioner of ye eee 
C., for ten cents each in postoffice 
money orders or certified check. “-- and 
personal checks not accepted. 





2,048,101. Ink bottle. Fabius M. Butler, Seattle, 
Wash. Apetiesse January 19, 1935. Serial No. 2,561. 
Granted July 21, 1936. 

2,048, 127. Feuatala pen cap and clip. Gabriel Lar- 
sen, Springfield, N. J. (assignor to L. E. Waterman 
Company, New York, N. Y., a corporation of New 
York). Application January 10, 1935. Serial No. 
1,092. Granted July 2!, 1936. 

2,048,188. Duplicating attachment for typewriters. 
Thomas H. Clarkson-Jones, Toronto, Ontario, Canada. 
Application December 14, 1933. Serial No. 702,304. 
ert July 21, 1936. 

2,048,261. Selector for gees machines. Ernst 
Valfrid Gustafsson, Stockholm, and Gustaf Hilarius 
Hellgren, Kariberg, Vallentuna, Sweden. Original ap- 
plication December 21, 1928. Serial No. 327,587. Di- 
vided and this application March 14, 1932. Serial No. 
598,647. In Sweden December 23, 1927. 

2 048,262. Selector for calculating machines. Ernst 
Valfrid Gustafsson, Saint Essingen, and Gustaf Hilarius 
Heligren, Malmo, Sweden. Application November 1/4, 
1933. Serial No. 698,005. In Sweden December 6, 
1932. 

2,048,396. Punching machine. William W. Lasker, 
Brook.yn, N. Y. (assignor to Remington Rand, Inc., 
Buffalo, N. Y., a yA of Delaware). Applica- 
tion June 7, 1934. Serial No. 729,354. Granted July 
21, 1936. 


rt \« 


+h, 4 i 1, AK " \ ” Sky 


ary Sa 


2,048,621 


2,048,397. Sorting Mechanism. William W. Lasker, 
Brooklyn, N. Y. (assignor to Remington Rand, inc., 
Buffale, N. Y., a corporation of Delaware). Applica- 
tion October 31, 1934. Serial No. 750,755. Granted 
July 21, 36. 

2,048,415. Calendar. Martin E. Trollen, St. Paul, 
Minn. (assignor to Brown & ae tga a corporation of 
Minnesota). Application April 30, 1934. Serial No. 
723,213. Granted July 21, 1936. 

2,048,453. Calculating machine. Alfred KAll, Stock- 
holm, Sweden (assignor to ewok L. M. 
Ericsson, Stockholm, f Sweden). 
Application July 2, 1934. Serlat Neo. 333,525. in 


Sweden, July !, 1933. Granted July 21, 1936. —— - - . ' T 
2,048,541. Calculating machine. Elmer H. Dreher, : = 

Norwood, Ohio (assignor to Remington Rand, Inc., , 2 a3 

New York, N. Y., a corporation ef Delaware). Appli- a Oy a , 


~ = Rg 14, 1924. Serial No. 686,036. Granted 

July 21, t . 

2,048,568. Computing machine. Arthur C. Seymour, 2,049,208 2,049,667 
Frankfurt, N. Y. (assignor to Remington Rand, Inc., 
Buffalo, N. Y., a corporation of Delaware). Appli- 
cation January 7, 1935. Serial No. 581. 

2,048,621. Type clip. Carrol T. Potts. Hudson, 
N. Y. Application October 28, 1935. Serial No. 47,- 
170. Granted July 21, 1936. 

2,048,842. Listing adding machine. Loring Picker- 
ing Crosman, Maplewood, N. J. (assignor to Gardner 
Company. Orange, N. J.. a corporation of Delaware). 
Application December 2!, 1935. Serial No. 55,576. 
Granted July 28, 1936. 

2,049,003. Apparatus for punching index cards. 
Christopher Hen Ellis and Cuthbert William Cave, 
London, England. Application September 5, 1935. 
Ser 0. 39,339. In Great Britain July 26, 1934. 
Granted July 28, 1936. 73 

049,208. Magazine for lead pencils. August Leis- 2,049.9 
tenschneider, Disseldorf, Germany. Application Jan- 
uary 29, 1934. Serial No. 708,802. In Germany Jan- 
wary 31, 1933. Granted July 28, 1936. : 

2,049,667. Typewriter Attachment. Frederick Sedg- ~— 
wick, Washington, D. C.; Paul J. Sedgwick, admin- ~~ Ss : 
istrator of said Frederick Sedgwick, deceased. Applica- « 
tion November 22, 1933. Serial No, 699,288. Granted - vo) a 
August 4, 1936. a ‘ 

2,049,895. Loose Leaf Binder. George H. Dawson, : ss 
Chicago, Itll., assignor Wilson-Jones mpany, Chi- 
cago, Hll., a corporation of Massachusetts. Application 2,051,041 
re 15, 1934, Serial No. 739,865. Granted August 

2,049,965. Lead Pencil. August Leistenschneider, # j . : 
Diisseldorf, Germany. Application January 29, 1934. . ‘ ; = 2.051,337 
Serial No. 708,801. In Germany January 31, 1933. 2,051,183 2.051.261 , : 


Granted August 4, 1936. 











2,049,965 











2,050 ,763 





2,061 O37 


2,050,110 





George W. Nesmith, Tulsa, Okla. Application August 
a, 150. Serial No. 741,459. Granted August 4, 


2,050,110. Perpetual Calendar. tra C. McDaniel. 
Kansas, Ohio. Application November 13, 1935. Serial 
No. 49,594. Granted August 4, —— 

2,050,177. .o Machine. serge F . Hand- : 
ley, Glendale, +» assignor te pana Typewriter . 
Company, inc., New York, N. Y., a corporation of 
New York. Application September 5, 1934. Seria 
No. 742,789. Granted August 4, 1936. 

2,050,545. Wire Bound Book. Frank Stanile « 
Schade, Holyoke, Mass., assignor to National Blan , 
Book Company, Holyoke, Mass., a corporation of A 
Massachusetts. Application January 30, 1935. Serial ; N 
No. 4,109. Granted August {/, 1936. . 

2,050,763. Copying Attachment for Typewriters. 
Karl Rabeck, Vienna, Austria. Application April 20, Ys 
1935. Serial Ne. 17,476. In Austria April 27, 1934. 100,845 
Granted —— 1, 1936. 2.051.617 

2.051.037. Typewriter Ruling Device, Abram Lvovich yoore 2,051,627 
Goldberg and Viadimir Grigorevich Dauman, Harbin, 
pe China, assignors to Lew Zikman, Harbin, 

Manchuria. Application July 14, 1934. Serial No. 
735,119%. Granted August 18, 1936. 2,051,264. Calendar. Albert G. Maddock, Detroit, 1934. Serial Ne. 737,259. In | Sormeny & ws. Sw itzer- 

2,051,041. Miva Bars Machine. William F. Hel- Mich. Application October 16, 1935. Serial No. land Feb. 8, 1932. Granted A 
mond, West Hartf on assignor to Underwood 45,206. Granted Avgust 18, 1936. 2,051, je - - ay athan Ottineer, New 
Elliott Fisher Company, New York, N. Y., a cor- 2.051.337. Writing Point or Nib, Andrew Stuart York, N. nor to Dorothy M. Ottinger, New 
poration of Delaware. Application April 3, 1935. Horn, Birkenhead, England. Application October 23, York. N. ¥.” Application Dec 14, 1933. Serial No- 
Serial No. 14.381. Granted August 18. 1936. 1934. Scrial No. 749,589. Im Great Britain October 54-397. Granted August 18, 

051,183. re-Boun Book. rank Stanley 
Schade, Holyoke, Mass., assignor to National Blank ~ py ag a eg Ne By WwW. Newman DESIGN PATENTS 

” ae 2 Design for a Mechanical , Pencil or 


Book Company, Holyoke, Mass., a corporation of ; 
Massachusetts, Application June i7, 1935. Serial No. St. Louis, Mo., assignor to Loose Leaf Metals Com- 1/0100; gitttiar' Nature. “Parker Z- Colum- 
26,940. Granted August 18, 1936. pany, a corporation of Missouri. Application January bus, Ohie. Application ‘May 13. icone oe. No. 
ted st 18. 


2,051,251. Retaining Mechanism for Casters or the 12, 1935. Serial No. 1,458. Granted August 18, 1936. 62,617. Gran 


2,049,973. Spreader Cap for ay Somtaiawe. 
a 
| 





100,862 





like. Harry M, Epstein, New York, N. Y. Applica- 2,051,627. Caster. Jacques Weinmann, deceased, No. 100,862. Design for Scale. Albah 
tion June 26, 1935. Serial No. 28,462. Granted late of Zurich, Switzerland, by Jeanne Weinmann, ex- Bruce Joacobus, St. Johnsbu vt. la sltestion july 
August 18, 1936. ecutrix, Zurich, Switzerland. Application July 27, 9, 1936. Serial No. 63,749. eaNiig August 18, 19 








National Stationers Association Officials in Chicago 


(Top inset) B. J. Bristoll, President: (Above row) Charles P. Garvin, General Manager; (Bottom, |. to r.) Her- 
man H. Cast, Chairman, Office Furniture & Office Outfitting Division; C. R. Sheaffer, Vice-Chairman, Manu- 
facturers Division: R. A. Maish, Chairman, Manufacturers Division: A. L. King, Vice-Chairman, Distributors & 
Wholesale Division: W. E. Stockett, Jr. Treasurer: Woodson P. Waddy, Auditor; Edward Wobber, Chairman, 
Distributors & Wholesale Division; Paul W. Cheney, Chairman, Field Division, and William Schmiederer. 
Chairman, Manufacturing Stationers Division. The background is Michigan avenue, Chicago. 
Background photo by Kaufmann & Fabry 





Regional Governors, 1935-36 
(Left to right) Harold Carithers, Governor, District No. 4 (Eastern Division); Joe Popple, No. 7; William F. Johnston, No. 12; Harold 
Hampton, No. 5; Morris Hansell, No. 4 (Western Division); W. R. Dolliver, No. 1; J. A. Brown, No. 3; Frank Winfield, No. 10; Leo 
Blied, No. 6; W. C. Northern, No. 9; A. G. Preston, No. 2; A. J. Kerin. No. 13: W. A. Montgomery, No. 11; Fred Downs, No. 8. 


(See Special Section Beginning Page 66 
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27th Annual Special Office Furniture Section 


The twenty-seventh annual office furniture section starts on page 109. There 
fourteen well known dealers in different sections of the country tell of their experi- 
ence with that interesting department of the commercial stationery store which has 
had greater influence upon the expansion of the business than any other single 
factor save, possibly, the loose leaf system. 

Another feature of this special section is the showing of many interesting installa- 
tions of both steel and wood of various types. There is also pictured an interesting 
group of new numbers of various form and fashion. 

But the dominating value of the section will be found in the advertisements of 
the sixty-nine manufacturers, a group which includes nearly all of the producers 
around whose lines the vast business of the retailer has been built. These advertise- 
ments afford profitable reading for all who would keep in touch with the markets 
and be informed upon the trends. 


* * * 


Special “Chicago Convention Section” 


Opening a special section starting on page 67 and devoted to the thirty-first annual 
convention of The National Stationers Association, Edward J. Kelly, mayor of the 
city of Chicago, extends a cordial invitation to members of the trade throughout the 
country to attend the meeting and share in what the city has to offer in the way 
of business, cultural and recreational entertainment. 

Along with Mayor Kelly’s message the Chicago N. S. A. committee again reminds 
of the practical features of the convention program, the entertainment provided 
for visitors and the recreational and educational attractions of the city. To all of 
which the committee heartily invites all engaged in the trade. 

To these two invitations is added that of the Chicago manufacturers, whose 
products contribute to the success of the dealers throughout the field. 

The special section contains the complete program of the convention. The dia- 
gram of the “Five Centuries of Progress” exhibits and the list of exhibitors. And 
other pertinent information relating to the convention. 

Every one who reads this special invitation to Chicago section will receive the 
impression that the thirty-first annual convention of The National Stationers Asso- 
ciation will be outstanding in the organization’s annals for interest and practical 


value. And so it will. 
+ + > 


Addenda 


With the two special sections mentioned above, this number contains the usual 
coverage of important activities in each division of the industry, reports of the new 
productions for the month and an impressive amount of miscellaneous material of 
interest and value. 

And with it all a group of impressive advertisements in which are represented the 
outstanding products around which center the activities of the office equipment indus- 
try in our own country and a goodly part of the trade activities in many other lands. 
These advertisements make profitable reading. They are sources of important in- 
formation. They have educational and news value. They represent opportunity 
knocking at the dealer’s gate. Collectively they constitute an office equipment show 
about which one may wander without leaving the comfort of the office chair. 

Many dealers will take from the number two impressions taken by the publishers 
in putting the material together: One—that each division of the office equipment 
industry by diligence, proper economy and good management is making rapid ad- 
vance. The other—that the industry pulsates with initiative and enterprise; with snap 
and go. That it is in step and tempo with the times. 

On which account, and despite any defects it may contain, the publishers send this 
issue forth with considerable satisfaction. 
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EDITORIAL 


Last Word on the ©. 8. A. Convention 


@® Much has been said about The National Sta- 
tioners Association convention which is to be held 
in Chicago, September 21, 22, 23 and 24. In this 
number are many references. One who reads the 
program which is presented in full in the special 
Chicago Convention section of this issue, will be 
impressed with its quality and genuine practical 
value. From every angle—business, exhibits, en- 
tertainment, attendance—the thirty-first annual 
N. S. A. convention seems destined to be outstand- 
ing. And one who attends in the proper frame of 
mind will be richly rewarded. Writing about the 
convention Hobart Martin, OA’s southern Califor- 
nia correspondent, out of long experience and ob- 
servation of conventions, states: “One who is keen 
and alert and who rubs elbows with the successful 
ones will catch a spark from their fire. The lobby 
of the convention hotel is next in value to the con- 
vention hall. Attend all and you will profit from 
all. You can’t put a toe in the water and pretend 
you’ve had a bath. Go in—go in all over—the re- 
sults will amaze you.” 


o> 


The Conununity Purchasing Agent 


@ Those old days of blessed memory may have 
been the so called “horse and buggy days,” but 
there are many of the features of those now by- 
gone years that we of this advanced age might 
well make an effort to recapture, and with no little 
profit. 

Consider the old-time local merchant—in the 
small city the center of the community life, the 
forum for village political discussion—the central 
factor in all the community’s buying. That mer- 
chant was a power in his community. His was the 
position of the “community purchasing agent,” 
with all the prestige that followed as a natural con- 
comitant of that exalted position. 

Even in the larger cities the local retailer occu- 
pied the place of the community purchasing agent. 
To him fell the responsibility for the selection of 
goods of varying description to meet the needs of 
those making up his community. And his judg- 
ment was accepted almost without question. He 
made the selection after study and comparison, 
after weighing the requirements of his neighbors, 
and the selections he made were based on his best 
judgment as to what would best meet those re- 
quirements and give the utmost satisfaction. 
Whether it was ginghams or spading forks, saws 
or spices, those of his community knew they could 
depend on the brand or make he selected and rec- 
ommended to them. There was that spirit of mu- 
tual confidence that should accompany all business 
dealings. 

Yes, those good old days are gone forever. The 


dealer or retail merchant of today no longer enjoys 
that intimate community relationship. His is the 
mad scramble to eke out an existence as best he 
can—take it and like it—putting up the best fight 
he can make against the competition of other 
dealers and merchants, many of whom may have 
no other interest in the community than what they 
can get out of it for themselves. Nor does the con- 
sumer have that spirit of close relationship with 
his merchant. 

No, none of us of this day of streamlined facili- 
ties and necessary luxuries would go back to those 
old days before gas buggies performed their part 
in speeding up transportation and wiping out dis- 
tances between communities. But—seriously—is 
there not something worth while in the thought 
that we might at least make the effort to recapture 
that spirit of mutual relationship and mutual con- 
fidence between the local retailer or merchant and 
his clientele? 

There are dealers today who are in very fact oc- 
cupying this position. They have recognized that 
they have a responsibility to those they serve, and 
make it their obligation to live up to that responsi- 
bility. From the wide range of articles or com- 
modities the market offers, the different styles, 
makes, brands and different qualities, these deal- 
ers, after careful consideration of every factor, 
select those lines in which they themselves have 
confidence, the articles their judgment dictates are 
best adapted to the purpose of the customers they 
serve. Imbued with that confidence in their selec- 
tions they make their recommendations with 
greater conviction, and satisfactory performance 
begets confidence on the part of the buyer in the 
judgment of the seller. 

The dealer or merchant of today can achieve 
that enviable position of recognition as the pur- 
chasing agent for his community, and it is worth 
the effort. 


OQwertyuiop 
# An applicant for a sales position with a type- 
writer company remarked in a recent letter: 

“In my work I have observed that placing a 
typewriter in a high school or even a college 
student’s hands tends to eliminate giddiness 
from their heads in the pursuit of their educa- 
tion.” 

Whatever may be thought of such a statement 
as sales technique—and we are not in a position to 
say “He got the job!”—if making typewriters 
available to the giddy supplies them with stabil- 
izers, we can all think of persons whose names 
we'd like to put on the prospect list of some type- 
writer salesman. 

There is admittedly something about a type- 
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writer that discourages the nail-biting type from 
nibbling at it. And it is not particularly well 
adapted for the drumming of a meaningless tattoo. 
When it is played with it says something. Occa- 
sionally its remarks are startling. It is not safe to 
take liberties with this machine. But it is possible, 
if one subjects himself cheerfully to its discipline, 
to win liberties through it.—C 


No Geographical Limitations 
© Chain store competition knows no geographi- 
cal limitations. Many problems we feel are pecu- 
liar to our own business or locality we find on 
investigation are experienced to greater or less 
extent in other lines of business and in other coun- 
tries. So it is with chain store competition. 

We were impressed by a letter from a reader, 
published in The Booksellers, Stationers and 
Fancy Goods Journal, of Australia, for July. The 
writer has experienced loss in turnover due, as 
he stated, to the fact that “it is all going to a chain 
store nearby, because they can still beat me on 
price and size in so many lines.” He has done his 
best to offset this competition by making good dis- 
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plays and maintaining quality, and places the fault 
with the manufacturers. 

The editor of the journal comments on the let- 
ter stating that “chain store competition has been 
considered from many angles in this journal over 
the past ten years, but it is only recently that 
many of our readers have come into close grips 
with such stores.” He refers also to the growing 
number of chain stores, “hardly a week passing 
without a branch of one of the chain store organ- 
izations being opened in some country town or 
suburb.” Then, motor traveling has annihilated 
distance, people love to go shopping in a larger 
town, and often buy goods they could obtain just 
as readily in their own district. 

He suggests means which can be adopted to meet 
such competition—‘“joining forces with other re- 
tailers (codéperative effort); greater individual 
effort; putting yourself in the hands of some or- 
ganization better able to meet this competition on 
its own grounds.” 

Truly there are no geographical limitations, not 
only to this problem of chain store competition, 
but to many other problems. All the world is kin. 


Brainard Appointed Federal 
Reserve Bank Director 


George C. Brainard, president of The 
General Fireproofing Company, and a 





George C. Brainard 


keen student of finances and monetary 
conditions, has been appointed a director 
of the Federal Reserve Bank of Cleve- 
land. 

Despite his many duties as head of 
The General Fireproofing Company, 
Mr. Brainard won considerable prestige 
when he turned his attention to the 
numerous problems facing and affecting 
various banking institutions in the vicin- 
ity of Youngstown, Ohio, the home of 
“GF.” 

When the bank at Youngstown closed 
its doors he was made chairman of a 


committee which organized the Union 


Here and There 


National Bank by taking over the assets 
of the First National and Commercial 
National banks. Later Mr. Brainard 
was on a committee which reopened the 
Dollar bank. 

His first contact with the federal sys- 
tem came when he represented Youngs- 
town at a fourth federal reserve district 
meeting to stimulate business in the sum- 
mer of 1932. For his invaluable serv- 
ices Mr. Brainard was thanked in a per- 
sonal letter sent him by President 
Hoover. 

Another signal honor was tendered 
him when Governor George White ap- 
pointed him a member of the state bank 
ing advisory committee on which he 
served for two years.—AK 





George Wolcott On the Wing— 

Airplane views of Valparaiso, Chile 
and Lima, Peru on postcards i 
the signature of George Wolcott, indi- 
cate that our old friend is studying the 
architectural designing of South Amer- 
ica with the thought of their influence 
upon the structures for the Old Sta- 
tioners’ Home on Wolcott Acres near 
Redlands, Calif. 

As the records now stand, George has 
studied the architecture of all countries 
except Indo-China, which he will prob- 
ably visit -before accepting completed 
drawings for the “Home.” 

From an annotation on the cards, we 
expect that George will return about the 
middle of September. 


Dick Thomas to Greet 
Legionnaires 


When thousands of American Legion 
delegates gather at Cleveland for the 











R. N. (Dick) Thomas 





organization’s national convention from 
September 20 to 24, the office equip- 
ment industry will be represented in a 
big way. 

In other words, the hilarious ex- 
soldiers will be greeted by Dick Thomas, 
assistant sales of the B. L. 
Marble Chair Company, himself a mem- 
ber of the Legion and delegated for the 
occasion as one of the liaison committee 
with headquarters in the offices of the 
1936 Convention Corporation, Guar- 
antee Title building. 

Along with other members of the 
committee Mr. Thomas, dressed in his 
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snappy Legion uniform, will be on hand 
to welcome the visitors, particularly 
those who are members of the office 
furniture and equipment industry. 

Mr. Thomas holds an enviable record 
in the American Legion, being twice 
past commander of Cleveland Heights 
Post No. 104. He served as a first 
lieutenant with the Sixth Infantry, Fifth 
Regular Army Division, during the war 
and was wounded in action at Dunsur- 
Meuse. 





“Doc” Hanson of Cleveland 
Believes Ripley Not 


July 25, the Cleveland News pub- 
lished a sketch and story as part of Rip- 
ley’s famous “Believe It Or Not” fea- 
ture indicating that one E. B. Peterson 
of Pocatello, Ida., dismantled and re- 
assembled a standard typewriter, and 
wrote one line of material on it, in two 
minutes and fifty-three seconds. The 
job was indicated to involve the re- 
moval and replacing of carriage, rack, 
space lever, supporting bar, front cen- 
tering scale, and forty-two type levers 
and type bar segments. 

To this representation, Walter “Doc” 
Hanson, president of the Hanson Busi- 
ness Machines Company, Cleveland, O.., 
takes exception. In a letter written to 
Mr. Ripley he says: “I am making 
this statement without any reservations, 

that no human being can tear down 
any standard typewriter for a rebuild 
job and assemble it in two minutes and 
53 seconds. I have heard you on the 
radio and have heard you mention many 
miraculous things but none of them 
seem as ates ll as the typewriter 
statement. 

Since the Hanson Business Machines 
Company answers also to the name 
“The Business Machines Clinic,” “Doc” 
Hanson’s blunt words carry consider- 
able weight. Having grown accustomed 
to a diet of the incredible, readers should 
be grateful for an influence that helps 
them to remember the last half of Rip- 
ley’s slogan: “Believe It Or Not.” 





“One Over Easy” — 
On the Sidewalk 
Bill Lee, manager of the typewriter 


division of the Louisville, Ky., branch of 
Remington Rand Inc., is one of those 
gentlemen who like to look into things. 
No scientific phenomena escape him 
and no unusual stunt ever goes untried 
as far as Bill Lee is concerned. At least 


All That Funny Script That Goes Into the 
Jack Benny Jell-O Program Is Written on a 
Royal.—Mr. Benny is shown here display- 


so we assume from a little story that 
appeared in the Remington Broadcaster 
of August 15. Says Mr. Lee: 


“Te has not rained in this particular 














Bill Lee, Remington Typewriter Man 
at Louisville, Ky., Fries an Egg on the 
Sidewalk 


territory for almost ten weeks. Last 
Friday it was so hot at noon (119°) 
that we fried an egg on the sidewalk in 
front of our office. Despite these con- 
ditions we are fighting for our quota 
with our coats off.” 








Part of One Day’s Catch of R. C. 
Moore (right) and George Seaver of 
the Columbia Ribbon & Carbon Mfg. 
Co., During a Fishing Trip the First of 
July at Lake Ida, Alexandria, Minn. 
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Lipman Leaves Father Time 
at the Barrier 


Poor old Father Time just ain’t what 
he used to be; and if you don’t believe 
it, just see what heartless Charlie Lip- 
man did to him last month. 

For lo! these many moons Charlie has 
been a salesman for the George B. Graff 
Company and in his meanderings about 
the country he rode autos and trains. 
While these modes of transportation 
were relatively speedy they didn’t seem 
to make an appreciable dent in Father 
Time’s reputation for flying. 

Then Charlie took to ae a little 
flying himself and thereby hangs this 
tale, as his recent letters to Office Ap- 
pliances suggests. Listen to this: 

“I departed from Newark airport on 
Monday a.m., worked several cities en 
route and arrived in Seattle, Saturday 
noon, being able to work all the balance 
of that day.” 

Other planes will transport air-minded 
Charlie to Tacoma, Portland, San Fran- 
cisco, Los Angeles and San Diego and 
then to Chicago for The National Sta- 
tioners convention. 

If Father Time can beat that record 


he will have to invent rockets. 





W. AA. Johnston Places an 
Order But Does Not 
Get Delivery 


On June 29 W. AA. Johnston of the 
Johnston Sales & Service Company, 
Knoxville, Tenn., placed an order for 
decalcomania transfers for his copy- 
righted keyboard and for some window 
letters. The transaction was with “a 
real clever salesman with a prominent 
voice and German accent who gave the 
name of Westerman and the place of 
business as Baltimore.” The down pay- 
ment was five per cent of the order. So 
far so good. But the decalcomanias did 
not arrive at the appointed time. And 
had not come when Mr. Johnston wrote 
about the incident on August 18. 

Answer to a letter which Mr. John- 
ston wrote to a friend in Baltimore 
brought the information that there was 
but one “Westerman”—of different ini- 
tials—in the city telephone book and 
none in Dun and Bradstreet’s book or 
in Thomas’ Directory of Manufacturers. 

Mr. Johnston’s experience suggests 
that other dealers in the field be cautious 
of similar proposals. 


ing the Royal portable De Luxe which is 
but one of many around the National 


Broadcasting Company studios. 
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The Anti-Discrimination Act 


WEEPING, far reaching, in its 

scope and possible effects, 
there is little wonder the Robin- 
son-Patman Anti-Discrimination 
Act is causing such a great amount 
of discussion, no little confusion, 
and considerable consternation, 
among business interests through- 
out the country. To all appear- 
ances it would seem there is con- 
siderable justification in the feel- 
ing that has been expressed by 
some that this is just another in- 
stance of the long arm of govern- 
ment reaching out to gain a fur- 
ther hold on the control of busi- 
ness. 

What is discrimination? When 
is it justifiable, and when not jus- 
tifiable? Or, it might be stated, 
when is discrimination not dis- 
crimination? Is an individual pre- 
vented from using his own inborn 
ingenuity to secure a transaction 
more favorable to himself? Should 
said individual secure such a fa- 
vorable transaction, does that fact 
establish a precedent whereby all 
others engaged in his same field, 
all his competitors, must perforce 
become beneficiaries of his in- 
genuity and receive the same ad- 
vantages? Is a premium to be 
placed upon individual initiative? 


Questions Indicate Sweep of Law 


Such questions, and others with- 
out number, can be raised and are 
being raised. They merely indi- 
cate some of the wide-sweeping 
ramifications of the new law. And 
to determine the proper and cor- 
rect answers, if such determination 
be possible, would undoubtedly call 
for the services of several flocks of 
that particular brand of legal tal- 
ent proverbially known as Phila- 
delphia lawyers. 

But even a cursory reading of 
the new Bill should give positive 
evidence that business is to oper- 
ate according to some new rules 
and regulations, and business men 
should acquaint themselves with 
those rules and regulations. Too, 
it is evident greater care must be 
given the recording of costs and 
sales transactions, also to the pres- 
ervation of such records, for it will 
never be known when they will be 
required to prove justification in 
connection with some _ specific 
transaction. In addition, it will be 
necessary to be prepared to dem- 
onstrate quality differences be- 


By Harry Hillman 


tween similar products or com- 
modities. 

The Robinson-Patman Act sup- 
plements and amends existing laws 
against unlawful restraints and 
monopolies— the Sherman Anti- 
Trust Law and the Clayton Act. It 
states that “It shall be unlawful 
for any person engaged in com- 
merce . . . to discriminate in price 
between different purchasers of 
commodities of like grade and 
quality ...where the effect of 
such discrimination may be sub- 
stantially to lessen competition or 
tend to create a monopoly in any 
line of commerce, or to injure, de- 
stroy, or prevent competition with 
any person who either grants or 
knowingly receives the benefits of 
such discrimination, or with cus- 
tomers of either of them...” 
There follow several provisos. 

Then follows: “(b) Upon proof 
being made at any hearing on a 
complaint under this section, that 
there has been discrimination in 
price or services or facilities fur- 
nished, the burden of rebutting the 
prima-facie case thus made by 
showing justification shall be upon 
the person charged with a viola- 
tion of this section, and unless jus- 
tification shall be affirmatively 
shown, the Commission is author- 
ized to issue an order terminating 
the discrimination ...” This is 
followed by a proviso, also three 
other sections which space pre- 
vents quoting here. 

As was stated by one analyst, 
“Tt has been said of other laws that 
they contain a lawsuit in every line 
—but this contains a lawsuit in lit- 
erally every word. Nevertheless, 
we are confronted by an actual sit- 
uation—and as practical men it is 
mecessary to try as best we can to 
work out a course of conduct 
which will enable us to live within 
the four corners of the law.” 


Analysts Opinions 


Nearly all analysts whose views 
we have studied seem of the opin- 
ion there are many ambiguous fea- 
tures of the new law, and evidently 
some time must elapse before they 
can be satisfactorily clarified. Also, 
test cases undoubtedly must be 


made to determine not only the 
constitutionality of the Act, but 
other phases of it. And as has been 
stated by at least one of the anal- 
ysts, anti-trust or anti-monopoly 
laws have previously been sus- 
tained, and it is logical to presume 
this anti-discrimination bill will 
receive similar treatment, though 
no forecast can, of course, be made 
as to what course decisions will 
take. 

In a report on “What You May 
and May Not Do Under the New 
Price Discrimination Law,” by Nel- 
son B. Gaskill, a former member of 
the Federal Trade Commission, 
prepared for and privately distrib- 
uted by The Kiplinger Washing- 
ton Agency, Inc., it is stated: “This 
is a general law intended to cover 
the whole of the subject matter. 
What it includes is law. What it 
excludes is not law, is outlawed. 
This is a law which generally pro- 
hibits price discrimination except 
under certain circumstances and 
upon conditions which the law 
states. What this law permits is 
permitted. What it does not per- 
mit relating to its subject, is pro- 
hibited.” 

Continuing, Mr. Gaskill states: 
“This law makes no provision for 
the justification of the trade dis- 
count and therefore prohibits its 
use. By trade discount I mean a 
discount paid to a wholesaler or re- 
tailer for performing functional 
services for the manufacturer and 
relieving him of a functional serv- 
ice cost. Which is wholly different 
from a quantity discount .. .” 


“Meeting Competition” 


Just what the effect of the new 
law on competitive bidding will be 
it is difficult to foretell. On the 
point of “meeting competition,” 
Gaskill states: “Under the old law 
‘to meet’ included ‘to exceed’ or ‘to 
beat’ a competing price in any 
community. The new law distinctly 
limits meeting a competitor’s price, 
services or facilities by equaling it 
or them. Under the new law one 
can quote to meet the lowest price 
or the greater services or facilities 
of a competitor, equal prices, serv- 
ices or facilities but no more. The 
buyer then chooses between the 
competitive goods but buys the one 
on the same terms at which he 
could buy the other.” 

And apparently if the price of a 
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product or commodity is lowered, 
or changes are made in services or 
facilities to “meet” a particular 
competitive bid, then the one so 
doing evidently establishes a prec- 
edent and must offer the same 
lowered price, or changed services 
or facilities to all other customers 
on an equal basis. 


When a Seller May Lower His Price 


Then, in further reference to the 
meeting of competition, Gaskill 
cites statements of Representative 
Utterback on the occasion of his 
presenting the Conference Report 
to the House of Representatives. 
“Tt is also provided,” said the Con- 
gressman, “that a seller may show 
that his lower price was made in 
good faith to meet an equally low 
price of a competitor, or that his 
furnishing of services or facilities 
was made in good faith to meet 
those furnished by a competitor. 
It is to be noted, however, that this 
does not set up the meeting of 
competition as an absolute bar to 
a charge of discrimination under 
the bill. It merely permits it to be 
shown in evidence. This provision 
is entirely procedural. It does not 
determine substantive rights, lia- 
bilities and duties. They are fixed 
in the other provisions of the bill. 
It leaves it a question of fact to be 
determined in each case, whether 
the competition to be met was such 
as to justify the discrimination 
given, as one lying within the lim- 
itations laid down by the bill, and 
whether the way in which the com- 
petition was met lies within the 
latitude allowed by those limita- 
tions. This procedural provision 
can not be construed as a carte 
blanche exemption to violate the 
bill so long as a competitor can be 
shown to have violated it first, nor 
so long as that competition can not 
be met without the use of oppres- 
sive discriminations in violation of 
the obvious intent of the bill.” 

But we may well ask at this point 
just what protection a manufac- 
turer or dealer has in the event of 
promiscuous or unreasonable cut- 
ting of prices below a justifiable 
point by a competitor. Evidently 
there is no such protection, and 
the only recourse he has is to meet 
the lower prices, detrimental as 
such action might be. 

Then, it appears that if the price 
is lowered to meet competition in 
one section or locality, the same 
reduction in price must apply to 
all other sections or localities. 


T. M. Gordon’s Analysis 


Speaking before a specially called 
conference held in New York city 


attended by over a thousand of the 
country’s trade association execu- 
tives, Thurlow M. Gordon, who 
from 1911 to 1918 was with the De- 
partment of Justice as special as- 
sistant to the Attorney General of 
the United States, participating in 
practically all the anti-trust liti- 
gations in which the department 
was then engaged, and also spent 
six months with the Federal Trade 
Commission as Assistant Counsel, 
brought out some _ interesting 
points, not giving expression to 
definite opinions but rather a ten- 
tative expression, for, as he stated, 
definite or authoritative opinions 
can not be given until more time 
has elapsed and a considerable 
amount of additional study has 
been given to all phases of this 
new legislative act. 

Dealing with Sections 1 and 3 of 
the act, both of which sections pro- 
hibit price discrimination, one 
from the civil and the other from 
the criminal standpoint, Mr. Gor- 
don stated, in part: “Section 1(a) 
prohibits ‘discrimination’ in price. 
The question immediately arises 
what is ‘price’ and what is ‘dis- 
crimination’? It is thought that 
price within the meaning of the 
Act means the net price after dis- 
counts and similar allowances. Ap- 
parently it does not comprehend 
all terms of sale—for the words ‘or 
terms of sale’ which were in the 
Bill as it passed the Senate were 
stricken out by the Conference 
Committee, with the explanatory 
statement that “The managers 
were of the opinion that the bill 
should be inapplicable to terms of 
sale except as they amount in ef- 
fect to indirect discriminations in 
price within the meaning of the 
remainder of sub-section (a).’” 


“Discrimination” Means More than 
“Difference” 


Mr. Gordon also stated that 
“ ‘Discrimination’ as used in the 
Act, means more than mere ‘dif- 
ference’ or ‘variation’ in price. It 
involves the existence of some re- 
lationship which entitles the cus- 
tomers in question to be treated 
alike. ... Not every discrimina- 
tion between competitors violates 
sub-section (a) —but only those 
where ‘the effect may be’ (1) ‘Sub- 
stantially to lessen competition’; 
(2) “To tend to create a monopoly,’ 
or (3) ‘To injure, destroy or pre- 
vent competition with any person 
who either grants or knowingly re- 
ceives the benefit of such discrimi- 
nation, or with customers of either 
of them.’” 

Dealing with “Grade and Quality 
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Differentials,” Mr. Gordon stated: 
“A discrimination—in order to vio- 
late the Act—must be in respect of 
‘commodities of like grade and 
quality.’ This preserves to the 
seller the right to grade his prod- 
ucts; to establish differentials for 
different grades; to sell sub-stand- 
ard goods at a discount, etc. This 
exception, however, can not be 
used as a mere subterfuge to defeat 
the Act. Differences in grade and 
quality must be substantial and es- 
tablished in good faith if discrim- 
inations are to be justified. 

“This raises serious questions of 
fact and law as to the so-called 
‘branded goods’—especially where 
goods of standard character are 
given special brand names when 
sold to chain stores or mail order 
houses.” 


“Method and Quantity 
Differentials” 

Then, on “Method and Quantity 
Differentials,” Gordon stated that 
“Sub-section (a) specifically pro- 
vides that differentials are not 
prohibited which make ‘only due 
allowance for differences in the 
cost of manufacture, sale or de- 
livery resulting from the differing 
methods or quantity in which com- 
modities are to such purchasers 
sold or delivered.’ It is clear, 
therefore, that quantity discounts 
and discounts based on differing 
methods of sale or delivery are 
permitted. Such differentials, how- 
ever, must make ‘only due allow- 
ances for differences in the cost.’ 
What is ‘due’ and what is ‘cost’? 

“Literally construed, such differ- 
entials might seem to be confined 
to not more than the exact differ- 
ence between the unit costs of in- 
dividual sales. Such a standard 
would be impracticable. The de- 
termination of cost in the case of 
a particular grade of a particular 
commodity is always very difficult. 
. . . The determination in advance 
of the exact difference in the cost 
of numerous individual sales, made 
from time to time, in differing 
quantities, for delivery over differ- 
ent periods, is utterly impossible. 

“I believe that the words ‘only 
due’ will have to be given a rea- 
sonable and practical construction, 
and where actual differences exist 
the seller will not be required to 
weigh those differences with dia- 
mond scale. Reasonable latitude 
in determining the differentials 
will be allowed—and great weight 
will be accorded to the custom of 
the industry in such matters.” 


Quantity Limits Imposed 
It is also noted that the Fed- 
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eral Trade Commission is em- 
powered to impose quantity limits 
beyond which further increase in 
quantity may not be made the 
basis for additional quantity dis- 
counts, but the Commission can 
only “fix the quantity limits, not 
the amount of the price differ- 
entials,” and “there is no quantity 
limit until the Commission has 
actually fixed one,” also this power 
applies only “where available pur- 
chasers in greater quantities are so 
few as to render differentials on 
account thereof unjustly discrim- 
inatory or promotive of monopoly.” 

Under “Functional Differentials” 
Gordon states: “It is believed that 
functional differentials, such as 
those to manufacturers, whole- 
salers and retailers, may still be 
allowed under the Act. This is a 
controversial question, however, 
and there is much difference of 
opinion among lawyers on the 
point. ... 

“Whether a chain store or a co- 
operative association is to be 
treated as a wholesaler or a re- 
tailer—and how cases will be han- 
dled where the same buyer occu- 
pies a dual function—are questions 
not expressly dealt with by the Act. 
Such questions will present great 
difficulty. It may be possible in 
some cases for manufacturers to 
put all their customers upon a sin- 
gle price basis. In others, it may 
be possible to give the wholesale 
price on goods intended to be used 
in the buyer’s wholesale business 


and the retail price on goods to be 
used in his retail business. The 
seller will have to determine, at his 
peril, whether a particular buyer is 
as a matter of fact a wholesaler or 
a retailer.” 

There are many other phases of 
the Act that could, and should, be 
covered. We have touched only a 
few, sufficient, though, we believe, 
to demonstrate the need for care- 
ful study, not alone of the Act it- 
self, but more specifically of busi- 





Note.—The new Anti-Discrimination 
Act will make necessary a careful 
study of what have come to be rec- 
ognized as regular trade practices. 
Individual firms also have adopted 
practices which experience has dem- 
onstrated are essential to successful 
operation. However legitimate in the 
light of past experience, these, too, 
will require analysis. Questions will 
arise as to the relation of such prac- 
tices to the new Act, and legal coun- 
sel may be required to clarify some 
doubtful points. 

The course of wisdom, we believe, 
would be for manufacturers or deal- 
ers in a given line to get together, 
preferably through their trade asso- 
ciation or organized groups within the 
association, analyze practices in the 
light of the new law and draw up 
recommendations for changes in any 
practices they feel might conflict. 
Representatives of the association or 
group could then call on the Federal 
Trade Commission with assurance 
they would receive a hearing, and un- 
doubtedly one of the Commission's at- 
torneys would be glad to discuss in- 
formally such specific recommenda- 
tions as they have prepared. The rep- 
resentatives would then be enabled to 
carry back to their group or associa- 
tion more constructive recommenda- 
tions for any changes that should be 
made to bring trade practices within 
conformity with the law. 

It is manifestly impossible for the 
Commission to deal with numbers of 
individuals simply seeking informa- 
tion. But those going with specific 
recommendations for changes, either 
in their own practices or those of the 
group they represent, most likely will 
receive a hearing. 
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ness practices to the end they may 
be brought in conformity with the 
requirements. While, as we pre- 
viously stated, there are many 
phases that will remain to be clari- 
fied, and some confusion may arise 
until they are clarified, there is 
some assurance given in the con- 
cluding remarks of Mr. Gordon. 

“It seems reasonable,” Mr. Gor- 
don stated, “to suppose that the 
Government authorities in accord- 
ance with their usual practice will 
proceed in a careful and reason- 
able manner in securing judicial 
interpretation of an act so doubt- 
ful in meaning as this and will not 
at first bring criminal proceedings 
under Section 3 except in flagrant 
cases such as would also constitute 
violations of Section 1. It also 
seems probable that the Govern- 
ment will not bring wholesale pro- 
ceedings even under Section 1—but 
will bring a limited number of test 
cases to secure interpretation of 
the Act. Any other course of action 
would create public opposition to 
the law and render more difficult 
the task of sustaining its constitu- 
tionality. 

“Under these circumstances it 
would seem that business men 
should trust the Government to 
act prudently and conscientiously 
and should not be stampeded into 
sudden and revolutionary changes 
in normal and customary methods 
of business which have not been 
the subject of criticism and are not 
within the spirit of the Act.” 


Building a Mailing List By Candle Light 


ynenes a mailing list by can- 
dle light has proved a success- 
ful method for Green’s, 542 Pine 
avenue, Long Beach, Calif., dealers 
in office supplies and smaller 
equipment, according to Bruce W. 
Fargo, manager of the retail de- 
vision. 

The candle light idea is the 
same one sometimes used in de- 
partment stores but never before 
used in an office supply store in 
this part of the country so far as 
anyone knows. 

A candle forty-two inches high 
and three inches in diameter was 
placed in the window with a big 
card asking this question: “How 
long will it burn?” 

Everyone guessing filled in a 
card giving name, address and 
other information generally use- 
ful to a customer control mailing 
list lay-out. One guess was al- 
lowed with each fifty cent pur- 
chase. There were first, second, 


third, and fourth premiums for 
guesses closest to correct. 

Several thousand guesses were 
submitted and while a number of 
names naturally enough were du- 
plicates of names already on the 
mailing list yet the great majority 
were new names and so repre- 
sented new contacts. The vast 
range of time in the estimates was 
surprising for it ran as low as one 
hour and as high as six months. 

The exact amount of time 
turned out to be 112 hours and a 
few minutes. 

The winning guess came within 
fifty-one seconds of being correct. 


Keeps Two Lists 


The mailing list as a whole is 
divided into two parts—preferred 
and general. The preferred list 
comprises the names of those cus- 
tomers with both means to buy 
and habit of buying freely, that is 
those able to avail themselves of 


the best in office supplies. The 
general list while containing the 
name of no one who has not made 
a purchase of some kind in the 
store is a list of occasional buyers 
and of people not necessarily able 
always to buy what they really 
want and just when they want it. 
The follow up on the “candle 
light mailing list” has proved as 
full of results as the follow up on 
a mailing list gotten in the regular 
way through contacts on the floor. 
The number of names for the pre- 
ferred list was proportional with 
the number secured in any other 
way and the number for the gen- 
eral list ran in the average propor- 
tion. The fact that a man or 
woman was well-to-do did not de- 
ter such person from making a 
guess on the life span of the fat 
candle and the premiums, each 
substantial and worthwhile, 
seemed to be as much desired by 
one class as by another.—JET 
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National Archives,—a Model 
and an Inspiration 


T ISN’T so often that Uncle Sam, 

by suggestive object lesson and 
illustrious example, boosts the 
cause of more and better office 
equipment. That, at any rate, is 
the view of not a few office out- 
fitters who grumble that Wash- 
ington, on its own initiative, has 
seldom fostered any worth-while 
innovations in the appliance line. 
The idea, furthermore, of these 
pessimists, is that the Federal 
headquarters is not even any too 
progressive in adopting worth- 
while additions and improvements 
in office paraphernalia that come 
from commercial quarters. Well, 
a truce to criticism. U.S. Bureau- 
cracy, or what you will, has just 
made one promising contribution. 
By name,—National Archives. 

Just by way of nipping in the 
bud any distractions in the form 
of political discussion, let’s agree 
that this National Archives is 
neutral. Neither New Deal nor 
Old Deal. As will appear as we 
proceed, the essence of the Ar- 
chives proposition is the provision 
of a National Archives Building. 
And the structure, which has 
lately been added to the Govern- 
ment plant that lines Constitution 
Avenue, is a product of that pre- 
depression building spree which 
reached its peak about 1926 when 
Congress made the first of the 
appropriations, totaling $8,750,000, 
which enabled the erection of the 





& Being an Intriguing 
and Interesting Descrip- 
tion of the Care Exer- 
cised by the Govern- 
ment in Protecting Doc- 
uments of Historical Sig- 
nificance — By Waldon 
Fawcett 


monumental building with a 
grand total of upward of one mil- 
lion square feet of floor space. A 
building that, with its equipment, 
represents an outlay of $12,000,000. 

If the classical building with its 
elaborate sculptural decorations 
were the sum of the story, business 
equipment forces would have no 
reason to look upon this other 
than as just one more Govern- 
ment building. Interesting, no 
doubt, as an example of the really- 
and-truly fireproof structure, but, 
presumably bearing little relation 
to the conditions and require- 
ments of everyday business. It is 
the function and the fittings of 
the new depository that, in twain, 
save it from disrespect. Here, at 
least and at long last, is one proj- 
ect on the part of Uncle Sam 
which enables the cause of record- 
keeping, document safe-guarding, 
scientific filing, and indexing. 
Here, if you please, is a permanent 
exposition of the wisdom of sys- 
tematic record-keeping and a per- 
manent demonstration of how to 
go about it. 


What Are They? 

Which brings us to the question: 
What are national archives? 
which is just as pertinent as Why 
National Archives? Seeing as how 
Congress has been wrestling with 
this problem, off and on, ever 
since 1800-1801 when fire de- 
stroyed War and Treasury Depart- 
ment records, it must appear a 
tardy inventory. But the point 
may be cleared in a jiffy. Na- 
tional archives means public docu- 
ments, as distinguished from such 
items as private historical docu- 
ments. All of which may make 
little difference in the mechanics 
of classification, transfer, consul- 
tation and storage. But does 
bring the responsibility closer to 
private business. Uncle Sam, 
grappling with the task of assem- 
bling, checking and stowing the 
records or archives made by the 
various agencies of the Govern- 
ment in the daily transactions of 
their official functions, may be ex- 
pected to do a bit of trail-blazing 
for the everyday business man. 

That the Archives venture is as 
important as it is for the execu- 
tives of big and little business is 
due largely to a switch of objec- 
tives at Washington. In the be- 
ginning, and all down the years to 
1908, the storage idea was the nub 
of the agitation in Congress. The 
national legislature, whenever it 
flirted with the idea of centraliza- 
tion of records, thought only in 
terms of a glorified warehouse 
where the whole accumulation of 
a century and a quarter could be 
safely locked up. Beginning about 
1908 a light began to break upon 
the planners. Gradually, it dawned 
that inaccessible storage was not 
the sole goal. Means must be 


The Home of the National Archives 

Where Most Elaborate Precautions Are 

Taken to Guard Documentary Treas- 

ures of the Nation from Deterioration 
and Tampering. 
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Scenes in the National Archives Building, 
Washington, D. C.-(Top) Search room, 
where the documents may be examined 
at leisure. (Bottom) Part of the miles 
of steel shelves and racks housing mil- 
lions of filed documents. Inset is the 
fumigating room where every piece of 
paper is put through a process to pre- 
serve it. 


found for efficient administration 
of the collected documents. From 
that time on, all plans took into 
account facilities for reference 
work and the quick extraction of 
needed data. That is why we find 
in this Archives layout at Wash- 
ington a “Search Room” that is, 
indeed, a model for the corpora- 
tion which is called upon to pro- 
vide a set-up for research. 

By way of justification as a 
pace-setter it may be pointed out 
that there was nothing hit-and- 
miss about the planning of the 
Archives Building and its appoint- 
ments. Before a single blueprint 
was made, architects were sent to 
Europe to study the archives 
buildings of Great Britain, Ger- 
many, France, Holland, Austria 
and other European nations. As 
it has been well put by Archivist 
R.D.W. Connor, their main job was 
to find out what not to do. The 
result is an establishment which, 
from an equipment standpoint 
and administrative point of view, 
is perhaps the most nearly perfect 
institution of its kind in the world. 

Handy Business Gauge 

The role of the National Ar- 
chives as an inspiration and a 
model for private business isn’t 
confined wholly to demonstration 
of methods and facilities for or- 
derly disposition of a formidable 
mass of records covering a wide 
range of dates. Matching that in 
significance, in a missionary sense, 
is what this institution is doing 
in education of business executives 
in record selectivity. Facing the 
Archives building, when it opened 
for business, was an appalling mass 
of letters, orders, reports, accounts 
and other documents produced in 
the course of transacting business. 
Which should be preserved and 
filed? Which should be discarded 
and destroyed? 

In making decisions of policy 


and practice in the eternal sifting 
operation, the Archives experts 
have used a gauge that may well 
come in handy for private busi- 
nessmen. The test question, ap- 
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plied whenever doubt arises, is one 
of the practical usefulness of the 
individual record which awaits 
disposition. Does a document con- 
stitute the chief protection of the 
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State against unfounded or ill- 
founded claims? If so, it must be 
held. Moreover, when making a 
decision the appraiser of records 
must have an eye not merely to 
possible money losses but likewise 
to the potentialities of inconven- 
ience that might arise from lack 
of documentary evidence. 

Alongside the problem of what 
to keep and what to dump the 
experts who have settled this 
unique Archives office have faced 
a complication which is shared by 
many an everyday business man. 
It has been necessary at every 
step of the arrangements to en- 
deavor to dispose separately of the 
records of transactions of current 
business, which are in constant 
use, and those of earlier origin 
which are less frequently referred 
to. No less practical in its trans- 
lation to the field of private busi- 
ness is the explorative work of the 
Division of Classification of the 
National Archives. Here is a unit 
that is charged with conducting 
basic investigations into technical 
classification and of finally evolv- 
ing a classification procedure that 
will meet the needs of this jumbo 
of halls of record. Just by way of 
hint of the size of the job, it may 
be added that one little requisition 
calls for the devising of a number- 
ing system that will positively 
identify each archival series in the 
whole muster of documents. 

In keeping with its filing, re- 
cording and indexing equipment, 
the Archives Building has been 
fortified with every safeguard that 
modern science could suggest for 
the physical preservation of ar- 
chives. A ramp running from the 
street to the basement enables 
trucks transferring documents to 
make delivery direct to the receiv- 
ing room. Here they are carefully 
checked, classified and examined 
and those that require it are 
cleaned, fumigated and repaired. 
From this room the documents are 
moved, by one of a dozen eleva- 
tors, to their places in the stacks. 


Automatic Alarm Used 


The stacks are the most sensa- 
tional feature of the layout, from 
an office furniture standpoint,— 
embodying many minor as well as 
major features that carry germs 
of suggestion for adaptations to 
private business installations. 
There are twenty-one tiers, ar- 
ranged in sections of three tiers 
each. These stacks will hold ap- 
proximately 2,500,000 cubic feet of 
archives. Each section is, in ef- 
fect, a sealed room into which no 
person except employees may en- 


ter. Any attempt at unauthorized 
entry sets off an electric alarm in 
the office of the Captain of the 
Guard. An automatic fire alarm 
system supplements the routine 
inspection by watchmen. The 
building is air conditioned 
throughout so that the tempera- 
ture, the humidity and the chem- 
ical content of the air can be so 
regulated as to prevent deteriora- 
tion of the papers stored in it. 
Sunlight will be excluded from the 
stacks for the same _ reason. 
Thanks to these and other im- 
proved devices, there have been 
reduced to the long-sought mini- 
mum the hazards of loss of records 
by theft, fire, insects, dampness, 
exposure to light, etc. 

In this talkie age, when so many 
business houses are using motion 
pictures for their own ends and, 
consequently, have problems of 
film storage, it may be of interest 
that the National Archives is 
in the van on this proposition. 
When Congress authorized the 
new branch of the Government 
to accept, store, and preserve mo- 
tion picture films and sound re- 
cordings, nobody in Washington 
foresaw what a responsibility was 
in store for the new institution. 
From the outset, there sprouted a 
lush crop of fresh problems in fil- 
ing and storage. Would the 
proper course be to store the films 
on open racks within concrete 
vaults, or in closed cabinets? And 
so on. When eight concrete stor- 
age vaults were provided the offi- 
cials estimated that they had 
space enough for their needs for 
fifty years. Alas and alack; be- 
fore the building was completed 
enough films were offered for fil- 
ing to overrun all the vaults. 

Photography Plays Part 

If any office outfitter has ever 
cast slurs upon Uncle Sam for al- 
leged lack of up-to-dateness in 
administrative facilities and prac- 
tices he will have to take part of 
it back. In the face of what the 
National Archives is doing in the 
preservation and duplication of 
records by photographic means. A 
special -Division is devoted to 
duplicating, and photographic 
technique covering every phase of 
the production of photographic or 
photostatic copies of documents. 
The responsibilities of the Arch- 
ives in this quarter are twofold. 
Not only must reproductions be 
furnished to all and sundry who 
have need of facsimiles of records. 
On top of that there is the tick- 
lish job of photographing rare and 
unique documents in order to re- 
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duce the frequent handling of 
originals and of making, for pres- 
ervation, reduced photographic 
copies of documents not consid- 
ered of sufficient importance to 
warrant preservation of the orig- 
inals. 

With the trend throughout the 
business field to intra-industrial 
and inter-departmental relations, 
onlookers may obtain tips by 
watching the National Archives 
wrestle with one of its chief wor- 
ries—viz., maintenance of con- 
tinuous service relationships with 
a number of different agencies. 
The circumstances and the result- 
ant number of subject headings to 
be covered make exacting de- 
mands upon the Division of the 
Central Files. This unit has the 
routine of classifying, briefing, in- 
dexing, cross-indexing and filing. 
And, incidentally, of developing a 
simplified subject file. The inten- 
tion of those in charge of the 
National Archives is to respect the 
integrity of the archives that are 
brought to this central office for 
safe keeping from any department 
or agency. In other words, the 
archives of each major independ- 
ent establishment that goes into 
the pool will be maintained and 
administered as a distinct and 
separate division. 

If there is anything of help and 
suggestion in the struggles of the 
National Archives staff to find sal- 
vation in the world’s biggest job 
of record-clearing the morals 
should be universal. Because of 
the diversity of the material. For 
example, only consider the diffi- 
culties of standardization of files 
and containers when the docu- 
ments run, in size, all the way 
from maps as large as the side 
of an average room to very small 
sheets. Then again, the Archives 
rescue squad found over 250 differ- 
ent systems of classification in use 
in the various Departments in 
Washington. Which is by way of 
hinting that there have been tech- 
nical knots to untie, aside from 
the material considerations of de- 
vising filing equipment of such 
character that documents may be 
readily put in place and taken out 
without risk of damage. For all 
the exactions of the work there 
has been no dearth of candidates 
for places on the staff of the 
National Archives. When fully 
staffed the National Archives will 
not have much more than 600 
people in its personnel. For these 
positions applications have been 
received from 30,000 persons, duly 
qualified. 
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How to Locate “Skips” 


IKE the poor—the “skip” will 

always be with us. In the of- 
fice supply and furniture trade he 
exists just as in other industries 
and businesses. 

A “Skip” is a customer who has 
disappeared from the last known 
address. How much you desire to 
find a skip, and the extent of the 
effort you are willing to make in 
doing so, depends upon the amount 
of money due, and your reaction 
to what appears to be a breach of 
faith. While this disappearing act 
may indicate an intention of 
avoiding payment, in many cases 
you will find that your customer 
was perfectly honest, and it is bet- 
ter to try to find him with this 
thought in mind. Your customer 
may not realize the importance of 
your being in contact with him, he 
may intend to advise you later 
when it suits his convenience, or 
it may be just an oversight on his 
part. 

However, even though the ac- 
count is not yet due, it is advisable 
to get busy as soon as you realize 
that you have a skip, as some lead 
now available may become cold, 
and your task become harder, or 
even impossible. The following 
suggestions for doing this are not 
offered in any particular order, 
but the choice will vary with dif- 
ferent cases. 

1. Consult the references, look 
at your credit report, if any, see if 
you have the home or business ad- 
dress, or any other information 
acquired when the account was 
opened. The importance of secur- 
ing full and adequate information 
at the time the sale was made will 
become apparent if you have 
many skips to find. 

2. Try the telephone, if he has 
one, as it may have been moved to 
the new address. If he is not 
listed in the directory, inquire of 
information if there is a phone at 
the old address. 

3. Look in your city directory. 
The place of employment, the 
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names of other members of the 
family, and their place of employ- 
ment are given. If the skip is not 
listed in the current book, look 
back for several years, and you 
may find an old address or other 
information which will give you a 
lead on him. 

4. A personal call may be made 
at the old address. You do not 
have to be a detective to find out 
something about a person who has 
lived for any length of time in a 
neighborhood. If the house is va- 
cant, go next door, to the corner 
stores, if an apartment or office 
building, inquire of the elevator 
operator or janitor or manager; 
also ask for the landlord, or the 
concern who did the moving, as 
they may have the new address. 

5. Inquire of your local credit 
bureau. If they can not give you 
the address, you may obtain the 
names of other merchants who 
have dealt with your skip, or 
names of persons suing him in 
court. 


6. A letter mailed to the old ad- 
dress will be forwarded to the new 
address by the Post Office, if this 
information was left with them. 
If you will register your letter, and 
ask for a return receipt giving the 
address to which it was delivered, 
you will obtain the correct address 
at small cost. 

7. If you know your skip owns 
an automobile, write a letter to 
the Commissioner of Motor Vehi- 
cles, or whoever has charge of the 
issuance of tags, for this informa- 
tion. 

8. Check your receipts for de- 
livery of goods. Maybe some other 
person signed for them, and if you 
can locate this person, you prob- 
ably have found your skip. 

9. It is advisable to keep a rec- 
ord of checks received from your 
customers, giving the name of 
their bank. If you keep this rec- 
ord, you have the name of their 
bank, and can obtain the correct 
address from them. If the bank 
will not give it to you, an inquiry 
made through your own bank will 
produce the desired information. 

10. Inquire of your local gas, 
electric and telephone companies. 
Only one public utility in our city 
will assist us, but conditions may 
be different where you live. 

11. As there are comparatively 
few dairies in each city, it is not 
very difficult to canvass all of 
them, some one of which must be 
doing business with your skip. 

12. Inquire of other dealers in 
the same line of business as your- 
self, as they may have had deal- 
ings with your customer, espe- 
cially should he be the type that is 
trying to avoid payment. 

If after making every effort to 
locate the skip, you are unable to 
do so, put his name down in a file 
of such persons. At least once a 
year look up these names in the 
phone book, in the city directory, 
and inquire for him at the credit 
bureau. Unless he has left town 
for good, you will eventually find 
him. 


Little sales, even when turned in in large numbers, are the mark of a little 
salesman. The man who becomes and remains a little salesman may be one 
of a hundred or a thousand units in a great and prosperous company’s force, 
but he is not contributing to its greatness nor to its prosperity. He is, rather. 
hanging onto the coattails of other men who are traveling with seven-league 
boots instead of toddling along in carpet slippers.—Frank Farrington. 
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MR. WILL DIXON OF LONDON COMES OVER AGAIN 


Mr. Will Dixon, director of the Dictaphone Company, 
Ltd., of London, England, accompanied by his wife and 
two daughters, Joan and Alison, arrived in the United 
States on August 5 for a visit of several weeks. It was 
Mr. Dixon’s third annual trip to this side. 

While Mr. Dixon was engaged at the executive offices 
of the Dictaphone Corporation in New York and in vis- 
iting the company’s factory at Bridgeport, the ladies 
went on tour of some of our national parks and of some 





Will Dixon 


of the national parks of Canada. We trust they had 
no disappointments and that they will take away a 
good impression and pleasant recollections of their ex- 
perience on this side. 

To a representative of Office Appliances, Mr. Dixon 
spoke interestingly about the office equipment industry. 
He was complimentary to the American manufacturers 
whom he credits with initiative and enterprise in their 
business methods and operation and in their manufac- 
turing processes. 

His observations of the activities in places he visited 
incline him to the opinion that conditions we charac- 
terize as “depression” are to some extent imaginary. 
He thinks it would be well for us to have opportunity 
to compare the situation here with that in other coun- 
tries. From which experience we would get a new no- 
tion of our position. 

Mr. Dixon expressed the belief that English business 
men are more conscious than ever of the urgent need 
of reorganization in the equipment of business for han- 
dling business details. And that with greater freedom 
from the lessening of pressure on economy, education in 
this direction is being steadily carried on. And witha 
definitely better outlook, those engaged in the field are 
forging ahead under improved conditions in the smaller 
as well as the larger cities. 

Mr. Dixon stressed the importance of skilled opera- 
tors upon whom depend the satisfactory and maximum 
utility of most office machines, and suggested that the 
organization in the field should more and more empha- 
size the value of the trained operator. 

He paid high compliment to the efficiency and ability 
of stenographers and other office machine operators on 
this side. 

Mr. Dixon believes that the increasing sales of mod- 
ern office equipment is impelled by the appreciation of 
the need for greater efficiency economically achieved 
rather than by other factors involved in sales better- 
ment. 

About his own company’s activities, he cited a grow- 
ing trend for the Dictaphone indicated by the fact of 
their operating ten distributing branches in logical cen- 
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ters, with the entire group alert to the present opportu- 
nities. 

An interview with Mr. Dixon is a pleasant experience. 
His philosophy of life and business and his enthusiasm 
are inspiring. Moreover, he is a good will ambassador 
for his country. He takes people as he finds them and 
is always complimentary. 

Mr. Dixon, who has been a subscriber to Office Ap- 
pliances for a number of years, was kind enough to 
comment upon the usefulness of this journal. One of 
the principal features which appealed particularly to 
him, he said, was Office Appliances’ continual effort to 
bring out details of business practices in the field and 
then transmit that knowledge for the benefit of the 
field as a whole. 

“This practice increases the value of your journal to 
its group of readers,” he explained. “Each is bound to 
receive the impression on reading the pages of Office 
Appliances’ fatherly interest in the industry as a 
whole.” 

Mr. Dixon and his family will return to England on 
September 9, sailing aboard the SS Queen Mary. 


——_<—— 


ROYO IS U. S. VISITOR 
George S. Parker, chairman of the board of the 
Parker Pen Company, Janesville, Wis., was host last 
month to a distinguished visitor when Emilio Royo, 
representative of the Parker Company at Barranquilla, 
Colombia, paid a visit to this country to attend to sev- 
eral business matters. 
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DISTINGUISHED HINDU COUPLE VISITS 
REMINGTON RAND PLANT 
The Remington Rand Inc., plant and offices in Buf- 
falo were honored last month by a visit from Mr. and 
Mrs. Anandi Prashad Kaicker, members of Hindu no- 
bility and residents of Delhi, India. 
Mr. Kaicker is district manager for Remington Rand 





Mrs. and Mr. Anandi Prashad Kaicker of Delhi, India. (Buffalo 
Evening News Photo) 


Inc., at Delhi and, together with his wife, is making 
his first visit to the United States. They entered Amer- 
ica from Canada, having made a tour of the principal 
Canadian cities. Prior to their arrival on this conti- 
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nent both Mr. and Mrs. Kaicker traveled extensively 
in Europe. 

Mr. and Mrs. Kaicker are members of the highest 
castes of India. The latter’s native name is Raj Reni 
and her rank is equivalent to that of a princess. 

In a story of the couple’s arrival in this country 
which appeared in the August 8 issue of the Buffalo 
Evening News were a number of interesting details on 
the attire and customs of the castes to which Mr. and 
Mrs. Kaicker belong. 





Distinguished Visitors at Parker Factory.—George S. Parker, 
chairman of the board, Parker Pen Company, extends a wel- 
come to Mr. and Mrs. J. G. Portela, of Brazil. Mr. Portela, 
although a comparatively young man, is one of the most ag- 
gressive and successful Parker representatives and bears an en- 
viable reputation in his Brazilian territory. As proof of the 
progressive business spirit of the visitor and his wife the couple 
traveled from Rio to Miami by airplane. 


This Attractive Display of Globe-Wernicke Filing 
Equipment and Storage Cupboards Brought Many 


Prospects Into the Store of Frank R. Simmons, 
Springfield, IIlL—-Mr. Simmons is widely known 
throughout the middle west as an alert and suc- 
cessful merchandiser of office equipment and sup- 
plies and his window displays have frequently at- 


tracted attention in the industry. 
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TANGORA WINS AGAIN WITH A ROYAL 


The 1936 World’s Championship Typewriting compe- 
tition, sponsored by the International Commercial 
Schools Association, was held August 25 at the Hotel 
Sherman, Chicago. Ten typists started, amateurs and 
championship candidates together. The latter began 
a race that ran an hour; the former wrote half as long. 

Contestants supplied their own machines and equip- 
ment. About half of them had desks and posture 
chairs. One used a typist’s stand. Some sat on ordi- 
nary chairs supplied by the hotel, seats elevated by tele- 
phone directories. 

A wide clear space was preserved about the contest- 
ants, who were thus clearly observed and protected 
against distractions. A gong sounded every quarter of 
an hour as the machines purred along under the nimble 
fingers of the operators, or simulated the dribble of 
multifarious trickles of water. When pages were com- 
pleted they soared away from their writers to land on 
the thick carpet below, whence they were retrieved by 
assigned watchers, and started back to the judges, who 
carried on their checking as the contest progressed. 
Results were set forth upon a bulletin board by which 
the contestants’ progress could be followed. 

Albert Tangora of New York, who won the title in 
'23, '24, ’25, ’28, and ’35 came in first, with a record bet- 
ter than he had ever made before—tying the world’s 
record set by George Hossfield of New York in 1929, 135 
words a minute. Last year Tangora wrote 128 words a 
minute. 

Cortez W. Peters, colored, Washington, D. C., wrote 
133 words a minute. Had he achieved this record last 
year, he would have been victor over Tangora, who de- 
feated him then by a margin of three words. Peters 
made only 38 errors as against Tangora’s 54. 

Both men used Royal typewriters. A third Royal 
operator, Bessie Berlin, of Kansas City, took second 
place in the amateur contest, which was won by Nor- 
man Saksvig, Chicago, using an L. C. Smith. His speed 
was 102. Dorothy Chatterton, of Remington Rand’s 
Chicago office, who used a Remington, scored third. 

Two impressive-appearing awards were provided for 
the winners of the professional and amateur contests. 
Medals were given others who placed. 

The contest was managed by W. C. Maxwell, principal 
of Hinsdale High School, Hinsdale, Il. 














NEW. MACHINES AND DEVICES 
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BETTER-SIGHT INDEX BY POSTINDEX 
Combining a base, a ten or twenty-leaf panel style 
record file, and a lamp, the new Better-Sight index 





New Better-Sight Index Unit in Use 


produced by the Postindex Company, Jamestown, N. Y., 
is offered as a facility for speedy schedule reference 
work. 

The panels of the Postindex reference file are set 
at an angle for convenient reading. Fifty foot-candles 
of light are flooded upon them when the 100 watt lamp 
is turned on. The lamp consists of an opal glass bowl, 
a reflector, and a special shade. 

Eight models are available. Choice may be had 
among four panel widths, four, five, six, or eight inches, 
and of either ten or twenty-panel units. Flexoline 
strips one-fourth or one-sixth of an inch high are 
provided for use with the panels. The strips come in 
buff and white, and special colors such as salmon, 
green, blue, and pink may be ordered. Clip type cellu- 
loid signals five-sixteenths of an inch wide are offered 
in blue, green, and red. 

a 
HIGGINS INCREASES LINE OF INKS 

Charles M. Higgins & Company, Inc., of Brooklyn, 

N. Y., manufacturer of the well-known waterproof 
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Higgins Ink Bottles in the New Cube Shape 


drawing ink sold under the name of Higgins since 1880, 
now offers the buying public a wider range of selection 


in inks suitable for use in fountain pens or dip pens, 
providing that they are used unmixed with other ink. 
Choice now may be made of Eternal Black, blue-black, 
washable blue, red, green, violet, or brown. 

The inks come in a new container, cubical in shape, 
with a flat cap. The cap and the label bear the color 
of the ink inside, and thus the new containers can be 
massed in colorful combinations for display. The two- 
ounce bottle is to sell for ten cents, the three-ounce 
for fifteen. Uniform label designs identify the mem- 
bers of the enlarged family of inks, and cubical con- 
tainers make for convenience in packing. Large mouths 
make the ink readily accessible. The Hazel-Atlas Glass 
Company is the manufacturer of the new bottle, which 
was designed by Egmont Arens; the screw cap is pro- 
duced by the National Seal Company. Labels are from 
the U. S. Printing and Lithograph Company. 

The standard large bottles with pour-out tops will 
continue available. 

——$—<g—_—_—__— 


NEW CALCULATOR BY FRIDEN 
The Friden Calculating Machine Company, Oakland, 
Calif., has recently brought out an all-electric automa- 
tic calculating machine, known as Model F. This ma- 
chine introduces a new advantage, “selective tabula- 
tion,” which permits the user to shift the carriage to 
any predetermined decimal point desired. Model F 





Friden All-Electric Calculating Machine 


possesses also automatic carriage return and simulta- 
neous dial clearance. 

Characteristic of all Friden calculators is the Roto- 
flow drive principle, as it is called by the manufactur- 
ers, which, they say, facilitates the speedy solution of 
various problems without demanding high speed rev- 
olutions of the machine. 

— oe — 
NEW GENCO STENCIL DUPLICATOR 

The General Duplicator Corporation, 148 Lafayette 
Street, New York, N. Y., announces a new duplicator 
with many new features and improvements. Called the 
Genco stencil duplicator, it is said to be a well-built 
device, offering all essential advantages, and low in 
price. 

The Genco is a machined job, assembled from cast- 
ings processed by the finest of machinery and equip- 
ment. A half pound of ink can be put into the drum 
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at one time, the drum being so designed as to take 
charges that will supply ink for an extended period. 
The distribution of ink inside is mechanical, and the 
system is said to be leak-proof. The duplicator has a 
printing surface of 18 by 14inches. Registration is said 
to be accurate to a high degree. The paper stop fea- 
tured is described as of unique design. 

The Genco duplicator, complete with all equipment, 
retails at $44.00. Information will be furnished by the 


manufacturer on application. 
—————_ 
BURGLAR TRAP FOR BANKS 
A California inventor, W. C. Elliott, Fresno, has de- 
signed an electrically operated burglar trap suitable 





Bank Burglar Trap Designed by W. C. Elliott, Fresno, 
Calif. 


for banks or any other institutions likely to be sub- 
jected to the attack of marauders. Much of the mech- 
anism is installed in a vault below the floor. 

The money boxes of the tellers operate as electric 
switches. When money is illegally demanded, the ma- 
chinery in the basement starts to operate. Exits are 
locked automatically, and a door that is concealed in 
the floor rises to block the entry. A revolving door 
through which people have been passing appears to 
offer egress. When the thief attempts to use it, how- 
ever, it turns but one-fourth of its circumference, and 
he is trapped. Meanwhile an automatic alarm has 
been delivered to the police, who upon their arrival 
have no difficulty in removing the thief—CWG 


<> 
TYKAR POWER CARRIAGE-RETURN 
A typewriter accessory operating by electricity is the 
Tykar, a device which returns a typewriter carriage 





Tykar Electric Carriage-Return 
Attached to Standard Machine 


at the touch of a key. It is being distributed by Tykar 
Corporation, 238 East 39 street, New York. 
According to information received from the distribu- 
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tor, Tykar may be attached without the use of a drill 
to any standard or wide-carriage typewriter. Small, 
its weight is four pounds. It is finished in blue-black, 
to go with the usual typewriter, close beside which it 
is attached. The typewriter may be used with any 
other attachments, and may be placed on any style 
desk or table. Ten feet of rubber-insulated cord are 
furnished. The amount of electric current required 
for operation is negligible, and in case of failure of 
electricity, Tykar does not interfere with the usual 
operation of the typewriter. The carriage may be 
halted during its return by one finger; if it is not 
halted, it coasts into position without impact. 

The device is an invention of Frederic W. LePorin 


of New York. Its retail price installed is $34.50. 
————_ 
NEW LINE OF DATE AND NUMBERING STAMPS 


Louis Melind Company, 362 West Chicago avenue, 
Chicago, Ill, has brought out a new line of rubber 
stamps for dating and for numbering, called the Junior 


|UNIOR 
JUSTRITE/ 


lA 


vA ED [2 Hoag 
' “bE § Hf t#1d3at 


INK £3) 31038) 


toe rhe 
hvu bt! 1 haze! 


ee 





Representative Dating 
Stamp of New Melind Line 


Justrite line. The daters are represented by four sizes: 
No. 0, No. 1, No. 14, and No. 2, which make impressions 
ranging from 14 to 34g inches in height. The cut shows 
No. 114, actual size. The type bands supplied carry a 
date record to December 31, 1941. The numbering 
stamps are in four similar sizes, specified as No. 1-4, 
No. 1-6, No. 2-4, and No. 2-6. 

Designed to be sold at very moderate prices, the new 
line has many of the characteristics of stamps priced 
higher. The Junior Justrite is well constructed. Frame 
and bridge are of strong steel. The bands are vulca- 
nized firmly together to assure long wear. Each han- 
dle bears an imprint showing its stock size, by which 
the customer can readily order additional stamps. 

a 
NEW COOK SIGNAL FOR CARD FILE OR 
LEDGER 

A new projecting signal, No. 2V, made by The H. C. 
Cook Company, Ansonia, Conn., is now on the market. 
It is of stainless steel, as are all the file signals made 
by that company, and the projecting tab rises a scant 
quarter of an inch from the edge of any card on 
which it is mounted. The manufacturer states that 
it will not project beyond the edges of ledgers or loose 
leaf binders, and that it leaves ample clearance in 
file drawers. The “window” provides visibility for mar- 
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ginal data, as is shown by the illustration. The signal 
clipped on the card is full size. Bent clip ends hold 
the signal firmly in place and prevent it from getting 
caught on adjacent cards or leaves when in use. 

The new signal is furnished in boxes holding one 














(ENLARGEO) 


New Stainless Steel Signal 2V 
by H. C. Cook Company 


hundred. Twelve colors are to be had. A descriptive 
circular and a full size sample card showing all styles 
and colors may be requested of the manufacturer, who 
is introducing the new 2V signal by a rather novel 
folding card mailing in two colors. 
Et" 

MONARCH TUFF PRESS GUIDES GUARANTEED 

Wagemaker Company, Grand Rapids, Mich., recently 
introduced a new type of board under the name of 
Monarch brand Tuff press guide stock. This new guide 
stock is said to offer the filing supply business unusual 
value because of its qualifications. It is a product de- 
veloped by the Wagemaker Company itself, resisting 
tear exceptionally well. Combining high durability 
with low price, Tuff press guides are offered with a 
guarantee by the manufacturers against tabs breaking 
off or tearing off due to any amount of use or service. 

——__—<>>____ 
NEW TRAVELER’S KIT BY DOPPELT 

A leather zipper case for toilet articles, called the 
Dopp-Kit, is being distributed by Charles Doppelt & 
Company, 412-20 Orleans street, Chicago. Six models 
are available, and each, except the lowest in price, 
No. 5714, has an inside pocket with flap and button. 
Save for the russets and the London tan model, they 





The New Dopp-Kit Is Sold With or Without Fittings 


may be had in either black or brown. The two least 
expensive models have washable rubberized linings of 
good quality; the others are lined with washable oiled 
silk described as of the best quality. 

Dopp-Kits are available with fittings: military brush, 
utility box, tooth brush box, razor box, comb, and nail 
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file. Choice may be made of black ebonized fittings; 
of hard rubber fittings, with genuine ebony brush; of 
brown-etched chromium fittings, boxes with hinged 
covers; or of engine turned, polished bronze fittings, 
white enamel lined. 

The Dopp-Kit is dust-proof; it has a talon zipper 
full capacity opening, with a steel frame at the top 
which becomes rigid when open. The semi-flexible 
walls have collapsible gussets in the center, making it 
possible to vary the depth according to the contents. 
A loop at one end makes a convenient handle. 

Packed and closed, the Dopp-Kit measures ten inches 
long, six inches wide, and three inches high. The Kit 
is offered for use by men or women. 

Those interested in Doppelt goods are invited to 
write the company for a complete catalogue. 

———_>——_— 
NEW DUSCO COMMANDER DUPLICATOR 

The Duplicator Supply Corporation, 718 Washington 
avenue, S. E., Minneapolis, Minn., now offers the trade 
a new duplicator, the Commander No. 40, an open drum 
model inked from inside by hand, which will handle 
sizes ranging from postcard to legal. It has a positive, 
accurate paper feed. The manufacturers announce it 





Dusco Commander Number 40 


as a particularly fine instrument for the worker in 
color design. The retail price is $39.50. 

Commander No. 50, a closed-drum, automatic inking 
model, with a selective inking control brush, sells for 
$49.50. The drums used in these duplicators are in- 
terchangeable. 

It is reported that the Duplicator Supply Company is 
enjoying an increase of business activity that is stim- 
ulating rapid growth. Their dealers’ catalogue and in- 
formation about exclusive dealerships are available. 

— - ——_————- 
ADJUSTABLE OXFORD FOLLOWER BLOCK 

The new adjustable Oxford follower block is made 
to provide full width support for the contents of the 
file drawer. It locks positively in position in any make 
of corrugated board file. When the file content ap- 
proaches the maximum, the upright support can be 





Oxford Follower Block Fits Letter 
Size or Legal Size Files 


removed without disturbing the matter filed, leaving 
several inches of filing space to be used—space of ap- 
preciable value in storage or transfer filing. 

The manufacturers, the Oxford Filing Supply Com- 
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pany, 340 Morgan Avenue, Brooklyn, N. Y., believe that 
the new device makes current filing in corrugated 
board files practicable. The Oxford Semi-Steel file, 
equipped with the Oxford follower block, combine at- 
tractive appearance, durability, and ease of operation 
with orderliness. 

The Oxford follower block fits any letter or legal 
size file of any make, and is relatively inexpensive, the 


makers state. 
a) 


NEW DE LUXE MODEL WATERMAN INK VUE PEN 
An addition has been made to Waterman’s line of 
“Ink Vue” pens. It is called the “De Luxe.” Said to 











New Waterman Ink-Vue Pen and 
Companion Pencil Set 


be very attractive in design, it comes in three colors: 
copper ray, emerald ray, and jet. It will retail for 
$8.50. A companion pencil is offered for $4.00. To- 
gether they will be sold for $12.50, in a new satin-lined 
red and gold case. 

Inquiries may be addressed to L. E. Waterman Com- 


pany, 191 Broadway, New York. 
——<>—__— 


AUTOMATIC KEY-RING PLIERS 

Pliers which are reported to be applicable for the 
removing or replacing of office machine key rings of 
all sizes, round, oval, or square, are now being offered 
the trade by Wilhelm Dreusicke & Company, GmDH., 
Berlin SW 19, Kommandantenstrasse 18. 

The pliers are said to be effective for use with rings 
that have prongs on them and rings that have none, 
and the danger of breaking glass key tops is eliminated 
if the pliers are employed properly. The device is de- 
scribed as very quick and positive in action. 

nenieilllliaicaes 
NEW REMINGTON RAND BINDER 

An improved binder for visible records has been 
placed on the market by Remington Rand Inc., Buffalo, 
N. Y. It is made with curved prongs so arranged as 
to permit of shifting. 

At a touch, a releasing trigger at the bottom of the 





Remington Rand Binder with Shifting 
Loose Leaf Device 


back permits the prongs to open half way to a position 
for posting—the full surface of the leaves open for 
writing. A second touch lets them open wide for the 
insertion or removal of forms. At this point the left 
cover may be moved up or down one space if the 
latch is depressed. Thus a form may be inserted or 
withdrawn without causing any disarrangement of the 
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order in the binder. Gaps between sheets and over- 
lappings are eliminated. 

The metal-bound covers are covered with canvas 
or artificial leather, or Bakelited canvas covers may 
be obtained. Three piano hinges are used in the back, 
which is covered with heavy fiber-board; set in one 
end is a window glazed with transloid, in which an 
identifying label may be inserted. The prongs holding 
the leaves are formed in pairs like the tines of a carv- 
ing fork; fastened securely into the back they form an 
assembly which the manufacturers consider practically 
indestructible under ordinary working conditions. 

Index leaves may be had with reinforced tabs at 
top and bottom; these compensate for the increased 
thickness resulting from the insertion of forms. 

All metal parts of the binder are nickel-plated. 

Two lengths are available: thirteen and sixteen 
inches. Two- or three-inch maximum capacity backs 
are furnished. The width of the binder ordered is 
governed by the width of the forms to be filed. These 
usually are ten and a half inches across. 

——<—__—_. 
CORRECTION TO IDENTIFY NIAGARA DUPLICA- 
TORS ANNOUNCED LAST MONTH 

In the August issue of Office Appliances, this section, 

the two Niagara duplicators shown here were incor- 





K2 Niagara Duplicator—Automatic Feed 


rectly identified: the hand-fed model K1 was pictured 
over a caption indicating it was the automatic feed 





K1 Niagara—Hand Feed 


model K2. The duplicators are shown again, properly 
captioned. Office Appliances regrets the error. 
———$<——___. 
MASTER-CRAFT LINES INCREASED 

Many new items have been added to the lines of 
loose-leaf equipment produced by the Master-Craft 
Corporation, Kalamazoo, Mich., division of The Shaw- 
Walker Company, Muskegon, Mich. Manufacture of 
the new merchandise is in full production. 

In addition to the Master-Craft line of thong binders 
and forms, a complete line of sectional and solid post 
binders, steel-back ledger binders, pressure lock bind- 
ers, ring binders, and visible binders is now available 
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in a variety of grades and bindings. High grade com- 
mercial forms to fit the binders are also ready for dis- 
tribution. Master-Craft equipment suitable for a 
variety of particular purposes can now be supplied. 
Full information about the new merchandise is pre- 
sented in a new catalogue, described by the manufac- 
turer as a complete buyers’ guide for the office. Inter- 
ested dealers are invited to write for a copy and for 
complete information on the Master-Craft dealer fran- 


chise. 
—_—_—__—_ 


NEW EVEREADY DUPLICATOR 

The new Eveready Duplicator made by the Hecto- 
graphia Company, 52 Bond Street, New York, consists 
of three gelatine sheets mounted on a finished plywood 
base so that they can be turned like the pages of a 
book. Rubber suction cups hold the duplicator in place 
while it is being used. The sheets can be used over 
again without being washed. Various colors can be 
incorporated in the copies made. The original matter 
must be prepared with hectographic ink, ribbon, or car- 
bon. Fifty to a hundred copies can be made. Post card 














Hectographia Company’s Eveready 
Duplicator 


size, legal size, and extra size (14 by 20 inches) are 
available. The legal size, 834 by 13 inches, retails for 
three dollars. Supplementary sheets may be had for 
each of the three sizes offered. 

Hectographs of the tray type and supplies for hec- 
tographs are also distributed by the company. Sam- 
ples and prices will be supplied upon request. 

Resa. ann 
PARCEL POST AND OFFICE SCALE BY BORG 

George W. Borg Corporation, Chicago, IIll., has 
brought out a new precision instrument: a parcel post 
scale. It has a locking dial, by which the weight of an 
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Borg Dial Indicates Weight and 
Postage by Zones or Distance 


object may be kept recorded after the object has been 
removed. This makes possible the convenient weigh- 
ing of boxes and packages that extend over the edges 
of the scale, which measures eight by ten inches. An 
article larger than the scale can be placed on it and 
the dial locked. When the article is removed, the 
weight in pounds and ounces, and the amount of post- 
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age required on the basis of zone or mileage, can be 
read. For weighing objects that do not extend over the 
dial, the scale can be used without the dial lock. It 
can support considerably more than its fifty pound 
scale capacity. 





The New Borg Postal Scale 


Standing only two inches in height, the new scale 
has a flat chromium-ribbed platform. Rubber “cats- 
paw” feet protect the surface of the desk or counter on 
which it is placed. It is finished in black, against which 
the chromnium trim makes an attractive contrast. 

Engineers of the George W. Borg Corporation, 469 
East Ohio street, Chicago, state that the new scale has 
twenty-five distinctly new structural features. 

a ee 
AIRITE—NEW DESK SET BY SENGBUSCH 

A new accessory for the desk—the Airite—is now 
offered the trade by the Sengbusch Self-Closing Ink- 
stand Company, Milwaukee, Wis., in the shape of a 
combination clock, radio, desk lamp, and writing set. 

Only fifteen inches long, it is compactly assembled 
in a case of Bakelite or Plaskon, in ivory, black, walnut, 





% 
~ 
New Sengbusch Desk Unit, the Airite 


or marble. It can be furnished with a temperature and 
humidity indicator instead of the writing set. 

Each of the several items combined is the product 
of a manufacturer of reputation: a Waltham, Lux, or 
Seth Thomas clock, an International Kadette radio, a 
Sengbusch Dipaday desk set. 

Special publicity will be given the Airite for the fall 
and holiday season, including full-page advertisements 
in Esquire and other general publications. It will retail 
at $39.50 to $49.50. 

a i ee — 
WONDER LOCK—A VERSATILE FASTENER 

Wonder Lock, 53 West Jackson Boulevard, Chicago, 
Ill., is manufacturing and distributing a locking device 
available in two styles. One is to keep inviolate the 
contents of glass showcases with sliding panel doors. 
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The other is for locking drawers in dressers, bureaus, 
desks, file cabinets, cash registers, etc. It can be used 
to lock doors in dwelling houses as well. 

Either type can be attached quickly and easily with- 
out tools. Thus Wonder Lock offers appeal to the home 





Wonder Lock Holding Drawer 


owner, office or factory worker, and traveler. It is 
versatile—a convenient means of locking up the con- 
tents of drawers or files used for valuable items. 

A two-sided key goes with it. The lock bar is four 
and a quarter inches long, of case-hardened stock, 
defying cutters. The lock itself has eleven nickel silver 
tumblers, and requires positive key action for opening. 

Wonder Lock, All Purpose type, may be purchased in 
a leather case which, the manufacturer declares, can 
be carried in the vest pocket. The device weighs but 


four ounces. It sells for $2.50. 
—_—_>———_ 


NEW HANDICOPY DUPLICATOR 

Autocopy Incorporated, 460 West Superior street, 
Chicago, announces the release of three new gelatine 
duplicator models. 

The Handicopy is described as a sturdily constructed, 
compact machine of simple mechanical design with a 
unique carriage feeding mechanism and other exclu- 
sive features. It is finished in a stippled olive green 
and is very attractive. It weighs twenty-eight pounds. 

The Presto model is a modification of what is known 
as the hand process duplicator. With a simple feeding 





One of the New Autocopy Duplicators, the Handicopy 


and stripping device the Presto is said to be an effi- 
cient carriage duplicator capable of doing high class 
work. Designed for the user with a relatively small 
volume of work, it weighs twenty-two pounds. 

The Quik-Copy model is a low-priced duplicator, de- 
signed for the personal use of the individual, and par- 
ticularly for schools. It has a solid steel frame, vacuum 
suction rubber feet, adjustable margin-bar and a 
drawer for holding additional films or paper, which 
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also because of its unique construction can be used 
as a paper selector when copies are being run. Weigh- 
ing only four pounds, it is easily portable. 

Protected territories are still available. Information 
will be supplied by the manufacturer. 

————_>————_ 
SENGBUSCH HANDI-PEN SET MAKES NEW 
SALES RECORDS 

Finding instant favor since it was placed on the mar- 
ket only one month ago, the new Handi-Pen desk set, 
manufactured by the Sengbusch Self-Closing Inkstand 
Company, Milwaukee, Wis., has already set a new high 
sales record, according to officials of the firm. 

The new desk set is said to be practically indestructi- 
ble and is so constructed that it holds six ounces of ink 
—enough for the average user for one year. This fea- 
ture is partially responsible for the Handi-Pen set find- 
ing popularity among students and business men. 

In connection with the new item the Sengbusch 
Company has recently produced an attractive display 





Display for New 
Sengbusch Handi- 


Pen Set. 


in two colors which shows off the Handi-Pen set to best 
advantage. This display is designed for window or 
counter while another piece is a colorful folder which 
tells the story of the new desk set. This material is fur- 
nished free to dealers who handle the Handi-Pen set. 


—————__ 
LONDON TYPEWRITER COMPANY, LTD., DISTRIB- 
UTES NEW SPANDIT KEYS 

The Empire Rubber Company (H. G. Miles, Ltd.), 
England, has developed a new product, the Spandit All 
British cushion typewriter keys, said to be low in price 
but of excellent quality. The London Typewriter Com- 
pany, Ltd., 66 Farringdon Street, London, E. C. 4, Eng- 
land, has been appointed sole distributor. 

The characters on the Spandit keys are white 
against green or black backgrounds, and are said to be 
of unusually deep inlay. The keys are of an individ- 
ual self-contained pneumatic pocket construction. 
Suitable for all standard four-bank machines, they 
come in sets packed in cellophane-covered boxes and 
are unconditionally guaranteed. 

The London Typewriter Company, Ltd., is authorized 
to appoint agents in all parts of the world. Persons 
interested are requested to submit a specimen of the 
keyboard required for their country. 

——_—_~_-—__ 
MACHINE WRITES READABLE DICTATION 

A machine now in production, invented by Dr. jur 
Werner Stiiber, 2 Kénigstrasse, Leipzig Cl, Germany, is 
said to write by means of plain type entire words that 
are dictated. The keyboard has sixty-six keys, or- 
ganized in such a way that a whole word can be 
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registered with one movement of the hands. It is said 
that an average person can achieve a high level of 





Machine Writes Readable Record of Dictation 


speed and efficiency with this machine through prac- 
tice. Since the two hands are limited to ten characters 
at one time, words that exceed ten letter length require 
two movements. Such words appear in two rows on 
the paper tape which carries the record. With each 
combination of letters struck at once, the paper tape 
moves a space. The result is thus a record that runs 
in a relatively long column of words or of fragments 
of words which can be read by any literate person. In 
fact, the record may itself be used as a letter, according 
to report, although the spacing between the characters 
will vary considerably. 

The keyboard contains some duplicate symbols; thus 
a word containing double letters can be written. 

Since the record is readily interpreted, it can be 
turned over to some other employee for incorporation 
in a letter or paper of the usual type, while the operator 
of the new machine continues to exercise the special- 
ized ability it requires—PCH 

DRAWING BOARD ELIMINATES T-SQUARE 

A drawing board that will go into a brief case is so 

designed as to facilitate accurate mechanical draw- 


hoe 
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Briefcase Drawing Board for Rapid and Accurate Sketch- 
ing, Designed by H. E. Twombley. 


ing without the use of the T-square. Coming in three 
sizes, 844 by 11, 9 by 12, and 10 by 15 inches, it weighs 
less than a pound. It is a quarter of an inch thick. 
Spring clips at the corners hold the paper in place, 
recessed in the board about the depth of the triangle’s 
thickness. The triangle can be moved freely, the cor- 
ners sliding readily out of the frame over the clips. 
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When paper is put in or taken out, these clips are 
raised by pressing buttons at the back of the board. 
The board was designed by H. E. Twomley, 7154 Mag- 
nolia avenue, Riverside, Calif—PCH 
dcedetetitiemis 
DITTO DIRECT PROCESS DUPLICATOR LINE 
EXTENDED 


Two new models have been added to the Ditto direct 
process duplicator line, D-3 and D-4. They reproduce 
writing, typing, or drawing that has been worked out 
with special Ditto direct process carbon paper. The 
carbon paper is in four colors: red, purple, green, and 
blue. A special Ditto direct process liquid is employed 
in making reproductions. According to the manufac- 
turers, repeated use may be made of the master, as 
very little ink is required per copy. 

Model D-3 is operated by hand; D-4 is electric. It 
is said that from forty to sixty copies per minute can 
be made with the new duplicators, at a cost of from 





New Ditto Direct Process Duplicator 


four to six cents per hundred copies. The master 


is good for up to 200 copies. 

Among the important engineering features of the 
new models are pressure control, liquid control—there 
is a liquid supply gauge—self lubrication, and positive 
registration. A blockout device is provided. Counting 
is automatic. Release of old master and attaching of 
new are said to be quick and easy. From one to four 
colors may be reproduced in one operation. Sizes suit- 
able for small labels can be handled. Maximum print- 
ing surface is fourteen by seventeen inches. Any stock 
from tissue to card may be employed. 

Inquiries about the new duplicators may be addressed 
to Ditto, Inc., Harrison at Oakley Boulevard, Chicago, 
Til. 

—_ —<>—___—- 
THE COSTOMETER—NEW PAYROLL CALCULATOR 


Manufactured by the Todd Company of Rochester 
for the owner and distributor, the Costometer Corpora- 
tion, 19 West 44 street, New York, N. Y., a new calculat- 
ing instrument for payroll work is available. It is said 
to involve a new basic principle, and to be adaptable 
to any payroll system, each installation being an in- 
dividual one designed to meet any requirement. It can 
be used for all kinds of repetitive calculations. 

The new payroll record requirements essential under 
the Federal Social Security Act and similar or related 
acts passed by the States are met readily through the 
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use of this new calculator, according to the manufac- 
turers. One operation on a job cost problem produces 





The Costometer—-An Individualized Calculating Device 
figures for elapsed time, labor cost, Federal and State 
unemployment taxes, old age benefit tax, and overhead. 
All factors are visible for checking both during the 
operation and after it is completed. 

The Costometer is said to be very speedy of 
operation, safe against inaccuracies, easy to em- 
ploy, economical to operate and maintain, and ef- 
ficient by virtue of special adaptation to the re- 
quirements of the purchaser. Inquiries are invited 
by the owner-distributor. 

—_——$<>—_—___—- 
NEW PATTEN COPY PAPERS 

A new idea in copy papers is presented in Patten 
Bond-Copy and Patten Ten-Copy papers, accord- 
ing to the manufacturer, the Patten Paper Com- 
pany, Ltd., Appleton, Wis., maker of the water- 
marked Patten Mimeo Bond and other papers, 
white and in color, for mimeograph use. 

The new copy papers are in five colors and 
white, and are watermarked in code, the water- 
mark being changed frequentiy to preserve its 
value as a means of establishing the age of the 
paper—a fact often of great importance in law. 

In developing the copy paper the manufacturer 
has worked toward certain definite ends, which are re- 
ported to have been achieved in the production of 





Sample Packets of Patten Papers Come in 
Colored Wrap with Printing to Harmonize 


sheets that are smooth, good at holding the carbon im- 
pression without smudging, opaque, and pliant enough 
to permit of multiple carbon copies. The 13 lb. papers 
are said to be capable of producing ten legible copies 
from one typing. 

Sample packets and swatches of the new copy paper, 
and a mimeographed descriptive pamphlet on the com- 
pany’s stationery products, letter size, containing 
samples, are available. The manufacturers report that 
the list of thirty jobbers handling the paper toward the 
end of July has increased to forty-three, indicating a 
steady growth of business. 
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JUNIOR EFFICIENCY DUPLICATOR BY HEYER 

A new gelatin duplicator at a moderate price has 
just been brought out by the Heyer Corporation, 
901-911 W. Jackson boulevard, Chicago. It is called the 
Junior Efficiency, for it comes from the Heyer Effi- 
ciency and Super-Efficiency duplicator strains. 

Weighing four pounds and standing two inches high, 
the Junior Efficiency duplicator is small and portable, 
and thus is suited to the needs of school teachers, res- 
taurants, clubs, and business organizations for the re- 
producing of printed messages that can be set forth 
in its maximum printing area, which measures eight 
and a half by thirteen inches. The size of the sheet 


on which the printing is to be done is not limited. 
Since the printing is done through the use of gelatin 
films, the number of jobs done per day is governed by 
the number of films employed. These may be changed 
quickly. 
The Junior Efficiency duplicator is made of heavy 
gauge metal. Suction cup feet prevent it from slipping 





eat ane ina 


The Heyer Junior Efficiency Duplicator 


about on a table or desk while in use. A new method 
of feeding produces copies at a speed described as un- 
usual in low-priced duplicators. It retails at $7.50, com- 


plete with supplies for starting work. 
—<>—____. 


LEGAL SIZE DESK TRAY BY Y & E 
The Accesso Desk Tray line of Yawman & Erbe Man- 
ufacturing Company, Rochester, N. Y., has a new mem- 
ber. Three inches high, ten and fifteen sixteenths 





Available in Walnut, Olive Green, Oak, and Mahogany 
Crinkle Finishes, Also in Flat Olive Green. 


inches wide, and fifteen and a quarter inches deep, it 
is adaptable to the same vertical and horizontal stack- 
ing arrangement that is used with letter size trays. 








32 








X 











TANTS 


Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC4. Mr. Jackson’s 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
O. Viborg-Larsen, Dalforet 16, Copenhagen, Denmark, is 
the authorized representative of Office Appliances in the 
British Isles. 


London, August 8, 1936. 

At this time of the year, of course, there is a spate 
of conventions and what we call “Summer Outings.” 
This last is probably quite an English expression, but 
believe me, the weather has been so wet that we have 
in fact had no real summer yet. 

Despite the lack of sunshine, however, I hear of quite 
a number of trips being organized. Block & Anderson 
Ltd., for example, had a very enjoyable staff outing to 
Hastings a few weeks back. They shut down their of- 
fices and factory entirely, and the whole staff of 120 
journeyed in motor coaches to Hastings on the south 
coast. Judging from the collection of photographs 
which Mr. W. E. Block showed me, they certainly had a 
great day with quite a measure of sunshine. In fact 
they seem to have been more lucky than most people, 
even indulging in sunbathing, and from what I have 





Staff Outing of Block & Anderson, Ltd.—Mr. Anderson in 
beret; at his left, Mr. Block. Mr. Smith wears the Panama 
hat; Mr. West, the bow tie. 


heard, quite a lot of time seems to have been spent in 
the fine Hastings bathing pool, which is managed by an 


ex-naval officer. All the directors—Messrs. A. Ander- 
son, W. E. Block, E. Smith, and A. West—were present 
with their wives, the outing being organized by Mr. 
Edgar Smith (chairman of the O. A. T. A.) who was 
thanked on behalf of the staff by Mr. Anderson. 





Addressograph-Multigraph Ltd. Group of 1936 Hundred 
Clubbers, British Organisation. 


Another more ambitious affair was that organized by 
Addressograph-Multigraph Ltd. In this case a party 
of 24 branch managers, salesmen, and other members 
of the sales department paid a visit to Ostende, Belgium, 
under the leadership of Mr. A. R. Carruthers, general 
sales manager. Unfortunately, pressure of business 
prevented the managing director, Mr. Porter, being 
present. The week-end was not entirely spent in con- 
ferences, despite the fact that it was organized under 
the British Isles 100 Club. Judging from their house or- 
gan “Sales & Works News” they had a number of inter- 
esting trips to various parts of Belgium, including a visit 
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to the famous Mole of Zeebrugge and the Battlefields. 
The conferences were excellent opportunities for dis- 
cussing the many problems which we meet today, and 
as the members of the British Isles 100 Club are those 
salesmen who do the biggest business, their experience 
should prove of real value to the rest of the organiza- 
tion. From what I have heard and read in Addresso- 
graph-Multigraph’s house organ these 100 club mem- 
bers should find this an extremely interesting tour, with 
very helpful sales conferences. 

Under somewhat the same category, Automatic Elec- 
tric Company, Ltd., of Liverpool, manufacturers of tele- 





Mrs. F. C. Burstall, in Cape, Congratulates Prize Winner. 


—Mr. F. C. Burstall holds umbrella. He is director and 


manager of Automatic Electric Company, Ltd. 


phones, have reported to me on a recent sports meeting. 
This, you will see from the photograph, took place on 
a really wet day, but everybody seems to be smiling 
just the same. 

Mr. A. C. McLellan, exhibition director, Office Ap- 
pliance Trades Association, is “up to his neck” in organ- 
izing the Business Efficiency Exhibition which takes 
place at Birmingham next month. This Birmingham 
show will not, of course, be as large as the London ex- 
hibition, but it is being held in a very important center 
—in fact, it probably is one of the busiest parts in Eng- 
land at the moment. Incidentally, we are still having 
good news from the official government returns of em- 
ployed and Trade turnover. Each month seems to show 
an improvement not only on the previous month, but 
on the same period of last year. All this, despite the 
upheavals on the continent, where no sooner does one 
problem get settled than another one crops up. 

I was very pleased to hear that Mr. J. Adams Keene 
(National Loose Leaf Company, Ltd.) has been elected 
President of The Stationers Association of Great Britain 
& Ireland. Mr. Keene is an old friend who is well 
known in the office appliance as well as stationery in- 
dustries. He is one of those indefatigable men who 
always seems to be enthusiastic and after new business, 
or organizing some affair in the interest of the trade. 
How he is going to find time to manage such a job as 
president of the Stationers Association is beyond me to 
imagine, but you may be sure that he will do his job 
thoroughly. 

When I called in at the Dictaphone offices a few days 
ago I found that my good friend Mr. William Dixon, 
one of the Directors, had left on a visit to your country. 
I know how much Mr. Dixon always looks forward to 
visiting the Dictaphone Corporation in the States.— 
VEJ 

a 
SUNDAY TRADING IN LONDON STREETS 

The British Stationer commented on a debate in the 

House of Commons concerning street trading priv- 
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ileges. This custom has been followed in London three 
centuries. The debate in the House brought out the 
point that this Sunday street trading was nothing but 
blacklegging the ordinary shopkeeper. The opposition 
pointed out that action would be unfair and might 
cause animosity if such privileges were restricted to 
Jews on Sundays, as Jews and Gentiles had traded side 
by side in the streets so many years. 
———_—_>——_—— 
BELATED ACKNOWLEDGMENT 
On page 40 of last month’s issue of Office Appliances 
appeared a reproduction of a picture showing delegates 
at the Annual Convention of the Stationers’ Association 
of Great Britain and Ireland, held in June at Scar- 
borough, England. The reproduction was made from 
the inside back cover of the June issue of the Stationery 
Trade Review, published in London, England. Failure 
to indicate the source of the print is deeply regretted. 
————_—_— 
SPEEDY TYPIST AT GENEVA 
Miss Juliette Cas finished first on a contest organized 
by the League of Nations at Geneva, for stenographers 
and typists. More than 2,000 entries were made by con- 
testants. In the final contest for the “Best Employee 
in France,” Miss Cas finished in the first rank. (Ab- 
stracted from Le Sténographe Illustré, Paris.) 
—_—_~—_ 
OFFICE SERVICE IN AN AUTOMOBILE 
An American stenographer who was out of work 
bought an automobile with her savings, which she has 
transformed into an ambulant office. She has plac- 
arded the car with signs inviting the public to stop the 
car, in case they wish stenographic or typing service, 
and engage her facilities. Thus she travels from place 
to place. She has had measurable success. It is unnec- 
essary to add that the plan of a traveling office could 
not be undertaken by many typists. (LaRevue du 
Bureau, Paris.) 
—_—_ > 
JOURNALISM COURSE AT GENEVA 
In 1935 a group known as the International Univer- 
sity-Inter-Aid, organized the first course in journalism 
in that city. A second course was given July 6-15 this 
year. The course is directed to young newspaper work- 
ers and students of journalism. It also serves individ- 
uals interested in the future of international relations. 
(Abstracted from Le Chef de Comptabilitie (Paris). 
a 
BLIND TYPIST AND BLIND STENO MACHINE 
Reichzeitung der Deutschen Stenografen (Berlin) 
printed an illustration showing a blind German stenog- 
rapher using a stenographic machine, taking dictation. 
—_——_@———_. 
GERMAN PENCIL EXPORTS INCREASE 
Burghagen’s Zeitschrift fiir Biiro-Bedarf reports that 
German exports of pencils and allied merchandise are 
increasing. During the first four months of this year 
the value of this output rose from 2,9 million to 3,9 
million RM. 
——_————_ 
THE LIBERAL PROFESSIONS AND EFFICIENCY 
The members of the liberal professions, taken as a 
whole, are not interested in the subject of efficiency. 
About it they know little or nothing. And when a man 
knows nothing about a subject he is not giving proof 
that he has a desire to study that subject. Every man 
in a liberal profession could in all probability learn 
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much from this magazine (L’Efficiencie) but only a cer- 
tain few of them read it. Very few among them grasp 
the fact that they ought to become acquainted with the 
new ideas and modern methods of business. These 
individuals consider themselves, somewhat mistakenly, 
superior by several degrees to business men. Until they 
get rid of this illusion they cannot be taught anything. 
(Abstracted from L’Efficience, Paris.) 
BRITISH FIRM SEEKS MORE AGENCIES 

Magowan & Company, Ltd., 7-8 Stationers’ Hall 

Court, London, E. C. 4, a firm of business equipment 





Magowan & Company, Ltd., 

Occupies This Building in 

Stationers’ Hall Court, 
London. 


specialists, and contractor to H. M. Stationery Office, 
is interested in establishing business relationships with 
office appliance manufacturers on an exclusive agency 
basis. The firm is said to have a very desirable con- 
nection with the stationery trade of England. 

Stationers’ Hall Court, where the company carries 
on business, is a scene of historic significance. Of in- 
terest to readers this side of the water is the fact that 
British stationery boasts traditions extending back to 
the time of Chaucer. The Stationers’ Company was 
inaugurated in 1403—three years after his death, and 
seventy years before printing was introduced there. 
During Queen Mary’s reign, in 1556, it was incorpo- 
rated. Confirmation by charter followed in 1559 by 
Queen Elizabeth. The Warden’s Account Book, dating 
from 1554, is the only original record of the company 
still extant; all others were lost in the great London 
fire of 1666. 

The present Stationers’ Hall, forming two sides of 
Stationers’ Hall Court, was rebuilt in 1670. During 
the reign of Queen Victoria, in 1887, it was enlarged. 
Located in the heart of London, under the shadow of 
St. Paul’s Cathedral, it is the center of the publishing, 
printing, and stationery businesses. 

Exclusive representative of Bates Manufacturing 
Company of Orange, N. J., and Standard Mailing Ma- 
chines Company of Boston, Mass. Magowan & Com- 
pany, Ltd., holds contracts with the British govern- 
ment, with many city councils, and with public utility 
companies. 


—_—_—_<>———_ 
PARIS CHAMBER HAS MOVED 
Franco-American Trade, the publication of the 
American Chamber of Commerce in France, reported 
that the offices of this organization have been moved 
to 21, Avenue George V., Paris. 
—_——g__— 
AQUATIC EFFECT FOR DISPLAY WINDOW 
Verkaufs-Journal (Vienna) made a suggestion which 
commercial stationers of the United States might con- 
sider when arranging a window display of vacation sup- 
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plies. The thought is to get a marine effect, using a 
figure of a girl diving. At eye height a pane of colored 
glass—blue or green—is suspended inside next to the 
window pane, giving an effect of water. The impres- 
sion is increased if waves are sketched on the glass 
with water colors or soap. 

If glass is not available, a strip of blue or green Cello- 
phane will answer. The background might suggest the 
wooded shores of a lake. 

—__—__ 
TYPEWRITER MUSEUM AT BEYREUTH 

The Tenger Papier und Schreibwaren Zeitung, 
Vienna, states that a museum of typewriters is being 
arranged at Beyreuth, Germany, in connection with the 
“House of German Shorthand,” which was dedicated 
a few months ago. 

—_<—___ 
SPRING HANDLE FOR MARKING DEVICE 

Zeitschrift fiir Organisation (Berlin) showed a mark- 
ing device (rubber stamp) which uses a coil spring be- 
tween the handle and the mount to make the use of 
the device easy, and also to make a good contact with 
the paper. The function is similar to that of the Cooke 
dating stamp. 

—_—_—<—__—_- 
ROOY PORTABLE TYPEWRITER 

Biiro-Bedarf Rundschau (Berlin) reports that the 
Rooy typewriter has been placed on the market by Rooy 
Brothers, 3/5 Rue de Romainville, Paris, France. This 
is a portable machine weighing fourteen pounds. The 


stroke is said to be light, and the machine has many 


of the characteristics of the standard typewriter. 
a 


The President of the 
United National Fed- 
eration of the French 
Stenographic and 
Typewriting Societies 
Requested the Striking 
of an Appropriate 
Medal. The illustra- 
tion, reproduced from 
Le Sténographe Illus- 
tré, Paris, shows a de- 
sign by Georges Ridet. 
At right and left in re- 
lief appear the sym- 
bols used in the two 
principal French sys- 
tems to express the 
word “stenography.” 
Above the typewriter 
are the letters of the alphabet, in the order used for the unt- 
versal keyboard. It is expected that the medal will be adopted 
by the Stenographic Institute of France at the close of the year. 
_— —— —— 
SOME DISPLAYS AT 1936 PARIS FAIR 

L’Organisation (Paris) published a list of exhibitors 
showing devices for the office at this year’s Paris fair. 
Among machines of American origin were Monotype, 
Hollerith, Dalton, Smith Premier, and Varityper, 


France. 





——_>———_ 
TYPEWRITER ACTIVITY IN PALESTINE 

The Palestine representative of the Imperial Type- 

writer Company, Mulford & Company, has opened an- 

other branch in that country, making three distribut- 

ing points there. The new branch is at 15 Ahad-Hamm 

street, Tel-Aviv. The other branches are at Jaffa and 
Haifa. 


——__<—___—_- 

RAG PAPER SURVIVES ARCTIC STORMS 
Better Times (publication of the Rag Content Paper 
Manufacturers) narrates an incident of the Arctic, 


demonstrating the stability of good paper made from 
rags. In 1860 the whaling schooner “Hope” was sailing 
in the Arctic regions, when a derelict vessel was sighted. 
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She was boarded, and the master was found with his 
crew, every man frozen in a state of perfect preserva- 
tion. The corpse of the skipper was seated at his log 
book in which he had written, before passing on, “May 
4, 1823—no food for seventy-one days. I am the only 
one left alive.” The logbook paper had survived thirty- 
seven years of Arctic storms. 
ia > 
PARIS CHAMBER ISSUES ORIGIN PAPERS 

Franco-American Trade, the publication of the Amer- 
ican Chamber of Commerce in France, offers its mem- 
bers a helpful service on reshipments. On imports to 
countries requiring a certificate of origin the French 
chamber will issue a certificate of origin against bills 
or other documents permitting identification of the 
goods. 

——a 
DEFINITION OF A WHOLESALER 

L’Efficiencie (Brussels) offered a definition of a 
wholesaler. He is a business man who buys for his 
proper accounting and warehousing of merchandise 
which he furnishes to a retailer. 

At present there are some retailers who complain of 
selling at wholesale prices. It is true that several 
wholesalers have delivered directly to the consumers, 
under one form or another. This custom of infringing 
on the rules has not helped business on the whole. 
And, in most cases it has reduced the net benefits and 
diminished the confidence of the buying public. 

A wholesaler should only furnish in quantity, and 
he should know that each merchant cannot sell at 
wholesale prices and still realize a legitimate profit. 


SOVIET RUSSIA PENCIL PRODUCTION 

Papier Zeitung (Berlin) stated that the 1935 output 
of Soviet Russia lead pencils was 459 million pencils. 
In 1934 the output was 393 million pencils. The pro- 
duction in 1936 is to be 650 million pencils. 

—_—_<>—_—_ 

HAVANA FIRM NEW SHAW-WALKER DEALER 

An exclusive-dealer franchise was recently secured 
by the firm of Jose Avila Gonzales, Havana, Cuba, from 
the Shaw-Walker organization. The Cuban company 
is located in the commercial center of Havana. Its 
sales representatives immediately visited banks and 
business houses to inform them of the Shaw-Walker 
equipment and supplies available locally for their se- 
lection. Each office visited was presented with a copy 
of Shaw-Walker’s “Buyers’ Guide for the Office.” 

Jose Avila is giving his personal attention to the de- 
velopment of merchandising opportunities made pos- 
sible by the new franchise. 








The Staff of Roneo, Ltd., Pictured Before Their Place of Busi- 
Mr. Goodale, fourth from left, is general manager. 
Roneo, Ltd., is Royal Dealer in the Straits settlement. 


ness. 


ADVERTISING CONGRESS AT BERLIN 
Biiro-Bedarf Rundschau (Berlin) reported that a 
continental advertising congress will be held at Berlin 
September 21-26 as a part of a series held every two 
years. At this convention will be shown the most re- 
cent developments in European advertising. 
———$—<—_—_—_ 
CZECHOSLOVAK PENCIL CARTEL EXTENDED 
Papier-Zeitung (Berlin) reports that the Czecho- 
slovakian lead pencil cartel, comprising L. & C. Hardt- 
muth, Grafo AG Budweis and Narodni Podnip, Prague, 
has been extended to the end of 1936. 
cninatdii 
FRENCH PUBLICATION FEATURES VISIBLES 
Methodés (Paris) devoted a large part of a recent 
issue to the history and development of visible indices. 
This presentation is made with the usual thorough 
study of our contemporary in analyzing the subjects it 


discusses. 
———_— —-~<—____——__ 


PRICE MAINTENANCE IN GREAT BRITAIN 

Price maintenance in the United Kingdom, accord- 
ing to Commerce Reports, is a subject of frequent litiga- 
tion. The courts consistently uphold the rights of man- 
ufacturers to enforce the maintenance of agreed retail 
prices. The general attitude of the courts is that many 
large manufacturers have adopted a system of price 
maintenance; the whole distributive systems of these 
manufacturers would be dislocated and great loss 
caused by the sale of their goods by one or more re- 
tailers at prices lower than the established prices. 


Business Home of Jose Avila Gonzales, 
Havana Firm Recently Selected as Dealer 
by Shaw- Walker. 
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A Romance of British Stationery 
By Ena Fitzgerald 


UNDREDS of American stationers running stores 

in the smaller towns and country districts of the 
States will feel a new inspiration after hearing the 
story of an English colleague who has made his busi- 
ness famous against great odds. 

The firm known as Fred Rhodes and Son is in 
Guiseley, Yorkshire. Guiseley is an attractive small 
town, situated a few miles from two big cities,—Leeds 
with its population of half a million, and Bradford, 
the world-renowned woolen and worsted city, also with 
a large population. Guiseley has just over five thou- 
sand inhabitants. Guiseley stores are perpetually 
struggling against the menace of the larger concerns 
in the cities which can be reached very easily. For 
years, the transport facilities have been improving and 
speeding up, a fact which has been viewed with grave 
concern by Guiseley storekeepers of all kinds. It was 
natural the local population, which includes also a 
number of workers engaged in local industries, trades 
and professions, should feel very tempted to buy in 
the cities almost exclusively. 

Yet in spite of it all, Fred Rhodes and Son have 
actually become far more widely known to the buying 
public. What is even more remarkable is the fact that 
the business has won so many display awards that it 
possibly holds the record for winning prizes in com- 
petitions. Many of these competitions have been open 
to the whole of the British Isles. Sometimes, too, 
awards have been won when competing not only 
against other stationers, but against trades in general. 
In the spring of this year (1936) this store won the 
Fifty Guinea Challenge Cup offered by the British Sta- 
tionery Council for the best window display, a contest 
of course open to all parts of the British Isles. 

When I called to see Mr. Granville H. Rhodes (son 
of the founder, Mr. Fred Rhodes), I discovered the 
reason for this remarkable faculty for display work. 
Granville H. Rhodes was intended for an artist in his 
early youth, and for some time studied art under prom- 
inent teachers. A breakdown in health sent him home 
for a year. At least, he thought it was only for a year, 





Mr. and Mrs. Granville H. Rhodes 


but events caused him to enter the store where he has 
stayed ever since. 

Art, however, forced him to find an outlet. He found 
it in a new passion for display work. The store win- 
dows became to him a canvas on which he “painted,” 
by means of goods, the picture he had in mind. He 
dreamed new ways of displaying pens, paper, inks, etc. 
He could take pots of patent paste such as is used in 
offices, and build a work of art with them. A brush 
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P—~ READY 
<= ANY TIME 


Top: The British Window Display That Won the Fifty- 

Guinea Challenge Cup.—Center and Below: Displays of 

Adhesive Which Won Free Holiday Cruises for the De- 
signer, 


across every pot gave a “ready-to-hand” touch of life, 
a small point in itself, but vivid when allied to Mr. 
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Rhodes’ method of building up the goods around some 
simple central figure. In one case this was a large 
clock with the words “ready any time for use,” in the 
place where the hands should be. In another, a large 
ship, also three page boys carrying pots of the adhe- 
sive were prominent. 

Both these window displays conveyed a sense of 
movement and life and won for the store prizes of free 
travel cruises in 1933 and 1934. 

Fine displays with social stationery, Christmas and 
occasional cards (the demand for the latter is greatly 
on the increase in England, by the way), has meant 
greater returns on the commercial side. This is on the 
principle that the office is entered by the means of the 
home, just as the home is frequently entered through 
the commercial connections. 

Mrs. Rhodes, who partners her husband actively in 
the store, relieves him by completely undertaking cer- 
tain departments so that he may have more time to 
give to making every window an artistic triumph. He 
discusses his ideas with her for each scheme of display, 
the ideas often coming late in the evening. Next morn- 
ing, with the picture well in mind, he finds he can 
work rapidly in its creation. 

The small man in a small locality, they think, is too 
often apt to neglect the display side of selling. He 
is so certain, psychologically, that his chances against 
the big city stores are so small that he accepts an 
inferiority complex unconsciously. The fact that doz- 
ens of prizes have been won by this semi-rural business 
goes to prove that the small man has an excellent 
chance of success if he can create a big personality to 
look out of his comparatively tiny window. 

It is not an uncommon thing for men and women 
driving down the long road which runs some nine miles 
from the city of Leeds, to say: “Don’t forget to let us 
look at the Rhodes window as we pass. There’s sure 
to be something new.” And of course the man who is 
thus “passing” often has to stop. And the customer 
who stops is already half won through the door. 

This power to attract the interest of the passing pub- 
lic as well as the small local population, is an essential 
factor for success for any storekeeper whose main prob- 
lem is that he is so much off the beaten track. 

When I asked Mr. Rhodes what first made him think 
of surrounding stationery with so much art, he said he 
felt he had to do something to make “business more 
interesting.” But in creating interest for himself he 
has created customers and a reputation. 


cnnacaniijpiniatints 
STATIONERY CONGRESS SEPTEMBER 7 


The congress of stationery firms in Stockholm, 
Sweden, cited in July Office Appliances, page 66, will 
meet September 7 and 8. Professor A. J. Brax, Tech- 
nical University of Helsingfors, Finland; Director Leif 
Grogaard, A. D. Moelven Cellulosefabrik, Moelv, Norway, 
and Professor Erik Hagglund, Royal Technical Uni- 
versity, Stockholm, will read technical papers. In- 
dustrial tours will be held. 


——_<———— 
ERNST JOST, ZURICH, PRECISA DISTRIBUTOR 


Ernst Jost, Sihlstrasse 1, Zurich, Switzerland, is sell- 
ing the Precisa adding machine through the following 
dealers: Cesare Verona, Milan, Italy; Facma, Brussels, 
Belgium; Petitjean, Paris, France; H. Poedenphant, 
Copenhagen, Denmark; and Hamann m.b.h., Prague, 
Czechoslovakia. The new Precisa is made by Rechen- 
maschinenfabrik Precisa A. -G, Seengen/Arg., Switzer- 
land. 
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I, B. M. PURCHASES BUILDING 
FOR CENTRAL OFFICES 


International Business Machines Corporation has 
purchased the twenty story building at 578-590 Madi- 
son avenue, on the southwest corner of Madison avenue 
and Fifty-seventh street, New York. 

After alterations, this building will become the World 
Center of the International Business Macnines Corpora- 
tion, from which its business in seventy-nine countries 
will be administered. It will house a permanent inter- 
national museum, demonstrating the contribuvions of 
various countries to the accounting art through history. 
The Building will have special offices, meeting rooms 
and other accommodations for the many representa- 
tives from the company’s foreign organizations, visit- 
ing headquarters for consultation and training. All 
departments new at various locations in Manhattan, 
including the main offices now at 270 Broadway, the 
sales rooms at 310 Fifth avenue and the Service Bureau 
at 95 Madison avenue, will be housed in the new loca- 
tion. 

The building, which was opened in 1926, contains 
about 1,700,000 cubic feet and has approximately 100,000 
square feet of floor space. It is valued for tax purposes 
at $1,725,000, the valuation having been reduced f.om 
$2,250,000 in the last few years. It is unencumbered by 
mortgage. Sellers were the Estate of H. H. Rogers. 
Larkins, Rathbone & Perry were attorneys for the sell- 
ers and Davies, Auerbach & Cornell were attorneys for 
the buyers. Charles F. Noyes Company, Inc. were the 
brokers in the transaction. 

The World Center conception is designed to empha- 
size the company’s effort to provide a focal point for 
its worldwide activities. It expresses a policy of ex- 
changing men, methods, ideas and ideals with foreign 
countries which has been fostered by Mr. Watson ever 
since he took charge of the company in 1914 and upon 
which its international expansion has been based. 

————_ > 
INSTITUTE REVEALS FREIGHT RATE REDUCTION 


The Loose Leaf & Blank Book Institute, New York 
City, last month released a report of one of the classi- 
fication committees to the effect that the following re- 
ductions and ratings have been accepted for immediate 
publication: 


Blank books with or) Present Class New Class 
peepee Enc ee andl Off Sou West Off Sou West 
o 1 

cloth or imitation LCL 1 1 1 . - : 
leather covers. ch ‘es 3 3 R2 4 4 
Loose Lesf Covers.) LCL \t 1 1 2 2 2 
cloth or imitation . 

leather covered. J CL 3 3 3 R26 4 4 


These ratings, it is reported, show a reduction in all 
cases of about fifteen per cent and will likely become 
effective within the next forty-five days. 

” * . 

On page 49 of the August issue, beneath a list of re- 
ported reductions appeared the statement: “on the first 
two items the corrections obtained will amount to an 
average savings in transportation costs, etc.” The state- 
ment should have read: “on the above items, etc.” 

> 
PARKER PEN OPENS FALL CAMPAIGN 


The Parker Pen Company, Janesville, Wis., is adver- 
tising for fall and holiday business with 171 newspapers, 
224 college publications, and thirty-four magazines. A 
back cover advertisement in four colors in twenty-one 
newspapers started the campaign. When the colleges 
open, the leading journal on every major campus will 
carry the message of the Parker Pen. 
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This Fine New Plant Was Recently Opened by the Clarke & Courts office supplies and printing house, Houston, Texas. 


CLARKE & COURTS NEW PLANT OPENS 

The opening last month of the new Clarke & Courts 
plant at Houston marked a new milestone in the career 
of one of the oldest office supplies and printing houses 
in Texas. 

Located at 1210 West Clay street, the large building 
is the aftermath of a directors’ meeting held in Jan- 
uary, 1935, when a decision to build a new headquarters 
and plant was reached. From plans and specifications 
made at that time springs one of the largest and best 
equipped buildings in the state. 

The main building is 180 by 220 feet. It is supple- 
mented by a separate building which houses the garage 
and machine shop. Operating the plant is a staff of 
125 employes, the majority of whom are veterans of 
the firm. 

The history of Clarke & Courts is a romantic story 
teeming with live interest, and which begins prior to the 
Civil War. The firm began when Miles Strickland 
opened a small stationery store in Galveston in 1857. 
There was a population of only 8000 at the time and 
Mr. Strickland’s store served the people faithfully until 
the bombardment of Galveston and the subsequent mil- 
itary activity forced him to temporarily remove his 
business to Houston, where it remained until the end 
of the war. 

Cessation of the conflict brought a flood of immigra- 
tion to Galveston and business began to increase to 
the extent where Mr. Strickland acquired a partner in 
the person of Samuel Blake. Some time later, however, 
Mr. Blake sold his interest to Robert Clarke, a man 
in the printing trade, and the name of the firm was 
changed to Strickland & Clarke. Still later, George M. 
Courts, who was in charge of the wholesale stationery 
department of another company, joined forces with 
Mr. Clarke and the entire business was taken over by 
the two men. 


About this time Galveston amazed the world by grow- 
ing by leaps and bounds and the firm of Clarke & 
Courts grew with it. In 1887 a corporation was formed 
with Messrs. Courts and Clarke named president and 
vice-president respectively and Robert Shaw named 
secretary. 

Stopping only long enough to build a five-story plant 
in 1890 which, incidentally, housed the first stone litho- 
graph press ever seen in Texas, the company rode on 
to fresh triumphs in the business world and in 1893 
Robert M. Hutchings became a vice-president and di- 
rector. 

Mr. Courts died in 1917 and Sealy Hutchings became 
president. Mr. Shaw became vice-president and sec- 
retary-treasurer, dying in 1926. At that time Sealy 
Hutchings, Jr., joined the firm as secretary and, in De- 
cember, 1926, became vice-president. 

Roswell W. Moreland was named general manager 
and Albert M. Horridge secretary. The directors elected 
were George Sealy, Charles S. Peek and John W. Mc- 
Cullough. 

In 1930 R. E. Moreland became secretary and four 
years later he and R. W. Moreland were elected to the 
directorate. 

Sealy Hutchings, Jr., became president in January, 
1936, upon the death of the senior Mr. Hutchings. The 
other officers appointed at that time were Robert K. 
Hutchings, vice-president; Roswell W. Moreland, vice- 
president and general manager, and R. E. Moreland, 
vice-president and secretary-treasurer. At the same 
time the board was reduced to five and these officers 
with A. A. Hopkins make up the present board. 

In addition to the new plant in Houston the company 
will continue to maintain a plant and store at Gal- 
veston. 





Three Carloads of Art Metal Construction Company Desks and Storage Equipment Ready to Leave the Factory at 
Jamestown, N. Y., for the Provence-Jarrard Company, Greenville, S. C. 
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San Francisco Is Proud of This Store. 
This is the enlarged and completely 
rebuilt premises of the Bay City Branch 
of Underwood Elliott Fisher Company, 
located at 531 Market street. Ingenious 
window displays and a special lighting 
installation are features of the new 


store. 


UEF SAN FRANCISCO BRANCH ENLARGED 

Considerably enlarged and completely rebuilt, the 
San Francisco office of the Underwood Elliott Fisher 
Company at 531 Market street has become one of the 
show places of the Bay City. 

The newly-decorated branch with its seventy feet of 
show windows, Verde Antique marble front, venetian 
blinds, scientifically-arranged window displays and 
elaborate window-lighting installation, is under the su- 








J. C. Young 


pervision of Branch Manager J. C. Young who superin- 
tended all the remodeling and enlarging of the suite. 

Alteration work recently completed has increased the 
office room by 4558 square feet which was necessitated 
due to expansion of business and increase in personnel. 
Customers find the new store and office a cheery, com- 
fortable and convenient place in which to do business 
with the company. The employes who now number 115 
see in it an interesting large-scale application of the 
service representative plan of organization. Every 
feature and device that years of experience have found 
to be desirable has been incorporated in the newly re- 
built and modernized office and store. 

Many features of the new store and office facilities 
merit special mention. First, there are the elaborate and 
attractive display windows, with a total lineal footage 
of seventy feet, extending entirely across the building 
and down one side along Ecker street. This extensive 
system of windows not only provides a maximum 
amount of daylight in the store and offices, but provides 
one of the largest and most extensive displays of office 
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equipment and supplies in San Francisco. Many 
original ideas in effective display of office equipment 
and accessories are used in the window settings. In 
addition, novel and elaborate lighting effects that 
enhance the beauty of the displays are used during the 
evening hours. 

In the photograph accompanying this article the 
entire right window has been devoted to a special dis- 
play of an ultra modern arrangement of Underwood 
typewriters thus giving added attention arresting 
quality to the display—in contrast to the common 
method of piling typewriters on step like fixtures giving 
the appearance of used machines or just a piece of 
mechanism. 

In the newly-reconstructed, enlarged and modernized 
business office and display room utility and beauty are 
blended in a most complete display of typewriters, with 
a glass-enclosed information office where the customer 
is greeted and made to “feel at home.” The visitor is 
struck with the beauty and color of the inlaid linoleum 
covering the lobby and display room which consists of 
a modernistic pattern with the following colors—tan, 
red, brown and yellow with brown predominating and 
harmonizing with the entire color scheme of the cream 
colored walls and ceiling, the pleasing oak and glass 
office partitions and fixtures and the semi-indirect 
lighting fixtures. Comfortable office chairs are pro- 
vided enabling visitors to try out any of the machines 
on display. 

Near the rear of the main office building a broad, 
carpeted stairway leads to the mezzanine floor which 
provides a large accounting machine demonstrating 
room, an adding machine demonstration room and a 
salesmen’s meeting room. Max M. Shaver is assistant 
manager in the adding machine division. The rear of 
the building is occupied with the service department 
and stock room and supply departments with M. O. 
Sterud in charge of the supply department and R. T. 
Rinehart repair department manager assisted by C. L. 
Wilson. The employment department is under the 
direction of Mrs. G. Kimball with Miss H. F. Puncochar 
in charge of the operators’ school—-CWG 

—————< 


BURGLARS VISIT SELMA COMPANY 
Burglars who broke into the Selma Stationery Com- 
pany store in Selma, Ala., recently, rifled a safe and 
escaped with $250. W.H. Plant, manager of the store, 
discovered the loss.—RHB 
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THE GUEST BOOK 


Matt M. Corbett signed the Guest Book July 29. Matt, 
as the trade knows him, had come east to visit some of 
the furniture companies he represents in the Pacific 
Coast territory. He made calls in Illinois, Ohio, Michi- 
gan and Wisconsin before entering his territory in Col- 
orado. Matt’s welcome visits have been rather frequent 
lately, putting him almost in the commuter class. He 
is participating in the increasing volume prevalent in 
office furniture lines. 


Irving Levy, of Art Steel Company, New York, and 
Mrs. Levy signed the Guest Book August 5. They were 
completing a delightful, six weeks’ vacation tour and 
planned before the day was over to go home by plane. 
Leaving New York by boat they went to Los Angeles 
and spent some time visiting various places in Southern 
California. Later they drove to San Francisco and trav- 
eled about in the Bay region. Before leaving California 
they visited Yosemite, and on the return trip stopped 
at various other places, including Grand Canyon, Bryce 
Canyon, Salt Lake City, Colorado Springs, Pikes Peak, 
from which high point they saw the sun rise; Denver 
and then Chicago. Mr. Levy called on stationers in all 
the cities he visited. In California he made calls with 
Charles R. Barry, his western representative, and one 
of Mr. Barry’s salesmen. He was gratified at the re- 
ception given to Art Steel products. In Chicago he 
planned to make a call or two after leaving the office 
of this journal, before plane time. 


Heber Russell, of Business Equipment Company, Co- 
lumbus, Ohio, signed the Guest Book August 6. He was 
in Chicago for several days on business and commented 
on the wonderful improvement in business attitude 
which he observed in comparison with conditions found 
on his previous visit to the city, which was in 1932. A 
former Baker-Vawter man, in addition to his retail 
business, he serves as a consulting accountant. Heisa 
strong booster for Ohio, his native state, and Columbus 
in particular. 


Gee. H. Geiger, president of Geo. H. Geiger Company, 
Leavenworth, Kans., paused for a brief visit and signed 
the Guest Book on August 7, while on his way home from 
a seven-weeks’ vacation. On June 19 he left his store 
in charge of an efficient staff of assistants and headed 
for New England by way of New York. Accompanied 
by Mrs. Geiger, he visited his son in New Bedford, 
Mass., for several weeks. The vacation trip included 
stops in Maine, Quebec, Washington, D. C., and Chi- 
cago. At the start, the duration of the journey was 
not fixed, but Mr. Geiger admitted that he had been 
away from home much longer than he had anticipated. 
Vigorous and keen minded, he left us the impression 
that he would be glad to get back into the harness. 


Milton Shuster, of Chas. M. Higgins & Company, 
signed the Guest Book on the thirteenth. Milt was 
back in his territory after a brief vacation with his 
folks in the East. While in Chicago he was kind enough 
to cooperate with one of the Chicago manufacturers 
in laying his plans for the convention. He had lunch 
on the fourteenth with the Wis-Ill Club of which he 
is a member. 


Charles H. Ames, vice-president, The Ames Supply 
Company, Chicago, and manager of the company’s 
eastern division with his headquarters in New York, 
looked in upon us on August 15, bringing Mr. Caswell 
of Australia and New Zealand. When “Charlie” comes 
we always go in for some pleasant reminiscence of the 
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days when the Ames Supply Company and OA were 
young. Charlie’s slight increase in girth and avoirdu- 
pois has not reduced his energy and enthusiasm. He 
retains the tiptoe spirit of his youthful days and main- 
tains his hatless custom then established. Which has 
saved him from the caprice of fashion in headgear 
supplied by Knox, Stetson, Danbury hatters, et al. 

A. H. Caswell of Sydney, Australia, who in Novem- 
ber will transfer residence to Wellington, New Zealand, 
gave us the pleasure of a call on August 15. Mr. Cas- 
well with Mrs. Caswell, making their first trip to this 
country, arrived in San Francisco on June 26. There 
they purchased a car, drove to New York, then west 
to Chicago, where they spent a week and left on 
August 16 for the Pacific Coast, there to dispose of 
the car and sail August 26 for Australia. 

The Caswells were delighted with their experience 
and had no disappointments in their trip across the 
continent. They did encounter some high temperatures 
in the south. New York City, a bit confusing at first, 
as the travelers drove their car along the length of 
Broadway, was considered the high spot among the 
cities. The Painted Desert in Arizona being another 
particularly interesting place along their way. 

The object of Mr. Caswell’s trip was a conference 
with the Ames Supply Company for which he has 

















A. H. Caswell 


become New Zealand agent for all Ames service and 
supplies. 

Business relations between the Ames Supply Com- 
pany and Mr. Caswell started several years ago when 
the latter, after a number of years’ experience as a 
mechanic with well known companies in Sydney es- 
tablished Typewriter Maintenance, Ltd., which not only 
made contracts for typewriter service but did a sub- 
stantial business in rebuilt machines of all makes. Mr 
Caswell now retires from active service in the com- 
pany, in which he retains an interest, to establish the 
Ames agency in New Zealand in November. He is 
keenly interested in the new enterprise and is highly 
enthusiastic about the Ames Supply Company’s new 
Longwear platen in which he had seen what he had 
termed a marvelous demonstration of its qualities in 
a fifty-four hour break-down which he considers makes 
it unique. 

Mr. Caswell, born and reared in Brisbane, Australia, 
has been engaged in the typewriter field for more than 
twenty years. Starting as errand boy, he became a 
skilled mechanic on various machines. That long train- 
ing, his sales experience and his knowledge of the 
Ames Supply Company products and services equip 
him admirably for the work of the new venture. 
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C. C. Ostrander, Southwestern representative of the 
Corry-Jamestown Mfg. Corp., inscribed his name in the 
Guest Book on August 17. He was in Chicago for a few 
hours enroute to Corry, Pa., where he and other mem- 
bers of the Corry-Jamestown staff were to engage in a 
three day sales conference, which is referred to else- 
where in this issue. Mr. Ostrander, who has spent most 
of his business life in the Southwest, reports that busi- 
ness is very good in Texas and parts of Oklahoma. Be- 
cause of the severe drouth, dealers in the latter state 
are anticipating some difficulties but they are all main- 
taining a hopeful attitude. 


Miss Peggy Bragin of Peerless Key-Imperial Manu- 
facturing Company, Newark, N. J., signed the Guest 
Book August 18. She was accompanied by J. B. Clark 
of the company’s Chicago office and Mrs. E. B. Fitz- 
patrick of Record Products Company, Chicago. Miss 
Bragin flew to Chicago on a vacation trip. While in the 
city she took time to call upon some customers with 
whom she had corresponded in her capacity as assist- 
ant to Otto Kretchmer, president. Her experience 
with the company totals fourteen years, her present 
position some five or six years. She found much to in- 
terest her in Chicago but after a few days she did have 
a yearning to get back to Newark and on the job. Her 
return trip was by automobile. 


J. G. Nolph, Jr., J. G. Nolph & Company, Punxsutaw- 
ney, Penna., gave us the pleasure of a call on August 
20th. In Chicago for several days on a business mission. 
Mr. Nolph is a studious and enterprising young man 
who is carrying on the business founded by his father 
who died some years ago. This was our first visit with 
Mr. Nolph since his return from his travels in the 
Orient a couple months ago and from which he sent a 
series of interesting articles for this journal. In the 
year away he crowded many pleasant adventures and 
some unusual experiences. The satisfaction of some of 
the latter being greater in retrospect than in the ex- 
perience. 


William Schmiederer, Buxton & Skinner Printing & 
Stationery Company, St. Louis, Mo., pulled our latch 
string on August 21 and drew up to the fire for con- 
versation about anything but business. “Bill” being 
on a ten days’ relaxation trip to Chicago. He and Mrs. 
Schmiederer dividing their time between a son who 
lives in Evanston and is connected with the Y. M. C. A. 
there, and a married daughter who resides in Chicago. 
Despite Mrs. Schmiederer’s injunction, “Bill” could not 
resist the temptation to make a couple of business calls 
and to lunch with the Wis-Ill Club. We had just 
gotten well into the subject of contentment with small 
things, the joy in the day’s work, etc., when along 
came— 


Edward L. Little, Wabash Cabinet Company, Wabash, 
Ind., who affixed his name to the Guest Book, entered 
into the conversation and expressed agreement with 
the philosophy under discussion. He had a swing 
around the central west on his way back to head- 
quarters. Here for a day only before returning to the 
lights that gleam through the sycamores along the 
Wabash. We were doing fairly well as a trio when in 
came Fred Coggin of The Sun Rubber Company, 
Barberton, Ohio (but who being homefolks is not black 
face type in the book for out-of-town guests) to make 
a quartette. There was perfect harmony about the 
philosophy. Business did finally ccme up for some com- 
ment and all were of the opinion that things are going 
along fairly well. 
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Frederick Mahler, president of Allen & Company, New 
York, N. Y., looked in upon us August 26. He had spent a 
week en route to Chicago visiting the company’s cus- 
tomers in some of the cities along the way. Ten days 
in Chicago, then back to New York with certain stops 
en route. Mr. Mahler reports the concerns he contacted 
on the trip in a cheerful frame of mind over the present 
conditions and the outlook. 


E. A. Dahl, of the New York office of Corry-James- 
town Manufacturing Corporation, signed the Guest 
Book August 26. Ernie, as the trade knows him, was in 
Corry for a sales conference, and then took time for a 
brief vacation in Chicago. He expressed his gratifica- 
tion of the substantial progress made with the Corry- 
Jamestown line of steel furniture. He is thoroughly 
optimistic about the outlook for the future and for his 
own branch office in particular. 


Loraine Saxon, manager of the stationery depart- 
men of the Hill Printing & Stationery Company, Waco, 
Texas, was a visitor on the 26th. He was in Chicago to 
visit the factories of companies whose lines his com- 
pany represents, particularly Wilson Jones Company 
and Ditto, Inc. Business in the south he said was defi- 
nitely on the upgrade. Although a hundred miles away 
from it, he remarked that Waco felt some of the in- 
crease brought to Texas by the centennial at Dallas. 
Mr. Saxon planned to visit other stationers before re- 


turning. 


New York Guest Book 


W. Lee Fergus of the Globe Furniture & Stationery 
Company, 168 West Monroe street, Chicago, stopped in 
to shake our hand August 10. Lee was down here 
looking over some of the scenes with which he was 
familiar many years ago. We enjoyed our little visit 
and reminisced with him for considerable time. When 
we asked him what brought him to our fair town his 
answer was—just because. Nice fellow Lee. We were 
pleased to meet his son, who was with him. 


——— 


REMINGTON RAND CLOSES NORWOOD, OHIO, 
FACTORY 
In the New York Herald-Tribune of August 25, ap- 
peared the following Associated Press report, carrying 


the Cincinnati date line of August 24: 

“Remington Rand, Inc., informed Common Pleas 
Judge Nelson Schwab today it was closing its Norwood 
plant, where a strike marked by frequent violence has 
been in progress for three months, and removing the 
equipment to plants in other cities. 

“Floyd Williams, company attorney, said removal 
would be completed within two weeks. He said the 
strike situation was ‘hopeless’ and that the company 
felt there was no possibility of an agreement. When 
the strike was called May 26 simultaneously with strikes 
in the company’s other plants, approximately 1700 per- 
sons were employed here. 

“M. Van Frank, of the Machinists Union, has asserted 
the strike hinged around the dismissal by the company 
of sixteen workers in its Syracuse plant, together with 
the question of whether it would negotiate a settlement 
with the national officers of the Office Equipment 
Workers’ Council. A. R. Rumbles, company vice-presi- 
dent, had contended the strike involved the question 
whether the company would operate an ‘open shop’ and 
said that unless the company could operate an ‘open 
shop’ it would close the plant.” 
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HAMILTON JOINS EVANSVILLE DESK COMPANY 

In the recently completed reorganization of the Ev- 
ansville Desk Company, Evansville, Ind., Robert C. 
Hamilton, for many years prominent and well-known 
sales executive in the office furniture industry, was ap- 
pointed vice-president of the firm. 

Known to his hundreds of friends as “Bob,” Mr. 
Hamilton possesses a wealth of experience in the busi- 
ness which he entered when he graduated from the 
Indiana University in 1914 and entered the employ of 
the Showers Brothers Company, furniture manufactur- 
ers of Bloomington, Ind. Joining that firm, he ad- 











Wilbur M. Elles 


Robert C. Hamilton 


vanced rapidly until he was appointed general sales 
manager. From there Mr. Hamilton went to the Con- 
nersville Furniture Company of Connersville, Ind., and 
as sales manager of the firm, he developed an extensive 
business in the production of cabinets for the radio 
industry. 

In 1929, Mr. Hamilton went to Evansville where he 
joined the Imperial Desk Company as sales manager. 
A short time later, he was elected secretary of the 
company but continued to direct sales activities of the 
organization. His career with the Imperial Desk Com- 
pany was marked by a large expansion of desk lines 
and increases in dealer outlets. 

Other officers of the company are Wilbur M. Elles, 
president, and William R. Bootz, secretary and treas- 
urer. Mr. Elles is the son of the late William M. Elles, 
who founded the company in 1903. 

The younger Mr. Elles graduated from school in St. 
Louis in 1925 and immediately became secretary of the 


company, a position he held until assuming the pres- 
idency. 

Coincident with the reorganization the company has 
started the development of a complete new line of 
moderately-priced desks under the supervision of Mr. 
Elles and Mr. Hamilton. 

DAWN COMPANY ANNOUNCES AGGRESSIVE 
COPYHOLDER CAMPAIGN 


The Dawn Manufacturing Corporation, Rochester, 
N. Y., manufacturers of the Error-No and Turn-A-Page 
copyholders, have embarked on an elaborate campaign 
of nation-wide distribution of their products through 
the stationery dealer trade. The Dawn company is a 
subsidiary of the Hall-Welter Company, Inc., of Roch- 
ester, N. Y., and this campaign is a part of an energetic 
program of the Hall-Welter Company, which is cele- 
brating its twenty-first anniversary. 

The Dawn company maintains that prospects are 
numerous in the copyholder field, there being many in- 
stances where the transcribing procedure is being car- 
ried on in prominent business establishments without 
the well-known benefits of modern copyholder equip- 
ment. The Dawn company looks to the stationer as the 
logical source of supply for business firms on equipment 
of this kind. It is their belief that if Dawn copyholder 
equipment is properly displayed and if circular matter 
is enclosed with stationer’s invoices, a demand will be 
evidenced. 

The Error-No copyholder has been recognized for 
over twenty years for its dependability and service. It 
has been received favorably since it was re-designed 
by Dawn engineers. 

Turn-A-Page is a new folding, page-turning model 
which is an answer to a demand that has long existed 
in the business world. This device folds away with the 
typewriter and yet is ready at the touch of the hand 
when needed, eliminating the “where to put it” prob- 
lem. Turn-A-Page turns pages of copy after each page 
is finished. This permits of concentration of operator 
without thought of copy which is always before the eye. 

While copyholders are indispensable to the modern 
office from the standpoint of efficiency, accuracy and 
elimination of errors, they are vital as well to the 
health and sight of operators. The transcribing of any 
copy from a side position is declared to be harmful and 
numerous authorities are cited in support of this con- 
tention. The Dawn company is prepared with an 
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aggressive advertising campaign and other aids to sup- 
port their dealers and invite inquiries. 
— 
FENNE JOINS VICTOR COMPANY 


Fred O. Fenne, for the past two years representative 
of Neva-Clog Products, Inc., last month joined The Vic- 
tor Safe & Equipment Company and will hold the posi- 
tion of district sales manager in the Southwest with 
headquarters at Dallas, Texas. 

News of the appointment was released by R. M. 
Tussing, president of the Victor Company, who also 
announced that James W. Cooper, Jr., who has ably 
represented Victor in that territory for some time, will 
be company representative in the southeastern states. 

Mr. Fenne bears the reputation of being one of the 
country’s most experienced men in the office equip- 
ment and stationery business. He has traveled in the 
interests of manufacturers for more than twelve years 
and counts his friends in almost every state in the 
Union. In addition to his work with manufacturers 
Mr. Fenne has had extensive experience with a large 
Eastern dealer where he was one of the most successful 
salesmen of Victor products in the firm’s employ. 

In speaking of Mr. Fenne’s appointment, Mr. Tussing 
said: 

“Cooperation between the dealer and the manufac- 





Fred Fenne 


turer through the sales representative as expressed in 
National Stationers Association and Travelers Club 
work has long been one of Fred Fenne’s particular 
hobbies. The knowledge gained in his retail selling ex- 
perience will enable him to be of particular practical 
help and service to the dealers in this new connection.” 


>_> 
PICKERING RETURNS FROM EUROPE 


Ending a trip through Europe during which he estab- 
lished several new and visited old agencies of the com- 
pany in England, Netherlands, Belgium, France, Switz- 
erland and Italy, W. J. Pickering, president, Allen-Wales 
Adding Machine Company, returned to America last 
month. He was accompanied by Mrs. Pickering. 

Mr. Pickering upon his return spoke of many factors 
abroad which affect American products favorably and 
unfavorably. He said that while the attitude abroad 
toward this industry and American made goods is con- 
tinuing to be one of high esteem he noted increased 
competition from European manufacturers in the office 
equipment field. 


“In spite of this competition,” Mr. Pickering said, 
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“American products in our field enjoy the prestige and 
leadership which they have held for many years. How- 
ever, the restrictions on imports and the difficulty com- 
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ing about through the inability to export money oper- 
ate as a handicap in dealing with American manufac- 
turers.” 
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ERRORS IN FIRST DISTRICT CONVENTION STORY 


On page 53 of the August issue there appeared a lay- 
out of photographs of visitors at the First District 
Convention at Providence. Included in the plate were 
photos of Robert P. Jonas of the Oxford Filing Supply 
Company and Cal Cameron of The Browne-Morse Com- 
pany. In the caption below the plate Mr. Cameron in- 
advertently was referred to as Mr. Jonas, and vice versa. 

Another plate on the same page included a picture of 
district governor W. R. Dolliver in a ten-gallon hat. 
Although the caption indicated the headgear was pre- 
sented to Mr. Dolliver by James Armington, it failed 
to explain that the hat was given on behalf of Gene 
DuLaney of Cooke & Cobb, Inc. 


EE 





WATCH PRESENTED TO “WRONG” MAN 


On page 78 of the July issue in connection with a 
story of changes made in the executive personnel of 
the Underwood Elliott Fisher Company we referred to 
the presentation of a gold watch to General Sales Man- 
ager W. F. Arnold at a luncheon held in his honor. This 
was an error, the watch having been presented to F. F. 
Wright at a luncheon given for him by the company’s 
executives upon his departure for the Pacific Coast. 

This mistake was somewhat rectified by a “follow” 
story which appeared in the August issue giving the 
facts of the luncheon and presentation correctly. 

—————_ > 


REFERENCE TO BROWNE-MORSE 
REPRESENTATION INCOMPLETE 


On page 193 of the July issue appeared the following 
statement: “The Los Angeles Rubber Stamp Company 
is now Southern California representative of the 
Browne-Morse Company, of Muskegon, Mich.” This 
statement was in error in that the company in question 
is Southern California representative for the Browne- 
Morse line of supplies, while Barker Bros., Los Angeles, 
is exclusive representative in the same territory of the 
Browne-Morse filing equipment and also represents the 
latter company in the supply line. 
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NINE FOOT PEN ATTRACTS ATTENTION 
TO WINDOW DISPLAY 


San Francisco has long been noted for the many 
attractive and unique window displays of its retail 
stores. No expense or labor is spared to give the win- 
dow displays a luster commensurate with the reputa- 
tion of San Francisco as a city of exceptional stores. 
Many original ideas in effective display of merchandise 
are used in the window settings. 

The accompanying photo shows a special display 
made in the windows of the Schwabacher-Frey Com- 
pany in which the central feature was an immense 
pen set nine feet in length from tip to base the set 
being made to represent the Parker vacuumatic pen. 
The gigantic pen was made of hardwood and was 
mounted on a base made of solid mirrors to represent 
the glass base for pens that is so popular. The murror 
base was eignteen inches in heignt and forty incnes 
in length and was mounted on a base covered with a 
black cloth on which were displayed pens and other 
mercnandise. 

Shadow boxes were included in the background of 
the window that gave the appearance of ink being 
poured from five ink bottles, special illumination back 
of the snadow boxes providing various colors in re- 
markable realism. 

The pen was the idea of Store Manager Robert Holetz 
and was arranged in the window by Display Manager 
H. Neilson. The pen was built in the company’s print- 
ing plant in San Francisco and the display resulted 
in a very large volume of business in the merchandise 
shown in the window.—-CWG 

—_ > 
DEALERS MAINTAIN DISPLAYS LN SAN FRANCISCO 
FURNITURE EXCHANGE 


Ten interesting office furniture displays are main- 
tained in the Western Furniture Exchange which pro- 
vides a complete working machinery and personnel for 
the economical marketing of office furniture and equip- 
ment in the eleven western states of the Pacific Coast. 

The sample rooms of the Exchange are open every 
business day of the year, but the Exchange policy of 
the “closed show rooms,” which prohibits the entrance 
of anyone who is not an accredited retailer is strictly 
enforced. The general public is never admitted. Buyers 
are required to register at the lobby desk. 
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From a merchandise standpoint the markets pre- 
sent many new and interesting developments. Star- 
tling and attractive new designs and carefully thought- 
out suggestions for successful selling campaigns were 
availabie on every hand. Market “specials” featured 
and in every way Exchange exhibitors codperate with 
their retail dealers in “Harnessing New Forces” for 
profit. ; 

The permanent displays of office furniture main- 
tained in the Western Furniture Exchange are as fol- 
lows: Shaw-Walker Company; Angelus Furniture Man- 
ufacturing Company; Brown Company; Bushnell Sales 
Company; Ferguson Manufacturing Company; Gen- 
eral Furniture Manufacturing Company; Kitterman; 
Morris Furniture Manufacturing Company; Swingle 
Company and Wholesale Office Equipment Company. 

Tne largest mercantile building erected in San Fran- 
cisco since 1900, a new western furniture exchange and 
merchandise mart, is to be constructed this fall at a 
cost of $2,500,000, according to a recent announcement 
by Harry J. Moore, president of the Exchange.—-CWG 


cciieniialllliicmneads 
CHARLES DOPPELT & COMPANY EXPANDS 

Charles Doppelt & Company, 412-20 Orleans street, 
Chicago, manufacturers of leather specialties, has 
leased another floor at their present address, increas- 
ing their available space by 9000 square feet. New 
machinery has been installed to facilitate production. 

One of the latest developments offered the trade by 
the company is the new Dopp-Kit, a traveler’s utility 
kit suitable for men or women. It is described else- 
where in this issue. Six models with or without dif- 
ferent kinds of fittings are available at a variety of 
prices, 


————< 
NEW TRAIN FEATURES EAGLE-OTTAWA LEATHER 
When the “Mercury,” a new, streamlined train of 
the New York Central railway, was recently completed 
and placed in operation between Cleveland, Toledo and 
Detroit, passengers enthused over the elaborate fur- 
nishings including a large number of chairs and arm- 
chairs all of which were upholstered in leather of the 
Eagle-Ottawa Leather Company, Grand Haven, Mich. 
The fine chairs with which the speedy train is 
equipped were furnished in the parlor-observation car, 
the drawing rooms of the parlor car, the parlor car 
proper, the lounge, the diner, the smoking lounge and 
the coach. 
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ALL-STEEL-EQUIP APPOINTS GEIL 

As part of a program of national expansion in the 
field, the All-Steel-Equip Company, Inc., of Aurora, 
Ill, last month announced the appointment of Lester 
L. Geil as Western manager of the office equipment 
division at Seattle, Wash. His territory will include 
most of the Northwest. 

Mr. Geil takes with him to his new position, fifteen 
years of experience in the industry, the greater part 
of which was in the retail business, operating in Port- 
land, Seattle, and San Francisco. For the past five 
years, he had been a manufacturer’s representative 














Lester Geil 


handling the Wabash line and the Aurora line. He ac- 
cepted the position tendered him at the time that the 
All-Steel-Equip Company took over the Aurora Metal 
Cabinet Company and the Aurora files. 

Although he has lived in the West since his dis- 
charge from the Navy at the end of the war, Mr. Geil 
is a native of Chicago, having been born and raised 
there. He is an outdoor man and lists his hobbies as 
hiking, fishing, golf and hunting. 


ee ee 
THREE ROYAL SERVICE MEN CELEBRATE 

An unusual celebration was held last month in the 
ranks of the Royal Typewriter Company, Inc., New 
York, when three service men of the firm simultane- 
ously commemorated twenty-five or more years of serv- 
ice with Royal. 

N. Northrup started with Royal as a mechanic in 
1908 in New York City. In 1912 he transferred to Bal- 
timore in the same capacity and in 1918 was advanced 


On Duty at the New Shaw-Walker 
Store in Hartford Are the Same Ex- 
perienced Service and Sales People 
Who Had Built Up Such a Wide Ac- 
quaintance at the Old Store.—They 
are (left to right) John Buchas, ware- 
house and service; Mr. McLaren, re- 
tail store; Messrs. Flynn and Trusty, 


salesmen: F. J. Sparks, manager; Miss 
Bacon, office manager, and Messrs. 
Sweeny, Niehaus and Tirrill, salesmen. 
The new store is located at 121-123 
Ann street and its first and second 
floors are devoted to a fine display of 


Shaw-Walker “Skyscraper” steel desks 
and tables and Shaw-Walker alamin tm 


chairs and matching accessories. Frank 
J. Sparks, the store manazer, will be on 
hand to greet dealers and other mem- 


bers of the industry when they call to 


45 


to the position of foreman at the Philadelphia office. 
In the same year he was sent to the Washington office 
as foreman. Four years later Mr. Northrup returned 
to New York to accept the position of service superin- 
tendent which he now holds. 

J. W. Milholm has been with Royal longer than twen- 





E. Northrup 


ty-five years, having started in the old Royal Company 
factory in Brooklyn. In 1911 he went to Hartford 
where he joined the field department. In 1917 he was 
sent to the general sales department and one year 
later was made a service superintendent. 

The third celebrant is Guy Guffey, service foreman 
at the Denver office, who began his career with Royal 
in 1911 as a mechanic. From 1917 to 1919 he served in 
the army during the war, returning to Royal as a me- 
chanic in the Kansas City office. In 1922 he was sent 





J. W. Milholm Guy Guffey 

to the Dallas office but returned to Denver five years 

later, to again assume the position he now holds. 
Symbolic of the Royal Typewriter Company’s ap- 

preciation of the lengthy service of the three men, 

each will be presented with a gold watch. 














inspect the new premises. 
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REMINGTON RAND PROMOTES THREE 


The promotion of three salesmen to responsible posi- 
tions in the organization was recently announced by 
officials of Remington Rand, Inc. The three men are 
Ralph A. Innis, George A. Bauman and Charles S. 
Topping. 

Mr. Innis, who becomes systems branch manager at 
Des Moines, joined the company in 1923 and is a gradu- 
ate of Purdue University. He started his business 
career by associating himself with the creamery in- 
dustry. During his career with Remington Rand he 
has served as salesman in Chicago, district manager in 
Duluth, visible department manager in Indianapolis 
and Detroit and branch manager in South Bend. 

Mr. Bauman graduated from the University of Wis- 
consin in 1922 and, following a short career as a buyer, 
joined Remington Rand Inc. where he specialized on 
retail store accounts and later took over a general 
commercial territory. He now becomes’. systems 
branch manager at South Bend. 

Mr. Topping began as a salesman on the New York 
Staff in 1913. He served as treasurer of the Metrem 
Club in 1918, 1919 and 1920 and as president in 1921 
and 1922. He was appointed typewriter division man- 
ager at Springfield, Mass. 
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VAIL OPENS NEW CHICAGO PLANT 


Timed to approximately coincide with the National 
Stationers Association convention this month, the Vail 
Manufacturing Company, one of the country’s leading 
paper clip, brass fastener and staple houses, opened its 
new building at 900 East Ninety-fifth street, Chicago. 

Constructed along the most modern lines, the fine 
factory is one of the largest and most complete struc- 
tures in Chicago. It contains 55,000 square feet of floor 
space and is situated on 175,000 square feet of land 
purchased by the company some time ago. 

Equipped with every facility and device to both stim- 
ulate the factory output and assure every comfort for 
the employes, the plant has a modern motive power— 
two 75 KW Diesel engines. This represents one of the 
earliest installations of that type of equipment for in- 
dustrial purposes in the Chicago area. 

The Vail Manufacturing Company was established in 
1919 at the close of the World War by Richard B. Vail, 
Sr., who was previously superintendent of the Inter- 
state Iron & Steel Company. With Mr. Vail in the ven- 
ture were his three sons, Walter J., Richard B., and 
Harry T. Vail. Engaging in the early days of its exist- 
ence in the cold drawing of steel wire, the company 
rapidly branched out into the fabricating of steel and 
brass wire goods, most important of which are paper 
clips and fasteners, pins, staples, thumb tacks and 
other specialties for the commercial stationery trade. 


wy 
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OFFICE APPLIANCES 


OLYMPIC GAMES FEATURE KARDEX RECORD 
SYSTEMS 


The huge task of operating and controlling the office 
work of the eleventh Olympic Games in Berlin, Ger- 
many, was successfully undertaken by Kardex visible 
record systems, according to a statement of Remington 
Rand Inc., last month. 

Before the games got under way 150 cases of Kardex 
equipment were delivered to the Olympic administra- 
tion committee from the Remington Rand plant at 
Saarbruecken. Included in this large amount of equip- 
ment, which was transported in three trucks, was a 
battery of Kardex cabinets containing 15,000 record 
cards of contestants, field judges, team leaders, press 
representatives and officials. These cards were pre- 
sorted in vertical filing cabinets. 

In the office of Chief Secretary Dr. C. Diehm was a 
Kardex installation containing addresses and invita- 
tion control of the honor guests. The names of more 
than 2000 representatives of the press and of competing 
nations and 15,000 contestants were also registered and 
housed in Kardex, while the same system was used for 
calculating and controlling the huge payroll in the pay- 
master’s department. 

—_— 
SHAW-WALKER APPOINTS SIX DEALERS 


The appointment of six more dealers as part of its 
program of national expansion was announced last 
——_ by The Shaw-Walker Company, Muskegon, 

ich. 

Authorized to handle the entire “Built Like a Sky- 
scraper” line of Shaw-Walker as well as the 4000 items 
of record protective devices, bookkeeping equipment, 
filing equipment, systems and supplies of the company, 
the newly-appointed dealers are: 

Wyoming Typewriter & Equipment Company, Chey- 
enne; New England Office Supply Company, Hanover, 
N. H.; Greenwell-Chisholm Printing Company, Owens- 
boro, Ky.; Carl Herrmann Company, Green Bay, Wis.; 
E. W. Shannon, Appleton, Wis., and Halsey & Griffith, 
Inc., Asheville, N. C. 


— ii 
RIEDELL RETURNS FROM SO. AMERICAN TRIP 


J. A. (Jack) Riedell, genial and widely-known repre- 
sentative of the Weldon Roberts Rubber Company, New- 
ark, N. J., last month returned from a combination 
business and pleasure trip in South America. 

While in California Mr. Riedell, together with George 
Nelson, Pacific Coast representative of the company, 
called on a number of dealers in the West. In Los 
Angeles and San Francisco Mr. Riedell found condi- 
tions greatly improved and business generally on the 
increase. He also visited the Fair at San Diego. 

At Los Angeles Harbor he boarded the SS Santa Rosa 





The New and Handsome Plant of the Vail Manufacturing Company 
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for Panama and Cuba where he likewise found en- 
couraging prospects of increasing business. 

In a letter to Office Appliances Mr. Riedell told of 
one of the interesting phases of his journey in the fol- 
lowing words: 

“Also had the pleasure of meeting Mr. George Wol- 





Jack Riedell, 
Weldon Roberts Rubber Company 
(left) Poses on the California Sands 
with George Nelson, Pacific Coast rep- 
resentative of the company. 


Representative of the 


cott of the Wilson-Jones Company who was a fellow 
passenger on the ship and who was on his way to South 
American points. I enjoyed his genial company, and 
had the pleasure of seeing him lowered in one of the 
ship’s baskets at the port San Jose in Guatemala, which 
is a sensation in itself.” 
— ———~ —O- 

TAYLOR CHAIR ISSUES “SERVICE BOOK” CATALOG 

One of the finest and most complete catalogues of 
recent months has been issued by the Taylor Chair 
Company, Bedford, Ohio, for the benefit of dealers 
throughout the country. 

Besides its ordinary function of showing the com- 
pany’s lines, the catalogue is also by way of being a 
service book for dealers and a sales manual for dealers’ 
selling staffs. 

Inclosed in a richly-colored cover upon which is an 
inset of one of the Taylor chair numbers, the book 
contains forty-eight pages nine and one-half by thir- 
teen inches. The first two facing pages are devoted 
to a handsome layout of pictures showing some of the 
finest examples of architecture in the country in which 
Taylor chairs are part of the standard equipment. The 
pictures include the Higbee Company building, Cleve- 
land Terminal Group; Providence County Court House, 
Providence, R. I., New York Hospital, N. Y., and the 
General Motors building, Detroit. 

The next nine pages contain handsome halftone il- 
lustrations of Taylor chairs in ensemble and in single 
pieces. In this section is a “close-up” view of a chair 
showing the various features of construction. 

Eight more pages demonstrate the Taylor line of 
“Streamlined” chairs including practically every type 
of chair used in an office from straight and swivel 
models to the large, leather-upholstered pieces in the 
executive group. 

Ten models of the Taylor posture chair are also dem- 
onstrated in the illustrations, as are various kinds of 
stools. The balance of the book is devoted to settees, 
couches and armchair ensembles together with a 
number of handsome and modern desks. 
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Seen and Heard 
in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


) fod THE pursuit of the elusive news item during the 
summer months in Los Angeles one comes to realize 
that there are compensations. While the sunshine is 
hot, the shade is mysteriously several degrees cooler, 
and there is always a wandering breeze from some- 
where to mitigate the sun’s caress. More of that lumi- 
nary’s ultra violet gets through the air layers here than 
at points farther east, apparently, and if one is an 
amateur photographer he soon learns to stop his lens 
aperture down incredibly to keep from getting too 
much exposure. Speaking of exposure, one is reminded 
that those who bathe and swim in the limpid waters 
of Pacific’s restless tides turn in a short time to a rich 
mahogany hue which all but defies the onlooker to tell 
the Caucasian from his darker hued brothers—or 
sisters. 

Anyhow, this is a good place in which to live, and 
here I'll answer affirmatively the occasional question, 
“Don’t you like it here?” Yes, sir or madam, I do— 
I do! 

* * . 

Mr. Wallace Qualifies as Veteran Stationer.—On page 
51 of the August issue of Office Appliances a brief item 
was published concerning the purchase of the South- 
ern California Stationers, 818 South Los Angeles street, 
by Ebenezer Wallace, whose connection with the sta- 
tionery industry goes back twenty-six years. For 
nearly twenty-four years he was associated with the 
Grimes-Stassforth Stationery Company, during which 
period he performed every type of work to be done in 
a stationery store, and was general manager when he 
resigned in January, 1934, to become assistant sales 
manager of the Schwabacher-Frey Company, Los An- 
geles. This position he held until he purchased the 
Southern California Stationers several weeks ago. 

For many years Mr. Wallace has been closely identi- 
fied with record filing systems and equipment, and his 
new company is the exclusive representative for Globe- 
Wernicke Visible Records, Moore’s Modern Methods 
and other prominent machine bookkeeping equipment 
lines. 

In addition to the above mentioned specialized serv- 
ices, Mr. Wallace states that his new firm is in a better 
position to render individualized service than hereto- 
fore. 

Mr. Wallace has been long identified with association 
work. He was a member of the original code commit- 
tee of the stationery industry at Cincinnati in 1933. He 
is well known as a contributor to this and other maga- 
zines, and has spoken before various bodies on selling 
steel equipment. 

Mr. Wallace states that the first month’s operation 
of his newly acquired store far exceeded expectations, 
showing an increase of sales of nearly 300 per cent over 
any month but one for the last five years. 

* * . 

Dictaphone Men Take Planes to Convention.—E. J. 
Murphy, manager of the Los Angeles office of the Dic- 
taphone Sales Corporation, 935 South Olive street, 
joined his fellow Pacific Coast Dictaphone managers at 
San Francisco on August 31, whence they took off by 
airplane for Cleveland, Ohio, where they arrived on the 

(Turn to page 209, please) 








MEETINGS—CONVENTIONS—DINNERS 


ST. LOUIS STATIONERS HOLD PICNIC 

More than 1200 persons, including heads and em- 
ployes of stationery stores, manufacturers, travelers and 
their families, attended the first annual outing and pic- 
nic of the Stationers Association of Greater St. Louis 
on August 8. 

The big event was held at the Pevely Farm in St. 
Louis County. Starting before noon the picnic lasted 
until late in the evening because of the long program 
of sporting events, games, dancing and the distribution 
of prizes. 

In addition to the large caravan of private cars, four 
motor buses were pressed into service to transport 
part of the happy crowd to the scene. Approximately 
150 men, women and children took advantage of this 
method of reaching the picnic grounds. 

One of the busiest men at the outing was Chairman 
I. Voda, Wallace Pencil Company, who was in charge 
of all arrangements. His activities were paralleled by 
members of the games committee and Al Bartens, Shall- 
cross Printing and Stationery Company, who distrib- 
uted the many prizes generously contributed by manu- 
facturers, paper houses and stationers. 


The children were not left without entertainment 
and presents of the type they desire. Soon after the 
noonday lunch two clowns—a stationer and a traveler 
temporarily out of character—distributed large bags 
of toys and presents to each child together with cou- 
pons for ice cream and milk. 

Levison & Blythe was well represented among the 
doughty athletes when two of the company’s repre- 
sentatives won prizes in the hilarious lobster race. They 
were Barrett Mitchell and Frank Palmer, Jr. The third 
winner in this contest was Jess Musgraves, W. A. 
Sheaffer Pen Company. 

After supper the crowd settled down to a few hours 
of dancing which lasted until 9 o’clock when the trek 
back to the city began. 

Under the supervision of Mr. Voda the various com- 
mitteemen who gave their aid to make the outing a 
success were: 

Prizes and program: A. J. Bartens, Shallcross Print- 
ing & Stationery Company; William Foshage, Decker- 
Foshage Company. Games and contests: E. J. Mitchell, 
manufacturers agent. Transportation: C. A. Kennedy, 
William J. Kennedy Stationery Company. Grounds: 





Sr. Louts Stationers Picnic in Pictures 


(1) Left to right: Burr Short, Frieda Hoffman, Ira Cole, vice- 
president and general manager; George E. Dyson, St. Louis 
manager; Norman Gibson, all of Mittag & Volger, Inc., A. J. 
Bartens, Shallcross Printing & Stationery Company; T. J. Bar- 
thel, Boorum & Pease Company. 

(2) William Schmiederer of Buxton & Skinner Printing Com- 
pany (left) and L. Voda of Wallace Pencil Company, chairman 
of picnic committee. 

(3) The Spalding Family: left to right: Miss Georgia Spald- 
ing; Mr. and Mrs. George M. Spalding; Charles T. Spalding; 
Mrs. V. P. Spalding. George M. Spalding was president of St. 
Louis Stationers Club many years ago and is now president of 
Spalding Stationery Company. Charles T. Spalding is now presi- 
dent of Stationers Association of Greater St. Louis and vice- 
president of Spalding Stationery Company. Mrs. V. P. Spald- 
ing’s husband represents George D. Barnard Stationery Company 
in Arkansas. 

(4) T. J. Barthel of Boorum & Pease Company (left) and Al. 


J. Bartens of Shallcross Printing & Stationery Company with a 
Dripolator before them on the contest prize table. 

(5) A portion of the big crowd at the picnic. 

(6) E. J. Lessard, Lessard Printing & Stationery Company 
(left) and Harley J. Wantz, Skinner & Kennedy Stationery 
Company. 

(7) R. H. “Bob” Lewis of Dennison Manufacturing Company 
and his son, Robert, Jr. 

(8) Mr. and Mrs. Walter Ruedy of C. G. Adams Company 
and their daughter. 

(9) Left to right: Mrs. “Bob” Lewis, wife of R. H. Lewis, 
Dennison Manufacturing Company, St. Louis; Mrs. Herbert S. 
Held; Herbert S. Held, Blackwell-Wielandy Company. 

(10) Mr. and Mrs. William J. Kennedy of W. J. Kennedy Sta- 
tionery Company. 

(11) In the foreground: Barrett Mitchell of Levison & Blythe 
Manufacturing Company and his mother, Mrs. E. J. Mitchell. 
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L. C. Goodhand, Oxford Filing Supply Company. At- 
tendance: I. Voda, Wallace Pencil Company. Music and 
dancing: C. T. Spalding, Spalding Stationery Company. 
Finance: L. W. Ruedy, S. G. Adams Company. The 
judges and starters of the various events were William 
Schmiederer, Buxton & Skinner Printing & Stationery 
Company; H. J. Wantz, Skinner & Kennedy Stationery 
Company; E. J. Lessard, Lessard Printing & Stationery 
Company; W. Foshage, Decker-Foshage Company. 

Manufacturers contributing prizes for the occasion 
were: 


Acco Products Corporation. 

Ace Fastener Corporation. C. Howard Hunt Pen Company. 

G. J. Aigner Company. I. D. L. Manufacturing Company. 

American Crayon Company. Imperiz al Methods Company. 

Art Steel Company. wt Company. 

Ault & Wiborg Company. H. Lawson Company. 

Automatic Pencil Snarpener Com- L ake Leather Specialty Company. 
pany. Levison & Blythe Manufacturing 

Autopoint Company. Company. 

bankers Box Company. Mashek & Company. 


Hanson Scale Company. 


Bates Manufacturing Company Mittag & Volger, Inc. 

Richard Best Pencil Company Moore Push Pin Company. 
Boorum & Pease Company National Cover Company. 
Cardinell Corporation. National Vulcanized Fibre Com- 
Carter’s Ink Company. 


pany. 
Neva-Clog Products, Inc. 
Oakville Company. 
Oxford Filing Supply Company. 
Parrot Speed Fastener Corporation. 


Clarotype Company, inc. 
Columbian Art Works. 
Cooke & Cobb Company. 
Defiance Sales Corporation. 


Dennison Manufacturing Company. Peerless Key Company. 

Cc. L. Downey Company. Pelouze Manufaciuring Company. 

Eaton Paper Company Quaiity Park Envelope Company. 

Esterbrook Steel Pen Mfg. Company.Rand McNally & Company. 

Eureka Blank Book Company. Russia Cement Company 

Ever-Ready Calendar Company. Scripto Manufacturing Company. 

A. W. Faber, Inc. Sengbusch Self-Closing Inkstand 

Faries Manufaciuring Company Company. 

Federbush Company. W. A. sheaffer Pen Company. 

Fulton Speciaity Company. Spencerian Pen Company. 

General Pencil Company. Stein Bros. Manufacturing Company. 

Giobe-Wernicke Company. Vail Manufacturing Company. 

B. F. Goodrich Compauy. Victor Safe & Equipment Company. 

George B. Graff. Wallace Pencil Company. 

Hampden Manufacturing Company. Weis Manufacturing Company. 

J. L.. Hanson Company. Wilson-Jones Company. 
—— 


ROYAL FACTORY HOST TO OFFICE 


Two hundred and fifty strong and aboard a special 
train provided for the purpose, executives and office 
workers of the Royal Typewriter Company journeyed 
from New York to Hartford, Conn., on Saturday, July 
25, to be the guests of the factory workers of the com- 
pany. 

Ideal weather conditions and the promise of a day 
long to be remembered greeted the happy visitors when 
they poured off the train to be met by C. P. Wil- 
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loughby, manager of the traffic department, who han- 
dled details of the outing. Although the New York 
crowd was a regiment in its own right, its ranks were 
swelled considerably by delegations from the Brooklyn, 
Newark, Bridgeport, New Haven, Worcester, Spring- 
field, Mass., and Providence sales offices. 

Upon their arrival the visitors found an excellent 
luncheon awaiting them in the vast factory dining hall 
which amply accommodated the whole group. During 
the meal music was provided by an orchestra which 
played popular numbers in which everyone joined, 
singing the choruses. 

Following lunch the home office crowd was taken 
on a tour of inspection of the plant and was initiated 
into the mysteries of building and assembling Royal 
standards and portables. The sight-seeing parties 
were led by guides who did their part as hosts by ex- 
hibiting a genuine pleasure in explaining all the de- 
tails of the intricate operations of workers in the many 
departments. 

In the early afternoon the crowd, led by President 
E. C. Faustmann and Vice-president C. B. Cook, gath- 
ered at Bulkeley Field where the home office baseball 
team was to take a thirteen-to-three licking from the 
factory team, although they did not yet know it. 

The game was started by Mr. Faustmann and Mr. 
Cook who donned the necessary equipment of pitcher 
and catcher respectively and tossed the first ball over 
the plate. 

“Play Ball!” someone yelled and the game was on. 
It was fairly even until the fifth inning when the fac- 
toryites put the game in the bag by smacking out seven 
runs. 

In winning the game the factory team divided a 
prize of $100 donated by President Faustmann and won 
the “first leg” of a beautiful trophy donated by Vice- 
president Cook. Three victories win permanent pos- 
session. The losing home office team was awarded 
a $50 consolation prize. 

Before the game the estimated crowd of 3,500 was 
entertained by the Royal factory fife and drum band 
and the girls’ drill team, the two organizations execut- 











Greetings, Office! Hello, Factory. 
pany were guests of the factory people at Hartford. 


That was the happy hail when office employes of the Royal Typewriter Com- 
Here are the guests gathered together for a photograph. 
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ing some fancy maneuvers and clever drill formations. 

When the day was over President Faustmann on be- 
half of the factory and the home office workers 
thanked Mr. Willoughby for his work in making the 
big event a success. Similar praise was heaped upon 
members of the various committees who aided Mr. 
Willoughby. 

— = 
MID-WEST FILING CONFERENCE 


A record-breaking attendance and the appearance 
of several prominent speakers were the highlights of 
the sixth annual Mid-West Filing Conference, held on 
July 31 and August 1 in the Auditorium hotel, Chicago. 

Following an address of welcome to the delegates 
on the morning of Friday, July 31, the first session 











Miss Bertha Weeks 


opened with an address by J. C. Staehle, office man- 
ager, Chicago Mail Order Company, read by F. G. 
Chandler, the subject of which was “Why Filing Is Im- 
portant in Any Office.” 

In this address the speaker cited several instances of 
costly mistakes occurring because filing clerks, ham- 
pered by inefficient filing equipment, muffed a num- 
ber of large orders. He concluded by defining the final 
test of any file as the “ability to find what you want 
when you want it.” 

The second speaker of the morning session was 
William Smith, instructor in office organization and 
management, LaSalle Extension University, who spoke 
on “Notes on Selection of Card Index Equipment.” It 
was a clear and easily understood description of the 
usage of various types of filing equipment. 

“Standards in a File Department as an Incentive to 
Greater Output and Accuracy,” was the subject of J. 
N. Spencer, industrial engineer, Montgomery Ward & 
Company. In this address Mr. Spencer included a fine 
analysis and description of the filing system in his 
company’s retail accounting department which is one 
of the most complete and modern record keeping sys- 
tems in the country. 

The next speaker was F. W. Cosner, director of the 


This Happy Crowd Was Snapped at the 
Secend Annual Picnic of the Kendrick 
Furniture Company, Chicago, on August, 
9, at the Edgebrook Forest Preserves. 
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bureau of replacement, Northwestern University. Mr. 
Cosner told of the work done by his department and 
outlined and solved many of the problems confront- 
ing employers in an address entitled “Human Material 

An Inside View.” 

Following a noon luncheon the delegates reassembled 
in the afternoon when J. W. Fisher, directory depart- 
ment, Illinois Bell Telephone Company, spoke on “How 
We Alphabetize Compound Names, Titles, Government 
Departments and Other Difficult Names.” This highly 
complicated subject was treated in an interesting and 
easily understood manner and initiated the listeners 
into the mysteries of determining the order of proce- 
dure of individual telephone listings. 

“How a Subject Filing System Was Designated and 
Operated,” was the subject of C. U. Stapleton, Cana- 
dian National Railways, Montreal, Canada. The speaker 
went into detail of the vast amount of work required in 
efficiently and correctly filing railroad records, cor- 
respondence and inter-office communications. 

The last speaker of the day was R. E. Wessendorf, 
inland marine department, Springfield Fire & Marine 
Insurance Company of Massachusetts. His address 
was on the subject of “Preservation and Insurance of 
Records,” and stressed the justification of “extraor- 
dinary” expense to provide adequate protection for 
records of all kinds. 

In the late afternoon a round table discussion of va- 
rious subjects was held. These included “Transfer and 
Final Disposition of Records,” Mrs. Genevieve Van Ben- 
thusen, W. A. Alexander Company; “Handling Filing 
Personnel,” Miss E. Elaine Tudor, United Autographic 
Register Company; “Subject Filing,” Miss Helen Arper, 
Miller, Gorham, Wales & Adams; “Filing Department 
Layouts,” Mrs. Mabel King, Montgomery Ward & Com- 
pany; “Co-operation Between the Files and Other De- 
partments,” Miss Marguerite McClung, Kraft-Phenix 
Cheese Company. 

Saturday was devoted to sight-seeing trips arranged 
for the visitors by the Chicago Bureau of Filing & In- 
dexing, sponsors of the conference. 

All of the delegates expressed appreciation of the 
efforts of Miss Bertha Weeks, executive of the Chicago 
Bureau of Filing and Indexing, who presided at the 
various sessions and did her share toward making the 
event a success. 

————_—___—_. 
KENDRICK EMPLOYES ENJOY PICNIC 


Officials and employes of the Kendrick Furniture 
Company, Chicago, their families and friends turned 
out nearly 100 strong for the second annual picnic and 
outing of the company at the Edgebrook Forest Pre- 
serves on Sunday, August 9. 

From early morning to dusk the happy picnickers 
participated in a fine program of sporting events of 
which the highlight was a baseball game between teams 
captained by Bud and Will Kendrick. While the ninety 
or more rooters yelled themselves hoarse the game was 
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Demons of the Diamond.—Here 
are presented the teams which 
made up the Wis-Ill Club Soft- 
ball league. 1: Horder’s Cham- 
pions; 2: Two faithful (and de- 
cisive) umpires, Austin Young, 
Horder’s Club, and Fred Cook, 
Just & Son; 3: A. C. McClurg & 
Company; 4: Marshall-Jackson 
Company; 5: The Wis-Ill Club. 


fought out by the opposing teams with Will Kendrick’s 
nine winning by a score of 21 to 19. 

But that wasn’t all. There were games and races for 
men, women and children interest in which was stimu- 
lated by an array of prizes donated for the occasion by 
friends of the firm including the Central Desk Com- 
pany, Johnson Chair Company, LaSalle Glass Company, 
R. Seivert and Howard Pfau. 

W. C. Graham, besides being in charge of the entire 
picnic arrangements, was also master of ceremonies 
and acquitted himself with honor. 


——— 
CANADIAN NATIONAL EXHIBITION OPENS 
IN BLAZE OF GLORY 


With every firm of importance in Canada represented 
and additional display space secured as an emergency 
measure, the Canadian National Exhibition opened at 
Toronto at the time this issue goes to press. 

The fine success with which the big event got under 
way was indicated in a last-minute report from W. O. 
Detweiler, secretary of the Canadian Business Equip- 
ment Manufacturers Association, in which he said that 
a sudden rush of exhibitors had made necessary the 
hiring of additional space in a nearby building. 

Among the firms occupying booths in which to ex- 
hibit their merchandise are: 

Monroe Calculating Machine Company, Inc., Addres- 
sograph-Multigraph of Canada, Ltd., Underwood Elliott 
Fisher, Ltd., International Business Machines Com- 
pany, Ltd., National Cash Register Company of Can- 
ada, Ltd., D. Gestetner (Canada), Ltd., Ditto of Can- 
ada, Ltd., Ediphone Company, Ltd., Canadian Postage 
Meters & Machines Company, Ltd., Joseph McDowell 
& Company, Dictaphone Sales Corporation, Ltd., Na- 
tional Stationers, Ltd., L. C. Smith & Corona Type- 
writers of Canada, Ltd., Dominion Envelope & Cartons, 
Ltd., Grand & Toy, Ltd., Canadian Numbering Machine 
Company, Canadian Business Machines, Ltd., and Royal 
Typewriters Agency. 

The big exposition opened on August 28 and will 
close on September 12. One of the features of the 
event will be the staging of a number of speed type- 
writing contests for professionals and amateurs. 

A full report of the exhibition will be contained in 
the October issue of Office Appliances. 
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CHICAGO STATIONERS SOFTBALL LEAGUE 
ENDS 1936 SEASON 


The Chicago stationers softball league, sponsored by 
the Wis-Ill Club under the general managership of 
Gordon Kickels of The Globe-Wernicke Co., brought its 
first season to an end with four games at Lincoln Park 
on July 31. 

The trophy donated by the Wis-Ill Club for the 
league winner was taken by Horder’s, Inc., Chicago, 
whose team ended the season in first place with a 
record of nine victories in ten games. 

The spirited teams of A. C. McClurg & Company and 
the Reliable Stationery Company were tied for second 
place with the Marshall-Jackson Company, the Wis- 
Ill Club and Stevens, Maloney & Company finishing 
in the order named. 

The five fearless umpires for the season were Bill 
Schuster, National Blank Book Company; Fred Cook, 
Just & Son; Austin Young, Horder’s, Inc.; Jim Clark, 
Imperial Manufacturing Company, and Eric Rehmer, 
Marshall-Jackson Company. 


—— 


NORTHERN CALIF. CARBON DEALERS 
ELECT OFFICERS 

At its annual meeting held in the Palace hotel in San 
Francisco, on August 14, the Carbon & Ribbon Dealers 
Association of Northern California held its election of 
officers. Those named to head the organization for one 
year are: 

President, W. G. Huston, Pacific Coast manager for 
Mittag & Volger, Inc.; vice-president, H. M. Carscallen, 
West Coast Ribbon & Carbon Company; treasurer, L. H. 
Chapman, of A. Carlisle, Upham & Rutledge, Inc. John 
H. Griffith was reélected secretary. 

The directors are: J. F. O’Connor, Pacific Ribbon & 
Carbon Manufacturing Company; William Taylor, 
Remington Rand, Inc.; Charles Johnson, H. S. Crocker 
Company; Melvin Hoffman, Panama Carbon Company, 
and F. A. Hammergren, H. & M. C. Company. R. 8S. 
Clark, Neal, Stratford & Kerr, and Walter Funck, F. 8. 
Webster Company, remain as members of the board. 

The new officers will be inducted into office at the as- 
sociation’s annual banquet to be held some time this 
month. 
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N. ¥. STATIONERS GOLF STANDING 

With its season about half completed the New York 
Stationers Golf Association reports the following tour- 
nament standing of its members: 

Class A: J. Kemp, G. Morrissey, A. Ficks, L. Tavernier, 
R. Urmston, R. Franz, W. Evans, L. McCready, R. Ken- 
nedy and J. Kahn. Class B: S. Kahn, P. Elias, H. Cope- 
land, J. Bosworth, H. Madell, L. Messina, E. MacIntyre, 
E. Geehring, Y. Yager and M. Dreyer. 

The balance of the season includes tournaments at 
the following courses: September 1, Pelham Country; 
September 15, Mountain Ridge; October 6, Wheatley 
Hills and October 20, Richmond County. 

a 

DICTAPHONE TO HOLD SALES CONFERENCE 

With branch managers from all over the United 
States and Canada scheduled to be present, the Dic- 
taphone Sales Corporation will hold a three-day sales 
conference in Cleveland, September 2, 3 and 4. The 
group will hold its sessions at the Wade Park Manor 
and during the conclave will pay a visit to the Great 
Lakes Exposition as guests of the corporation. 

In addition to the branch managers the event will 
be attended by a number of salesmen who qualified 
for the trip by establishing outstanding sales records 
over a three-month period. 

——g—____. 
DIEHL ENTERTAINS EMPLOYES 

Employes of the Diehl Office Equipment Company, 
43 East Gay street, Columbus, Ohio, and their families 
were week-end guests at the summer home of Mr. and 
Mrs. William R. Diehl at Mitiwanga on Lake Erie 
August 14 to 17. A shore dinner at Sandusky on Friday 
evening and a fish dinner at Vermillion on Saturday 
were among the highlights of the outing, which is the 
third annual week-end the employes of the company 
have been so entertained.—AK 

—< > 
TWIN CITY STATIONERS GOLF OUTING 

As this edition of Office Appliances goes to press the 
annual golf tournament of the Twin City Stationers 
and the Northwest Travelers Club is scheduled to be 
played on August 28 at the South View Country Club, 
South St. Paul, Minn. A full report of the event will 
be contained in the October issue of this journal. 

———_—_>_—_- 
500 ATTEND CORRY-JAMESTOWN OUTING 

Employes of the Corry-Jamestown Manufacturing 
Company, Corry, Penna., and their families totaling 
more than 500 persons, attended the annual outing of 
the firm on Saturday, July 25, at Canadohta Lake. 

Long before noon the holiday-makers began arriving 
in order to participate in or witness every event of the 
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lengthy program of sports, entertainment and swim- 
ming. The program of sport events was arranged to 
include contests for men and women of all ages. There 
were swimming races, block races, fan balioon races, 
rooster fights and a score of other events. 

At noon a recess was called and the entire party was 
served a chicken dinner before the afternoon activities 
got under way. 

According to officials of the Corry-Jamestown Com- 
pany the annual outing and picnic was one of the best 
attended and most successful in recent years. 

cima 
UEF ALL-STAR MEN END EXCURSION LAND TOUR 

Fifty-eight “all-star” salesmen and dedication 
month winners of the Underwood Elliott Fisher Com- 
pany last month participated in the UEF Excursion 
Land tour which was staged by the company for its 
leading salesman of 1935. 

The big event s.arted on Monday, July 13, when the 
winners met at the Bond hotel in Hartford, and spent 
the morning renewing acquaintances and making new 
friends. Some of the visitors stroiled over to 19 High 
street for a powwow with Branch Manager S. T. Smich 
and to view the clever display designed by Salesman 
Hurd. 

Following luncheon at the hotel where M. A. Seely, 
assistant general sales manager, acted as host and 
chairman, the crowd followed W. J. Evert to a fleet of 
busses for a ride to the General Research Laboratory 
at 56 Arbor street. There they were welcomed by Man- 
ager G. W. Spahr of the engineering department. Fol- 
lowing an inspection of the building each visitor was 
presented with a twelve-page booklet describing the 
sights he had seen. 

In the evening the visitors enjoyed a dinner with the 
men who had been their hosts during the day. There 
were a few brief speeches and introductions to Vice- 
president C. D. Rice, R. M. Eames, representing Works 
Manager F. U. Conard, Mr. Spahr, D. S. Sammis, 
Bridgeport works manager; C. L. Minton, district man- 
ager. A brief response was made by W. W. Francis, 
president of the All-Star Club and then the visitors 
entertained themselves with a few snappy musical rel- 
ics of other days aided and abetted by Pat Ryan of 
Chicago, J. H. Peterson of Salt Lake City and E. C. 
Atkerson of Birmingham. 

Tuesday morning the entire party made a three-hour 
tour of the Hartford works. Each visitor was given 
another booklet together with a handy souvenir com- 
posed of a chromium-plated bottle opener fashioned 
from a line space lever. From there they went to the 
Bridgeport works to be greeted by Mr. Sammis and 
Miss Mary Castelot, stenographer who has recently 
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A View of the Crowd Which Attended the Annual Outing of the Corry-Jamestown Manufacturing Company at 
Canadohta Lake on July 25. 
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UEF All-Star Salesmen Banquet During Excursion Land Tour 


been crowned “Miss Centennial” as part of Bridge- 
port’s centennial celebration. 

The next stop was New York where the salesmen 
witnessed a fine show and had an excellent dinner at 
the Paradise cafe. The balance of the evening was 
spent in making impromptu calls here and there and 
in visiting many places of interest or calling upon 
friends in Manhattan and the various boroughs. 

Wednesday morning saw the crowd leave New York 
in motor busses for Burlington where waited E. W. 
Curtis, Jr., vice-president and general manager of the 
Neidich Process Company, to greet them and lead them 
on an inspection tour of the plant where UEF ribbons 
and carbons are manufactured. At noon the visitors 
were guests of Mr. Curtis and S. A. Neidich at a lunch- 
eon at the Forsgate Country Club. 

During the luncheon Mr. Curtis, acting as toastmas- 
ter, introduced Mr. Neidich, then F. L. Lloyd, sales 
manager of the supply division and J. H. Adams, sup- 
ply complaint department. 

The big event of the four days occurred that eve- 
ning when the salesmen gathered at the Vanderbilt 
hotel for a dinner given by Vice-president M. S. Eylar. 
After a brief entertainment Mr. Eylar read messages 
from President P. D. Wagoner, R. C. Hofer, European 
district manager and E. A. Trefzger, managing director 
of the British organization. Short addresses followed 
from L. C. Stowell, executive vice-president, and Gen- 
eral Sales Manager W. F. Arnold. Mr. Eylar then pre- 
sented to each all-star salesman and district winner of 
the dedication month sales contest an engraved gold 
Norma four-color pencil. 

Thursday’s special event was the business meeting 
at which Mr. Eylar introduced President Wagoner who 
spoke briefly to be followed by Mr. Stowell, Mr. Eylar, 
Mr. Arnold, J. D. Donovan, sales manager, adding ma- 
chine division; A. G. Landrus, vice-president of the 
All-Star club and F. L. Lloyd, who spoke in the absence 
of Vice-president C. R. Strohm, unable to be present. 

Another major feature of the last day of the tour 
came when the band of salesmen gathered at the UEF 





general offices at 1 Park avenue where they partici- 
pated in the unveiling of a bronze scroll of honor bear- 


As Part of Their Vacation Land Tour the All-Star Men 
Attended the Unveiling of This Impressive Bronze Scroll in 
the Company’s Offices, 
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ing the names of salesmen, district and branch man- 
agers who exceeded 100 per cent of sales quota dur- 
in May of this year. May had been designated “Dedi- 
cation Month” to commemorate the occupancy of the 
company’s new offices. 
——— a 

NATIONAL DICTATING MACHINES CONVENTION 

With the United Dictating Machine Service Company, 
acting as host and making arrangements for the 
gathering, the National Association of Dictating Ma- 
chine Companies held its annual convention and elec- 
tion of officers at Columbus, Ohio, July 3, 4 and 5. 

The convention brought out a record crowd and many 








Robert Cramond 


of the largest company-members were represented. At 
each session were speakers who brought messages of 
importance to everyone in the industry. 

One of the highlights of the conclave occurred at the 
annual banquet held on the last evening of convention. 
At that time R. E. Bell, sponsor and first president of 
the association, was unanimously given the title of 
honorary president. 

Those elected to govern the organization for the next 
twelve months were: President (reélected) Robert 
Cramond, Dictating Machine Company of Pittsburgh, 
Pittsburgh, Pa.; vice-president (reélected) Girard Har- 
rington, Baltimore Dictating Machine Company, Balti- 
more, Md., and secretary-treasurer, John M. Cline, 
United Dictating Machine Service, Columbus, Ohio. 

CLEVELAND DEALERS ENJOY OUTING 


The annual outing of the Cleveland Typewriter & 
Adding Machine Dealers Association was held last 
month at the Horseshoe tavern on the Center Ridge 
road and was attended by a large crowd, which in- 
cluded the ladies. There was an exciting ball game 
between members, many other sports, and refresh- 
ments for all. 

The August business meeting was postponed. The 
September meeting will be held as usual at Hotel Aller- 
ton. The committee who have been working on getting 
the recently enacted city ordinance revised, are mak- 
ing good progress and will make a complete report at 
the next business session.—AED 

CHICAGO STATIONERS GOLF TOURNAMENT 


As this issue of Office Appliances goes to press the 
Chicago stationers annual golf tournament is sched- 
uled to be held on August 30 at the Northbrook Golf 
Club with a stirring battle between the Stationers and 
members of the Wis-Ill Club on tap. 

According to a program arranged by T. MacCorkin- 
dale, Just & Son, chairman, in addition to the golf 
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and a dinner, a softball game was slated by the star 
ball players of the Stationers and the Wis-Il Club. 

Full particulars of the outing will be presented in 
the October issue. 


SE —— 


ILLINOIS CARBON DEALERS BEGIN AUTUMN 
MEETINGS 

The first fall meeting of the Illinois Carbon Paper 
and Inked Ribbon Association will be held on Septem- 
ber 1 in the Green room of the Hamilton Hotel, accord- 
ing to the announcement last month of President Fred 
W. Neely of the Fred W. Neely Company, Chicago. 

According to Mr. Neely, arrangements have been com- 
pleted for the appearance of several prominent speak- 
ers during the fall and winter meetings, who will de- 
liver addresses on interesting and educational features 
of carbon paper and typewriter ribbon manufacturing. 

“Now that the boys have won golf prizes and various 
other trophies during the summer months,” Mr. Neely 
said, “it is time for us to settle down to real business 
and it is my desire as president of the association that 
we open our fall meetings with a full attendance to- 
gether with new prospects for memberships in the 
organization.” 

—— 
N. Y. DEALERS STAGE EVENING CRUISE 


With a record breaking attendance of dealers, their 
friends and families, the National Typewriter and 
Office Machine Dealers of New York staged a success- 
ful evening cruise aboard the Hudson River day line 
steamer, “Peter Stuyvesant,” on August 25. With every 
ticket sold and all available space taken, the boat left 
West Forty-second street at 8 o’clock for this trip down 
the river. 

In addition to an excellent dance orchestra, there 
was a program of entertainment which included sing- 
ers and dancers, fortune tellers, an expert checker 
player, bingo games and awarding of several valuable 
country store prizes. 

ee 
SCHMIEDERER IS WIS-ILL CLUB GUEST 

One of the principal visitors at the Wis-Ill Club in 
August was William Schmiederer of Buxton & Skinner 
Printing & Stationery Company, St. Louis. He was 
present on the twenty-first. In Chicago on a vacation 
trip, he took a day off to see some old friends in the 
trade and met many of them at the Wis-Ill Club 
luncheon. 

<< —___-— 
CHICAGO STATIONERS BOWLING 
LEAGUE FORMING 

With six of the eight teams needed to make the re- 
quired number, the Chicago Stationers Bowling League 
is on its way to becoming a reality as this issue goes 
to press. 

Headed by Fred Cook, of Just & Son, and Ray O’Brien, 
of the Marshall-Jackson Company, several meetings 
have been held with the result that six teams have 
been formed and will begin practicing to reach the 
technique required for tournament play. They are: 

Just & Son, Marshall-Jackson Company, Stevens 
Maloney Company, Parker Pen Company, Wis-Ill Club 
of Chicago and Cameron-Amberg Company. 

According to Mr. Cook all stationery stores are in- 
vited to join the league, the teams to be composed of 
executives and salesmen. Practice will begin Septem- 
ber 14 at the Flynn bowling alley and will continue 
weekly until next April. 
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CURRENT CORPORATION STATEMENTS 

Orders and shipments of office appliances are run- 
ning at a contra-seasonal pace and many companies in 
the industry estimate third quarter results will approxi- 
mate those of the normal heavier second quarter, a sur- 
vey by Standard Statistics Company revealed today. 
Backlogs of unfilled orders were reported to be in the 
greatest volume on record. (Chicago Daily News, 
August 26, 1936.) 

» > 

Marchant Calculating Machine Company, June 
quarter, net income $146,567 after charges, Federal 
taxes and estimated surtax on undistributed profits, 
equal after dividend allowances on the preferred stock 
to 72 cents a share on 196,269 shares of common stock. 
First six months of this year, net profit $259,030 or $1.27 
a share. (New York Sun, July 23, 1936.) 


x * * 

Remington Rand—Regular quarterly stock dividends 
of fifteen cents in cash and one per cent in stock on 
common, both payable October 1 to stock of record 
September 10. (New York Herald Tribune, July 29.) 

*~ > * 

Royal typewriter and subsidiaries, June quarter, net 
profit $616,082 after Federal taxes and charges, com- 
pared with $588,663 in the March quarter and $370,139 
in the June quarter of last year. Six months ended 
June 30, net profit $1,204,745 after charges and Federal 
taxes, against $642,851 in the same months of the pre- 
vious year. (New York Sun, July 28.) 

* * * 

The American Seating Company reports for the six 
months ended June 30 net profit of $23,439, against net 
loss of $27,890 in the first months of 1935. (Philadelphia 
Inquirer, August 14, 1936.) 

Pitney-Bowes Postage Meter and subsidiaries in the 
six months ended June 30 earned twenty-five cents a 
share, as against twenty-one cents a share a year ago. 
The latest figures are subject to year end adjustments 
and undivided profits tax. (Chicago Daily News, 
August 17, 1936.) 

7 = > 

Underwood Elliott Fisher has declared a seventy-five 
cent dividend, payable September 30 to stock of record 
September 30. (Chicago Tribune, August 15, 1936.) 

* os * 

Remington Rand, Inc., reports July shipments of 
$3,284,000, an increase of $541,000 over July, 1935. Total 
sales involved during the four months ended July 31, 
last, totaled $13,300,000, against $11,019,000 for the same 
period last year. (Chicago Journal of Commerce, 
August 21, 1936.) 

General Fireproofing Company, Youngstown, enjoyed 
a big first half business which was reported sixty per 
cent better than the corresponding period of 1935. The 
company reported earnings equal to $1.09 a share for 
the full year 1935. Earnings this year are running con- 
siderable better, it is said—AK 

—— 
IMPERIAL CABINET TAKES NEW QUARTERS 

The Imperial Steel Cabinet Company, manufacturers 
of steel furniture, of Chicago, last month moved into 
new and larger quarters at 2433 West Fourteenth street. 
The new building will house both the plant and the 
offices of this concern. 

For many years the company, which is one of the 
best known in the Chicago area, occupied large prem- 
ises at 2130-2152 Fulton street. 





CORRY-JAMESTOWN CHICAGO 
BRANCH MOVES 
With 1,200 square feet of space available in which 
can be displayed the company’s complete line, the Chi- 
cago branch of the Corry-Jamestown Manufacturing 


New Chicago Offices of the Corry-Jamestown Manufacturing 


Company.—Upper, general display room; lower, portion of dis- 
play room with Manager Edgren’s office through the doorway. 


Company moved into new quarters at 407 South Dear- 
born street last month. 

As soon as the move was completed under the direc- 
tion of Branch Manager Roy A. Edgren plans were 
made for displaying the Corry-Jamestown desks, tabies, 
filing cabinets, storage files, horizontal section equip- 
ment, card index files and other items. 

Mr. Edgren, who has a record of thirteen years with 
the company, has been in Chicago since 1914. Prior to 
joining Corry-Jamestown he represented the General 
Fireproofing Company in the same district for six 
years. 

— 
STANDARD COMPLETES BIG CONTRACT 


The Standard Printing Company, 224 South First 
street, Louisville, Ky., prominent in the local field as 
a printing and office supply house, last month com- 
pleted in record time a large contract for 900 Master 
binders used by the county clerks through Kentucky 
counties and for 3,700 binders used by precinct officers 
in recent primary elections, together with several hun- 
dred thousand original and duplicate registration cards. 

When the second general registration law was passed 
by the Kentucky legislature in 1924, covering registra- 
tion of voters in cities of the first, second, third and 
fourth classes the Standard Printing Company at that 
time furnished 8300 binders, but as the law was de- 
clared unconstitutional by recent legislatures through 
amendments to cover counties as well as cities of all 
classes, new binders and cards were necessary. This 
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new contract was made on June 16, work started July 
15 and completed July 27, shipments being made in 
adequate time for August 1 primary. About 2,500,000 
registration cards were furnished at considerable sav- 
ing to the state. All binders are equipped with locks 
and keys placed in possession of constituted author- 
ities. The contract was awarded by open bidding at a 
cost of $38,350.—CG 


i eel 
POLAR APPOINTS TWO REPRESENTATIVES 


The appointment of two new representatives to cover 
the New England and Pennsylvania, and the metro- 
politan New York area, was announced last month by 
M. R. Landes, president of the Polar Manufacturing 
Company, 401 North Broad street, Philadelphia. 

The new representative for the New England and 
Pennsylvania districts is H. G. Shreiner. He was for- 
merly representative in the same district of the B. L. 
Marble Chair Company. 

In the New York metropolitan area the Polar Manu- 
facturing Company will be represented by Howard A. 
Smith, former vice-president of the Hale Desk Com- 
pany. 

According to Mr. Landes a new 1937 catalogue of the 
company’s more than 100 office specialties will be ready 
for distribution among dealers’ outside salesmen early 
this month. 

——_— > 


HUTCHINSON’S “MOVING” OFFICE 


Carrying out the motif of its slogan—“We Lead— 
Never Follow,” the Hutchinson Office Supply Company, 
Hutchinson, Kansas, exclusive Niagara duplicator rep- 
resentative for the entire state, recently introduced the 
public to its new demonstration coach. 

Equipped with every modern convenience and at- 
tachment for the demonstrating of Niagara duplica- 
tors, accessories and supplies, the vehicle is a miniature 
showroom on wheels. It is luxuriously furnished to 
compare favorably with any modern office and among 
its appointments are chairs, electric fans, cuspidors, 
smok-a-dors, a small steel desk, steel file and a type- 
writer. For demonstration purposes the office on 
wheels carries a complete Niagara model AF4 electric 
stencil duplicator. There are also one each of the 
other Niagara models and a cut-away electrically op- 
erated demonstration machine. 

According to officials of the company the personnel 
of the vehicle will consist of an artist who will teach 
the methods of obtaining the best results with the 
Niagarascope; a field supervisor and a demonstrator 
equipped to display the Niagara machines with their 
versatility and precision performance. 
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COLE VISITS DYSON IN ST. LOUIS 
It isn’t often that a vice-president and sales manager 
in making his rounds over the country runs into a 
branch manager with a cabin on a river and a very 


elegant place to swim. 
But it happened last month to Ira Cole, who is vice- 





Better Than an Hotel Room.—aAt least that is 


what Ira C. Cole, (right) vice-president and 

general manager of Mittag & Volger, thought 

when he was the guest of George E. Dyson, 

St. Louis representative of the company, at the 
latter’s riverside cabin. 


president and sales manager of Mittag & Volger, Inc., 
Park Ridge, N. J., when in the course of travel he 
dropped into St. Louis to see George E. Dyson, genial 
representative of the company in that city. 

Instead of finding a warm room in a warmer hotel, 
Mr. Cole was taken by Mr. and Mrs. Dyson to their cabin 
on the Meramec River where the attire was a bathing 
suit and the order of the day was swimming with time 
out to snap a few photographs, one of which is pre- 
sented here. 

Before leaving St. Louis Mr. Cole attended the picnic 
staged by the Stationers Club of Greater St. Louis at the 
Pevely Farm on August 8. 

ooo 
REMINGTON RAND STARS IN OKLAHOMA 
ELECTION 

The Accounting Machines division of Remington 
Rand Inc., 227 West First street, Oklahoma City, in 
charge of Lyman F. Strong, recently received consider- 
able publicity following the statewide July primary 
elections, when a full page of the Oklahoma City Times, 
one of the state’s most important papers, was devoted 
to presenting, with the aid of photographs, the man- 
ner in which election returns were handled in its office 
in connection with the Associated Press, to give the 
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Hutchinson Office Supply Company’s New Traveling Office Outside Firm’s Store. 
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public accurate election return news, in record time. 

The central position on the page was given to an 
action photograph and explanation of a Remington 
Rand accounting machine, showing operator working 
at machine, which had been arranged to record twenty- 
six totals. 

It so happened that in a previous election a rival 
paper was on the street with election returns two hours 
ahead of its competitors. This fact gave rise to an 
investigation of how the scoop had been accomplished, 
and Remington-Rand Accounting Machines were given 
the credit. 

Consequently, in the election just passed, Mr. Strong's 
division furnished Remington Rand machines—five in 
all—to both publishers, setting them up and furnish- 
ing skilled operators for tabulating returns—EVH 


BALTIMORE STATIONERY COMPANY ENTERS 
NEW QUARTERS 


“limaxing six years of growth brought about by the 
never-ceasing efforts of officials and employes alike, the 
Baltimore Stationery Company last month moved into 
new and larger quarters at 115-117 East Lombard street, 
Baltimore. 

In the new building, with four floors at its command, 
the company has arranged one of the largest and most 
attractive furniture and office supplies displays in the 
country. On the first floor is maintained a well- 
equipped and stocked stationery store, on the second is 
the retail furniture department and the third and 
fourth floors are used as a warehouse for the furniture 
department. 

Many weeks of planning went into the general layout 
of the large building before the actual moving of stock 
and furniture took place. Headed by C. R. Jones, presi- 
dent of the company, everyone connected with the or- 
ganization took part in the task of combining attrac- 
tiveness and efficiency in arranging the interior of the 
many departments. 

The Baltimore Stationery Company, which maintains 
a sales force of twelve men and a total of twenty-six 
employes, is the exclusive representative of the Macey 
Company, Grand Rapids, Mich., on matched office 
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suites, steel filing equipment, desks, safes and filing 
supplies. The company also features the Calvert Lamp 
Company’s indirect desk lamps, Myrtle desks and 
Bright chairs. 

een ane © 


TOLEDO SCHOOL CONTRACTS AWARDED 


Contracts totaling about $50,000 for desks, tables, 
and chairs for new buildings and schools were awarded 
at Toledo, Ohio, recently, with quantities not specified 
until exact requirements are known, following a survey 
of pupil needs. The largest single award was to the 
American Seating Company, for a type of joined desk 
and chair. About 1800 units will be required at a cost 
somewhat below $20,000. A second large order went 
to the B. F. Wade Company, Toledo, on its bid of $2.98 
each for portable assembly chairs, of which 5,000 will 
be required. The McManus-Troup Company, Toledo, 
was low on a bid of $25.50 each for double pedestal 
desks, of which about ten will be ordered, and on single 
pedestal desks at $18.50, of which approximately 120 
will be required. The same company received approval 
for a bid of about 800 tables. Two types are being con- 
sidered, one at $4.56 each and the other at $5.81. The 
American Seating Company was successful in a bid of 
$14.18 each for about 50 classroom tables and another 
of $12.72 each for about 140 tables. The Hillebrand 
Brothers Company, bidding $2.46 each, will receive an 
order for about 500 wooden chairs. The McManus- 
Troup Company will receive a ten-unit order for swivel 
chairs at $11 each. The Hillebrand Company was low 
in its bid of $3.47% each for about 600 tablet arm 
chairs, and the Peabody Seating Company will re- 
ceive an order for about 350 steel folding chairs at $1.91 
each and another 350 at $1.48 each—AK 


—— <> 


SMITH-CORONA TRANSFERS BROUCHARD 


Homer J. Brouchard, formerly of the Memphis L. C. 
Smith and Corona Typewriters, Inc., branch, has been 
transferred to Birmingham as city salesman. He had 
been in Memphis five months where he made an envi- 
able sales record. He was also an active member of the 
Chamber of Commerce.—RHB 





The Baltimore Stationery Company’s New Quarters.—Left is exterior view, 
upper right interior of the store and, lower, the office furniture department. 
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HOECKEL’S IN NEW DENVER LOCATION 

Just settled in their new quarters, 1635 California 
street, the C. F. Hoeckel Blank Book and Lithographing 
Company, Denver stationers report increased turnover 
as a result of modernization and convenient added 
service, 

The plant now occupies five floors, practically half 
of the entire new NBC building, called Denver’s “Radio 
City.” Only the ground floor occupies less than half of 
the width of the building. At their former location, the 
store arrangement was reversed—a large first floor, and 
limited space above. This meant that most of the 
retail merchandise had to be grouped on the one floor, 
necessitating confusion, and preventing sales speciali- 
zation. 

The present arrangements, although not complete at 
the present writing, group stationery and small office 
items on the first floor, and furniture and filing equip- 
ment on the second. Daylight display for office suites, 
and privacy for salesmen and contacts are the arranged 
Sales program now. 

The total plant floor space is 33,000 square feet. With 
centralized location, a modern outlet, and convenient 
merchandising facilities hitherto impossible, volume 
has gone steadily forward, according to Frank J. Dunst, 
president. The first advertising program was a blot- 
ter, illustrating by arrows the plant’s location in rela- 
tion to the entire building, now a Denver landmark. 
These blotters serve as the calling cards for the com- 
pany’s outside staff—ATW 


iain 
OFFICE SPECIALTY COMPANY WINS CONTRACTS 

The Office Specialty Manufacturing Company, Ltd., 
Newmarket, Ont., has been awarded the contracts for 
making office equipment required in the public build- 
ings being erected by the Department of Public Works 
at Galt, Bradford, Toronto and Dunnville. The total 
value of the contracts is $8,236.—SJL 
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MONTGOMERY TO REPRESENT HIGGINS 


James H. Montgomery, of Los Angeles, who was for- 
merly sales manager and buyer of the stationery divi- 
sion of the Los Angeles News Company, has been ap- 

















J. H. Montgomery 


pointed to represent Charles M. Higgins & Company, 
Inc., Brooklyn, N. Y., on the Pacific Coast and moun- 
tain states territory. Mr. Montgomery joined the Hig- 
gins Company last month. 


oo 
BECK TELLS HOW TO AIR CONDITION CAR 


Jess M. Beck, president and general manager of the 
Western Bank and Office Supply Company, 205 North- 
west First street, Oklahoma City, with Mrs. Beck and 
their daughter Harriet, vacationed for two weeks in 
cool Yellowstone National Park. 

On the drive home, Mr. Beck beat the hot August 
sun, which threatened to make the trip most uncom- 
fortable, with a car-cooling arrangement of dry ice 
in cheese cloth hammocks swung across the top of car. 
The arrangement was a “howling success.” Mr. Beck 
said in describing his experience to Office Appliances. 

“Stopping in Amarillo, Texas, we purchased two strips 
of cheese cloth, the same length as the width of the 
car,” he explained. “Then we purchased about five 
pounds of dry ice, cut in thin layers. Placing the strips 
of dry ice between the folds of cheese cloth, using safety 
pins to keep the dry ice from shifting back and forth, 
we then stretched these two strips of cheese cloth 
across the top of the car and held them in place by 
lowering the glass on each of the doors, stretching the 
strips of cheese cloth and then running the glass up to 
hold the strips in place. 

“The theory of having the strips as near the top of 
the car as possible is to obtain full results of the cool- 
ing effect. If the ice is put in the bottom of the car, 
all the cool air settles at the bottom, whereas, if you 
have it at the top, this has a tendency to cool the entire 
car. 

“By closing all the doors and windows securely, we 
were able to make the drive from Amarillo to Oklahoma 
City in about an eighty degree temperature, and with 
the doors and windows closed, there was no dust in the 
The 


car. Ten pounds of ice would have been better. 
more ice the more cooling the effect.”—-EVH 
The Pride of Bowling Green.—This fine store is the new estab- 


lishment of Marshall Love & Company, of Bowling Green, Ky. 

Upper picture is of the store interior with (left to right) Henry N. 

Hagerman, T. P. Thompson, part owner; Neal McGown, radio de- 

partment manager; John Brown, James McGown, radio department, 

and L. M. Thompson, president. (Lower) exterior of the store with 

(1 to r) Neal McGown, Henry Hagerman, clerk; John Brown, T. P. 
Thompson and M. L. Thompson. 
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HARTER ISSUES NEW CATALOGUE 
Presenting an unusual and cleverly-arranged display 
of the company’s lines of steel posture and non-adjust- 
able chairs and other items, a new catalogue has re- 





STEEL 
CHAIRS See 








Featuring Steel Chairs.—This 
is the cover of a fine catalogue 
recently published by the Har- 
ter Corporation, Sturgis, Mich. 


cently been published and issued by The Harter Cor- 
poration, Sturgis, Mich. 

The first section of the book is devoted to a presenta- 
tion of the complete Harter line of posture chairs to- 
gether with the posture story while the second part is 
given over to the other Harter lines with special em- 
phasis placed on the beautifully styled steel chairs in 
suites for fine offices. 

Still other pages contain pictures and descriptions of 
the Harter line of stools for filing and other purposes 
and the handistands manufactured by the firm. A 
special feature of the catalogue is the concise manner 
in which the specifications are presented. 


LAWRENCE COMPANY NOW LARGE FIRM 

The Lawrence Printing Company, South Broadway, 
Tupelo, Miss., has recently developed into one of the 
largest office supply houses in this section. It was 
founded seventeen years ago at Greenwood, Miss., and 
developed a large printing trade. Two brothers E. and 
E. M. Lawrence, the proprietors, received early training 
on the Grenada Sentinel, one of the oldest newspapers 
in the state. Now the company has six salesmen cover- 
ing the entire state with a large plant also at Green- 
wood, Miss. 

Heavy book work, court house records, leather book 
binding are features of the print department. This 
summer at Greenwood plant $11,000 worth of new ma- 
chinery was installed including a linotype machine, 
book press, drilling machine, and a large Singer sewing 
machine to do stitching on books—chairs, safes, filing 
devices, desks, metal office furniture, pens and pencils, 
Mimeograph supplies are shown in the office supply de- 
partment at Tupelo. Last June the commercial print- 
ing and equipment lines from the McLean Company 
and Journal-Review Company here were acquired.— 
CG 


This Happy Gang Now Sells Royals._-These people are all 

members of the Peoria Typewriter Company, Peoria, Ill, which 

recently became member of the standard dealer organization 

of the Royal Typewriter Company. In the center and dressed 

in a light suit is A. H. Kellstedt, one of the two owners of the 
business. 
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PINNEY JOINS ACME CARD SYSTEM COMPANY 


D. R. Pinney, for the past five years sales manager of 
the Bankers Box Company, Chicago, and popular treas- 
urer of the Wis-Ill Club, was appointed manager of 
dealer sales for the Acme Card System Company on 
August 1. 

Mr. Pinney takes with him to his new position a 
wealth of experience gathered during his many years 
in the field. While with the Bankers Box Company he 
did considerable consumer work for dealers, aided deal- 
ers and salesmen close sales to prospects, and materi- 
ally helped in training of salesmen. 

Prior to joining Bankers Box Company Mr. Pinney 
gained considerable experience in the card system field 
when, for fourteen years, he was sales manager for 
Neal, Stratford & Kerr, San Francisco, and specialized 
in visible records. 

Mr. Pinney will be in charge of the Acme display at 











D. R. Pinney 


the National Stationers Association convention this 
month. 

Office Appliances joins the hundreds of friends of 
Mr. Pinney in wishing him success in his new under- 
taking. 

——_>__—- 
PEORIA COMPANY JOINS ROYAL 


Authorized to sell Royals exclusively in its territory 
the Peoria Typewriter Company, Peoria, Ill, has been 
appointed to the standard dealer organization of the 
Royal Typewriter Company, Inc. 

Recognized as one of the leading office equipment 
firms in its section of the country, the Peoria Type- 
writer Company is under the direction and manage- 
ment of A. H. Kellstedt and J. Pavloski, both of whom 
have wide experience in the typewriter field. 
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COMBINES EMPLOYMENT AGENCY WITH OFFICE 
SUPPLY HOUSE 


How Frank H. Fogg, owner of the Joplin (Mo.) Type- 
writer Company has successfully operated an employ- 
ment agency for office help in connection with his 
office supply house was revealed recently to a repre- 
sentative of Office Appliances. 

Twenty-seven years ago Mr. Fogg founded the busi- 
ness which has grown to be one of the major establish- 
ments of its kind in Missouri. With his store well- 











Frank H. Fogg 


stocked with office equipment he perfected a plan 
whereby his organization could provide office workers 
for firms whether or not they were customers of his 
store. 

The plan worked. So much so that records of Mr. 
Fogge’s employment bureau show that no less than 
5400 stenographers and office girls have been placed in 
positions with firms in Joplin and the surrounding ter- 
ritory. Quite a number of boys have been placed, too. 

Mr. Fogg has perfected a system which works to the 
best interests of both employer and prospective em- 
ploye. When a girl applied for work she fills out an 
application blank containing all the necessary details of 
previous experience. After the applicant leaves, another 
section of the application card is filled in by those in 
charge of the bureau setting forth the girl’s personal 
appearance and characteristics and other details about 
which employers might inquire. 

Although this employment service is primarily for 
office workers, Mr. Fogg has on several occasions sup- 
plied employers with salesmen and other help. This 
service, it has been shown, is appreciated by heads of 
business houses who show their gratitude in their rela- 
tions with the typewriter firm. 

Mr. Fogg points out that still another favorable re- 
action has resulted from the employment service. 

“During the last twenty-seven years,” he explained, 
“a number of persons for whom jobs were secured have 
advanced into business ownership or management and 
they do not forget the Joplin Typewriter Company. 
Many hundreds who secured jobs through us also re- 
member to drop in when they desire to buy office sup- 


plies.”—-HDR 
—_>—_—__ 


FRANK HUGHES LEAVES HOSPITAL 

Frank M. Hughes, president of the Standard Office 
Supply Company, 315 North Broadway, Oklahoma City, 
Okla., spent ten days of his vacation in St. Anthony’s 
hospital under observation for diabetes complications, 
where his physicians outlined a proper diet and treat- 
ment for his condition. He is back at his desk, very 
much improved in general health and plans to attend 
the National stationers convention in Chicago in Sep- 
tember.—EVH 
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VREELAND TO HEAD ROYAL NEW DEPARTMENT 

J. H. Vreeland, prominently identified with the sales 
department of the firm, last month was named man- 
ager of the newly-created Roytype division of the 
Royal Typewriter Company, Inc., New York. 

During his considerable service with the former di- 
vision Mr. Vreeland gained a keen merchandising in- 
sight which will prove invaluable to him in his new 
position. His close contact with sales and sales prob- 
lems will also stand him in good stead. 

The Roytype division will function as a separate unit 
with a two-fold purpose; first, to constantly build up 
the sales of Roytype supplies, and second, to establish 
Roytype supplies with particular emphasis on Royal 
typewriter carbon paper and Roytype ribbons. 

———_>——_ 
SHIPMAN-WARD OPENS NEW OFFICES 

As a part of its expansion program and better service 
to dealers the Shipman-Ward Manufacturing Company, 
Chicago, has opened branch offices at 321 Broadway, 
New York; 116 S. Fourth street, Minneapolis, and 314 
W. Olympic boulevard, Los Angeles. At each of these 
branches the company will have a complete service for 
typewriter dealers including the grinding of platens, 
nickel plating, etc., and will carry a full stock of parts. 
The rapid growth of the company’s business has made 
the opening of these branches advisable. For dealers 
remote from Chicago the new offices afford a substan- 
tial saving in time. The branches offer the same thor- 
ough facilities to the trade as has been given regularly 
by the home office. 

a 
GERTH ADVANCED BY IMPERIAL 

Norman A. Gerth, who has been associated with the 
Imperial Desk Company, Evansville, Indiana, for the 
past 14 years, has been appointed secretary-treasurer in 
charge of sales, according to a statement issued late 
last month by Gilbert H. Bosse, vice president and gen- 
eral manager of the company. 

Mr. Gerth, during his 14 years with the Imperial Desk 
Company, gained a remarkable insight of the office 
furniture industry in general and the manufacture of 
desks in particular. For a number of years prior to 
joining Imperial, he was in the retail furniture business 
and counts his friends by the hundreds among sales- 
men, office furniture manufacturing company execu- 
tives and dealers. 











Norman Gerth 


In addition to announcing the appointment of Mr. 
Gerth, Mr. Bosse’s statement also told of the appoint- 
ment of Clarence E. Anderson as auditor of the Imperial 
Desk Company. Mr. Anderson, who will be in charge 
of accounting and credits, was formerly with the Gra- 
ham-Paige Company and the Faultless Caster Com- 


pany. 
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GEARED 
FORA GRIST 
OF IDEAS 








The wheels of business go ’round when 
business is equipped to take advantage of 
its opportunities. Courage is a needed part 
of that equipment today. And so is the 
Mimeograph. It’s not just a machine, but a 

complete process, backed by a responsible 

nation-wide service. At high speed and low 
cost, the Mimeograph turns out perfect copies 




















of typing, illustrations, maps, graphs, etc., in 
quantities unlimited. Illustrations! Food for 
thought there. For latest particulars write to 
A. B. Dick Company, Chicago, or refer to your 
classified telephone directory for local address. 
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MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 
188 THIRD AVENUE BROOKLYN, N. Y. 
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LEONARD H. RIETDYK DIES 


The death of Leonard H. Rietdyk, treasurer of The 
Shaw-Walker Company, on Saturday, August 22, after 
a long illness brought to a close the career of a man 
known and loved by an unusually wide circle of friends 
in this industry. 

A resident of Muskegon for nearly fifty years, Mr. 
Rietdyk had been an active leader in business, civic, 
and church life. He was born in Paterson, N. J., March 
3, 1881, and came to Muskegon while still a boy. For the 
past 25 years he had been associated with Shaw-Walker, 
serving for several years as assistant treasurer and 
later, succeeding the late C. B. Van Dyke, as treasurer. 

Mr. Rietdyk is survived by his widow, Mrs. Agnes 
Boersema Rietdyk; by his two daughters, Miss Kathryn 
of Ann Arbor and Miss Rosalie at home; by four 
brothers, Harry Rietdyk, former Mayor of Muskegon 
and now of Dayton, Ohio; Dow, Dr. John, a dentist, and 
Rhine Rietdyk, all of Chicago; and by one sister, Mrs. 
Nicholas Drolenga, of Chicago. Funeral services were 
held Tuesday, Aug. 25, at Bethany Church. 


——- 
NEW MAJESTIC CATALOGUE 
READY SEPTEMBER 15 
A new and attractive catalogue describing and illus- 
trating the handsome line of Majestic leather office 
furniture is nearing completion and will be available 
on September 15, according to a statement of William 
Berkowitz, president of the Majestic Lounge Company, 
Inc., 6 West Eighteenth street, New York, N. Y. The 
catalogue will show many new Majestic creations de- 
signed for comfort and durability at popular prices. 
> 


BATES ORANGE PLANT ENLARGED 

The Bates Manufacturing Company has recently 
completed a 50 by 90 foot addition to the firm’s plant 
at Orange. N. J. According to the officials of the com- 
pany, the need for enlarging the factory was brought 
about by a steady increase in business during the past 
several months, which made additional space and ma- 
chinery imperative. 


> 
BRADNER SMITH ISSUES NEW PRICE LIST 

Covering adding machine and cash register rolls, 
typewriter paper and other office paper items, a new 
stationers’ price list has recently been published and 
issued by Bradner Smith & Company, 333 South Des- 
plaines street, Chicago. Dealers may obtain a copy by 
writing to the corporation home office. 

BRYAN AND FAMILY ESCAPE OKLAHOMA HEAT 

Mike Bryan, of Mike Bryan, Office Supplies, 224-26 
Northwest Second street, Oklahoma City, Okla., with 
Mrs. Bryan and their three daughters, Katherine, Betty 
Lou, and Shirley, escaped August’s record heat wave in 
Oklahoma by vacationing in Colorado, fishing and 
resting. —-EVH 

~>— 
LEVAY & SNYDER LEASE STOREROOM 

LeVay and Snyder, Inc., new Mimeograph dis- 
tributors for Fort Wayne, Ind., and surrounding ter- 
ritory, has leased the storeroom at 136 East Washington 
Boulevard, beginning operations August 3. E. J. LeVay 
has come to Fort Wayne from Kansas City as manager 
of the local organization.—AK 

a 
LUCKETT ISSUES TWO COUNTER DISPLAYS 

The Luckett Loose Leaf Ltd., Toronto, Ont., has just 
introduced two new counter display units one of which 
is a display carton showing all popular sizes of loose 
rings, having a three-color display card. The other 
display shows ten styles of binding posts.—SJL 
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"NOW IS THE TIME FOR ALL GOOD MEN 
TO COME TO THE AID OF 74/5 PARTY !" 





COME TO THE AID of that bright and cheery little party who carries the burden of office 
work. Give her a chance to get her work done, quickly, with less fatigue, before 5 p. m. 
It’s a platform that pays well—as many an executive has found who has bought from 1 to 
100 of those fine new efficient Silent Smith typewriters. Here’s a silent machine that’s also 


a standard machine. Hence, SILENCE WITHOUT SACRIFICE 


—and heres a typewriter you can take of any rugged, standard quality. Ask for a trial demonstration! 
\ ¢ d 
‘ on your knee 
r “ 
LC SMITH & CORONA TYPEWRITERS INC — SYRACUSE NEW YORK 
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the COLUMBUS Pencil and yet, 
because of its sheer writing superiority 
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The first thing that impresses 
you about COLUMBUS isthe 
fact that its lead is far and 
away better than any 5c pen- 
cil-that in fact, itis as good as 
any 10c pencil on the market. 


The reason is—lead by A. W. 
Faber —a name identified 
with stationery for 175 years. 
(Surely you know that A. W. 
Faber sponsors the world- 
famous “Castell” drawing 
pencil) 

Mr. Dealer] —there’s good will. 
good business and good profit inthe 
sale of COLUMBUS pencils. Once 
your customers try COLUMBUS they 
will never be satisfied with an inferior 
product. Ask us about our protected 
dealerships. 
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Order now from 
A. W. FABER. INC., Newark, N. J. 
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NEW RISHEL CATALOGUE 

J. K. Rishel Furniture Company, Williamsport, Pa., 
will soon have available a new catalogue of some fifty 
pages, according to a recent announcement by R. M. 
Smith. 

Reproductions of photographs, with descriptions, will 
illustrate the various styles of furniture which the com- 
pany will be producing. To be printed on paper of the 
highest grade, bound in a fine quality paper cover, 
it will be a volume of the loose leaf type, which will 
lie flat when open. It will be supplemented by new 
pages from time to time. 


—— 


BOOKISH SANTA FE 

The Santa Fe Stationer, publication of the Santa Fe 
Book & Stationers Company, Santa Fe, N. M., dis- 
| coursed on New Mexico writers who help to keep the 
presses of American book publishers busy. But it’s not 
all bookish. For instance, there be dry fly enthusiasts 
who are highly orthodox in their Waltonian practices, 
and abhor the wet fly as a species of aboriginal stolid- 
ity. Evidently the bent pin and squirming worm have 
no social status among the elect. 





| 


suncinilippmoess 
LOUISVILLE HERALD-POST HONORS KELLY 

The Herald-Post, Louisville, Ky., in its series of 
“Louisville in Pen and Ink” caricatures by Jack Moranz 
printed a fine picture and story in August of Wm. P. 
Kelly, president of the Office Equipment Company, and 
gave a brief outline of his career in the metropolis. He 
has served as president of the Louisville Stationers As- 
sociation.—CG 

—— 


NIAGARA ERROR RECTIFIED 
In the Niagara Duplicator Company’s advertisement 
which appeared in the August issue of Office Appliances 
the printing surface dimensions were given as “744” x 
13%4”.” This was an error and should have read 
“74” x 141”.” 





WEDDINGS 


ZELLER-NOE 

Frank Zeller, manager of the Stationery Department 
of Koch Brothers, Des Moines, last month was married 
to Miss Loretta Noe, daughter of Mrs. C. J. Noe of Nash- 
ville, Tenn. The ceremony took place in the Grace 
Methodist-Episcopal Church at Des Moines with Dr. 
Levi Goodwin officiating. 

Following the ceremony, the immediate families of 
the bride and groom gathered at the Des Moines Golf 
Country Club where they had a luncheon prior to the 
departure of Mr. and Mrs. Zeller for a honeymoon trip 
to Mexico City. The couple will make their home at 
543 Fifty-Third street, Des Moines. 











ke DOC 1 Oo 8 
MARY KATHRYN KICKELS 

Gordon Kickels, genial Chicago representative of The 

Globe-Wernicke Co., and pilot of the Wis-Ill Club soft- 

| ball team, became the proud father of a baby girl, 

Mary Kathryn, on Sunday, August 16. The young lady 


| weighed seven pounds and, like her mother, is doing 
fine at this writing. 
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Ne ll , Big Machine” 








typing p erformance... 
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...én this Portable 






Made to retail at *49°0 












No one needs a good portable 
as much as the youngster 
returning to school 


THE FAMOUS CHAMPION KEYBOARD that 
makes typing faster, easier and so much kinder to 
the fingertips...available only on the Underwood. 


TOUCH TUNING, the Underwood feature that 
for years has provided individual touch adjustment 


for every key on the board. 


UNDERWOOD OPERATING EASE, neatness of 
finished work and durability, plus greater Under- 
wood value due to large scale production in the 
world’s largest typewriter plant. 


THE MACHINE THE WORLD IS BUYING! 
More Underwoods are produced and sold each year 


than any other typewriter in the world. Every Underwood Typewriter is backed by 
nation - wide, company-owned service facilities. 


s . % =. 
a ZA Portable Typewriter Division 
ZA UNDERWOOD ELLIOTT FISHER COMPANY 
r Typewriters... Accounting Machines... Adding Ma- 


chines, Carbon Paper, Ribbons and other Supplies 
One Park Avenue, New York, N. Y. 


Swedtthe Worlds Busines UNIVERSAL PORTABLE Sales ond Sorvtes Everywhere 
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ELLIOTT ADDRESSING MACHINE CATALOGUE OUT 


Gold, cream, and dark brown combine in the new 
Elliott Addressing Machine Company’s catalogue to 
make a very attractive presentation of the Elliott line. 
Thirty-two pages in a gold cover measuring eight and 
one-half by twelve inches are devoted to machinery, 
offices, and agencies of the company. The catalogue 
comes in a mottled tan envelope, bearing an address 
sticker in appropriate design. 

The first page offers a brief sketch of the company’s 
evolution. Page two shows three generations of Elliotts: 
Sterling Elliott, the founder, Harmon Elliott, the son, 
and Roff Elliott, grandson. Seven stages of the Elliott 
plant, covering a period of nearly forty years, are also 
pictured. 

The products of the firm are then displayed in pic- 
tures and descriptive captions. Stencils, with equip- 
ment for making them and cabinets for filing them, 
are presented. Machines for running off addresses, 
records, and statistical data are shown. They are de- 
signed for the purposes of publishers, public utility and 
insurance companies, pay-roll and tax record workers, 
and, in the catalogue’s own term, any-purpose address- 
ers. Some thirty-five different machines capable of 
various operations are included. In addition to address- 
ing, some can duplicate advertising matter. One will 
imprint an address four times on one strip of paper 
like a telephone bill. Another will address envelopes 
according to a given “run,” or will select certain alter- 
nates. A stencil card that combines with the record 
of a name and address a maximum of 105 statistical 
items pertaining to the individual or firm represented 
is employed with still another interesting machine. 

An effective device in the makeup of the catalogue 
is the “stepping-down” of the inner pages, reducing 
them in height by steps of three-fourths of an inch 
until the center spread measures only eight inches high. 
The visible edges of the other pages—printed—-serve as 
indexes to the matter they present. 

Copies of the new catalogue may be requested by 
addressing the company at 143 Albany street, Cam- 
bridge, Mass. 

——__<__ 
DON’T OVERLOOK THE DELIVERY BOY 


The delivery boy as an important cog in the efficient 
conduct of an office supply store is stressed by the ex- 
perience—and practice—of Mike Bryan, Oklahoma 
City, Oklahoma, dealer in office supplies and furnish- 
ings. 

“In some ways, we consider the three delivery boys 
in our personnel our biggest asset,” Mr. Bryan pointed 
out. “Not only do they provide us with efficient serv- 
ice and consequently improved contact with customers 
in all parts of the city, but the delivery system offers 
us a chance to train our own personnel more thor- 
oughly than under almost any other method.” 

Bryan's delivery permits ten minute service in any 
part of the city. The store stresses this point particu- 
larly, and considers it one of the key promotional items 
in building up business. 

But more than this, the boys, together with the other 
members of the store’s personnel, are trained to be 
salesmen while on the job. “We pay the best salaries 
possible to delivery boys,” Mr. Bryan said. “This gives 
us a wide choice in the boys taken on, and we are able 
to get those with the best salesmanship possibilities.” 

Further inducement to the boys, as well as an added 
advantage to the store, is the use of the delivery per- 
sonnel on the floor when orders are not being deliv- 
ered. “We have been busy enough this year so that 
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the boys have had most of their time well taken by 
deliveries,” Mr. Bryan said. “But when they do have 
time between errands, we put them right on the floor 
and begin their training as salesmen.”—BART 
———_>——_———_ 
CARLISLE STATIONERY SUGGESTIONS 


An impressive halftone of the store front of A. Car- 
lisle & Company, Upham & Rutledge, San Francisco, 
required a full page to do justice to the establishment 
of that commercial stationery house in its newsy pub- 
lication. San Franciscans are fortunate to have sta- 
tioners of the Carlisle calibre, and an advertising de- 
partment that can play up the advantages of an attrac- 
tive establishment, which has a branch on the eleventh 
floor of the Russ building. 


- i 
DWYER RESIGNS PRESIDENCY OF 0.A.M. 
ASSOCIATION 


John B. Dwyer, who recently joined the staff of Acco 
Products, Inc., after four years as Pittsburgh manager 
for the F. S. Webster Company, has resigned as presi- 
dent of the Pittsburgh Office Appliance Managers As- 
sociation. 

Mr. Dwyer relinquished the gavel at a meeting of 
the organization held on July 31 to Vice-president W. 
H. Randall, Shaw-Walker Company, who will finish 
out the remainder of the year as president. 

In resigning Mr. Dwyer explained that in assuming 
his new duties he will be unable to remain as head of 
the association although he plans to retain his mem- 
bership as long as he is assigned to Pittsburgh. 


——————— 
HEADED FOR CHICAGO! 


Oklahoma City, stationers planning to attend the 
National stationers convention at Chicago this month 
are Frank M. Hughes and Welton D. Cook, of the Stand- 
ard Office Supply Company; J. L. Wren and W. S. Plant, 
Western Bank and Office Supply Company; M. B. 
Mayer, of Shiff-Mayer Company; Charles H. Wigger, of 
Wigger’s Inc.; and Clarence E. Page and W. T. Mar- 
tin, of Clarence E. Page Inc.—EVH 

on 
REMINGTON RAND PROMOTES ADAMS 


F. D. Adams, for several years one of the leading 
salesmen of Remington Rand, Inc., last month was 
appointed manager of the company’s New York sup- 
plies department. 

Mr. Adams, who has been actively associated with 
the department which he now heads, is one of the best 
informed men in the industry on the typewriter rib- 
bon, carbon and paper business. While he was a sales- 
man of supplies his territory included the important 
financial, industrial, shipping and export sections of 
the city. 

Since joining Remington Rand Mr. Adams has been 
an active member of the Metrem Club, an association 
of Remington typewriter salesmen, and is at present a 
director of the organization. 


——— 
CAMERON TO REPRESENT STURGIS 


Cal. Cameron has been appointed Eastern Represent- 
ative of the Sturgis Posture Chair Company, head- 
quarters 155 Leonard street, New York. Will contact 
dealers in New York state, Maryland, Virginia, and 
Northern counties in New Jersey and Western Pennsyl- 
vania. Mr. Cameron will keep warehouse stock for 
quick service to dealers. 
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H. T. Griswold, Sanford Mfg. Co., General Chairman of the Chicago Convention 
Committee, Surrounded by Committee Members: 


Outer circle, left to right: 

George Cormack, Wilson-Jones Co., Chairman, Enter- 
tainment Program Committee; 

Evan Johnson, Office Appliances, Publicity Commit- 
tee; 

Geo. J. Aigner, Geo. J. Aigner Co., Reception Com- 
mittee; 

M. E. Roberts, A. B. Dick Co., Finance & Budget Com- 
mittee; 

Jack Gram, J. L. Hanson Co., Reception Committee; 

George Herrmann, Heyer Corp., Reception Commit- 
tee; 

C. N. Cahill, Autopoint Co., Publicity Committee; 

Harry Chumley, Woodworth’s Bookstore, Registration 
Committee; 

Mrs. Karl E. Castle, Chairman, Ladies’ Entertainment 
Committee; 

E. R. Hooper, Stuart-Hooper & Co., Reception Com- 
mittee; 

Frank Mashek, Frank Mashek & Co., Reception Com- 
mittee; 

Harry Balch, Quality Park Envelope Co., Golf Com- 
mittee; 

R. B. Vail, Vail Mfg. Co., Chairman, Registration 
Committee; 

A. R. Skibbe, Associated Stationers Supply Co., Chair- 
man, Business Program Committee; 

Eldon Just, Just & Son, Reception Committee; 


E. E. Long, Horder’s Inc., Golf Committee. 
Inner circle, left to right: 


S. E. Collins, Automatic Pencil Sharpener Co., Pub 
licity Committee; 

F. A. Lang, Triner Scale & Mfg. Co., Reception Com- 
mittee ; 

Fred Tracht, University of Chicago Bookstore, Regis- 
tration Committee; 

W. J. Boyd, Acco Products, Inc., Golf Committee; 

Cc. C. Carpenter, Edgewater Paper Co., Chairman, 
Hotel Accommodations Committee; 
‘ E. G. Harpold, J. L. Hanson Co., Reception Commit- 
ee; 

G. O. Stevens, Stevens Maloney & Co., Chairman, 
Exhibit Committee; 

H. L. Fellowes, Bankers Box Co., Chairman, Publicity 
Committee; 

F. P. Seymour, Horder’s Inc., Chairman, Finance & 
Budget Committee; 

L. E. Hooker, Commercial Furniture Co., Reception 
Committee; 

J. R. Swift, Superior Type Co., Reception Committee; 

Carl Priesing, The Wahl Co., Publicity Committee; 

Oscar Modine, Marshall-Jackson Co., Registration 
Committee; 

R. P. Carpenter, Sanford Mfg. Co., Chairman, Golf 
Committee. 
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OFFICE OF THE MAYOR 
CITY OF CHICAGO 


August 18, 1936 


Members of the National Stationers’ Association: 


As Mayor of the City of Chicago, it gives me 
real pleasure to welcome you to our city for your 
thirty-first annual convention. In behalf of our 
citizens, I want to extend to you all, personally, a 
cordial greeting and the wish that your convention 
may meet with a full measure of success. 


Chicago is a great business center—here you 
will find representative products of every line of 
human endeavor. We are proud to list stationery 
and office equipment as one of our major lines. 
This field is tremendously important because it is 
the basis and the foundation on which every busi- 
ness is conducted. 


In greeting you, therefore, we realize that we are 
talking to men and women who are contributing 
in generous fashion to the advancement of all in- 
dustry. May your conferences imbue you all with 
a renewed determination to make the coming year 
the most outstanding year of advancement in the 
history of the association. 


We hope that you will have time to visit Chi- 
cago’s many places of interest—we want you to 
know us and to feel comfortable and at home. 
May your stay in Chicago be so enjoyable that 
you will return again and again. 


EDWARD J. KELLY 


MAYOR 


What Have YOU Decided 


About the N.S.A. Convention? 


Final Invitation—3lst Annual Convention of The 


National Stationers Association 


You know the date and place—the 31st Annual Convention of The National Sta- 
tioners Association will be held at the Palmer House, Chicago, September 21, 22, 
23, 24. This convenient location is accessible by every mode of transportation. 


There will be a program—and discussions—sponsored by members of the asso- 





ciation whose experience and achievements merit the attention of every member of 
the trade. The subjects to be covered are the vital problems stationers face—the 
solution of which means better business and improved profits. 

There will be exhibits—opportunity for every visitor and delegate to inspect the 
newest products—advance showings of fall and winter lines. Complete lines will 
be shown. Inspection of sales helps can be made. You can meet and talk with 
the manufacturers whose goods you sell. Fall and winter campaigns can be outlined. 

Instructive also will be the exhibits marking “Five Centuries of Progress.” What 
has been done is always the best guide to what must and can be done. The vast 
growth of the stationery trade during the past centuries—and particularly during 
the lifetime of present members—points to a propitious future. Effort made the past. 
Effort will make the future. For those willing to pay the price—effort—progress 
is sure. 

There is to be entertainment—for both men and women. Official entertainment 
is in the hands of able committees. As a sideline, Chicago offers a thousand diver- 
sions. While the convention and its purposes come first, odd hours, nevertheless, 
can be filled to the full with recreational and cultural enjoyments that will prove 
to be long remembered. 

Already this 31st Annual Convention is an assured success. Never have there been 
so many exhibitors—so great a showing of trade lines. Never has greater interest 
been shown in trade problems—in answering the question how to make the sta- 
tionery store competent to meet its opportunities. Programs published elsewhere 
promise days of value—ideas, methods, plans, suggestions—that everyone can use 
with profit, apply directly in their own business. Reservations are far in excess of 
any previous year. 

Friendliness is an avowed keynote. Above all, say those in official charge, this is 
to be a friendly convention. You and yours will be aided in every way to get full 
value from the convention and to see Chicago. 

You may, of course, already have decided to attend the convention. In that you 
are to be congratulated. If you have not so decided, this final invitation is for you 
personally. Decide now. Whether your primary purpose be a vacation, a buying 
trip, or just a look around to see what’s going on—you will find this 31st Annual 
Convention its own pay check. Our invitation to you is cordial and extends to every 
one of your family and friends you wish to bring along. 

Sincerely yours, 


CHICAGO CONVENTION GENERAL COMMITTEE, 
H. T. Griswold, Chairman. 
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Program of the Thirty-First Annual 
Convention of the National 
Stationers Association 


The Program is Subject to Additions and Corrections 
Prior to the Convention 


SUNDAY, SEPTEMBER 20, 1936— 
Registration from 2:00 P.M. to 5:00 P.M. 

10:30 A.M.—Meeting of Executive Committee, Conven- 
tion Headquarters, President B. J. Bris- 
toll, presiding. 

2:00 P.M.—Meeting of Board of Control, Convention 


Headquarters, President B. J. Bristoll, 


presiding. 
MONDAY, SEPTEMBER 21, 1936— 
Registration from 9:00 A.M. to 5:00 P.M. 
10:00 A.M.—Round Table Meetings: 


Local Associations—Harold J. Hampton, 


Indianapolis Office Supply Co., Indian- 
apolis, Ind., presiding. 

Fair Trade Acts—Edward H. Wobber, Wob- 
ber’s, Inc., San Francisco, Calif., pre- 
siding. 

Wholesalers Division—Chairman to be an- 
nounced. 

Field Division—Paul W. Cheney, Vice- 
President Field Division, presiding. 


Meetings 

Distributors Committee on Business Furni- 
ture, Equipment and Filing Supplies 
Chairman Herman Cast, Western Litho- 
graph Co., Wichita, Kans., presiding. 

Distributors Committee on Loose Leaf and 
Blank Books — Chairman Arthur J. 
Walker, Farnham Stationery & School 
Supply Co., Minneapolis, Minn., pre- 
siding. 

Sales Managers Division—Chairman Harry 
G. Tehan, presiding. 

District No. 6—Governor Leo J. Blied, Blied 
Office Supplies, Madison, Wis., presiding. 

District No. 8—Governor Fred W. Downs, 
Downs-Randolph, Tulsa, Okla., presid- 
ing. 

Resolutions Committee. 

MONDAY AFTERNOON 

1:00 P.M.—Convention called to order by C. P. Garvin, 
General Manager, The National Sta- 
tioners Association. 

Presentation of gavel to B. J. Bristoll, Pres- 
ident The National Stationers Associa- 
tion, who will preside over session. 

Appointment of Sergeant at Arms. 

Invocation by Reverend Albert Buckner 
Coe, Pastor of First Congregational 
Church, Oak Park, Ill. 

Address of Welcome. 

Response to Address of Welcome. 

Naming of Convention Committees. 
Steering Committee. 


Budget Committee. 
Resolutions Committee. 
Nominations Committee. 
Credentials Committee. 
Necrology Committee. 

Report of President, B. J. Bristoll, Koch 
Bros., Des Moines, Iowa. 

Roll Call of Governors and Executive Com- 
mittee. 

Address by Otto Eisenlohr, The Dorsey Co., 
Dallas, Texas—“Teamwork.” 

Report of Treasurer, William E. Stockett, 
Jr., Stockett-Fiske Co., Inc., Washington, 
D. C. 

Report of Auditor, ‘Woodson P. Waddy, 
Everett Waddey Co., Richmond, Va. 

Key Note Address—Charles P. Garvin. 


3:30 P.M.—Grand Formal Opening Five Centuries of 


Progress Exposition by B. J. Bristoll, 
President. 


MONDAY EVENING— 


7:30 P.M.— 
8:00 P.M. 


8:30 P.M. 


9:00 P.M.— 


8:00 A.M.— 


Chicago Night for all registered at Con- 
vention. This entertainment is the con- 
tribution of the Chicago group of sta- 
tioners and manufacturers and is their 
welcome to the visitors and delegates 
from all over the country. 

Dinner in Grand Ballroom. 

Sinclair Orchestra with popular music. 
Community Singing. 


-The Morin Sisters in a group of novelty 


numbers followed by another group of 
musical numbers by the Sinclair Or- 
chestra. 

Gus Van and his Sinclair Minstrels in cos- 
tume will parade through the audience 
and up to the stage where they will pre- 
sent a minstrel show. The Morin Sisters 
will again appear in another group of 
numbers. This group of numbers will be 
followed by the Gus Van Variety Show 
during which the various members of 
the cast will come out in white face and 
do their specialties. The show will ter- 
minate at approximately 10:30 P.M. 
Music will continue until midnight for 
dancing. Entertainment is top notch 
since not only the orchestra, but the 
Sinclair Minstrels are nationally known 
and are tops in their line. Chicago 
Night is to be a great night. 


TUESDAY, SEPTEMBER 22, 1936— 


Presidential Breakfast to Governors and 
Officers, President B. J. Bristoll, pre- 
siding. 

(Turn to page 75, please) 





With a turn of the page you will enter that part of this 
special section in which manufacturers in the station- 
ery trade invite you to come to Chicago September 21st 
to 24th, which will be made an important week in the 
history of the trade by the National Stationers Associa- 
tion convention. 


In this group of impressive advertisements the manu- 
facturers bring their respective lines to your attention. 
In several of them are a number of special things which 
make careful inspection of the pages well worth while. 


These manufacturers will be happy to receive visiting 
members of the trade at their offices or to meet by 
appointment at the visitors’ convenience at their hotels. 


Ace Fastener Corporation . . . . . « 3415 North Ashland Avenue - « « «+ Lakeview 2400 
Acme Card System Company . . 8South Michigan Avenue . . . . . Franklin 0170 
Adams Manufacturing Company, Neary T. . 8561 South Chicago Avenue. . . . .« Saginaw 2978 
Aigner Company,G.J. . . 503 South Jefferson Street. . . . . « Wabash 3881 
American Automatic Electric Sales Company 1033 West Van Buren Street . « « «+ Haymarket 4300 
Autocopy, Incorporated . . 466 West Superior Street . . . . . « Superior 6407 
Automatic Pencil Sharpener Manufactastie 

Company. . - «+ «© « « « « « S8&East Washington Street. . . . . «~ Randolph 4612 
Autopoint Company - «+ « « « « « « 1801 West Foster Avenue. . . . . « Longbeach 3200 
Bankers Box Company, Inc. . . .« 536 South Clark Street. . . . . . « Harrison 2604 
Bankers & Merchants Stamp W athe Inc. . « 3223 No. Sheffield Avenue . . . . . Bittersweet 6234 
Barkley & Company,C.L. . . «. « « « 517 South Jefferson Street. . . . . «. Wabash 7840 
Borg, George W., Corporation . . »« 469 East Ohio Street . . . . . . « Whitehall 4924 
*Central Desk Manuiac turing Company . « 454 North Armour Street . - « « « Monroe 0614 
Clemco Desk Manufacturing Company . . 4401 West North Avenue. . . . . «. Spalding 0041 
Cleveland Container Company. . . . «. 205 West Wacker Drive . . . . . « Randolph 3820 
Codo Manufacturing Corporation . . . «. 216 West Jackson Bouleward. . . . . State 0149 
*Dick Company, A.B. . . . . «. « « 720 West Jackson Boulevard. . . . . Monroe 7460 
Ditto Inc . . « « « « 2243 West Harrison Street . . . . . Seeley 7400 
Doppelt & Camgany, c harles - « « « «+ 412 North Orleans Street. . . « «+ Superior 3251 
Dorson Time Instruments Company . . . 605 West Washington Boulev ard . « « Haymarket 3400 
Dunham-Watson Company . . . . . « 644South Clark Street. . . . « « Harrison 5859 
Gaylo Manufacturing Company . « « « 820 North Michigan Avenue. . . . . Superior 3235 
Hanson Scale Company . . . . . . « 525 North AdaStreet . . . . . . «. Monroe 6585 
*Heyer Corporation . - « « «+ « 9O1 West Jackson Boulevard. . . . . Haymarket 7523 
Ideal School Supply Comgany - « «+ « « 8316 South Birkoff Avenue . . . . . Triangle 8151 
Imperial Methods Company. . . . . « 750 Circle Avenue, Forest Park . . . «~. Austin 2152 
Ink Specialties Company. . . « « 515 Laflin Street . o © «© «© + 66 Meee C6es 
International Typewriter Exc henge . « « 231 West Monroe Street » @. &» 26 to 6 ee 
Johnson Chair Company. . . . «. « « 4401 West North Awenue. . . . . . Spaulding 7400 
Landgraf,Inc., Joseph. . . . . «. «. « 255 East 95th Sereet . o « « « « Peliianen 8606 
Marber Company . . . . . . «. « « 20 East Jackson Sentoverd o © @ = 6 ae 
Markilo Company. . . . . . . « « 936 West 63rd Street . . - « « « Englewood 2206 
Mashek Company, Frank - « « « « « 1914.N, Milwaukee Avenue. . . . . Armitage 1914 
Meilicke Systems Inc.. . . . «. «. « »« 3466 North Clark Street. . . . . . Bittersweet 3730 
Melind Company, Louis . . . . . «. « 362 West Chicago Avenue . .. . . Superior 1811 
Meyer & Wenthe . . . » 30 South Jefferson Street . . . . . «. Monroe 1363 
Nagel-Chase Manufactusine Comeany . « 2813 North Ashland Avenue - « « «+ Lakeview 7825 
National Brief Case Manufacturing Company 512 South Peoria Street . . . . . «. Haymarket 2526 
Peerless Products Company . . . . . « 200 North Jefferson Street . . . . «. Haymarket 2972 
Pelouze Manufacturing Company . . . « 232 East Ohio Street © + «© « «© « « Superior 6282 
Perfect Peerless Calendar Company . « « 219South Dearborn Street . . . . . Webster 2029 
Pruitt Incorporated ° ° . « « « 172 North La Salle Street. . . . . « Franklin 5234 
Quality Park Envelope Company : . 222 West North Bank Drive. . . . «. Superior 7984 
Reliable Typewriter & —s Mac shine 

Corporation . . . 303 West Monroe Street . . . . «. « Central 2787 
Replogle Globes Inc. . . . . «. « « « 168 North Clinton Street. . . . . « Franklin 4085 
Rockwell-Barnes Company . . . . . «. 1511 West 38th Street . . . . «. . « Virginia 0310 
Roosen Company,H.D.. . . . 621 South Clark Street > 6¢ & © woe Bee 
Sherman-Manson Manufacturing Company . 621 South Kolmar Avenue . . « « Nevada 0406 
Shipman-Ward Manufacturing Company. . 4401 North Ravenswood Avenue - « «+ Longbeach 3242 
Smith & Company, Bradner - « « « « 333 South Des Plaines Street. . . . . Monroe 7370 
Speed-O-Print Corporation . . . . «. « 180 West Washington Street . . . . «. Dearborn 1686 
Stark Calendars,Inc. . . . .» 203 South Dearborn Street . . . . «. Webster 3402 
Stein Bros. Manufacturing Company, Inc. . 564 West Adams Street. - «+ «+ State 4278 
Superior Type Company, The . . . . « 3940 North Ravenswood Avenue . « «+ Wellington 3077 
Triner Scale & Manufacturing Company . 2716 West 21st Street . . . . « « « Lawndale 2622 
Vail Manufacturing Company . . . . . 1752 East 75th Street . . . . «. « « Hyde Park 1944 
Wiggins Company, The John B. . . «. « 1157 West Fullerton Avenue - + « « Mohawk 0875 
Wilson-Jones Company . . . . . «. « 3300 West Franklin Boulevard . . . . Van Buren 7400 
Wonder Lock Company . . . . . «. « 53 West Jackson Bouleward . . . . . Harrison 4032 


* Chicago manufacturers whose advertisements appear in this issue 
outside of the special Chicago section. 
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GRANT PARK...CHICAGO 


LEGEND 


View of Buckingham Fountain in 
full play. Vari-colored lights make 
the night scene one of marvelous 
beauty. In the background is the 
Chicago skyline. Additional attrac- 
tions in Grant Park. facing the 
famous Chicago Loop District, are 
the Art Institute, Marshall Field 
Museum, Shedd Aquarium, Adler 
Planetarium, Soldiers’ Field. En- 
trance to Grant Park is only one 
block from the Palmer House. 
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Invites You to Chicago 


You are coming to Chicago — the 3lst Annual N. S. A. Conven- 
tion. The convention officials have invited you. The Bankers Box 
Company also invites you — Booth No. 9. We want to meet you, to 
extend to you sincere greetings. While at the convention. we ask 
you to make the facilities of our booth your own. When you find 
time, we want to talk over your selling problems. Only company 
executives will be in attendance at the booth. We have nothing 
to sell you except ideas to help you sell more and increase profits. 
It may be that we can pass along some ideas to you that will actu- 
ally prove to be pay dirt. At least, you will enjoy examining our 
display of selling ideas — gathered from careful study of dealers’ 
sales methods from coast to coast. Our interests are mutual. We 
are anxious to prove our friendship and where possible improve 


our cooperation. 


Be sure — at Booth No. 9—to drop in for a while and have a chair. If any of 
your salesmen plan to visit the convention, bring them with you. It is our 


purpose, every day at the convention, to be at your service. 


BANhRERS BOX COMPANY 


996-558 SOUTH CLARK STREET ¢ CHICAGO, ILLINOIS 


ESTABLISHED 1918 














A MODERN PLANT SMALL ITEMS BUILT 


It is with a pardonable glow of pride that Vail Manufacturing Com- 
pany announces that its new plant is now completed and ready to 
serve the trade with traditional Vail efficiency and quality Vail 


Products. 


Little things . . . paper clips, pins, thumb tacks, staples and brass 
fasteners . . . made just a little better than the ordinary kind .. . 
have helped build this splendid modern plant. 


Just a little more thoughtfulness in helping Vail dealers market Vail 
products ... the small but important difference between Quality and 
mediocrity that distinguishes Vail products . . . form the foundation 
on which has been reared, through years of service, the new industrial 


edifice just completed. 


Equipped throughout with the latest machinery and manned by arti- 
sans to whom quality means better workmanship combined with better 


A Cerdial Invitation 
is extended te all stationers 
while in Chieage for the NSA 
Convention, Sept. 21-24 to visit 
and inspect our new, up-te-date 
plant. 


raw materials, the new plant will enable us to enlarge our scope of 
usefulness to our old friends and new customers. 


100% Dealer co-operation, 100% quality products, 100% Service have 
made the Vail Line a BUYword with stationers. Why not let these 
important factors work for your profit? Write for full particulars 


..- NOW! 
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VAIL MANUFACTURING COMPANY 


900 East 95th Street Chicago, Illinois 

















CONVENTION VISITORS 
AT CHICAGO 


YOU ARE ESPECIALLY INVITED, WHILE 
AT THE CONVENTION, TO VISIT OUR 
FACTORY SHOW ROOMS—SEE THE 
LATEST AND BEST IN OFFICE FURNI- 
TURE—GET FIRST HAND INFORMATION 
ON THE FALL TRENDS—WE WILL KEEP 
OPEN HOUSE TO ALL DEALERS WHO 
ATTEND THIS CONVENTION 


JOHNSON CHAIR CO. 
CLEMCO DESK MFG. CO. 


4401 WEST NORTH AVE. 
CHICAGO, ILL. 














7400 


17401 
Phones SPAulding ) 7402 


COR. GRAND AND NORTH AVE. 0041 
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TRIMMING BOARDS 





The accepted board for use in office, 
factory and shipping room. Cuts 
paper, cardboard, light metals, ete. 


& Sizes 
Manufactured Only By 
Ideal School Supply Co. 


8316-46 Birkhoff Avenue 
Chicage, Hl. 














IN FILING os 


SUPPLIES 


@ Is to consistently display a kecn 
interest in your customers’ Filing 
systems. 

To aid in this movement we offer 
our latest Catalog containing sales 
suggestions, data, and information 
on a broad range of filing neces- 
sities. V2 
@ Secondly, by offering merchan- 
dise manufactured under controlled 
standards to insure lasting satisfac- 
tion to the most exacting filing de- 









































partment. 
WRITE NOW ... For this new FILING SUP- 
PLY CATALOG No. 736 and your copy will 
be sent promptly. 
C. L. BARKLEY & CO. 
ESTABLISHED 1921 


cManufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL. 





(The Program—Continued from page 70) 
9:30 A.M.—Joint session, Grand Ballroom, President 
B. J. Bristol, presiding. 

Address—“‘The Economic Case For and 
Against Control of Price Discrimination” 
by Edwin B. George, Department of Eco- 
nomic Research, Dun & Bradstreet, Inc., 
New York City. 

Address—The Robinson-Patman Law, by 
Charles P. Garvin, General Manager of 
The National Stationers Association. 

Address—“‘The Tax Situation and Its Ef- 
fect on Merchandising” by Colonel Rob- 
ert H. Montgomery of Lybrand, Ross & 
Montgomery, New York. 

TUESDAY AFTERNOON 
1:30 P.M.—National Sales Rally, the Grand Ballroom, 
Palmer House. This is sure to be the 
largest meeting of any kind that has 
ever been held in the Commercial Sta- 
tionery and Office Outfitting Business. 
Charles P. Garvin will preside. Speakers 
include: 
Colonel M. E. Roberts, A. B. Dick Co., 
Chicago. 
Paul Buckwalter, National Blank Book 
Co., Holyoke, Mass. 
William Block, Victor Safe & Equip- 
ment Co., North Tonawanda, N. Y. 
Harold Carithers, Carithers-Wallace- 
Courtenay, Atlanta, Ga. 
Ralph Maneval, A. W. Faber, Inc., Chi- 
cago, IIl. 
And the great Selling and Merchandising 
Amateur Hour—a unique presentation of 


Sales education. At the expiration of 
the Sales Rally the meeting will move to 
the Exhibition Hall where certain fea- 
tures have been arranged—prizes, un- 
usual demonstrations and unique fea- 
tures. Exposition will remain open from 
3:30 P.M. until midnight. Admission to 
the Exposition will be by Registration 
Card or by Pass. Not open to the public. 

WEDNESDAY, SEPTEMBER 23, 1936— 

9:30 A.M.—Joint session on Management and Mer- 
chandising, Grand Ballroom, President 
B. J. Bristoll, presiding. Speakers are: 

Harry G. Horder, Horder’s, Inc., Chicago, 
Ill. “Budgeting Your Business.” 

W. Neill Stewart, Stewart Office Supply 
Co., Dallas, Texas. “Ten Years of Cost 
Research in the Commercial Stationery 
and Office Outfitting Business.” 

Charles M. Marshall, Ivan Allen-Marshall 
Co., Atlanta, Ga. “Stock Control and 
Its Value Over a Period of Years.” 

E. A. Keeling, Art Metal Construction Co., 
Jamestown, N. Y. “Steel Equipment—lIts 
Problems and Possibilities.” 

R. A. Maish, Merchandising Manager Den- 
nison Manufacturing Co., Framingham, 
Mass. “The Manufacturer and His Prob- 
lems.” 

At the end of the speaking program the 
report of the Nominating Committee will 
be received and Officers elected. 

WEDNESDAY AFTERNOON— 
1:30 P.M.—Town Hall meeting of the Distributors and 
(Turn to page 79, please) 








While Attending. the Convention of 


the NATIONAL STATIONERS ASSOCIATION 


oe Sept. 21-24.... 


. Drop in to soe us at 
THE MERCHANDISE MART (World’s Largest Building) 


It is our poliey to 
furnish better mer- 


chandise. and we are 


constantly striving to 
improve our products. 


Our latest achievement 
THE EXECUTIVE 
DESK FILE 


has Jet Black cover. 
Silver lettering. Made 


with both celluloid and 
cloth tabs. Indexed A-Z 
or 1-31. 











iss 
QUALITY PARK ENVELOPE CO. 











| 

















@ DOUBLE-TOP FILE JACKETS 


are in demand by everyone who 
has tried them. To show them is 
to sellthem. Made in letter and 
legal sizes with I’. I'4” and 2” 
expanding gussets. 


We also manufacture 


4 Cattheroid 


Wallets and File Pockets. and 
CHAMPION Clasp Envelopes. 
Both are leaders in their field. 


11-116 Merchandise Mart 


CHICAGO 
Factory at St. Paul 











Now Offers... 
A NEW TRIPLE PROFIT NUMBER 


> 


‘3 an 
4 ore ae > 
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OPENS AND CLOSES WITH 
ONE HAND 


Autopoint Postalett. 


An accurate Postage 
scale for pocket, desk 
or home use. Quickly 
weighs letters and par 
cels up to 8 Oz. Saves 
postage! Stops delays 
in mail delivery! Saves 
time! 








Autopoint Knife. Autopoint Knife-blade by “Gits” 
of highest carbon steel. Slides out through end, locks 
in any one of 4 lengths. A stroke of inventive genius 


3 MATCHLESS HOLIDAY GIFTS 
IN ONE SET ro sexi at 935° 


Here is a new outstanding sales-maker added ful suede lined gift box. A big value at the popu- 
to the famous Autopoint line to stimulate gift lar price of $3.50. Do not miss seeing this and the 


and holiday business. A gift set comprised of f ; ee : : 
three proved and tested popular items—a hand- ull Autopoint sample line at our big Double 


some, oversize Autopoint pencil with grip-tip— Booth Nos. 7 and 8 at the N. S. A. Convention, 
leads can’t wobble—An Autopoint Postalett and or send for a sample set. Also latest gift items 
a handy Autopoint Pocket Knife. All in a beauti- for the holiday trade. 


You Owe it to Yourself to Visit the 


a e 5 a a 
National Stationers’ Association Convention 
HEADQUARTERS — PALMER HOUSE, CHICAGO —SEPTEMBER 2ist TO 24th INCLUSIVE 

Here you will see all the newest, latest items and equipment of AUTOP OINT COMPAN y 


Y. g manufacturers. Brush s rs ¢ xchange ideas wi : 

leading manufacturer Brush shoulders and exch Inge ideas with the 1801 Foster Ave., Dept. OA-9, Chicago, Il. 
livest and most enterprising of your brother dealers from every part -<---—-——— oes SS ee 222 
of the U. S. A. Visit every booth—check all the materials made avail Autopoint Company—Dept. OA-9 


1801 Foster Avenue, Chicago, III. 

; é ie: — Please send me, without obligation: 

turnover! Visit the Autopoint factory! You’re bound to benefit! ( ) Sample of the Autopoint Popular Gift Set that 
retails at $3.50 

Complete information on The Full Autopoint 
Line 


able to you for increasing sales—limiting inventory and quickening 


Name 


Firm... 











Town State 











Your Ccostomers Ave Buying Acme Visible Equipment. 
Are You Selling Them? 


In many offices the sales opportunity for Acme Visible Records exceeds that 
of all other office equipment. All businesses, large and small, need visible 
equipment on their records and most of them have come to recognize this 
need. 


(re you in a position to further such sales opportunities—turning them 
into orders? 


Business is moving at too fast a pace nowadays for ordinary record keep- 
ing methods. The Visible Equipment selected must be suited to meet the 
conditions. In the Acme line, there are 10 divisions which have been 
developed over the past 20 years in cooperation with the executives of 
every type of business. One or more of these 10 divisions of Acme Visible 
Equipment is applicable to every known type of business record and the 
application of Acme to the record will multiply its value. 











Revolving stand 
for listing equipment Acme Dealers tell us they derive a greater net profit from Acme than from 
other lines requiring many times the investment. It adds prestige too, by 
reason of putting the dealer in the position of an advisor. 


See Our Display 


at the 





National Stationers 


Convention 
Booth No. 50 











Ask About Your Territory 


All dealers active in office equip- 
ment are invited to inquire about 
the Acme franchise in their local- 
ity. 


ACME 


CARD SYSTEM 
COMPAN Y 


ACME VISIBLE CARD CABINET : 8 So. Michigan Ave., Chicago 
ONE of the TEN Divisions g 





World's largest exclusive manufaclurer of Visthle Record Equipment 


HTT 


BUILT FOR LOBBIES, RECEPTION 
ROOMS, HALLS, OFFICES, CON- 
FERENCE ROOMS — WHEREVER 
LARGE GROUPS GATHER! 


Modern design—extra large capacity 
low cost; this ‘Premier’ model Ash Away 
Smoker offers an unusual combination of 
advantages wherever large groups of ciga 
ette-puffing, cigar-smoking people gather 
It has the exclusive, sturdy Ash Away dis 
penser mechanisn the air tight ash con 
tainer—and weighted base which eliminates 
tipping! It is only one of 37 unique, up 
to-date Ash Away Smoker models Writs 
today for complete information and special 
prices! 


The NAGEL-CHASE 


MANUFACTURING COMPANY 
2811 N. ASHLAND AVE., CHICAGO, ILL. 


THE WORLD'S LARGEST SMOKER MANUFACTURERS 





(The Program—cContinued from page 75) 
Wholesalers Division, Edward H. Wob- 
ber, Vice-President of the Distributors 
and Wholesalers Division of The National 
Stationers Association, presiding. Open 
only to members. 

1:30 P.M.—Manufacturers’ Town Hall Meeting, R. A. 
Maish, Vice-President Manufacturers 
Division National Stationers Association, 
presiding. Open only to member manu- 
facturers. 
WEDNESDAY NIGHT, SEPTEMBER 23, 1936— 

The 3lst Annual Banquet and 2nd Annual 
Commercial Stationers Gridiron, Grand 
Ballroom, Palmer House. Many unique 
features have been provided for the ban- 
quet, including the awarding of medals 
of merit to the various firms. A com- 
plete Gridiron and a splendid speaking 
program. The presentation of the Han- 
sell Membership Cup. 

THURSDAY, SEPTEMBER 24, 1936— 
9:30 A.M.—General session, Grand Ballroom, Presi- 
dent B. J. Bristoll, presiding. 

Reports will be received from the manu- 
facturers’ Division, the Dealer-Distribu- 
tors Division, Field Division, Budget 
Committee, Resolutions Committee, Ne- 
crology Committee and special commit- 
tees. There will be a speaking program 
to be announced later. 

THURSDAY AFTERNOON— 

The Golf Tournament will be held at 

Olympia Fields Country Club. 








Newly Improved 


‘“*GAYLO’’ 


METAL 
FOLDING CHAIR 


$425 .., 


f.o.b. Chicago 


GAYLO 


Correct Posture 
Chairs are now 
RIVETED AT ALL 
JOINTS. Made 
of heavy U- 
shaped COLD 
ROLLED STEEL. 
Chairs can be 
bolted together 
in rows, groups of 
two or more. 
ideal for 
schools, clubs, 
churches, of - 
fices, etc. 


Now finished in BAKED 
SYNTHETIC ENAMEL 


GAYLO is comfortable and rigid in its construction. It opens 

and closes quietly and quickly. Folds flat—stacks easily. 

Seat and back heavily upholstered in Spanish Leatherette. 

Rubber tipped non-skid Front Legs. Furnished in attractive 

Mahegany, Black, Green, Tan and Bone-White colors. 
BRIDGE TABLES furnished to match. 


| SALESMEN—A few vacancies open | 


GAYLO MFG. CO. 
820 NO. MICHIGAN AVE. 























CHICAGO, ILL. 





& + 


Entertainment Provided by the Ladies’ Committee 
MONDAY 

Morning—Registration. 

1:00 noon—Luncheon at Marshall Field’s Wedgewood 
room, seventh floor. 

2:30 afternoon—Fashion Show with Field’s Style Com- 
mentator. 

4:00 afternoon—tTrip through Field’s with guides for 
those interested. 


TUESDAY 
9:30 morning—Art Institute at Adams and Michigan 
Avenue. 
12:00 noon—Buses leaving Art Institute for Edgewater 
Beach Hotel. 
1:00 noon—Luncheon at Edgewater Beach Marine 
Dining Room. 
2:30 afternoon—Trip through Penthouse on Michi- 
gan Avenue and return to Palmer House 
Hotel. 
WEDNESDAY 
9:45 morning—Planetarium for 11:00, Lecture in As- 
tronomical Theater. 
12:00 noon—Buses leaving Planetarium for Woman’s 
Club, 11th and Michigan Ave. 
1:00 noon—Luncheon Chicago Woman’s Club. 
:30 afternoon—Bridge, Five Hundred, Bunco and 
Monopoly party with Door and Grand 
Prizes. 
THURSDAY 
Those interested in going to Brookfield Zoo or the 
WGN Broadcasting Station please register for them. 
Evening entertainment will be furnished by General 
Committee. 













J sae ITE FLATTENED 
Manufactured to 510K HANDLE 


W44u'te ° 
You Samp 
of lpproval” se. 


BRIDGE 





and that of your 
Custome%s 


s 
AT A PROFIT cae, ot _ 
DEEP MOLD 7 fa. a 
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Ry LOUIS MELIND COMPANY 


361 Chicago Avenue 591 Market Street 
CHICAGO, ILLINOIS SAN FRANCISCO, CAL 


Have You Received Your Copy of the 
New DOPPCRAFT Catalog? 


The new DoppCraft Catalog is now ready It shows 























many new items which every dealer should feature to 
stimulate sales. Be sure to send for your copy of the 


catalog at once. 


The disappearing handle secretary case with the many 
convenient pockets, and the flexible price book cover, 
both illustrated here, are only two of the many Dopp- 


Craft numbers. 


DoppCraft leads the parade of fashion in all types of 


SECRETARY CASE zipper and brief cases, giving you the best of workman- 
ship and materials, and building good will for dealers 
WRITE US TODAY everywhere. 





Charles Doppelt & Co. 
112 Orleans St. Chicago, Ill. 


WELCOME 


To Chicago—-Stationers—to the NS A Con- 
vention at the Palmer House, September 


21, 22, 23 and 24. 


FLEXIBLE PRICE 
BOOK COVER 


a 
















A Complete Line of Gelatine 
and Liquid Duplicators 


T has always been Ditto’s policy to furnish 

machines that will do the work required of 
them with greatest efficiency and at least cost. 
The small infrequent user needs a small inex- 
pensive duplicator. The large volume user must 
have speed, efficiency, low operating cost, 
sturdy construction and long life. 

Ditto duplicators (both gelatine and liquid 
types) make copies of anything typed, written, 
drawn or printed on forms or sheets varying in 
size and weight—without rewriting; several 
colors at once if desired; no stencil, no type, 
no carbon packing. 


Wherever copies are used or ought to be used 
Ditto saves money. Even in the small business 
this saving is important; in big businesses it 
often reaches staggering sums. Our book, 
“Copies—Their Place in Business,” tells the 
complete story—what Ditto is, what it does, 
how it can save money in your business. Write 
for a copy today. 





DITTO INCORPORATED, Chicago, Illinois 
Gentlemen: Please send me your new book, “Copies— 
Their Place in Business,” telling just what Ditto is and 
how it can help me in my business. No obligation. 






Concern 
I N Gc O R P O R A = E D Individual litle 
2291 WEST HARRISON STREET e Address 
CHICAGO, ILLINOIS City. State 

















H NU. 


Ieee is just another number to you now. But when you visit 


it at the National Stationers’ Convention, September 
21, it will assume an importance second to none. You 


will discover there the first entirely new departure in 


” 
Something. rubber type since its invention more than fifty years 


HOW ago. A departure so meritorious in its effects that it 


will widen the use of rubber type to a marked degree. 
In Booth No. 82, you will find also a display of the 
country’s finest assortment of stamp pads. Pads 
designed with an eye to past experience, present 
modernity, and future satisfaction. There will be on 


display a family of handsomely labelled, bright-capped 







ee LEE LT marking device inks, which is ne plus ultra in design 


and utility. These, and many other office accessories 


will be presented for your approval 







Rubber Stamp Inks and 
Marking Device Inks - 

Type Printing 
ber Type Date Sets - 
Laundry Marking Outfits 


IN 


BUUTH NU. de 


sate nee eine = "The Superior Type Company 


ated) CHICAGO NEW YORK SAN FRANCISCO 








Sign Markers - School Chart 
©) t Ma & 
ot 5 s Sig ota 
Racks I tir Set 


Newest 10° map — shows Ethiopia as 
claimed by Italy. Rich two-tone an- 
tiqued ivory finish. With 16-page 
booklet. Can be retailed for $1.50. 
Write for our catalogue No. 6 showing 
our complete line of sizes and styles. 








PELOUZE POSTAL SCALES 


ELF computing dials for all mail matter includ- 
ing parcel post by zones. Simply read the 


dial and affix the postage. 


Beautifully finished in Green 
or Gold Bronze. 










Leadin 
i \ Whelesale 
Wr wi , Stationers 
wt & { Distributors 
alll Bi} 
Hill © 


a 
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“National,” 4 Ibs. % 
“Columbian,"” 246 Ibs. a Se 
“Crescent,” 1 Ib. = 2 





“Victor,” 2 Ibs. 
“Victor,” 4 Ibs. 
“Commercial” 6 Ibs. 
“Mail & Express," 10 Ibs. 


“STANDARD,” 
2 Ibs. & 4 Ibs. 


REPLOGLE GLOBES INC. 


168 N. CLINTON ST. CHICAGO 
New York Representatives and Display Rooms 
HERMAN KASHINS 225 FIFTH AVE. 





NEW YORK 





Pelouze Manufacturing Company 
232-42 East Ohio Street, Chicago 


Member Wholesale Stationers Association 


Chicago—Center of the Commercial 
Stationers Trade 


ORTUNATE in geographical lo- 

cation, Chicago has risen dur- 
ing one short century from a prim- 
itive outpost of civilization to a 
great city, known the world over. 
Built up from the prairie through 
the efforts of minds and hands of 
various nationalities, Chicago is 
peculiarly an American city. Into 
her freight yards and warehouses 
come produce from all points of 
the compass—raw materials, semi- 
manufactures, finished articles. 
The fruits of the land, ores, and 
timber enter by rail, water, and 
highway, and are converted into 
usable goods—or are passed on to 
be converted elsewhere. Naturally 
the Chicagoan comes to think of 
his city as a center of operations 
that extend, as transportation de- 
velops, in all directions, to any dis- 
tance. Technically there are lim- 
its to the city, indicated on maps. 
Practically, the area involved de- 
pends on the operations of the in- 
dividuals interested. There was 
need for the coining of the term 


“Chicagoland,” or it would not 
have come into being. Chicago is 
a community of communities, and 
the Chicagoan means no offense 
when he looks on outlying towns 
as suburbs. The suburb of stream- 
lined 1936 is in principle the same 
as the suburb of the horse-and- 
buggy days. It is outside, but near 
at hand to deal with readily. Com- 
munities and areas rather remote 
from early Chicago have been 
brought close to Chicago of the 
present, and have contributed so 
significantly to its growth that 
they must be recognized as tribu- 
tary. Chicago is the focal point of 
middle-west commerce and cul- 
ture. 

Paralleling the growth of the 
city is the growth of the commer- 
cial stationers trade. A hundred 
years ago it existed in a most rudi- 
mentary form. Few could have 
anticipated the development that 
was to be realized in the ensuing 
years by either city or stationers. 
Not merely growth in size, but in 


diversification. For the present- 
day stationer carries on a business 
involving many and varied articles 
and qualities of merchandise. And 
a surprising number of the types 
of goods he handles had their ori- 
gin in the city of Chicago, or in 
the tributary areas surrounding. 

Chicago is an important link in 
a nationwide wholesale distribu- 
tion of stationery products. Here 
is located the largest wholesale 
stationery company in the United 
States, meeting the demands of 
the trade with a stock of 22,000 
items. 

Writing Machines 

The “Type-Writer” as it was so- 
berly named, was invented by 
Christopher Latham Shoiles of Mil- 
waukee in 1867. It was the first 
writing machine to achieve com- 
mercial success. In 1894, the first 
standard-size typewriter to intro- 
duce visible writing—though but 
one or two characters were visible 
at one time—was manufactured at 

(Turn to page 87, please) 

















SPECIAL DISPLAY | 
NATIONAL STATIONERS 


se CONVENTION se 
PALMER HOUSE 
CHICAGO 


ra 
SEPT. 2ist to 24th 


Ww 
for Greater Profits 


from your 


LEATHER GOODS DEPARTMENT 














be sure to see this display of . * 
modern > & 
BUSINESS hax e. 

® EVERY POPIL ho nr AND PRICE ®@ The Pence i Sha rp eC n C r 
that is always on.. 


Top of tHe 


Did you know that more than 200 manu- 


1 


























facturers of pencil sharpeners have 
come and gone? Leadership doesn’t just 
happen... it is earned. 

Today the Automatic line is on “top 
of the heap,” and it is this leadership 


that has made this Company the world’s 





We have a plan for merchandising leather largest manufacturer of Pencil Sharp- 


goods which you should know about. While : 
: : , ‘ eners. 
you are at the Convention why not drop in 


and talkitover? YOU WILL BE INTERESTED. 


STEIN BROS. MFG. CO. 
564 West Adams St. Chicago, Illinois 


We extend a cordial invitation to visit 


our Booth at the National Stationers’ As- 




















sociation Convention in Chicago. 


Automatic Pencil Sharpener Co. 
58 East Washington St., Chicago 





SEND FOR FOLDER FOR COMPLETE LINE OF 


BUSINESS CASES — APSCO AUTOMATIC PENCIL SHARPENERS 
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Typewriter Papers 





PAPER FOR 
PARTICULAR PEOPLE 


Your most exacting customers will be 
pleased with the quality of ‘‘Dictator’’ Type- 
writer Papers. Your most careful buyers 
must admit their value. 


The Dictator Line is a complete—but 
compact—group of correspondence and 
record papers. Each paper is selected for 
its adaptability to one type of use. 


It's an easy line to stock because it meets 
every office and factory need with the few- 
est possible kinds and weights. It's an easy 
line to sell because each paper is so ideally 
suited to its intended use. 


The Dictator Line is the kind of mer- 
chandise that attracts value buyers and 
creates quality traffic for your store. 


Sold Through 
Exclusive Dealers 
We'll be at the 


National Stationers’ Ass’n Convention 
Suite 2034—-Palmer House 


ROCKWELL- BARNES 


ISit WEST 38'F STREET: CHICAGO 
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DISPLAY Space 


——— No. 41 


We look forward to meet- 
ing and greeting you at the 


NATIONAL STATIONERS 
CONVENTION © Chicago 


We will have on display 
our complete line 


woe including 

ve : Tubular Edge 
Res Tabbing 
AICO 

41 Quality Indexes. 


Paes, 

pe » 

aed 

#4 AICO Desk Pads 
Raa @ 





The Aigner Catalog is indispen- 
sable to the successful stationery 
salesman. 


G-d- Holl Co 


503 S. JEFFERSON STREET 
Chicago, Illinois 















PUSH THEM-MR. DEALER! 


Butcher, Baker, Candlestick-Maker 
All are prospects for the 


SPLLDOPRINI 





Line of Rotary Stencil Duplicators 







Automatic $3950 


Hand 3) ‘)50 


Junior $ 1 } 00 

















AUTOMATIC : . 
x N mist} 74. 
MODEL | SUPPLIES 
| STENCILS 
INKS 
A full sized duplicator | poner © scene 
| 


handling any sheet from CORRECTION 


post card to legal size. FLUID 
Inside inking: accurate LETTERING 
° ° ° GUIDES 
registration, adjustable | Twn 
to thickness of stock, ART BOOKS 
speed of automatic feed SHADING 
‘ ; . = 
5000 per hour; simple PLATES 
>» . WRITING 
and efficient in opera- PLATES 
tion. One of the fastest- FULLY 
selling duplicators on GUARANTEED 








the market. 

















HAND-FEED MODEL 


Substantially built, easily operated. Full sized; 
has all modern features. Prints to very top of legal 
size sheet or posteard. Speed of hand model LOOO 


per hour. Lowest priced legal sized rotary stencil. 


JUNIOR MODEL 


Cuts operation expense and creates an entirely 
new field for profitable business. Printing surface 
534x834 in.: sheet size from postcard to 6x9!¢6 in. 


Ideal for restaurants, grocers, druggists, etc. 


Write for free dealers catalog 





We look forward to seeing YOU at the NSA Convention Sept. 21, 22, 23, 24. 
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descriptive literature. 


1033 W. Van Buren Street 





Burns 


Telephone ae s 
Felepl Brackets 


for every type of telephone. 





Telephone installations are increas- 
ing. Burns Bracket sales are going up. 
Are you ready for these new customers? 
Remember, there is a Burns Bracket 
Write for 


American Automatic 


TYPEWRITER 
RIBBON SPOOLS 


Spools and clips for Typewriters, Adding 

Machines, Addressograph Machines, Multi- 

graphs, Check Writers, Bookkeeping Ma- 

chines, etc. 

For 
Accuracy 
Neatness 
Dependability 


Specify Landgraf 
Ribbon Spools—and 
be Sure! 


FITSALL HAS PROVEN 
IN PRACTICAL USE 
NEARLY TWO YEARS 


The FITSALL offers assurance of an equalized ribbon 
feed. (No wrinkling and creasing of ribbons so com- 
monly caused by ordinary clips.) No shifting of 
ribbon from side to side—an accurate start and al- 
ways a smooth even feed. When ordering Addresso- 
graph ribbons, ask for the FITSALL to be attached. 
Furnished by reliable manufacturers from Coast to 
Coast at no extra cost. 





The FITSALL 


Addressograph 
RIBBON CLIP 


Further information gladly furnished on the **Fitsall” 


Electric Sales Company 








(Chicago — Center of Stationery 
Trade—Continued from page 83) 
Woodstock, Ill., with general offices 
maintained by the producer in 
Chicago. The machine was well 
received, and achieved a wide dis- 
tribution. It was deprived of its 
market by machines with the full 
line visible, introduced by another 
company, a feature which revolu- 
tionized typewriter construction 
throughout: the world. Another 
manufacturer, however, at Wood- 
stock and Chicago, developed a 
machine which is of the full-vis- 
ible-writing type. It has gained a 
prominent place in the home and 
foreign markets. 

Attempts to perfect and market 
a portable typewriter here were 
made early. More than forty years 
ago a machine called the Chicago 
typewriter was produced. Subse- 
quently one or two other light 
models came out. None achieved 
any permanent practical signifi- 
cance. 

Having demonstrated the pio- 
neer spirit in its interest in the 
earlier typewriters, Chicago has 
carried on in modern times. One 
of the automatic typing machines, 
operating on the piano-roll prin- 


ciple, was developed a few years 
ago in Chicago. 

Chicago had at an early date 
facilities for rebuilding typewrit- 
ers, and the thoroughness with 
which the pioneers in this field did 
their work set a standard for type- 
writer rebuilding generally. The 
Chicago mechanics made rebuilt 
typewriters into machines repre- 
senting real value; their high 
standards of workmanship met the 
approval of national and local or- 
ganizations of typewriter men, and 
were adopted finally in the formu- 
lation of the definition of the term 
“rebuilt typewriter” accepted by 
the Federal Trade Commission at 
the suggestion of the National As- 
sociation of Typewriter Dealers. 

Chicago organizations which 
started rebuilding typewriters 
many years ago are still flourish- 
ing. The development of new ma- 
chinery and processing has done 
much to establish uniform prac- 
tices and values in this field. 
Naturally enough, Chicago is a 
logical source of supply for re- 
builders of typewriters. Two or 
three firms located in the city send 
tools, parts, and supplies to com- 
panies and individuals active in 


or other Ribbon spools without obligation. 


JOSEPH LANDGRAF, Inc. %8&8S “itt 


repairing or rebuilding typewriters 

in various parts of the world. 

Portable Adding and Calculating 
Machine Invented 

Nearly half a century ago, a 
Chicago inventor was granted a 
patent on what proved to be the 
first portable adding and calculat- 
ing machine to make a place for 
itself on the market. Although 
various modifications have been 
made in it since its birth in 1887, 
its essential characteristics remain 
unchanged. This machine was un- 
challenged by competition for 
twenty years. Then a new model, 
also portable, at another price, 
made its appearance. 

Many years back a calculator de- 
signed on a drum arrangement 
was offered to the market by a 
Chicago interest. Its principle was 
radically different from that of the 
machine calculators. A number of 
systems have been worked out, 
employing cards, which are said to 
be speedy and accurate in solving 
formal mathematical problems. 
The idea that originally took its 
shape in the drum arrangement 
mentioned evolved into a series of 
desk tabular arrangements, not 

(Turn to page 93, please) 
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Acco Products, Inc., Long Island, N. Y., Booth No. 42 

Ace Fastener Corporation, Chicago, Booth No. 66 

Acme Card System Co., Chicago, Booth No. 50 

Aigner, G. J., Co., Chicago, Booth No. 41 

Artility Metal Products, Inc., Elkhart, Ind., Booth No. 71 (Not 
listed in the chart above) 

Art Metal Construction Co., Jamestown, N. Y., Booth Nos. 30 
and 31 

Automatic Pencil Sharpener Co., Chicago, Booth No. 67 

Autopoint Co., Chicago, Booth Nos. 7 and 8 

Bankers Box Co., Chicago, Booth No. 9 

Bates Mfz. Co.. New York, Booth No. 40 

Binders Board Mfrs. Assoc... New York, Booth No. 23 

Boorum & Pease Co., Brooklyn, N. Y., Booth Nos. 83 and 84 

Columbia Ribbon & Carbon Co., Glen Cove, L. L. Booth No. 62 

Columbian Art Works, Milwaukee, Wis... Booth No. 64 

Conklin Pen Co., Toledo, Ohio, Booth No. 70 

Defiance Sales Corp., New York, Booth No. 53 

Dennison Mfg. Co. Chicago, Booth No. 51 
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Dick, A. B.. Co., Chicago, Booth Nos. 10, 11, 12 
Diebold Safe & Lock Co., Canton, O., Booth No. 72 
Do/More Chair Co., Elkhart, Ind., Booth No. 71 
Downey, C. L., Co. Cincinnati, Ohio, Booth Nos. 
Eaton Paper Corp., Pittsfield, Mass., Booth No. 43 
Esterbrook Steel Pen Mfg. Co.. Camden, N. J... Booth No. 65 
Everready Calendar Mfg. Co., Jersey City, N. J.. Booth No. 61 
Faber, A. W., Inec.. Newark, N. J.. Booth No. 25 
Fibroin Stencil Corp. Jacksonville, Fla.. Booth No. 86 
General Fireproofing Co.. Youngstown, O., Booth Nos. 75, 76, 77 
Globe-Wernicke Co. Cincinnati, O., Booth No. 6 
Gregg Publishing Co., New York, Booth No. 54 
Hanson, J. L., Co., Chicago, Booth No. 26 
Harter Corp., Sturgis, Mich., Booth No. 17 
chart above) 
Heyer Corp., Chicago, Booth Nos. 45 and 46 
Higgins, Chas. M., & Co., Brooklyn, N. Y.. Booth No. 73 
Hunt, C. Howard, Pen Co., Camden, N. J., Booth No. 60 
Kahn, David, Inc., North Bergen, N. J., Booth No. 55 


78 and 79 
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ON 


“TLLC? HONS 





GO, ILL.5EF 


—J 


Mark 
Mash. 
MeMi 
Moor 
Natio 
Neva- 
Niaga 
Oakvi 
Parke 
Peerle 
Pelou: 
Rite-R 
Rotosy 
Royal 
Sainbe 
Sanfor 
Seript 
Senghi 
Ne 


KRS ASSOCIATION 


a 


.MISTRATION 


L.SEPT. 21to 24, 


—d —————— — it y= 











1936. 
~ 





s€@vice Office 





I9 


Spencerian 


aes Wah oS 
d 
ok l6 
Pelouze Victor | 
Is [5 
“Washek Victor 


I4 


Sanford 


U 


ATRANCE 


McMillan 


FICE EQUIPMENT BUSINESS 


FIVE CENTURIES OF VROERESS ~ 














1D | 


6 5 


} 
4 
+> 


10 - me 
| Giobe . RiteRite 
[ | Wernicke wv Ry 
oe ae =. t 40 N.S.A. 
— a : 
8 ‘ “i c 8 ExwIGITS 
Ac BooTHs=- 9-o° x 10-0 24 
CACLPT WHEAL NOTED aa ) —_ 4 
nso Faber Parker Bankers Autopoint T- qaie { 
~ Ox 
24|/9|81/ 7 6 ge | 84 4 
Peerless 
m6 hae Rotospeed Key 
— | a 


Lae 

















|Binders A.8.Dick 


ao | 
































20| | 13 4 
Steel Telienitill = 
Wabash A.3.Dick tein Bros Ye Olde Tyme Stacyonere 
fi o™ a 5 | VISIT THE MUSEUM 
Whiting- A.5.Dick ane a SEE THE OLD AND NEW 
all | | ; 
C ~—_ 









































Markwell Mfg. Co., New York, Booth No. 85 

Mashek, Frank, & Co., Chicago, Booth No. 19 

MeMillan Co., Chicago, Booth Nos. 1. and 2 

Moore Push Pin Co., Philadelphia, Pa., Booth No. 69 

National Blank Book Co., Holyoke, Mass., Booth No. 33 

Neva-Clog Products, Inc., Bridgeport, Conn. Booth No. 59 

Niagara Duplicator Co., San Francisco, Booth No. 87 

Oakville Co., Oakville, Conn., Booth No. 63 

Parker Pen Co., Janesville, Wis., Booth No. 24 

Peerless Key Co., Inc., Newark, N. J., Booth No. 89 

Pelouze Mfg. Co., Chicago, Booth No. 18 

Rite-Rite Mfg. Co.. Chicago, Booth No. 90 

Rotospeed Co., Dayton, O., Booth No. 88 

Royal Typewriter Co.. New York, Booth No. 35 

Sainberg & Co., New York, Booth No. 74 

Sanford Mfg. Co., Chicago, Booth No. 13 

Seripto Mfg. Co., Atlanta, Ga., Booth 29 

Sengbusch Self-Closing Inkstand Co., Milwaukee, Wis. 
No. 32 


300th 


Sheaffer, W. A., Pen Co., Fort Madison, Ia., Booth No. 4 

Spencerian Pen Co., New York, Booth No. 20 

Stafford, S. S., Inc... New York, Booth No. 44 

Stationers Guild of America, Philadelphia, Pa., Booth No. 34 

Stationers Loose Leaf Co., Milwaukee, Wis., Booth Nos. 56, 57, 58 

Stein Bros. Mfg. Co., Chicago, Booth No. 5 

Superior Type Co., Chicago, Booth No. 82 

Trussell Mfg. Co., Poughkeepsie, N. Y., Booth No. 27 

Vail Mfg. Co., Chicago, Booth No. 52 

Victor Safe & Equipment Co., North Tonawanda, N. Y., Booth 
Nos. 14 and 15 

Wabash Cabinet Co., Wabash, Ind., Booth No. 21 

Wahl, The, Co., Chicago, Booth No. 16 

Waterman, L. E., Co., New York, Booth No. 39 

Webster, F. S., Co., Cambridge, Mass., Booth No. 3 

Weeks, Frank A., Mfg. Co., New York, Booth No. 28 

Weis Mfg. Co., Monroe, Mich., Booth No. 68 

Wilson-Jones Co., Chicago, Booth Nos. 80 and 81 

Whiting Plover Paper Co., Stevens Poimt, Wis., Booth No. 22 















STAPLING MACHINES 
al We N.S.A. 


Convention in Ghicago 


Seng to the big trade gathering in Chicago 
this month . . . Draw inspiration from the 
vivid portrayal of Five Centuries of Progress in 
the Stationery Business .. . See the old, the new, 
and the newest in office appliances . . . Meet the 
men that are making history in their fields of en- 
deavor today and whose vision will blaze new 
trails to still greater achievements in the future 


Visit the ACE Booth! 


ACE FASTENER CORP. 


3415 N.Ashland Ave. 
THE WORLD'S BEST STAPLING MACHINES 


Chicago. 














—-~PROGRESS=— 
QUALITY 


speaks for itself! 


Moderately 
Priced 


gee PROGRESS 


Adding Machine Rolls 


are tightly 





wound full 
footage 
strong lint- 


You will also want to 
know about the other roll 
specialties in the PROG- 
RESS line — such as 
POLICE SIGNAL and 
FIRE ALARM Rolls and 
rolls for CASH REGIS- 
TER, TELETYPE, and 
TELAUTOGRAPH. Ask 


about them! 


BRADNER SMITH & COMPANY 
333 S. Desplaines St., Chicago, Ill. 





PAA ORaS 
THAT SELL 


Sher-Man Tubular Steel Stands for Type- 
writers and Business Machines build a 
profitable, steady volume because they 





meet modern office requirements. 











Model 23AA with stationery cabinet 


* Finest tubular steel construction, provides 
great strength and rigidity without excess weight. * 
Exclusive toggle joint foot locking device raises or lowers 
all four casters with a single movement of one lever. 
* Convenient, quick-acting hinged shelves have strong, 
simple supports. Flush or raised shelves, interchange- 
able right or left, to meet any needs. *& Tops and shelves 
five-ply veneer, oak, walnut or mahogany finish. Metal 
parts finished in black enamel. * Smooth metal feet 
on legs. The easy rolling casters are offset to give roll- 
ing stability. * Convenient steel stationery cabinet avail- 
able with either raised or flush shelves. * The complete 
line includes types for every office requirement. 


Write for catalog with complete listing of all models 


SHERMAN-MANSON MFG. COMPANY 
625 SOUTH KOLMAR AVENUE, CHICAGO 


moh al 


TUBULAR STEEL STANDS | 





for typewriters and business machines | 





Exclusive Features 


make DORSON 2. 
the fastest selling 


TIME STAMP 


% DORSON Jr.'s exclusive features make it the fastest 
selling time stamp because every one is purposeful and 
serviceable—features your customers long have wanted: 
the 40 hour lever clock movement, the patented stand 
that keeps type off ink pad when not in use so that 
printing dial does not gum nor rot as commonly occurs 
in other time stamps. The hand dater that sets month, 
year, A. M. or P. M., with a simple turn of a wheel, and 
all the other DORSON Jr. improvements. Each is calcu- 
lated for the ultimate in service, rugged endurance 
and indisputable accuracy under most trying condi- 
tions. That is why DORSON Jr. is unconditionally 
guaranteed—Order DORSON Jr. today. 


Distributors: 


The Louis Melind Co, 
362 W. Chicago Ave., 
Chicago, Ill. 


593 Market St., 
San Francisco, Cal. 


The Eagle Stamp Works 
162 N. Franklin St., 
Chicago, Ill. 


Consolidated Stamp Mfg. Co. 
47 Church St., 
New York, N. Y. 


The Superior Type Co. 
3940 Ravenswood Ave., 
Chicago, Il. 


368 Market St., 
San Francisco, Cal. 





























W. F. (Bill) CLAUSING 


Vy personal guarantee is back of 
every machine we ship 

















Cordial 
Invitation 


is extended to Stationers visiting 
Chicago for the Convention, Sep- 
tember 21-24, to inspect one of the 
Largest, Most Modern Typewriter 
Rebuilding Plants in the World. 


Dealers concerned with the sale of typewriters will 
find it fascinatingly interesting to watch the In- 
ternational Typewriter craftsmen rebuild each 
machine from start to finish. That is why we are 
able to unconditionally guarantee every Inter- 
national machine. It’s CUSTOM Rebuilt if it’s 


an International. 


It’s O. K.—if CUSTOM Rebuilt! 


Our immense stock includes a wide assortment of 
custom rebuill machines, reasonably priced and as 
nearly perfect mechanically as human skill can 
make them. Our confidential price list will give 
you full details. It will bring you many genuine 
bargains that will spell real profits to you. 


DEALERS 


Let us tell you how a rebuilt Typewriter Department 
in your store can be made PROFITABLE, Others are 


doing it...so why not YOU? 


Remember—we ship Regal Rebuilts direct from Chicago 


Internationals Are CUSTOM Rebuilt i 


international Typewriter 


Exchange 
231-233 West Monroe St., Chicago, III. 
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$790 


All Metal Stand 
Sliding Book Shelf 


supplies 


Pat 


526 PRUITT BLDG. 


‘47 


The All-Purpose Stand for Home or Office 





Can be used for Typewriters, 
Adding Machines, Addresso- 
graphs, Telephones, Etc. 


Take Advantage of this Low Price NOW! 
We also Buy and Sell Typewriters, Adding Machines, 
Addressographs, Dictating Machines, 
Machines, Multigraphs and other office machines and 


THE ORIGINATORS OF “NU-TYPE” STAND 


REDUCED 
TO 
ONLY 


Make Your Postal 
Scales Department 
PAY — Let Hanson 
Ideas Show You How 







POSTAL 
SHIPPING 
AIR MAIL 








EKasyRollingCasters At home for all standard and 

Olive Green Finish portable machines. Home- handle a highly efficient 
on” Ur: Y Wi. work, as service trays, etc. 

<0 High, 18” Wid Packed ready for shipment. 

14” Deep. WGT. 12 lbs. 


Duplicating 


CHICAGO 








F COURSE you want to 


finely constructed line of scales—and of course that 
means Hanson scales. But scales that remain on your 
shelves do not fulfil their purpose—there must be a satis- 
factory volume of sales to make their handling profitable. 


Hanson service does not stop at mechanical perfection. 
There's a tried-and-proved merchandising plan available 
to all Hanson dealers. It will enable you to make your 
scales department one of the most satisfactory activities 
of your business. Write for this plan today. 


HANSON SCALE CO. 
525 N. Ada St. 





Chicago, Ill. 














(Chicago — Center of Stationery 
Trade—Continued from page 87) 
unlike desk calendars, able to sup- 
ply instantly the correct figures 
for interest, wage, and other prob- 
lems. 
Stencil Duplicating 

For half a century Chicago has 
been using and developing the 
stencil process of duplicating. 
The pioneer company introduced 
and has developed the art to its 
highest efficiency in mechanisms 
and supplies. Great increase in 
speed has been attained, and new 
applications of the idea have made 
the modern duplicator very versa- 
tile, providing a wide variety of 
effects in colors and designs. In 
the last twenty-five or thirty 
years, duplicators of the gelatine 
roll type have been improved and 
highly developed in Chicago. 
About twenty-five years ago Chi- 
cago produced type duplicators of 
the flat bed style. The activity 
was abandoned after a few years. 

Chicago was the scene of the 
first practical development of the 
loose leaf business. Inventors of 
many of the more important types 
of expansion binders perfected 
them here. Early in the beginning 
of the loose leaf industry two Chi- 


cago firms arose, which were 
destined to grow in importance 
through the years. The Tengwall 
file, originated by a Scandinavian 
inventor, was developed in Chi- 
cago, involving the intermember- 
ing prong principle; it eventually 
came into general use. Chicago 
Stationers were among the very 
first to recognize the advantages of 
loose-leaf systems, and carry 
loose-leaf supplies in their stocks. 

Chicago-made typewriter rib- 
bons and carbon papers were of- 
fered to the market in the early 
days of the business. And local 
manufacturers get some share of 
the general business today. One 
house of long standing and high 
reputation has maintained itself in 
Aurora, Ill., a few miles to the 
west, and well within the Chicago 
area. 

Aurora has important factories 
producing high grade steel furni- 
ture. Chicago itself can claim the 
distinction of producing one of the 
first lines of commercial steel fur- 
niture, which was developed sev- 
eral years ago. The filing cabinets 
manufactured were well-made and 
substantial, though of course lack- 
ing some of the modern refine- 
ments. 


Furniture making, particularly 
the making of chairs, was one of 
Chicago’s early industries. More 
than one manufacturer attained 
prominence in this field. Today 
there are several, one of them be- 
ing one of the largest in the coun- 
try. Chicago produces also metal 
chairs for special uses, and fold- 
ing chairs. 

Office partitions made in steel 
units found some of their first 
users among Chicago firms. Metal 
shelving and vault equipment were 
next developed, steel proving to 
possess decided advantages over 
wood for such purposes. Steel file 
cabinets, and ultimately steel 
desks, followed. 

At least one of the modern ad- 
dressing machines originated in 
Chicago. The story is told of a 
young man who had many ad- 
dresses to write every week. He 
set them in rubber type, which he 
formed into a belt. A mechanism 
advanced each name and address 
in turn to the printing position, 
and the result was so satisfactory 
that the designer was encouraged 
to develop his idea. Eventually 
came the machine that handles 
the embossed metal plates. A 

(Turn to page 97, please) 








The National Brief Case Line 
















Carries the Nation's Schoolbooks! 
Millions of students and their teachers will be trooping back to schools 
and colleges this month. Zipper carrying cases, portfolios and brief cases 
will be in great demand. 
The National Line will en- 


able you to meet every re- 
quirement with its wide range 
of quality grades and designs. 
National leather cases will be 
preferred as usual this Fall. 
Stock in NOW. 
Catalog and full par- 
ticulars on request. 


No. 405 — Top grain 
cowhide, 3 wide center 
pockets. Size i6"xtt” 


Selected top grain cowhide, 
large gusset Size t5"xtt”. 
No. 835—Black or mahogany 


Welcome to Chicago and the Stationers’ Convention 
Palmer House, Sept. 21, 22, 23 and 24 


NATIONAL BRIEF CASE MFG. COMPANY 


512 So. Peoria Street Chicago, Ill. 





Here Is QUALITY 


CoL 
Ribbons and Carbons have been 


specially developed to meet the exacting requirements of a 
discriminating trade. It is due to the fact that Codo Products 











give better results that users become enthusiastic boosters. 


Codo Ribbons and Carbons meet every typewriting requirement. 


CODO QUALITY QUALIFIES 
FOR REPEAT ORDERS 
The Codo Line offers a complete and dependable service for the writing and 


copying needs of American business. Service is joined with quality to 


help Codo salesmen sell more and earn more. 


We will be happy to send you complete particulars 
promptly on request. Why not write us TODAY? 


Sales Offices: 
CODO Msg. Corp. ee 509 S. Franklin St., Chicago 


Factory: Coraopolis, Penna. 270 LaFayette St., New York 


























Remember the NSA Convention, Chicago, Sept. 21 to 24. We'll be looking for YOU! 








Here’s Value Plus 


THE NEW CHROMIUM RUBBER STAMP MOUNT 






Just a short time ago when the new You offer your customer a modern at- 
B-M Chromium Mount was first intro- tractive rubber stamp at the same price 
duced it made an instant hit because it he pays for the ordinary kind. Our 
has a very definite advantage over the stationers all over the country have de- 
common ordinary wood mount. veloped their rubber stamp depart- 
; ments to one of the most profitable 

as ii. a ones in their store. 














FREE! 


A beautiful display stand of- 
fered FREE. Also, your name 
engraved on handles FREE OF 
CHARGE. A constant reminder 
to your customers where they 
have purchased their supplies 
a most valuable advertising fea- 
ture. 


DEALERS ATTENTION! 


Be the first in your community to feature this new 
Chromium Stamp. Watch your sales grow as customers 
realize that your store takes the lead in introducing the 
latest and most efficient office devices. The New B. & M. 
Chromium stamp will stimulate your business. OUR 
SERVICE: All orders received by 12:00 Noon are completed 
and shipped the same day. Write for catalog and liberal 

















discounts. 
STAMP 
This attractive display, given free to dealers, B A N K E R S & M E R Cc H A N T Ss WORKS, INC. 
will help increase sales. 3223-25 Sheffield Ave. Chicago, Illinois 





WELCOME STATIONERS 
TO CHICAGO AND 


NATIONAL STATIONERS CONVENTION 


TRINER SCALE 
& MFG. CO. 


2714 
West 21st St. 
Chicago, 
Ml. 







Largest Exclusive Manufacturers of Mail and Parcel Post Scales in the World 























INTRODUCES A 
LINE OF MECHANICALLY 
SIMPLE, EFFICIENT 
DUPLICATING MACHINES 


{t Prices 
too Attractive 
for Any Progressive 
Dealer 
to Miss 





Handicopy Model: Setting a new standard of me- 
and more 


hanical simplicity 


Ea Set sete ey hed Here are 3 of the New Models 


ACKED by 25 years’ of specialized experience in the duplicator field, Autocopy 

Inc. introduces a line of machines designed to meet the exacting needs of a 
new Prosperity ... in Business, Industrial, Financial and Educational activities. 
Where COPIES OF ANYTHING drawn, written, or typed, are required, Auto- 
copy is the most modern efficient method of producing them at a low cost and 
in a superior manner. 
On this page are presented 3 NEW MODELS which mark a great improvement 
over models heretofore obtainable only at higher prices. Up-to-the-minute pro- 
duction methods, time-saving, and 25 years’ experience, make these amazing lower 
prices possible. 


' 








The Presto Mode! Addition of simple feeding and . . . 

stripping, Sevice_ converts tee hand provers, etn Write—Phone—Wire for Catalogs and Discounts 

kind ~ work Ar ideal machine for business 

cpying requirements where speed ie essential but Several territories still available. A real opportunity for Dealers and Office Equip- 


ment Salesmen to introduce Autocopy Machines, and Supplies for all makes of 
duplicators. Full cooperation. Territory fully protected. Correspondence is in- 
vited from competent men whose experience fits them to engage in this interesting 
and profitable work for us. Simply address: 


, . 5 
Le 
The Quik-Copy Mode! A pertect, luw -priced 
Juplicator invaluable for daily menu service in 
restaurants, taverns, lunch counters, drug stores 


dining cars schools ad «6class )6rTroome Steel 


Grcuples small space Dit doen a Mix ob of dupl 450-460 W. Superior St., Chicago 


ating ckly. at an amazingly wy st eight 











THE VERTICAL PENCIL SHARPENER 





Pat. 
Pending 


AT THE CONVENTION 








SIE HOW THE CUTTER CUTS 


SEE HOW THE PENCIL IS HELD 
SEE HOW THE PENCIL REVOLVES 
SEE HOW THE CUTTER REVOLVES 





Its Possibilities 


Understand Its Principle and You Will Realize 





MF'D BY MARBER COMPANY 
The Brown Bros., Ltd., Toronto, Canada . . . 





LOOK FOR THE POINTMASTER 


20 E. JACKSON - CHICAGO 
Exclusive Canadian Distributors 








Welcome 
To THE CHICAGO CONVENTION 


We extend a hearty welcome to the members of the 
National Stationers Association and to all others in- 
terested in the manufacture and sale of office equip- 
ment, leather goods and supplies. 


BE SURE TO VISIT BOOTH NO. 19 


For not only will you receive a hearty welcome, but you 
will learn many vital facts and get some fine pointers 
on Mashek NEW MODERN CASES with improved fea- 
tures too numerous to mention here. 


FRANK MAS eco. 
CHICAGO 


“If it’s made with Leather, MASHEK makes it Better” 









No. 853 
Disappearing 
Handles 
Zip Case 


Stationers 








(Chicago — Center of Stationery 
Trade—Continued from page 93) 


great business grew up, to be 
merged later with that of a com- 
pany which had developed a metal 
type duplicating machine. An im- 
mense factory was erected near 
Cleveland for the production of a 
highly comprehensive system of 
duplicating and addressing ma- 
chinery. 

A pioneer Chicago manufactur- 
ing concern has grown to stature 
that makes it rank with the 
world’s leading producers of ink 
and adhesives. This company was 
among the first to apply scientific 
production methods to the making 
of ink. 

While early ventures in the pro- 
duction of fountain pens in Chi- 
cago made no remarkable prog- 
ress, a more recent enterprise has 
been achieving success. And while 
Chicago cannot itself make many 
strong claims for credit in the de- 
velopment of the fountain pen, it 
cannot be denied that the central 
west has contributed a number of 
ideas which have advanced the 
sales of this writing instrument: 
the rubber sac, which introduced 
Self-filling, the use of color in the 


barrels, the over-size barrel, and 
the desk set. 

Chicago does merit the credit for 
introducing the first propelling 
pencil. And for contribution to its 
development to its high point of 
satisfactory usefulness. 

Postal Scales 

The three principal manufactur- 
ers of postal scales have their fac- 
tories in Chicago. The spring 
scale and the beam scale were per- 
fected in this city. In 1894 the 
first automatic postal scales were 
produced here by an organization 
which has developed instruments 
famous for capacity, versatility, 
and dependability. Another Chi- 
cago firm has a claim to honor as 
the producer of most of the scales 
used by the postal department. 
The third company makes excel- 
lent office scales. 

Some of the first machines for 
stamping, sealing, and opening 
mail were invented and developed 
in Chicago. Employees of the Chi- 
cago post office built a machine to 
imprint the postal frank on first 
class mail as it was being imprinted 
on third class. A company to man- 
ufacture the machines was organ- 
ized by a former Chicago post- 


master, and several years after, an 
act was passed by Congress to per- 
mit the use of the machines. 

Machines for folding were devel- 
oped by Chicago ingenuity, one of 
the first letter-folding machines 
having its origin here. 

The only stenographic machine 
in the United States is made in 
Chicago, though Chicago cannot 
claim its invention. The device 
combines letters to form symbols 
indicating phonetics. 

Autographic registers were in- 
vented, and are produced in large 
quantities, in Chicago. Small port- 
able registers now available afford 
many of the advantages of the 
larger registers. 

Machines which sort, count, and 
wrap coins are produced in Chi- 
cago, as are the mechanical 
change makers used by bank tell- 
ers and cashiers. 

The value of the check protector 
or checkwriting machine has in- 
creased during recent years, and 
the demand has been met by the 
production of a number of devices 
for the purpose. A Chicago manu- 
facturer was among the pioneers 
in check protection by perforation. 

(Turn to page 101, please) 














INDEX CARDS 


Finest Quality. Lowest Prices. 
Rotary Cut. All sizes, weights and colors. 
Attractively boxed. 
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Library Ruled 


Send for samples of No. 17-H. Compare its price 
and quality with competitive brands. 


IMPERIAL METHODS CO. 


Forest Park, Illinois 
(Suburb of Chicago) 


Gerard D. White C. J. Schubert, Jr 
100 Worth St 307 E. Third St. 
New York City Los Angeles, Calif 
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SUPER FINE PLATENS * TYPEWRITER 
SUPPLIES * UNDERWOOD TYPE- 
WRITERS © ALL MAKES TYPEWRITER 
PARTS * ADDING MACHINE PARTS 
* TOOLS * JAPANNING * DUO-NICKEL- 
PLATING * WELDING * RIBBONS AND 
CARBON PAPER * BURGESS SOUND- 
ABSORBING TYPEWRITER PADS ® TYPE- 
WRITER STANDS * STENCIL AND GEL- 
ATIN DUPLICATORS AND SUPPLIES 
FOR ALL DUPLICATORS * AND OTH- 
ER SUPPLIES FOR STATIONERY 
AND OFFICE EQUIPMENT DEALERS. 























In the long run it certainly pays to buy from a de 





pendable source where most of your daily require 





ments are under one roof. Saves time and money 






ind vou get quality merchandise that can’t be beaten. 


And Shipman-Ward products offer profit opportuni 






ties, too. 





With the recent addition of Typewriter Stands, 


Noiseless T'ypewriter Pads and Duplicators and Sup 






plies to the regular Ward line, you can reap in extra 






profits from an eager and responsive market. Why 






not try Shipman-Ward? Cash in on a reputation 






known everywhere for quality at a reasonable price. 






WRITE FOR CATALOG... JUST ISSUED 


SHIPMAN-WARD MFG. CO. 


4401 RAVENSWOOD AVE., CHICAGO 


Distributed by Associated Stationery Sup- 
See our exhibit at Chicago Con- 
Sept. 21 to 24. 


ply Co. 
vention, Palmer House, 





The “ALUMINUM” 


Pocket Seal 
Size No. 1—Combination Style 


PATENT No. 1722119 


the Strongest Attachment swung to rear end of base, 
° ° when it is used as a desk seal, giving it all 
lightweight seal made. the advantages of & Geek procs. 


{ splendid seller 


Will do the work Equipped with a 
of a press five movable Base per- 
times its weight- mits conversion 
appeals instantly from ‘‘Pocket”’ to 
to every seal user **Desk’’ style or 
vice versa in an 
instant. 


Specify COMBINATION STYLE if 
you wish this type seal. 
The *“‘ALUMINUM” is preferred by 
notaries and others using a seal fre- 
quently because it can be operated J 
: with one hand — a patented leverage 
Attachment swung to the front end of base insuring perfect results. 


when it is used like a ticket punch or when 
itis put into the carrying case. 
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Shows several new numbers we have added in 


the last two years. 


The line is COMPLETE 


in every detail on all styles and sizes of desk 


calendars, stands and pads, as well as “ DAILY 


4 Catalog 


100% Dealer 
Co-operation 


True, full hearted dealer 
co-operation means more 
to Ink Specialties Com- 
pany than merely pro- 
ducing OUA riry 
DUPLICATOR INKS. 

Quality, plus prices which 
permit profitable, quick 
turnover . . . are factors 
which we believe consti- 
tute real DEALER CO- 
OPERATION and to 
which every one of our 
many dealers is entitled. 
Add . . . exceptionally 
fast service, combined 
with a complete stock of 
DICTATOR DUPLI- 
CATING INKS and you 
have the reason why deal- 
ers like to sell the DIC- 











WELCOME 


STATIONERS 


219 Seuth Dearborn St. 





DATE” pads and “TODAY-IS” calendars for 
resale commercial uses, as well as for advertising. 
High grade materials and workmanship, plus 
unusually long runs in our factories, create a 
remarkable combination of quality 
price. A three cent investment will convince 
you that these statements are facts. 


Perfect Peerless Calendar Co. 
Chieageo, U.S. A. 


TATOR LINE. 
ticulars and prices 
DAY? 


and low 


519 S. Laflin St. 








\ ite . ~ 
Why not write for full a Palmer House, Sept. 


[nx SPECIALTIES COMPANY 
FRED B. CANODE 


to Chicago for the 
Convention at the 


21, 22, 23 and 24. 


Chicago, Illinois 








(Chicago—Center of Stationery 
Trade—Continued from page 97) 
Dating and numbering machines 
are important products of Chicago. 
First made with rubber type, they 
are now often of metal. Rubber 
stamps have long been made by 
Chicago companies, one of which 
is now under the direction of a 
third generation. In addition to 
rubber stamps, stamped metal spe- 
cialties and seals are made. 


The modern pencil sharpener, 
operated by a crank, was developed 
at an early date by Chicago manu- 
facturers. While several types are 
produced in the country, one of 
the most progressive is made by a 
Chicago organization, which dis- 
tributes to a world market, and en- 
joys a very high rank as a specialty 
manufacturing institution. 

Chicago is the producer of many 
office accessories such as desk files, 


desk ticklers, mail sorters, index 
tabs, box storage files, gummed 
tape, together with devices by 
which it is conveniently dispensed, 
and paper fasteners, including ma- 
chines for stapling. Scored cards 
for business or personal use, in 
special cases, are said to have orig- 
inated here. Several Chicago com- 
panies produce leather goods for 
office use throughout the whole 
country. 


Some Practical Helps For Prospective 


HE general manager of The 

National Stationers Associa- 
tion, Charles P. Garvin, has ap- 
plied himself with diligence to the 
welfare and convenience of the 
members who will attend the NSA 
convention at the Palmer House, 
Chicago, September 21-24, inclu- 
sive. Some of the arrangements 
and provisions that have been 
made merit emphasis here. 

1. The Membership Identifica- 
tion Card. Since this will provide 
ready identification of the bearer 
and will facilitate the routine of 
registration, the member should 
make a point of bringing his 


Delegates 


identification card with him for 
his own convenience. 

2. Form for Registration by Mail. 
This form, all filled in save for the 
member’s signature, may be signed 
by him and mailed to Charles P. 
Garvin, General Manager, 740 In- 
vestment Building, Washington, 
D. C. It will be receipted and re- 
turned, and, with the membership 
card, will prove a real convenience 
to the delegate when he arrives. 
He will receive his convention pro- 
gram, entertainment tickets, and 
badge at registration headquarters 
promptly on the presentation of 
his credentials. 


A special sheet is provided for 
the registration of associates in 
the member’s business and for 
ladies. Upon sending in their 
names, with the ten dollar fee for 
each, the member will receive 
cards and blanks for them. 

Registration through the Wash- 
ington Office must be accom- 
plished by September 17. Applica- 
tions received thereafter will be 
handled at the convention. 

Cards for hotel registration have 
been sent out to members. 

3. Reduced Railroad Fares on 
Western Lines. Considerable re- 

(Turn to page 105, please) 





















. ™ ‘ 
POSIT | i | V Protection for Show Cases 
also Drawers, Files, Desks, “OX 
a Ds Foolproof Wonper Lock Theftproof 

ih WONDER [Ock offers positive theft proof protection for locking 
securely every kind of drawer, file or door. WONDER [Ock does 

everything the ordinary lock can do—plus many things no 

other lock has ever done before. Can be instantly applied. 


No holes to drill. No nails or screws. No tools requir- 
ed. Every store, office, factory and home a_ prospect 






Write al once for full particulars 





——— = 


All purpose type especially designed Showcase type, adjustable safety 
for drawers, doors, desks, files, cash lock, fits all sliding, frameless or 
registers, etc. framed glass or wooden doors. 


53 W. Jackson Bivd. Chicago, Illinois 

















Meilicke. Systems, 


cover computations of iF 








Payrolls Unit Costs Sans Se Ke id 


A Itt ts.>-..; . 
Express and Freight Charges ///; 1 Pi i?o Btaee 
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Tonnage Discount, Etc. 






Card-cases, any size; loose-leaf envelopes, punched, 
menu covers; fectory record protectors; teg holders; 
bill-fold envelopes, stamp tai , etc. Made of 
acetate (slow-burning) transparent Hul We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S. Racine Ave Chicago, U.S. A. 


End Mistakes— 
Double Speed with 
Precalculated, 











Verified Answers 


Meilicke Systems, Inc. {cine 


The DISTINCTIVE QUALITY 
A D A M % — Stark Calendars ap- 


igh 
Ideal BOOK RING 406 peal on sight to the 


most discriminating 
THAT FLATTENED JOINT is there 














users. Constructed 





F3) for a purpose—to keep the ring al- to give utmost writ- 
PATENTED ways right side up. No need to hunt . E s 

Pee. 17.1920 JAM. tt. 888 and fumble to find the place where ing ease. quipped 

nov. 6, 1923 the ring opens, if it’s an Adams ring. with rubber bumpers 


and curled end for 
pen or pencil rest. 


Here is the simplest, quickest-operat- 

ing and most satisfactory ring ever 

Seven Sizes invented for perforated sheets or 

. binders of all sorts. Allows binder or 

inside Diameters : sheets to lie flat when open at any 


Write today for details and 
prices on our complete line of 


No. 000, %"" No. I, 1%e"’ point. The nape joint, nicely flat and arch type desk calen- 
No. 00, %’" No.2, 1%” rounded and smoothed, keeps ring dare. 

Me @ %’* No. 4. 2%" right side => position to be in- 

, ’ _— stantly unloc , 
Neo. 6, 3”° Order through your wholesaler. We also STARK CALENDARS, INC. 
manufacture inexpensive loose leaf metals BEDFORD BLDG 
‘ . 856! So. Chicago Ave., ras 

Henry T. Adams Mig. Co. Shige. iiiinos Adams & Dearborn Sts., Chicago, Ill. 
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Have You : 


a Frie nd—or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 
H. D. ROOSEN COMPANY THE OFFICE APPLIANCE COMPANY 


Brooklyn, N. Y. Chicago 417 S$. DEARBORN STREET, CHICAGO, U. §. A. 
Factory, foot 20th St. 609 S. Clark St. 


for Perfect 


us Impressions 


m1 ROOCO 


mi C DUPLICATOR INKS 

















Both open and closed drum stencil 
duplicators produce first class results 
with this high quality ink. Samples 
and prices on request. 
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Announcing a 


HERE 
IT IS 


The 
basket 


eal 
14-WS 
new 
WASTEBASKETS 






All fibre baskets 
have tapered sides 
with tough fibre 


side walls and steel 
bottoms 





value at a moderate price. 
gauge steel, has strong curled top edge, tapering sides and rigid steel bottom. 


STYLE— 


steel waste 


STEEL 


New 


The new Cleveland Style 14-WS steel wastebasket is constructed to give extra | 
This inexpensive basket is constructed of 28 


It comes 14” high, 13” at the top and tapers to 10” 
at the bottom. It weighs 3 pounds and retails at 
$9.20 a dozen. All Cleveland wastebaskets and 
wastebarrels are finished in washable enamel in olive 
green, mahogany, walnut, ivory-white or pastel green. 
We manufacture a complete line of mailing tubes 
ranging from 1” to 3” in diameter and cut to any de- 


sired length. Write for quotations. 


FIBRE WASTEBASKETS 


Retail WASTEBARRELS 
s = ric ° . 
_— = Tep Het. — All wastebarrels with straight 
os — side walls furnished in fibre or 
13 7 10 13 1; $5.70 ; 
14 10 13 4 2 7.70 steel with steel bottoms. 
15 10 13 15 2 8.00 
18 10 13 18 214 8.50 
FIBRE AND STEEL WASTEBARRELS 
Fibre Wt. Steel We. Retail Price 
No. Lbs. Diam. Het. No. Lbs. Fibre Steel 
140 14 13 24 1400 6 $18.00 Doz. $24.00 Doz. 
165 5 13 30 1650 9 24.00 Doz. 30.00 Doz. 
200 6% 16% 22 2000 8, 24.00 Doz. 30.00 Doz. 
260 7% 16% 30 2600 10', 30.00 Doz. 36.00 Doz. 


Note the very low prices. Together with highest quality ma- 
terials and construction, they afford you increased sales. 





Wastebasket 





STYLE 260 





STYLE 18 


The Cleveland Container Co. 


S. Hermitage and W. Pershing Rd... Chicago, Ul. 











Capitalize on this 
established demand 


VERY firm needs business cards! 
IE The retail stationer — with 
whom offices are accustomed to 
dealing—can have a large part of 
this trade by carrying our Sales Port- 
folio, which is replete with the latest 








order to a local engraver or printer 
who will run them on THE CARDS 
THAT DETACH WITH PERFECT 
EDGES, and make an additional 
profit on the cases. Write for further 


details and business card samples just an ink. 


u-da- 


Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 


'n business card design Give the from the Sales Portfolio. 
New York City Detroit ing 
Richard ¢ Loesch ( Seaman-Patrick Paper Co 






Pittsburgh Grand Rapids 
Chatfleld & Woods C« Carpenter Paper Co 
Cincinnati Houston 
The Chatfield Paper ¢ L 8 tosworth Co., Inc 
St. Louis—Tobey Fine Papers, Inc 


The JohnB. WIG GIN 


1162 Fullerton Ave. 


National 


ing room, critical endurance in your advertis- 
department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 


help you extend your sales. Write. 


unham-Wdatson 
644 SO. CLARK ST., CHICAGO 





West Coast Duplicator 
Supoly Co., 431 Bush St., 
n Francisco, Calif. 


Manufacturers of Ink Specialties 











Engravers Chicago 4 





That’s Taking the Country by Storm! 
Everywhere this highly perfected 
PROTEIN STENCIL is meeting 


the instant approval of ex- 


| A PROTEIN STENCIL 





with 
perienced stencil users. Five years 
of scientific progress has resulted in 


a“ UNI- 


the same day 





a startling discovery 
FORM” sheet 
in and day out are 


Prices ex 


tremely moderate. Samples on re 
quest. (Representatives wanted in 


local territories. ) 


PropuctTs Co. 


CHICAGO, ILL. 





PEERLESS 


200 N. JEFFERSON ST. - 














Watch Those Profits 
GROW! 


Such equipment as Calculating Machines, Billing and Book- 
keeping Machines, and in some instances, certain types of 
Adding Machines yield phenomenal profits. Why not 
diversify your selling? Besides typewriters, you can sell 
many profit producing machines that are listed in Reliable’s 
Wholesale Catalog and, at real bargain prices, too. Send 
for your copy today . . . no obligation. 


RELIABLE TYPEWRITER 


& ADDING MACHINE CORP. 
303 West Monroe St. Chicago, Illinois 





- 
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A slight pressure on one side of the 
metal back opens binder to full capacity. 





The Pressure Lock Binder is the latest devel- etininden he ciemaicali sede 
opment in loose leaf equipment—for speed, closes and automatically locksthe binder. 
efficiency and economy in mechanical posting. 

An expanding binder of variable capacity, 
combining the simplicity of an open posting 
tray and the portability of a post binder. 

No keys or cranks, no complicated mechan- 
ism to operate—press one side and the binder 
opens, press the other side and the binder 
closes. Automatically locks at any capacity 
from minimum to maximum. Simple, easy oper- 
ation. 

The wide adaptability of this binder makes its 
features available to practically every machine 
application, either Banking or Commercial. 

For ledger sheets and statements; consecu- 
tive or random posting; permits offsetting; prac- 
tical for ‘‘stuffing’’ of posting media. A slight 
tap returns the offset sheets to their normal 





position. 
Carried in all standard machine posting | 

sheet sizes. Available in two minimum ca- oe Se eee ~~ oe oe 

pacities—2'4-inch (450 sheets) and 3!%-inch accurate operation. mek) | 

(600 sheets). Angle back Parkerized to pre- 

vent rust and corrosion. Finished in Black FRONT FEED STYLE. Pressure Lock 

Duco Enamel; polished fibre facing on metal pais “so also made sa ~— — 

part prevents marring of office furniture. round holes—no broken edges. Equippe 
; ; with two removable locking posts, with 

Edges of covers bound with stainless steel counteameak heeds to peovent mesrite of 

rims for long wear with hard usage. No pro- desk. Also recommended for tumblehead 

truding posts. forms. 


Complete specifications and prices on request. 


WILSON-JONES COMPANY 


ELIZABETH, N. J. CHICAGO NEW YORK, N. Y. 
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(Practical Helps for Prospective 
Delegates—Continued from page 
101) 
duction has been made in passen- 
ger fares collected in the eastern 
part of the country. Thus rail- 
roads of Central Passenger and 
Trunk Line Associations are not 
granting reduced convention fares. 
The New England Passenger As- 
sociation cites three cents a mile 
for sleeping or parlor car accom- 
modations, with no surcharge, and 
two cents a mile for coaches— 
rates equivalent to those formerly 
set for convention travelers, or 

even more advantageous. 


The Trans-Continental, West- 
ern, Southeastern, and Southwest- 
ern Passenger Associations are 
permitting a fare-and-a-third rate 
for round trip tickets sold on the 
identification certificate plan. It 
should be noted that some of the 
southwestern lines are refusing to 
concede reduced fares. 

The National Stationers Asso- 
ciation has sent out identification 
certificates to the members, and 
can supply more of them on re- 
quest. These certificates must be 
signed in the presence of the ticket 
agent when the ticket is bought. 
Each certificate entitles the holder 


105 


and members of his family to 
round trip tickets at fare-and- 
one-third. 

The Canadian Passenger Asso- 
ciation, Western Lines, announces 
that summer excursion rates will 
still be in effect when the conven- 
tion is held. The Canadian Pas- 
senger Association, Eastern Lines, 
is not offering any special rates. 

Details about conditions affect- 
ing the purchase and use of the 
special tickets have been supplied 
to Association members by Mr. 
Garvin, who will receive inquiries 
about questions that confront the 
members. 


N. S. A. Convention Committees 


National Convention Committees 
Charles P. Garvin, General Chairman. 
H. T. Griswold, Associate Chairman. 


A. J. Walker, Farnham Stationery & School Supply Co., 


Minneapolis. 
B. J. Bristoll, Koch Bros., Des Moines, Iowa. 
R. A. Maish, Dennison Mfg. Co., Framingham, Mass. 
A. R. Skibbe, Associated Stationers Supply Co., Chicago. 
M. E. Roberts, A. B. Dick Co., Chicago. 
H. F. Fellowes, Bankers Box Co., Chicago. 
F. P. Seymour, Horder’s, Inc., Chicago. 
Monree T. Weingaertner, Egyptian Stationery Co., 
Belleville, Il. 
E. L. Little, Wabash Cabinet Co., Wabash, Ind. 
National Committees 
Publicity 
Chairman, Charles Everly, Office Appliances, New York. 
Exposition 
Chairman, Harry G. Tehan, Chas. M. Higgins & Co., 
Brooklyn, N. Y. 
Contact 
Chairman, Monroe T. Weingaertner, Egyptian Sta- 
tionery Co., Belleville, Il. 
General Manager’s Steering Committee 
W. E. Stockett, Jr., Stockett-Fiske Co., Washington, 
D. C. 
Harry G. Tehan, Chas. M. Higgins & Co., Brooklyn, N. Y. 
Monroe T. Weingaertner, Egyptian Stationery Co., 
Belleville, Il. 
Charles Everly, Office Appliances, New York. 
Ralph Maneval, A. W. Faber, Inc., Chicago, IIl. 
A. R. Skibbe, Associated Stationers Supply Co., Chicago. 
W. C. Clegg, The Clegg Co., San Antonio, Texas. 
R. A. Maish, Dennison Manufacturing Co., Framing- 
ham, Mass. 
H. B. Elmer, Eberhard Faber Pencil Co., Brooklyn, N. Y. 


J. S. Sprott, The Globe-Wernicke Co., Cincinnati, Ohio. 


R. M. Tussing, Victor Safe & Equipment Co., North 
Tonawanda, N. Y. 


E. A. Keeling, Art Metal Construction Co., Jamestown, 


N. Y. 

Chicago Convention General Committee 
Chairman, H. T. Griswold, Sanford Manufacturing Co. 
Vice-Chairmen: 

Alvin R. Skibbe, Associated Stationers Supply Co. 
M. E. Roberts, A. B. Dick Co. 

H. F. Fellowes, Bankers Box Co. 

S. E. Collins, Automatic Pencil Sharpener Co. 
Carl Preising, The Wahl Company 

R. P. Carpenter, Sanford Manufacturing Co. 


G. O. Stevens, Stevens-Maloney Co. 
F. P. Seymour, Horder’s, Inc. 
Harry Chumley, Woodworth’s Bookstore. 
Oscar Modine, Marshall-Jackson Co. 
C. C. Carpenter, Edgewater Paper Co. 
C. N. Cahill, Autopoint Co. 
Sub-Committee Members 
Finance and Budget Committee 
Fred P. Seymour, Chairman, M. E. Roberts, C. C. Car- 
penter. 
Business Program Committee 
A. R. Skibbe, Chairman, H. T. Griswold, Fred Tracht, 
H. F. Fellowes. 
Entertainment Program Committee 
George Cormack, Chairman, R. P. Carpenter, G. O. 
Stevens, R. B. Vail. 
Exhibit Committee 
G. O. Stevens, Chairman, S. E. Collins, Evan Johnson, 
C. C. Carpenter, R. B. Vail. 
Ladies Entertainment Committee 
Mrs. Karl E. Castle, Chairman. 
R. B. Vail, Vail Manufacturing Co. 
George Cormack, Wilson-Jones Co. 
Mrs. A. R. Skibbe. Mrs. G. O. Stevens. 
Mrs. C. C. Carpenter. Mrs. R. P. Carpenter. 
Mrs. H. F. Fellowes. Mrs. S. E. Collins. 
Mrs. George Cormack. Mrs. E. R. Hooper. 
Mrs. Wm. Philbrook. 
Hotel Accommodations Committee 
C. C. Carpenter, Chairman, Fred Seymour, Car] Preising. 
Registration Committee 
R. B. Vail, Chairman, Oscar Modine, Harry Chumley, 
Fred Tracht. 
Publicity and Advertising Committee 
Harry Fellowes, Chairman, Sidney E. Collins, Evan 
Johnson, Car] Preising. 
Golf 
R. P. Carpenter, Chairman, Wm. J. Boyd, E. E. Long, 
H. Balch, R. B. Vail. 
Reception Committee 
Geo. J. Aigner, G. J. Aigner & Co. 
J. L. Gram, The J. L. Hanson Co. 
Geo. Herrmann, The Heyer Duplicator Co. 
Frank Mashek, Frank Mashek & Co. 
J. R. Swift, The Superior Type Co. 
F. A. Lang, Triner Scale & Mfg. Co. 
Eldon Just, Just & Son. 
L. E. Hooker, Commercial Furniture Co. 
E. R. Hooper, Stuart-Hooper & Co. 
E. G. Harpold, The J. L. Hanson Co. 
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Convention High Spots 


HE Monday Morning Round 

Table Sessions—These will en- 
able groups to get together on spe- 
cific subjects, discuss them thor- 
oughly, prepare resolutions wher- 
ever necessary or desirable to be 
submitted at later sessions of the 
convention. 

Monday Afternoon—The open- 
ing session of the convention is al- 
ways an impressive function and 
this year it becomes all the more 
notable because there is included 
the formal opening of the Five 
Centuries of Progress Exposition 
which will take the form of a pa- 
rade and a very interesting func- 
tion. The exhibition will remain 
open from 3:30 until 6:00 P.M. on 
Monday at which time it will close 
to enable everybody to get ready 
for Chicago night. 


Chicago Night 


This will probably be the most 
elaborate and complete entertain- 
ment ever offered to first nighters 
at a National Stationers Associa- 
tion convention. The Chicago 
group have not spared expense in 
securing a grand entertainment, a 
wonderful dinner and the finest of 
music for its welcome to the dele- 
gates from all over the country. 

The Tuesday Morning General 
Session — Edwin B. George, now 
with Dun & Bradstreet, formerly 
with the United States Depart- 
ment of Commerce, a student with 
a full knowledge of his subject, 
has devoted years of effort to an 
accumulation of basic information 
on price discrimination and price 
maintenance. 

Colonel Robert H. Montgomery, 
senior partner of Librand, Ross & 
Montgomery. Colonel Montgom- 
ery is known from one end of the 
country to the other. It is worth 
a trip to Chicago just to hear him. 
During the latter part of NRA he 
was Chairman of the Research 
and Planning Division. This is a 
very small part of his experience. 
He is known wherever account- 
ancy is recognized as a profession 
and is respected as an outstanding 
thinker and business man. 

Tuesday Afternoon—It is esti- 
mated that there will probably be 
some one thousand to twelve hun- 
dred people present Tuesday after- 


® By Charles P. Garvin, 

General Manager, Na- 

tional Stationers Asso- 
ciation 


noon at the great National Sales 
Rally. This will be the largest 
meeting ever held in the history of 
the stationery business—a meeting 
that will be devoted seriously to 
sales education. Speakers will all 
be from within our own trade and 
in addition to the speakers men- 
tioned on the program, there will 
be other interesting features. This 
meeting starts at 1:30 and really 
lasts until midnight because at the 
expiration of the meeting in the 
ballroom, all present will adjourn 
to the exposition which will be 
on display until midnight. Here 
many interesting features will be 
presented. There will be hundreds 
of salesmen and dealers present at 
this mass sales rally. 

Wednesday Morning—tThis joint 
session devotes itself to Merchan- 
dising and Management. The 
speakers who appear on the pro- 
gram are all men of long experi- 
ence who know their subjects. The 
subjects have been selected be- 
cause these are subjects in which 
the members have evinced in‘er- 
est during the year. No manufac- 
turer or dealer can afford to miss 
this joint session. 

Wednesday Afternoon—The two 
Town Hall Meetings of dealers and 
manufacturers will be featured by 
a new method of presenting prob- 
lems. The sessions necessarily will 
be closed meetings and will en- 
able dealers and manufacturers to 
consider the peculiar problems 
confronting them at the present 
time. 

The Annual Banquet—tThis will 
be an outstanding affair as usual. 
The National Association banquets 
rank with the best in the country 
for the unique method of enter- 
tainment. Last year we had our 
first annual Gridiron and this year 
we shall continue and have the 
second one which is under prepa- 
ration at the present time. It will 
consist of humorous, serious and 
unusual features. 

Thursday Morning—tThere will 


be a closing general session de- 
voted to the business of the Asso- 
ciation with addresses which will 
be announced later. Thursday 
afternoon the big Golf Tourna- 
ment will be on at the Olympia 
Fields Country Club. 


The Program 


This is probably the busiest pro- 
gram we have ever submitted at 
an annual convention. There are 
many problems which confront 
the trade and industry at the pres- 
ent time which are new as of cur- 
rent times. Every business man 
must know how these affect him. 
When one considers the program 
and finds that the subject of tax- 
ation, of price discrimination, of 
teamwork, of management and 
merchandising, of legislation and 
the Robinson-Patman law all re- 
ceive adequate attention, it be- 
comes apparent that the business 
man who wants to keep up with 
what’s going on can get a greater 
amount of information at this 
meeting than he could possibly get 
anywhere else and the small in- 
vestment necessary for a trip to 
the convention and participation 
in its meetings fades into insig- 
nificance when compared with 
what will be offered at the thirty- 
first annual convention of The Na- 
tional Stationers Association to- 
gether with the Five Centuries of 
Progress Exposition. 

The headquarters office will is- 
sue a series of notices in reference 
to further additions to the pro- 
gram between now and the second 
week in September. We suggest 
that now is a good time to make 
reservations. The Palmer House 
is a tremendously large hotel but 
already has received a most un- 
usual number of reservations indi- 
cating that the largest crowd ever 
attending a National Association 
meeting will be in attendance at 
this thirty-first convention. We 
have not tried to put any frills on 
this program. It is a business 
man’s program. There is plenty 
of entertainment. The ladies will 
have something to do every day. 
the men will have their business to 
attend to in the daytime and will 
have plenty of entertainment in 
the evening. 


Here Endeth the Chicago Section of the September, 1936, Issue of Office 
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SO THAT YOUR 
CUSTOMERS WILL SAY “YES” 


When You Suggest Suitable Records and Stationery 


Rigid adherence to quality standards* backed by extensive advertising, 
is increasing the unique confidence which consumers have had in the L. L. 
Brown watermark for almost 100 years. Today this mark is more widely 
accepted than ever before as a guarantee of dependable service in records, 
marimum impressiveness in stationery—and genuine economy in both. 7 


HERE IS YOUR KEY TO THIS QUALITY MARKET! oe 


This attractive portfolio will enable you to profit from this 
extraordinary prestige. You will find it to be decidedly 
helpful when you recommend the kind of record and cor- 
respondence papers which your customers really need,— 
those papers whose proren value provides enduring satisfac- 
tion for your customers, and profitable, repeat orders for you. 
A request on your company letter-head will bring you a copy. 
L. L. Brown Paper Company, Adams, Massachusetts 
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lhe Furniture Portrayed in 
This Illustration was Part of 
an Installation Made in the 
Office of a Vice-President of 
the Western Savings Bank, 
Buffalo, by Remington Rand 
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Office Furniture 


O* THE many changes in the stationery business during the past forty years, 
none has had more effect upon the expansion of the business than the inclu- 
sion of office furniture. 

The movement of furniture through what was a new channel of distribution 
started twenty-eight years ago. What gave the movement start and impulse is 
of no point here. As Kipling used to put it “That’s another story.” 


Office furniture has long been established in the commercial stationery business. 
It is an attractive department in every well stocked store throughout the country. 
Commercial stationery dealers captured the business by specific and aggressive 
conquest. Today most of the office furniture sold is moved by the same force that 
captured the market originally. Alert and aggressive sales representatives dis- 
cover needs for furniture, show business folk what they could be using, and in 
general carry the selling directly into the prospective customer’s office, store or 
factory. 


With the fine development of art and artistry in designing and the urge for more 
attractive business offices was developed a new selling technique which influenced 
all departments of the business. 


Today the selling of office furniture enlists a judicious admixture of art and 
science. A good presentation of the posture chair draws both the buyer and seller 
into a discussion of physiology and psychology. Styling—modernistic, period, or 
whatever, lays upon the office furniture dealer the obligations of art. He must 
understand something of color harmony and know representative types of design, 
so he can help his customers in the selection of articles that go well together, and 
in the avoidance of those that do not. 


With the addition of office furniture and “specialties,” the latter embracing 
office machines and systems, the commercial stationery business has extended its 
boundary lines and has achieved high place among the commercial enterprises 
of every community. 


Design As a F'actor in Merchan- 
dising Office Furniture 


& By R. N. Lewis, Man- in modern times. Those which 
ager Furniture Depart- were true expressions of art out- 
ment, The Franklin Print- lived their age, and are reproduced 
ing & Engraving Com- today. The Golden Age, unrecog- 

pany, Toledo, O. nized, exists in the present—as it 
ever has. Only time can give it 
distinction and clear its outlines. 
Modern stylists are now creating 


When design is mentioned in 
connection with merchandising it 
usually means design of the mer- 
chandise itself. Mr. Lewis in this 
article reveals that there is de- 
sign in good salescraft: concentra- 
tion on conscious intent, logical 








arrangement of causes that can be 
controlled to achieve purposes that 
are desired. Having to know how 
to set his stage, how to manage 
lighting, the merchandiser of of- 
fice furniture must be a showman. 
Before he can offer his exhibit he 
has to capture his audience, and 
for this he has to be a combina- 
tion of detective and diplomat. 
The furniture dealer or salesman 
who takes the time and trouble to 
Study all his related problems in 
specific detail, and to work out ap- 
propriate tactics, employs the 
same kind of effort, and meets the 
same kind of inspirations as those 
that occur in any creative activity 


of man. He is a designer of busi- 
ness. 

Mr. Lewis confesses a greater 
love for period design than for 
what he calls “moderne” furni- 
ture. He sells more of the period 
furniture, probably because he 
likes it, though he offers other good 
reasons. Period designs come out 
of the past — they hark back to 
Golden Ages, which, strangely 
enough, always exist in departed 
eras. Of course the period designs 
that have endured are but a few 
of the many which were evolved 
as their contemporaries. Just as 
many bizarre, shoddy, fleeting pat- 
terns were offered in “periods” of 
furniture styling as have emerged 


what will turn out to be period 
designs of the 1930s. 

Interesting in relation to the of- 
fice furniture dealer’s concern 
with aesthetics is the comment of 
Glen Buck on art: “Never quite in 
fashion, never quite out of fash- 
ion.” The art of selling, as out- 
lined in Mr. Lewis’ article, is one 
exception — for it is always in 
fashion! 


S CHILDREN we used to de- 
light in stumping the unini- 
tiated with such profound prob- 
lems as: “What makes more noise 
than a pig under a gate?” If there 
are any of those uninitiated still 
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remaining in this world, which is 
doubtful, they may avail them- 
selves of the answer: “Two pigs 
under a gate.” The point of the 
old joke has its application. There 
are a good many people in the 
business world who seem to oper- 
ate often and immediately on 
hunches. What is better than a 
good hunch or idea? A second— 
and to make for immediate under- 
standing, let it be not a second 
hunch, or a second idea, but the 
second thought. Hunches do come, 
but hunches in the purest sense 
are gambles. The second thought 
—and the third and fourth—re- 
duce the odds existing in gambles 
and comb them down into busi- 
ness ventures. And while no man 
by thinking can add a cubit to his 
stature, any man by thinking can 
add possibilities to his business 
program. Thinking, alone, can 
work no miracles. The good hunch 
or inspiration must be carefully 
checked over, and then appropri- 
ate action must be taken—to be 
followed through persistently until 
the opportunity which has been 
uncovered or created has been cap- 
tured or has definitely passed. 
There are many occasions arising 
in the day’s work where thinking 
will lead to profits. The principle 
of thinking over, of thinking 
through, the events and the signs 
of the day applies probably in 
many more situations than are met 
by the application of the thinking 
itself. 

Admittedly, the above state- 
ments are truisms. Everyone be- 
lieves in the application of think- 
ing to problems. We believe it so 
thoroughly that sometimes it 
seems as though our belief is a 
substitute for the act. Some con- 
crete instances will do more to 
gain stress upon these common, 
but still very important, ideas, 
than could be gained by pages of 
theoretical debate and general 
principles. 

We have had considerable suc- 
cess with floor displays in selling 
complete office layouts where, in 
the beginning, the prospect had in 
mind only a few chairs to be pur- 
chased new. As an example of 
this, the writer secured an order 
from a local business man for four 
chairs with the possibility of a ta- 
ble to follow. After receipt of 
the order for four chairs I re- 
turned to the store and set up a 
complete office layout in a room 
prepared for that purpose; the 
layout included all accessories 
such as desk pad, chair mat, smok- 
ing stand, sand urn, desk set, 


et cetera. The next morning the 
customer was asked to come over 
and see an office set up for his 
benefit which he consented to do 
somewhat reluctantly and entirely 
puzzled. Result? He walked into 

















Mr. Lewis 


the room and, without asking the 
price said: “That’s exactly what 
I want—send it over.” Not only 
that, but another complete layout 
of furniture and accessories was 
sold to his partner on the same 
day and in the same way, except 
that the partner “did not intend 
to purchase anything new” for his 
office. To make the sales more 
difficult,a roll top desk had already 
been refinished for the latter part- 
ner’s use, and it had been handed 
down through the family, thereby 
possessing tremendous sentimental 
value. From the strictly practical 
viewpoint, however, we made a 
sale amounting to nearly one 
thousand dollars whereas, had the 
floor display not been employed, 
our sale would not have exceeded 
$75 at the most. 

Our experience with matched 
suites has been particularly grati- 
fying in that it offers excellent op- 
portunities for using the effective 
layout method of selling which al- 
most invariably increases the sale. 
As a_ general rule, I believe, 
matched suites are sold to execu- 
tives of a concern, and in the proc- 
ess of making the layout and sub- 
sequently the sale, a friendship is 
usually established that stands 
the salesman in good stead when 
equipment is to be purchased in 
other branches of the business. 

The opportunity to attack a spe- 
cific problem in this way does not 
always arise. Circumstances in- 
tervene to make it impossible to 
set up a complete sample office for 
a prospective customer. Even 
when a dealer has ample floor 
space and stock he may be con- 
founded by the coincidence of two 
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prospects who cannot both be 
served at once. Drawings and di- 
agrams are thus in order. Draw- 
ings and diagrams in selling fur- 
niture are almost as essential, in 
the writer’s opinion, as bait is to 
the fisherman. Of course, draw- 
ings are frequently necessary as in 
the case of steel shelving eleva- 
tions, counters, et cetera. However, 
they can be made to appear nec- 
essary in almost any case—to ar- 
rive at the proper balance of fur- 
niture in a room, for instance. Un- 
less drawings are made and a lay- 
out submitted it becomes practi- 
cally anybody’s order whereas, a 
neat floor plan with pieces of fur- 
niture spotted to scale on the plan 
serves, in many cases, to remove 
the project from competition. Not 
only this, but it is a tremendous 
weapon for building up a sale and 
makes it comparatively easy for a 
prospect to visualize how his of- 
fice is going to look. Lastly, but 
by no means leastly, it makes it 
easy for the prospect to buy. Of 
course, the use of drawings and 
diagrams together with actual 
layouts makes a_ presentation 
more than doubly effective. The 
prospect can be given, by a dia- 
gram, a clear conception of how 
his new office will look. When he 
is brought into the store to view 
the actual furniture in place, he 
gets more than an intellectual un- 
derstanding. His desire to possess 
is aroused. 

In our opinion the best location 
for a furniture department is on 
the second floor of a building, if 
any, because most furniture sales, 
I believe, are the result of work 
that has been done in the pros- 
pect’s office, and there is usually 
less confusion on floors above 
street level—hence less to detract 
the buyer’s attention. 

With all due respect to newspa- 
per advertising, we believe direct- 
by-mail advertising to be more ef- 
fective. By using direct mail 
pieces we can select the key man 
and then follow the mailing piece 
with a personal call; in this man- 
ner the mailing piece—or pieces— 
paves the way for the salesman’s 
call. Then, too, it gives us a 
chance to control distribution of 
the lines we have to sell by con- 
centrating our advertising on the 
lines that are lagging behind. 
Briefly, we consider direct-by-mail 
advertising a rifle method and 
newspaper advertising (in the of- 
fice furniture business) the shot- 
gun method. 

We stimulate interest in finer 
furniture by giving it a place of 








112 


prominence on our display floor 
and by featuring it in our display 
windows. Naturally, we carry on 
our display floor the lowest priced 
desk the market affords; however, 
we usually use it as a “football” to 
sell the better desks, and the 
same thing applies to chairs. 

The writer may be somewhat 
prejudiced against the so-called 


“Moderne” furniture, due to hav- 
ing made a considerable study of 
period design furniture. There is 
a romance and a story attached to 
period design furniture which 
arouses interest in the prospect 
and grips his imagination. When 
a salesman can describe historical 
conditions that entered into the 
design of the original piece, it au- 
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tomatically takes the conversation 
out of the commonplace, and 
builds up the salesman in the eyes 
of the prospect. Bear in mind 
that I am not condemning mod- 
ern pieces of furniture, but am 
merely stating my preference for 
period design. In any event, our 
success has been on the side of pe- 
riod furniture. 


Town Board Buys a Safe 


Note—The appended article re- 
cords an experience of a salesman 
who has represented a well-known 
manufacturer of steel office furni- 
ture for more than twenty years. 


TOWN board was in the mar- 

ket for a big steel safe, with 
complete interior equipment. It 
meant a nice sale, running about 
$750. I knew the men on that 
board and I knew some of them 
pretty well. They knew me and 
knew I was reliable. I thought I 
had that sale all sewed up. They 
told me they would have a board 
meeting on a certain day and 
they had put off two other sales- 
men till that time. The three of 
us were to come before the board 
then, one by one, and give them 
our selling talk and they would 
then and there decide who would 
get the order. I couldn’t see why 
I wouldn't be the lucky one. 

When I arrived on the day in 
question, I found one other sales- 
man waiting in the outer room. 
Both of us represented well known, 
leading manufacturers of quality 
lines. The third salesman came 
in at the last minute, though I 
thought I’d seen him out on the 
street when I drove up. He was 
a fly-by-night sort of fellow, with 
arranvements that enabled him to 
sell any one of three or four small 
lines. He seemed to have no def- 
inite territory, but went almost 
anywhere. He looked more like a 
farmer than a salesman. 

At last the chairman of the 
board came out of the inner room 
and asked, “Which one of you fel- 
lows is coming in first?” 

That last salesman, old George 
F., made no move, did not even 
look that way. The other, Billy 
W., looked at me and I looked at 
him. He made no move to go and 
I saw he was waiting for me. I 
realized it wasn’t just politeness 
that made him wait, but I was 


easy and got up, saying, “I'll start 
it going.” 

Boards like that are a hard 
proposition. Usually they don’t 
know anything about steel stuff. 
Probably most of them aren’t busi- 
ness men. They listen but they 
don’t say much. Still and all, I 
thought I’d get the order and I 
wasn’t worried when I came out 
without any outright assurance. 

Then old George F. still looked 
out of the window and motioned 
Billy to go ahead. Billy couldn’t 
really object, seeing as George F. 
had come in last. And pretty soon 
Billy came out and sat down, not 
looking any too pleased. He hadn’t 
taken any more time than I had. 
Then it was the third man’s turn 
and he went in while Billy and I 
waited. And we waited plenty. It 
looked as if that salesman must 
have decided to spend the week- 
end there. 

I thought he must be having a 
hard time getting anywhere with 
his proposition, and I was glad I 
had a line everybody knew was all 
right. 

Billy began to look worried. 
“Ever run across this bird be- 
fore?” he asked me. 

I told him I hadn’t. “Well,” he 
said, “don’t let his looks fool you. 
He’s in there laying it down to 
those fellows like a country law- 
yer putting his case before a 
farmer jury and he'll stay till he 
sees in each man’s eye a look he 
wants to get there. I’m afraid 
we're out o’ luck.” 

At last old George F. came out 
and began putting on his over- 
coat. He didn’t pay any attention 
to us. It wasn’t fifteen minutes 
before the board sent a man out 
to thank us and tell us they’d de- 
cided to take up George F.’s propo- 
sition. 

Now, that was a victory for 
salesmanship, pure and simple, 
though it could not have been 
very simple and I’m not sure it 


was too pure. I recalled hearing 
of cases when this George F. would 
get up at four o’clock in the morn- 
ing and be back by breakfast time 
with a fine mess of trout that 
would go to the big shot of the 
bunch he was in town to sell to. 

But I learned a thing or two 
from that experience. I learned 
to try to be the man to tell his 
story last, even if I had to arrive 
late. I learned to take a lot of 
time, all the time necessary to see 
that every man on the board could 
look me in the eye and seem sat- 
isfied before I left them. I learned 
that if I did go first and stayed 
with them till they were a little 
tired, the other fellows would have 
a tired audience to start with. I 
learned that any board’s time 
probably has some limit on it. 
They couldn’t stay forever, so the 
game seemed to be for the early 
comer to take just all the time he 
could without making them sore, 
and for the late comer to cut his 
talk to the bone and give it to 
them in brief, plain language, to- 
gether with the lowest price he 
could make. 

In twenty years of selling steel 
furniture and safes I never have 
lost a sale because the other fel- 
low had a better product. I don’t 
mean the line I have handled has 
always been outstandingly better 
than any competing line. I have 
lost some sales when my line was 
the best and I have made some 
when the competing line was bet- 
ter. I am willing to admit my 
salesmanship has been at fault 
practically every time I have lost 
out. 

As between several of the best 
lines in the trade, there isn’t 
enough to choose so the average 
buyer can see any difference in 
quality. The difference is in the 
salesmanship. And that means 
success is not so much in the line 
you handle as in the way you han- 
dle it. 
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On forty-two pages of the remainder of this special sec- 
tion are shown the office furniture lines around which 
the major part of the office furniture business of this 
country has been built. 


These advertisements collectively considered consti- 
tute a type and illustration office furniture exposition 
in which will be found every requirement for com- 
pletely outfitting offices of whatever type or standard. 
In many of the exhibits are new numbers and improved 
older models. One who turns the pages leisurely will 
observe a number of things which will challenge his 
interest. We recommend the advertisements to the 
readers’ careful attention. 


The manufacturers represented in the exposition are: 








All-Steel-Equip Co. 

Alma Desk Co. 

*American Automatic Elec. Sales Co. 
Art Metal Construction Co. 
Art Steel Co., Inc. 

Artility Metal Products, Inc. 
Bassick Co. 

Bentson Mfg. Co. 

Bickett Co., L. M. 

Bright Chair Co., Inc. 
Browne-Morse Co. 

Cameron, Cal. 

Central Desk Mfg. Co. 
*Clemco Desk Mfg. Co. 
*Cleveland Container Co. 
Collier-Keyworth Co. 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Darnell Corp., Ltd. 

DoMore Chair Co. 

Eagle Ottawa Leather Co. 
Evansville Desk Co. 

Faultless Caster Co. 

Fritz Cross Co. 

*Gaylo Mfg. Co. 

General Fireproofing Co. 
Globe-Wernicke Co. 

Gunn Furniture Co. 

Harter Corp. 
Herring-Hall-Marvin Safe Co. 
High Point Bending & Chair Co. 
Hillsberg Co. 

Hoosier Desk Company. 
Howell Co. 


Imperial Desk Company. 
*Imperial Methods Co. 
Indiana Desk Company. 
Invincible Metal Furniture Co. 
Jasper Chair Co. 

Jasper Desk Co. 

Jasper Office Furniture Co, 
Jasper Seating Co. 

*Johnson Chair Co. 

Karl Mfg. Co. 

Kilian Mfg. Corp. 
Lackawanna Leather Co. 
Lyon Metal Products, Inc. 
Majestic Lounge Co., Inc. 
Marble Chair Co., The B. L. 
Meilink Steel Safe Co. 
Metalstand Co. 

Metal Office Furniture Co. 
Milwaukee Chair Co. 
Murphy Chair Co. 

New Indiana Chair Co. 
Peerless Steel Equipment Co. 
J. K. Rishel Furniture Co. 
St. Johns Table Co. 
Sanymetal Products Co., Inc. 
Security Steel Equipment Corp. 
Shaw-Walker Co. 
*Sherman-Manson Mfg. Co. 
Sturgis Posture Chair Co. 
Tiffany Stand Co. 

Toledo Metal Furniture Co. 
Tubular Specialty Mfg. Co. 
Wagemaker Co. 

Weis Mfg. Co. 

Yawman and Erbe Mfg. Co. 


*Office furniture manufacturers whose advertise- 
ments appear in this issue outside of the special 
furniture section. 
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GF DEALERS PROFIT 2 WAYS 
MODERNIZATION PROJECTS 





s b t Oo 2X r Here’s an office—once thoroughly modern. But 
today is a new day. Business has increased. 
More people are employed. More valuable records must be kept in 


safe places. More customers call. More competition for the favorable 


opinion of prospectiy e customers. 


i) < Oo at L c M: How can the GF Dealer build up new 


business and profits for himself in this 
office and the hundreds like it in his territory? (See the answer 


on the opposite page.) 





























VISIT THE GF DISPLAY AT THE CHICAGO CONVENTION SEPT. 21-24 
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OFFICE MODERNIZATION Project for Riall- 
Jackson Insurance Co., Baltimore. Engineered 
and completed by Meyer & Thalheimer, GF 


Dealers. 








Every GF Dealer knows 
there is profit in a mod- 
ernization job of this 
kind. But does he know 
that, once completed, it is 
a live advertisement of his 
ability as an office engi- 
neer? And that means 


A FE T t we This is how the GF Dealer completely 
more customers — more 


modernized the out-of-date office —and 


landed a sizable order for GF equipment. Pee Se 


GF No. 1600 Line Desks with white metal trim are used Start today to “write” 
throughout. Not only clean- and modern in appearance, advertisements of YOUR 
but also designed for greater convenience, they give a first office engineering ability. 
and lasting impression that builds customer good-will. You'll make money as 

Comfortable seating is guaranteed for employees and soon as they’re started. 
visitors with GF No. 3000 Line Aluminum Chairs. GF And you'll build reputa- 
Goodform Posture Chairs are provided for secretaries. tions as soon as they’re 

For the safe storage of valuable records and corre- finished. Write for our 
spondence, GF 5-drawer Super-Filers offer 48% more dealer proposition. 


filing capacity on the same floor space. 











ALUMINUM CHAIRS « METAL DESKS e TABLES «¢ SUPER-FILERS 
° FILING CABINETS . SAFES . SHELVING . 


THE GENERAL FIREPROOFING COMPANY, YOUNGSTOWN, OHIO 


1 m= it 
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The Choice of Business Leaders 


JASPER CHAIR COMPANY 
LEATHER UPHOLSTERED 


Furniture 


Fine woods and high grade leathers formed by master de- 
signers and craftsmen into harmonious, living designs 
the result is quality apparent and recognized as worthy of 
service in the finest executive offices. Aside from question 
of cost, they present many features for favorable con- 
sideration. The moderate total expense, even for a sizable 
installation, is a convincing climax. 


Genuine comfort and lifetime durability are built into these 
fine chairs. Most of our leather upholstered line (including 
the chairs illustrated here) are of solid American walnut. 
Also we have an interesting group made of birch, walnut or 
mahogany finish. The leathers are genuine Dixie Vealskin, 
New Eagle Grain, Moorish Grain and Full Top Grain, 
and a variety of colors is available. 


\ few of these chairs put on display will produce frequent 
inquiry and profitable extra business for the office furniture 
dealer. The line is pictured in our current catalog which, 
with full details and prices, will be supplied on request. 


Representatives: 
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JASPER CHAIR COMPANY 


JASPER INDIANA 


Geo. A. Litchfield, Sales Mer James S. Fowls, (Southern) 

R. J. Freeman, (Eastern) 3414 Euclid Heights Blvd. 

505 Fifth Ave., New York. N. Y. Cleveland, Ohio 

E. W. Thomas, (Southwest) S. H. MacDonald, (West) 
Daytona Beach, Fla. 521 Lloyd Bldg., Seattle, Wash. 


W. H. Brown (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 
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Raising the Net Profit Figure 


HE sustained improvement in 

general business conditions 
warrants serious consideration at 
this time of the profit-making 
possibilities of office furniture. 
Accordingly, with the hope that 
these comments will serve as a 
short cut to additional profits for 
other dealers handling furniture 
or contemplating an expansion 
into furniture activities, I am 
passing along some of the prac- 
tices that experience has taught 
us increase net profits. 

First of all in considering furni- 
ture, there is the problem of how 
many grades constitute a well- 
balanced line-up for a dealer to 
handle. We feel both commercial 
and executive grades are essential, 
for the dealer is thus able to sat- 
isfy the requirements of virtually 
every prospect. Roughly, a vari- 
ety of about six price brackets in 
both grades is feasible. There 
should be a difference of ten per 
cent to 15 per cent in each grade; 
thus there is enough choice in 
prices to satisfy the requirements 
of virtually every prospect. Not 
all grades need be shown on the 
floor if space doesn’t permit, but 
the best sellers certainly should 
be displayed. 

Commercial grades are the more 
profitable because of the swifter 
stock-turn possible even though 
executive grades carry a higher 
dollar profit margin. Commercial 
grade furniture and particularly 
pieces in the retail bracket of $65- 
$70 for 60-inch desks, give us our 
most rapid turnover because of 
the more widespread use of this 
grade. 


One of the Attrac- 
tive Windows 
Showing a Fine 
Display of Leopold 
Desks and Outlin- 


& By Gustave Fischer, 
Gustave Fischer Com- 
pany, Hartford, Conn. 





Mr. Fischer 


As our Hartford market is 
rather conservative in taste—typi- 
cal of all New England—we find 
quiet designs most salable. In ad- 
dition to regular straight leg 
pieces, turned leg models of clas- 
sic design and other styles slightly 
less formal, such as William and 
Mary, and Queen Anne far outsell 
modern, Jacobean and others of a 
more pronounced style; in fact as 
a whole, the buying likes in this 
area tend to concentrate around 
more dignified rather than ex- 
treme patterns of any period or 
style. 


Favor Ensembles 


Matched suites have been very 
satisfactory as a merchandising 
proposition and will become more 
so now the replacement market is 





becoming active; in addition to 
new office installations, the re- 
placement market — representing 
usually the more stable firms in 
the community—is showing a re- 
ceptive tendency towards ensem- 
bles. Moreover, in discussing 
matched suites with prospects 
there is the possibility of weaving 
into the sales-presentation the 
subject of correct business sur- 
roundings partly effected by the 
harmonious design of the furni- 
ture pieces. We are thus able to 
dwell more and more upon the 
correctness to individual require- 
ments of the contemplated instal- 
lation rather than merely to talk 
on price. We are experiencing a 
continual upward swing in sales 
and strongly recommend that 
other dealers place more empha- 
sis on ensembles. 

Of course, matched suite selling 
is largely governed by the amount 
of floor display area available for 
properly showing grouped pieces. 
Though we regard first floor dis- 
play, especially front of store dis- 
play, extremely desirable because 
of exposure to store traffic, we are 
realizing highly satisfactory re- 
sults by devoting two separate 
floors—office furniture is a dis- 
tinct department—to this purpose. 
Segregation of the office furniture 
display has one major advantage 
—a most powerful factor—that 
seems even to overshadow the 
value of exposure to first floor 
store traffic. Segregation of dis- 
play permits more quiet selection. 
As a matter of fact a few desks 
near the heaviest traffic spot serve 
as a continued reminder to our 


ing the Famous 
“Nine Major Op- 
erations” Which 
Go Into Leopold 
Manufacturing in 
Its Various Lines, 
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customers that we carry office fur- 
niture, although of course by far 
the bulk of furniture is displayed 
upon the upper floors. The out- 
standing advantage of upper floor 
display location is as mentioned, 
the freedom from distraction; this 
freedom is imperative in the sale 
of merchandise such as office fur- 
niture which is bought with delib- 
eration, in direct contrast, say, to 
many of the over-the-counter 
quick sales made in the stationery 
department. This air of quietness 
in the furniture department per- 
mits a higher degree of concentra- 
tion by both prospect and sales- 
person and, of course, thus enables 
the prospect to visualize more 
readily how the furniture pieces 
will function as part of his daily 
business life. 

In line then with this experi- 
ence, we are leaning more and 
more towards displays simulating 
office layouts. These, as a whole, 
have enabled us to do a substan- 
tial amount of trading up with its 
attendant higher unit of sale and 
gross dollar profit. If space per- 
mits, the installation of model of- 
fices, either with full or partway 
partitions, is without question a 
most profitable investment for the 
dealer. When model offices are in 
graduated price brackets and are 
discussed as much as possible in 
terms of complete entities, the 
prospect for a complete installa- 
tion is saved considerable effort in 
making his selection. Obviously, 
individual pieces from the display 
may be sold to satisfy the pros- 
pect’s needs. Model displays have 
proved so valuable in the home 
furniture field that it is hard to 
understand why many in our in- 
dustry have hesitated to adopt 
this profit-making idea. 


How to Increase Profit 

If a dealer will think to use both 
his merchandise and various tools 
of sales promotion readily avail- 
able, he can facilitate a healthy 
increase in his furniture profits. 
Virtually every first-grade manu- 
facturer has dealer helps. These 
we have found extremely effective 
for general salesroom purposes, 
for use in window displays, for use 
in advertising—both direct mail 
and newspaper work, and of 
course, for use in actual presenta- 
tions to prospects. Whenever pos- 
sible, for example, we show cross- 
pieces of the integral parts of fur- 
niture such as cross sections of 
ply-wood tops, how finishes are 
applied, etc.; they are helpful as 
they enable the prospect to under- 
stand the reasons why the furni- 


ture is actually worth the price 
asked. Then too, whenever feasi- 
ble for expediting the closing of a 
pending sale we use special draw- 
ings, diagrams and other such 
supplementary visual helps—both 
on paper and by actual furniture 
layouts in a segregated portion of 
our furniture display floors. 

We find frequent window dis- 
plays, whenever possible with 
moving action features in order to 
arrest attention, highly effective. 
They usually cause immediate 
sales of the items promoted and in 
addition, show their influence in 
sales made at later dates. As a 
whole, our experience has been 
that maximum sales result by 
placing individual price tags on 
items featured in our windows and 
at the same time offering a spe- 
cial price for the furniture ensem- 
ble or grouping if bought in its 
entirety. 

Another definite part of our 
merchandising plan is the sales- 
training program continually fol- 
lowed by our salespeople. Over a 
period of years, experience has 
demonstrated to us that continued 
Study pays handsome dividends. 
It is relatively easy to obtain much 
valuable sales-producing informa- 
tion other than ordinary printed 
information from the more alert 
representatives of various manu- 
facturers; they are usually anx- 
ious to give pointers not only in 
regard to the merchandise proper 
but also about the sales tactics 
successfully employed by other 
dealers in other cities. Our sales- 
people are required to read thor- 
oughly trade journals and other 
publications which can help them 
increase their personal sales-pro- 
duction. It goes without saying, 
we welcome the sales manuals and 
kindred material issued by indi- 
vidual manufacturers. 


The Prospect List 

Closely allied to this phase of 
our business are, of course, the 
building and maintenance of our 
prospect list and the functioning 
of our sales control records, which 
supplement our regular inventory 
control system. After considera- 
able experimenting, we have 
found this system for building up 
additional volume very successful. 
We closely watch the activity of 
our present customer list; we are 
continually following-up inactive 
accounts, and to be sure, are al- 
ways seeking to add new accounts 
to our books in order to have cus- 
tomers to replace the inevitable 
annual fall-off of accounts occur- 
ring in every business enterprise. 
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Briefly, we review our customer 
accounts monthly and since we 
are calling on our major custom- 
ers regularly, notations are readily 
made as to what additional mer- 
chandise can be sold the particu- 
lar account. When there is an 
unusual drop in activity with an 
active account, we follow-up for 
the specific purpose of learning 
the reason. By the way, we have 
found in our outside calling that 
it is highly profitable to have some 
specific item—either a special sale 
item, a new item or its equivalent 
—that we can talk about on our 
regular, periodic calls. Posture 
chairs are one such item that has 
been promoted effectively. By 
having something to show on rou- 
tine calls, we have a reason for 
calling, and are freed from the 
hazard of merely “dropping-in” to 
mutter small-talk which can be 
exasperating to many buyers. 

In addition to floor, phone and 
personal inquiries, many of our 
leads come to us from such in- 
direct channels as moving men, 
real estate agents and the like. 
We of course. keep continually 
scrutinizing local newspapers for 
business removal items and other 
happenings that could conceivably 
result in the purchase of furni- 
ture. Moreover, we have had 
splendid success in getting leads 
by frequently asking those of our 
own customers with whom we en- 
joy the most cordial relations, if 
they happen to know of any pros- 
pects. Nine times out of ten, a 
satisfied customer, knowing of 
someone interested in furniture, 
will gladly give us the lead. Quite 
often such a customer will even 
voluntarily go a step further to 
help us get the business by com- 
mending our service, price, and 
quality to the logical person. 
Then too, we have a tickler file for 
prospects, listing pertinent infor- 
mation about the potential cus- 
tomer. Our prospect list is con- 
tinually being worked; we frankly 
don’t keep deadheads on it, as ex- 
perience has shown us it is better 
to continually revise the list, 
weeding out names when their 
value is negligible. We have three 
classifications of prospects: excel- 
lent—for immediate and contin- 
ued follow-up; good—for follow- 
up say every thirty days; fair— 
for follow-up less often as re- 
quired. We also classify our cus- 
tomers, depending upon their po- 
tential value to us, and govern our 
frequency of call upon them ac- 
cordingly. 

(Turn to page 123, please) 
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ART METAL AND POSTINDEX 


IN CHICAGO 





his METAL and Postindex are co-operating in the 
Five Centuries of Progress Exposition, the exhibit feature of the 
National Stationers and Office Equipment Manufacturers Associa- 
tion in Chicago, the week of September 21. 
The exhibit will be of special interest to Art Metal and Post- 
index agents and prospective agents. 
{rt Metal and Postindex headquarters will also maintain 
open house throughout the convention, and we extend a cordial 


invitation to all associates and friends. 


ART METAL CONSTRUCTION COMPANY 


JAMESTOWN, NEW YORK 





oo -@ si 
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HERE'S A BROADER DESK LINE 
To BRING YOU BRO AADER ~PROFITS 





See the 
Temperdesk 
Group on Display 
in the 
Model Office, 
Masonite House, 
Texas 

~~ Centennial, 
. Dallas, Tex. 


No. 3061-—The 60-inch Ex- 

ecutive Desk from the Temp- 

erdesk Group. Built of Temp- 
(Covered by ered Presdwood with’ Chro- 
t. S. Design mium trimmings and Stain- 
Patents.) less Steel bases. 








IMPERIAL also brings you the exclusive TEMPERDESh 
sified line! Group—the world’s first truly modern office furniture, a master- 
— ye manahern sive penctmeets pi pte ag gt piece of functional styling. Plus a wide slection of quick-moving, 
omce turnmiture neec wer y style . s es are ms. - s 5 ileal si : 
woods—soundly constructed turned-leg and straight-line desks profitable specialty items that se Ul on sight. ; 
- Dealers everywhere are building new office furniture volume 


and tables in walnut, oak and mahogany. All are priced to : : 
help you sell the greatest number of customers—with the most with the aid of the IMPERIAL Desk Selling Kit. If you do not 


substantial profits for yourself 


“OU can sell every prospect with IMPERIAL’S broad, diver- 


have a copy, write for it—today! 





Greetings to the 
Vational 
Stationers 
issn. 


issembled in 


Convention | 
No. 667-A—A segeoceniatve 

hie desk from Imperial No. 600- 
es Ricago Series in beautifully figured 


Walnut. 








; / DESK COMPANY 
Mt eld INDIANA 


EVANSVILLE, 











SEPTEMBER, 1936 


121 





A NEW ARM-SWIVEL CHAIR OF 
POSTURE TYPE FOR EXECUTIVES 


HIS newest addition to the extensive line of 

B. L. Marble Posture Chairs, the No. 75!/, 
for Executives and Junior Executives, meets a long 
felt need. It offers progressive dealers entrée to 
an entirely new field . . . a market of prac- 
tically unlimited sales possibilities. 






No. 75% 
PATENT APPLIED FOR 






Business Executives are more "posture minded" 
today than ever before. They have observed 
the merits and advantages of correct posture as 
it applies to the chairs they have been buying for 


HICH would you rather have for . ° 

eewetrrena eo oa la clerical and stenographic use. Now you can 
« chair made of becetitl cobinet offer them these same posture principles in an 
w » warm and friendly to the ‘ = 
touch, with the inviting comfort that arm-swivel chair (the No. 75!/2) for their own 
can be obtained in wood alone. . . | h . . 
edihaninaiaamaemn use ... an extremely comfortable chair of trim 
substitutes? The Public once bought ° ° 
sod aatnebcieaant ee lines and pleasing appearance, a chair that 
day the popular demand is for beds really looks like a piece of furniture. 


made of fine cabinet woods, WHY? 


The No. 75!/2, as well as the clerical chairs in the 
SIT-RITE posture line (Nos. 65!/2, 66!/2 and 67!/2) 
have a molded groove, or recess, in the center of 
the upholstered back which eliminates pres- 
sure on the spinal column. A recessed hollow 
at the back of the seat prevents pressure on 
the end of the spine. Spring controlled backs 
are adjustable up and down, forward and back- 
ward, to fit individual requirements. 


This is the posture chair line you need to 





No. 75! 


Posture shaped uphol- secure increased sales . .. and profits! 
stered seat and ad- fe 7 ‘ : 
justable upholstered Write for prices and complete information. 


posture back. 


THE B. L. MARBLE CHAIR COMPANY 
BEDFORD, OHIO, U.S. A. 
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More Sales and More Profits 


with the 


Globe-Wernicke Franchise 


Go ahead with Globe-Wernicke—for more 
than half a century, a leader in the industry, 
with an unexcelled reputation for business 
integrity and merchandise of dependable 
Pe yl he quality. We offer you the most complete 
“ect. Maney line of office equipment and stationers 
ee goods available from one source of supply. 
lt is our established policy to sell through dealers and cooperate 


with them in every possible manner. 


Our exclusive franchise includes everything you need to increase 
sales, make more money and be the most successful dealer in your 
community. Many Globe-Wernicke products are in a class by 
themselves with distinctive and exclusive features. These modern 
office accessories enable people to accomplish more work with 
less effort, keep office routine operating smoothly, increase effi- 
ciency, save time and money. 


Write for information about our attractive proposition for dealers 
SECTIONAL BOOKCASES 


Available in steel or wood and let us explain how we can go forward together to our mutual 
protect books from damage 


permit expansion to meet advantage. 


individual needs 














STORAGE CABINETS STEEL HORIZONTAL ADVANCE DESKS AND TABLES BOOK SHELVES 
SECTIONS This new line has many exclusive features in- Book shelving is used in law 


Convenient storage and ward 1 : ‘ 
robe cabinets for supplies and Horizontal sections are widely cluding beautiful, durable, “Duro-Velv™ offices, business libraries, re- 
clothing. They meet every used for filing records; also by jinish, hard tempered composition top and tail stores, and the me. 
office storage requirement engineers and architects. Stock sturdy steel light-weight construction. Espe- Shelves are adjustable and re- 
wnits permit many useful com- ctally recommended for commercial use. movable end panels permit 

expanston. 


Globe-Wernicke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Filing Equipme Bookcases, Partitions—Special Steel 


binations. 





teel and W od Office Furniture 
and W 1 Equipment for Libraries, Schools and Public Buildings Filing Supplies, 


Service Stat ners’ Pr jucts:; Storage and Visible Record Equipment and Steel Shelving 


\ 
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Raising the Net Profit Figure— 
(Continued from page 118) 


With furniture becoming in- 
creasingly important to us due to 
improved general business activ- 
ity, we are finding it increasingly 
easy to raise the unit of sale by 
suggesting related, companion 
items. For example, the sale of a 
file is usually the occasion for sell- 
ing filing supplies to the same 
buyer; the sale of a desk generally 
causes the sale of chairs as well 
as companion pieces and practi- 
cally always brings about the 
simultaneous sale of desk pad, let- 
ter trays and other accessories. 
We talk to the prospect in terms 
of the usefulness of the supple- 
mentary pieces, and find that by 
doing so we get additional volume 
at virtually no extra selling cost 
or effort. 

Following this same thought, we 
have successfully worked in sev- 
eral rational buying motives, 
which influence the average per- 
son, in his buying of merchandise 
similar to office furniture. Spe- 
cifically, we find selling talk is 
more effective when built around 
such basic appeals as: economy of 
use; dependability in use; dur- 


ability; flexibility; simplicity of 
operation; handiness; ease of 
making repairs; economy of pur- 
chase; sanitation; safeguarding 
the welfare of employees; protec- 
tion against loss; our reliability 
and punctuality in delivery. 

Because of convenience in help- 
ing prospects readily to decide on 
what to buy, we have special sug- 
gestions that are offered one-man 
organizations, such as _ lawyers, 
doctors, real-estate men, insur- 
ance agents. To most of these 
people, the impression created by 
their office plays a most signifi- 
cant part in their relationship 
with their own clients, patients or 
customers. We have always found 
the one-man business market a 
splendid, relatively fertile field for 
easy selling at higher gross profit, 
although of course the annual 
volume with individuals usually 
tends to be considerably less than 
with larger office operators. 


Money Back Guarantees 


Money-back guarantees as a 
means of facilitating sales have 
proved worthwhile particularly in 
instances where that assurance 
has helped overcome the timidity 
of certain prospects to place an 
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order. We have however in this 
connection found it extremely ad- 
vantageous to offer originally al- 
ternative pieces for consideration 
at the same time. Thus, should 
the prospect be unable or unwill- 
ing to keep his first selection, we 
still have a chance to make a sale. 
Money-back guarantees have been 
extremely helpful in selling sec- 
ond-hand pieces, particularly 
when we express our willingness 
also to apply such money towards 
brand new furniture. Incidentally, 
renovating trade-ins, though we 
sell many of them “as is,” is prof- 
itable with pieces where we sense 
that the additional renovating 
cost added to the item, will yield 
us a higher gross dollar profit on 
the sale. 

We have been experiencing sat- 
isfactory net profits with office 
furniture and anticipate a sub- 
stantial increase in furniture ac- 
tivity during the next few months. 
This increased activity we antici- 
pate will very closely parallel the 
evident upswing in general busi- 
ness conditions and should con- 
tinue for some time to come both 
in the field of replacement sales 
and installations for new con- 
cerns. 


Furniture Department Record 
Requirements 


HE manager of an office fur- 

niture department is usually 
the best salesman on his staff and 
consequently has very little time 
to devote to the detail of record 
keeping. However such duties 
cannot be neglected. More sales 
are made at a conference table 
in the office than are generally 
credited. 

A periodic statement is needed 
which will show which lines carry 
the most profit so that goods with 
a low margin may be dropped. 
Examining our inventory we may 
learn a great many things, among 
them possibly that there is too 
great a “tie-up” in upright file- 
cabinets and even though six dif- 
ferent lines are produced by the 
manufacturer, we learn by our 
records which to eliminate. 

In order to have current figures 
which were correct it was neces- 
sary at the beginning of our busi- 
ness to take an inventory every 
month. Later when a reliable 


& W. Lee Fergus of the 
Globe Furniture & Sta- 
tionery Company, Chi- 
cago, Offers Some Con- 
crete Suggestions 





Mr. Fergus 


business history was established 
we learned to estimate our inven- 
tory. We add to the inventory as 


shown at the end of the preced- 
ing month all the purchases made 
during the current month and de- 
duct from this the purchase price 
of all the goods sold for this 
month. This we estimate very 
easily by subtracting from the 
total sales, the total amount of 
estimated mark-up on the goods 
sold. Thus we arrive at the esti- 
mated inventory for the close of 
the current month. 


Accuracy Difficult to Obtain 


One of the greatest problems in 
our sales accounting is in obtain- 
ing accuracy. From various hit 
and miss methods we finally have 
evolved a system whereby we ob- 
tain fair results and are able to 
get our billings out both speedily 
and accurately and get a variety 
of very helpful statistics. 

Invoices are made in duplicate, 
one copy for the customer’s bill 
and one for the “office copy,” from 
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which postings are made to the 
ledger accounts. These invoices 
bear only the list of the items sold, 
the quantities and the unit prices, 
but no extensions. The extensions 
are figured by machine on both 
copies of the invoice independ- 
ently and as a check for accuracy 
are compared and totaled. The 
“office copies” are sorted alpha- 
betically to conform with the led- 
ger accounts and are clipped 
together for computations. 

The first step is to figure costs 
and profits. The cost clerk has a 
complete set of manufacturer’s 
price lists and discount sheets for 
our standard lines and a price 
book for all miscellaneous items 
carried. He also has access to the 
cost on all special items and spe- 
cial contract work. He enters the 
costs in red ink on the “office 
copies.” Losses are indicated by a 
red circle drawn around the cost 
figure. In this manner a net fig- 
ured profit is secured which is 
about ninety-nine per cent accu- 
rate. Large and apparent mis- 
takes in pricing are often caught 
at this point and can usually be 
corrected by referring back to the 
salesman or order clerk who made 
the error in either quoting or in 
copying. 


Method of Analysis 


The swatch of billing copies is 
now correct and can be posted to 
the customers’ accounts. When 
the posting is finished the entries 
are checked and the office copies 
are again totalled to check with 
the first total and are now ready 
to be analyzed for sales compari- 
sons. 

Comparisons are made by sales- 
men, by departments and by com- 
modities. For departments we 
have Furniture, Filing Equipment, 
Contract Work and Stationery. 
For commodities we have Suite 
Furniture, Wood Commercial 
Desks and Tables, Steel Desks and 
Tables, Wood Chairs, Steel Pos- 
ture Chairs, Visible Equipment, 
File Cabinets, Safes and Machines. 

The reason for departmentizing, 
even though the same salesmen 
sell all the different lines, is be- 
cause of the different ratios of ex- 
pense, space and investment re- 
quired. Furniture requires a much 
larger sales floor and storage space 
and takes a slower rate of turn- 
over, while contract goods are 
usually sold before ordering. Our 
commodity analysis shows lines of 
goods with which some of our men 
are really “going to town” and 
likewise it shows lines which may 
become neglected. 


OFFICE APPLIANCES 


Good salesmen are often enthu- 
siastic to the point of being tem- 
peramental. Some will take a line 
like Steel Posture Chairs, Visible 
Records or Steel Shelving and 
push it to the limit,—incidentally 
eliminating all the other lines. 
For some men who can become 
outstanding specialty salesmen, 
such enthusiasm is to be encour- 
aged. Other men, who do not 
have these possibilities, are en- 
couraged to push all the lines. 

Various ratios can be worked out 
for comparative purposes, but 
most of them require too great a 
clerical force for their value to 
justify their expense. There is no 
end to the detail into which man- 
agement can become enmeshed if 
the statistical story is pursued to 
its ultimate conclusion. It can be 
made to cover every detail of sell- 
ing, buying, stock-keeping, per- 
sonnel management, and _ store 
operation. 

However managers of Office 
Equipment Departments are 
necessarily heavy sales producers 
and cannot devote an undue 
amount of time to non-productive 
procedure. By intimate contact 
with sales problems he has at first 
hand knowledge what months of 
analytical records might later re- 
veal. 


Some Practical Aspects of Office 


Furniture Selling 


HAVE been asked a number of 

times what would be the proper 
procedure in establishing an office 
furniture department, either ex- 
clusive, or in connection with a 
stationery business. 

That question is rather a broad 
one, and the best answer to it is 
that of past experience. 

A well balanced office furniture 
business, whether exclusive or in 
connection with a stationery busi- 
ness, should have a very definite 
set-up and should contain well 
established lines of desks, chairs, 
commercial and period, lamps, 
possibly a few rugs, smoke stands, 
occasional chairs and some pic- 
tures. 

In this branch of the business, 
if in a town of over 100,000 popula- 
tion, about four or five period 
suites should be the limit, and they 


& By C. W. Roth, of the 
Roth Office Equipment 
Company. Dayton, O. 





Mr. 





Roth | 
should be well set up, as volume 
of sales on this type of merchan- 


dise will depend solely upon its 
presentation. 

Next should be shown medium 
priced desks and chairs in turned 
leg and commercial grades, limited 
to walnut, antique oak, commer- 
cial oak, and possibly a desk or 
two in mahogany. This latter 
wood has not been selling very 
well the past few years, but I 
understand there is a tendency on 
the part of some manufacturers 
to revive this wood in an attrac- 
tive finish. 

With the desks should be shown 
upholstered chairs, side arm chairs 
and wood chairs, both revolving 
and side. Also, by all means make 
a generous display of steel desks, 
set out with aluminum revolving 
and side chairs. 

The picture of the steel line of 

(Turn to page 129, please) 



































A Lif, dle head) elegy Ty ; 
a i ij2s)_ ~~ 

(Le. Saalltens, I TT; a a " 
——— I 





~~ 


> 


“4 


—, 
> 


4, 
Xiph 


eS 
~ 

oS 

“2 Mo 


~ 
— 
~~ 


~ 


Was 


Aeceount and Collection 
File 


The hundreds of thousands of Weis Account and Col- 
lection Files in daily use by every type of business and 
profession is evidence of their adaptability for keeping 
records of small or temporary accounts. Charges are 
made directly on the statement sheet and filed alpha- 
betically between pressboard guides or dividers, the 
indexing tabs of which are covered with transparent 
celluloid. Sheets are quickly inserted or easily re- 
moved by raising the top and lifting the metal arches. 
Two sizes—4” x 9” and 5's” x 8%”. 


Ask About Special Printed Statement Sheets 


MONROE Sf Cle Mcnéan 









































Economy Line Transfers or Storage 
Cases are made in eleven sizes—letter, 
cap, invoice, ledger, check, deposit 
ticket and card index—a size for most 


any need. 





MONROE Sf Cle F MICHIGAN 





New York Chicago Boston 


The Weis Mfg. Co., Inc. Associated Stationers Adams, Cushing & Foster 





54-56 Franklin Street Supply Company Incorporated 
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Keonomy Line Fibre 


Board Transfers 


cut the cost of storing important records for future reference. 
Made of extra heavy fibre board with reinforced corners, thus 
making a strong, sturdy transfer case. Removable covers 
no flaps, no strings, no clamps, no bands—just the snug fitting 
cover which makes them dust proof as long as cover is on. 
Made in eleven standard sizes—a size for every office trans- 
fer need. All twenty inches long and high enough inside to 
allow transfer of records with tabbed guides. This type of 
transfer has for years been used by banks, stores, railroads, 
gas, electric, telephone, insurance and trust companies and 
city, county and state institutions and governments. Just 
fill ’em, put the covers on and file ’em. You may have 
customers that will prefer this type storage case, once they 
see it. Ask for demonstrating case. 
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Natural Kraft 





Filing Folders 


If you want a general purpose filing folder that will 
‘“‘stand the gaff” Natural Kraft filing folders will 
answer this requirement admirably—being possessed | 
of longer wearing life than ordinary manila grades. 
The content of the Natural Kraft stock is such that 
it produces a sheet that is smooth and firm and very 
hard to tear. All Natural Kraft filing folders are 
Duo-Topped, thus doubly increasing their strength ) 


where the wear is greatest. 


4 a, :, 
MONROE .¢e€ MICHIGAN 
New York Chicago Boston 
The Weis Mfg. Co., Inc. Associated Stationers Adams, Cushing & Foster 
54-56 Franklin Street Supply Company Incorported 
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(Some Practical Aspects of Furni- 
ture Selling — Continued from 
page 124) 
merchandise is changing very rap- 
idly. Durability means no re- 
placement or repairs. The reduced 
fire hazard means lower insurance 
rates. The noiselessness of the 
good steel desk is another advan- 
tage. In fact, in our own business 
we are selling about three steel 

desks to one wood. 
In this respect, be sure to tie up 
steel desks with a good aluminum 


Renovation 


OR many years in connection 

with the renovating of used of- 
fice furniture which we purchase 
and trade in, we have offered a 
similar service to our customers 
who desired to have their own 
equipment repaired or refinished, 
thereby extending its period of 
usefulness. We believe that a 
shabby office has the appearance 
of a shabby salesman and that 
neat clean refinished equipment 
not only impresses customers vis- 
iting an office but is an incentive 
to those using the furniture. In 
addition it is an investment which 
lengthens the life and increases 
the value of the furniture. 

The work is done either in our 
shop or in the customer’s office. 
We have men who are expert in 
refinishing and cabinet making. A 
portable sanding machine is used 
to remove the old finish from desk 
and table tops. All parts including 





line of chairs, as this particular 
feature is coming fast and it has 
a lot of advantages. 

Filing devices should be well dis- 
played and most of the stock 
should be in four drawer files, with 
a sample or two of the two and 
five drawer files. Also, card cab- 
inets, safes (very limited), and a 
chest or two. This last item has 
immense possibilities if someone 
in an organization knows his 
chests and goes to it. 

Office furniture must be pre- 
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sented in frequent window displays 
in order to put it across. Frequent 
advertising by special circulars 
and some newspaper work will 
help. I believe the best results can 
be obtained by segregating this 
department, and stock records, 
etc., should be kept. 

Get high class men, give them 
exclusive territories, quota them, 
give them a drawing account with 
a percentage of the profits above 
their quota, and the department 
will go places and do things. 


Does Not Hinder Sales 


By C. L. Peabody, C. 

L. Peabody Office Fur- 

niture Company, Boston, 
Mass. 


drawer interiors are thoroughly 
washed with a solution of ammo- 
nia water. Then a new finish is 
applied giving a durable and last- 
ing surface. Materials used are of 
the highest quality which guaran- 
tees a lasting job. 

The problem of refinishing fur- 
niture that has already been used 
is quite different from finishing 
new equipment, and requires a 
different technique and experi- 
ence. It is necessary to do a great 
deal of color matching and bur- 
ring in places that have been 
dented. Where we have a great 
deal of refinishing to do arrange- 
ments can generally be made to do 
the work in a small space on the 
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customer’s premises. We have re- 
cently completed large and satis- 
factory jobs involving several 
months’ work each. 

In many cases cabinet work is 
required in conjunction with the 
refinishing. Typewriter desk 
mechanisms sometimes give trou- 
ble and we have effective methods 
for satisfactorily repairing them. 
Chairs splinter the inside of desk 
legs which require the attachment 
of aluminum or rubber protectors. 
Locking devices frequently need 
attention. Chair repairs are most 
often necessary. Therefore we 
stock a variety of replacement 
parts including springs, lock 
washers, and casters. The field 
for the sale of casters is very large 
as nothing is more unsatisfactory 
than worn out casters which dam- 
age floors and makes it difficult to 
move the chair. Large numbers 
of people are willing to pay a fair 
price for a good set of casters as 
would many more if the matter 
were brought to their attention. 
We have a complete recaning and 
reupholstering service. 

Some argue that renovating 
equipment prevents the sale of 
new equipment and probably this 
is true in some cases. However a 
user is entitled to and ordinarily 
will get the full service from his 
equipment. We readily advise our 
customers if items are not worth- 
while spending money on and sug- 
gest the purchase of new equip- 
ment. It is often possible, when 
we are selling new equipment 
where a customer may be moving 
or making necessary changes to 
make provisions for whatever work 
needs attention on equipment that 
he is retaining. 


Part of the Renovating Department of 
the Peabody Company Establishment, 
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Recent 
Installations 


First Three Pictures Show Globe-Wernicke 

Equipment in Allegheny General Hospital, 

Pittsburgh, Pa. Cabinet Work in Dull Gray 

Enamel; Pulls, Hinges, and Label Holders 
Plated with Chromium. 


Nurses’ Work Room. In these cabinets are kept 

the various supplies used by nurses, such as band- 

ages, pans, napkins, and towels. Shelves in storage 

sections above ledge are adjustable. Ledge is of 
stainless steel. 


X-Ray Viewing Cabinet with Storage Cabinet Below 
and Instrument Cabinets on Either Side. The 
cabinet at top center is equipped with opal glass 
and provided with clips to hold x-ray plate in posi- 
tion so it may be viewed from outside. Shelves in 
the instrument cabinets are made of clear glass and 
are adjustable. The cabinet directly below the 
x-ray viewing cabinet is equipped with obscure 
glass and is used for storage purposes. 


Drug Dispensary. Upper cabinets have sliding 

doors and adjustable shelves and are used to store 

bottle medicines. The lower cabinets are equipped 

with drawers divided into compartments to hold 

corks, vials, and small boxes. Alberene stone is used 
for the counter. 


Directors’ Room, Northwestern Bell Telephone 

Company, Minneapolis, Minn., Equipped with Some 

of the Finest Chairs of the Milwaukee Chair Com- 

pany, Milwaukee, Wis. Installation by The Miller. 
Davis Company of Minneapolis, 











Recent 
Installations 


First Three Pictures Show Art Metal 
Construction Company Installations. 


Kentucky Enterprise Federal Savings & Loan Asso- 
ciation, Cincinnati, O. Art Metal Desks and 
Counters. 


Brown & Bigelow Office, St. Paul, Minn. Art Metal 
Files. 


Office of Thomas McGee & Sons, Kansas City, Mo. 
Thirty-three Art Metal Stee! Desks. Installed by 
Myers Office Furniture Company, Kansas City, Mo. 
After drawing sketches and pictures as a means of 
demonstrating the concern’s furniture requirements 
and the location of each individual piece, the Myers 
company installed thirty-three Art Metal desks in 
the 1500 line, forty-eight Art Metal 7200 line coun- 
ter-heights, two Dynamique gunmetal grey desks for 
executives with Do/More chairs to match and 
thirty-one other Do/More executive and secretarial 
chairs for private and general offices. 


Executive Office, Clinton Trust Company, New 

York. Some examples of most recent models of 

Leather Upholstered Furniture Made by the Ma- 
jestic Lounge Company, New York, N. Y. 
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Variety Is Spice of Furniture 


ARLSON BROTHERS, INC., is 

a firm that has been active in 
the field of office supplies and 
equipment for twenty-five years. 
Our experience may provide some 
material on the office furniture 
business which will have value to 
readers of Office Appliances. It is 
with the desire of cooperating 
that we submit this article for the 
special furniture section. 

In Moline we are fortunate 
enough to be close to our sources 
of supply. None the less we con- 
sider it advantageous to carry a 
well-rounded-out line of office 
furniture in six or seven grades. 
We find that prospective purchas- 
ers of furniture are strongly in- 
fluenced by merchandise they can 
actually handle and examine. No 
description, oral or printed, no 
picture, be it an artist’s oil paint- 
ing or a photograph, can give the 
buyer so definite an understand- 
ing of the value represented by his 
purchase as can the article itself. 
Thus we carry a stock with a vari- 
ety of qualities from which the 
low-price buyer or the business 
executive can select something to 
suit him. The most profitable 
price range is what we would term 
about the third, or medium grade. 
In this range the volume is larg- 
est. The price consideration has 
less influence on the buyer, who is 
of the professional or executive 
type. Such customers expect to 
pay from $75 to $85 for a 60-inch 
desk. 

The conservative designs have 
the greatest appeal for our cus- 
tomers, and are thus the most 
profitable to handle. Higher prof- 
its can be made on the classic or 
so-called “ritzy” styles, but pros- 
pects for such stock have been few 
and far between during recent 
years. 


Money in Matched Suites 


There is money to be made in 
matched suites, but for several 
years they have been very slow 
sellers. The demand for them will 
pick up, we are sure, as business 
improves and raises the custom- 
er’s purchasing power. There is 
also money to be made in posture 
chairs, but here the problem is one 
of merchandising rather than 
buying power. The posture chair 
is a highly specialized article. It 
calls for specialized salesmanship. 
However, the posture chair is here 


Business 


® By Daniel S. Hansen, 
Secretary, Carlson 
Bros., Inc., Moline, III. 











Mr. Hansen 


to stay, and we carry in stock 
some made of wood and some 
made of steel. Incidentally, we 
find that the demand for wood 
furniture is much stronger than is 
the demand for steel. We sell very 
little steel furniture except for 
chairs, steel files, and storage 
cabinets. 

All of our stock is kept cleaned, 
dusted, and polished continually 
to give it the “brand new” effect 
for the customers’ eyes. Flaws, 
scratches, and digs in wood furni- 
ture must be guarded against, for 
these mean knocking off on the 
selling price. Thus we exercise all 
possible care to preserve our stock 
whether it is in storage or on the 
display floor. Being in a building 
suitable for our purposes, we have 
little difficulty. 

While it is thought by many 
that the ideal location for a busi- 
ness furniture department is the 
first floor of the establishment, 
this is true only if a brisk tran- 
sient trade is available. In our 
own case, the bulk of our real sell- 
ing is done on the outside. Our 
furniture is displayed on our sec- 
ond floor, where we have very fa- 
vorable opportunity to exhibit it 
to interested customers brought 
in. The results of the practice are 
eminently satisfactory. Floor dis- 
plays are the most effective means 
of showing layouts to customers. 


They are particularly effective 
when they are “made to order” to 
meet the problem of the prospect, 
who calls on invitation. 


Diagrams Aid Sales 

Drawings and floor diagrams are 
very valuable as a means of selling 
the idea of an installation, and in 
many cases they are absolutely 
essential. For instance, in fitting 
up an office that affords limited 
space. Manufacturers of furni- 
ture and equipment are usually 
helpful in working out attractive 
plans of this sort. Experience at 
practical problems of this kind 
naturally improves one’s abilities. 

The window display is a busi- 
ness getter of high potentiality if 
properly employed. If a furniture 
dealer has deep enough windows— 
say twelve by twelve feet—very 
good results can be secured. Such 
displays are always attractive to 
passersby, and result in returns 
even a year later. Often people 
remind us of a window display or 
of some particular item shown in 
a window of some months before. 
Their interest has been develop- 
ing progressively since they were 
first attracted—or else they are 
now at a point where they are able 
to pay for the item comfortably. 
Window display is one form of ad- 
vertising that can be highly re- 
sultful. 

Naturally no business can stand 
still and wait for the passersby to 
build it up. We make regular use 
of mimeographed letters and of 
printed blotters as means of find- 
ing and developing prospects. The 
daily activities of our salesmen 
contribute to the same end. The 
prospect list is built up by the 
salesmen in whose territory they 
are found; the addressograph in 
the office takes care of them. 

Sales Seeking System 

We make a practice of using our 
sales as advertising and selling 
ammunition. For instance, al- 
though we do not have any of the 
special equipment required by 
doctors or dentists, we do carry 
stock that will meet their general 
office needs. This stock we can set 
up very quickly on our display 
floor, in separate booths, or room 
layouts, as we call them. When 
we have sold a professional man a 
suite in some certain building, we 
turn to his competitors and put 

(Turn to page 137, please) 
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Simple in prin- 
ciple and free 
from _  compli- 
cated mechan- 
ical details. 

















RIDE ON RUBBER—SAVE ENERGY 


Unmatched comfort will be found in chairs equipped with 
this new rubber cushioned iron. These cushions are not 
merely substitutes for springs but are shock absorbers on 
which the weight of the occupant in any position is evenly 
distributed. The ball bearing swivel is a feature of this 
fixture and together they provide the utmost in comfort. 








NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 
GARDNER, MASS., U. S. A. 
VV 
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MORE THAN QUALITY 4 


Repeatedly, since the company was first founded, we have 





expressed our abiding belief in quality. Not only through 
the medium of printed words but in our product, we have 
constantly demonstrated our pursuit of this ideal: To 
build a good, durable, well-designed chair, at a price that 
will yield a reasonable profit for ourselves, the manufacturer, 


and you, the dealer. 


This is a mutual agreement we enter into when you adopt 
the Murphy line and despite all handicaps and tempta- 
tions, you are given our absolute bond of protection against 
price discrimination, direct sales and other unethical prac- 


tices. 


Build up your business on this firm foundation of con- 
fidence which you gain when you feature Murphy Chairs. 
Each sale will earn you a good profit and the volume of re- 
peat orders from. satisfied customers will make a_ strong 


showing on the right side of your ledger each year. 





VISIT OUR SPACE IN MurPHY CHAIR Co. 


— INCORPORATED 
666 LAKE SHORE DR. 


AMER. FURN. MART OQOWENSBORO, KY. 
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An Epic of 
Public A cceptance 


, SHE new Skyscraper Desk was introduced to the public at the New 
York Business Show in October, 1929. Needless to say, it was the 
sensation of the Show. Here was a desk that was utterly different. 

Business men and women were quick to appreciate its smooth lines, its 

warm ‘“‘feel,”’ its distinctive roll-edge working-top, and its unique or- 

ganized features. 

But—recall that the week of October 15, 1929, was the week of the Stock 
Market crash that ushered in the depression. Could any piece of business 
equipment make headway at such a time? 

The Shaw-Walker Skyscraper Desk could— 
and did. Brought out in the face of the worst 
depression this generation has known, today 
tens of thousands of these modern steel desks 
are to be found in business offices throughout 
the country—to the benefit of Shaw-Walker 
dealers. Why? Because the Skyscraper Desk is 
so much more efficient as a working tool than 
any other type of desk, and so saving of office 
space, that the heads of businesses recognized it 
as a profitable investment, even in hard times. 

A random few of the companies that have 
turned to Skyscraper Steel Desks are listed on 
this page. 
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AUTOMOTIVE 


Cadillac Motor Car Company 
Chevrolet Motor Car Company 
Defiance Spark Plug Corporation 
Fisher Body Corporation 

General Motors Corporation 
Hupp Motor Car Corporation 
Inland Manufacturing Company 
New Departure Manufacturing Co. 
Sealed Power Corporation 
Timken-Detroit Axle Company 


HOSPITALS 


BANKS AND TRUST 
COMPANIES 
Bank for Savings, New York 
East New York Savings Bank, Brooklyn 
First National Bank and Trust Co., 
Aberdeen, S. D. 

Hackley Union National Bank 
Hartford-Connecticut Trust Company 
Lincoln Savings Bank, Brooklyn 
Manhattan Savings Institution 
Manufacturers Trust Company 
New England Trust Company, Boston 
New Haven Savings Bank 
New York Trust Company 
Savings Bank of Baltimore 


INSURANCE 












g-In Hospital 
neral Hospital 


Corporation 
Drdnance Company 
ron & Railroad Co. 
and Foundry Co. 
ing, Refining & Min- 
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INDUSTRIAL AND 
INVESTMENT BANKERS 


Beneficial Management Corporation 
Brown Brothers & Harriman 
Hornblower and Weeks 
Lehman Brothers 
Morris Plan Company of Topeka 
Stone & Webster 

OIL 
Crew Levick Company 
Ethyl Gasoline Corporation 
Gulf Refining Company 
Humble Oil & Refining Company 
Phillips Petroleum Company 
Pure Oil Company 
W. H. Barber Company 


MANUFACTURERS 


Amalgamated Sugar Company 
American Cyanamid Company 
Barrett Company 

Carter-Waters Corporation 
Colgate-Palmolive-Peet Company 
Dewey Portland Cement Company 
Geo. A. Hormel & Company 
James Lees & Sons Company 

J. Edwards & Company 
Johns-Manville Corporation 
Kalamazoo Stove Company 

Lever Brothers, Limited 

Maytag Company 

National Cash Register Company 
Owens-Illinois Glass Company 

St. Regis Paper Company 

Toledo Scale Manufacturing Company 
United States Tobacco Company 
Upjohn Company 


PUBLIC UTILITIES 


Buffalo General Electric Company 
Cities Service Securities Company 
Consolidated Gas Company 

Fort Worth Gas Company 

Gas Service Company of Kansas City 
Montana Power Company 

Northern States Power Company 
Potomac Electric Power Company 
Toledo Edison Company 

United Gas Public Service Company 


PUBLISHERS 


Boston Herald-Traveler 
Brooklyn Daily Eagle 
Buffalo Times 

Christian Science Monitor 
Detroit Times 

Hartford Courant 
Hollywood Citizen-News 
Little, Brown & Company 
Minneapolis Journal 
News Syndicate, Inc. 
Ohio State Journal 
Philadelphia Evening Bulletin 
Providence Journal 
Readers Digest 

St. Louis Post-Dispatch 


MISCELLANEOUS 


American Federation of Labor 
American Legion | 

Assoc. General Contractors of America 
Chesapeake & Ohio Railway Company 
Fox Film Corporation 

Great Atlantic & Pacific Tea Company 
Paramount Publix Corporation 

Pere Marquette Railroad Company 
Radio-Keith Orpheum Corporation 
United Artists 

Waterman Steamship Corp. 


“Built Like a 
raper 











LARGEST 


Muskegon SHAW-WALKER Michigan 


EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT 


IN THE WORLD 
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No, 671-TS 
“Littl Dandy”™ 






Feature 


UFiL 


“Little Dandy” and 


“Kconomy” Stands 





FOR CONTINUED PROFITS 


*““Reonomy” 


No. 8918-—16°s18" 
No. 8925-—16°«25° 

No. 8931-—16"x31" 

Only Nos. 8925 and 8931 can 
be equipped with drawer. 
All can be supplied with 
casters or “*Pussyfoot"™’ rub- 
ber tips. 
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No. 671-LSX 
“Little Dandy” 


Porutar before and after the purchase 
UHL Stands give lifetime service and their 
quality produces many re-orders. The 
dealer who sells them earns continued 


profits. 


Business men who see costs and prices 
rising all around are inclined to look at 
both sides of a bargain. Typewriters 
whether new or rebuilt, represent substan- 
tial investment and ought to be substan- 
tially supported—-safely housed. ‘To insure 
satisfaction, provide UHL all steel Stands, 
made of special analysis cold rolled steel 
the “Little Dandy”? for utmost in con- 
venience and facility—the ‘*Economy”’ for 
safe, low cost equipment. 

DEALERS: UHL Stands, like ‘*Postur- 
Chair” and other UHL steel office furni- 
ture show good profits if maintained in 
regular stock and display. Write for cata- 


log and details. 


The Toledo 


Metal Furniture Co. 


1606 Hastings St. Toledo, Ohio 
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(Variety Is Life of Furniture Busi- 
ness—Continued from page 132) 
pressure on them to make them 
realize the advantage our cus- 
tomer has gained over them by his 
purchase of new equipment and 
furniture. To survey a whole ter- 
ritory for prospects is a pretty 
large job. We find this system of 
following up in any field in which 
we have made a Sale very practi- 
cal. After making some installa- 
tion in which we can take pride, 
we move on to other prospects of 
that same type. Calls on other 
customers in the same line of 
business sharpen the salesman’s 
wits and eyes; as he goes on with 
his sales efforts he sees possibili- 
ties that did not appear in his 
first contacts. Nothing succeeds 
like success; each sale is a fresh 
advertisement to convince new 

prospects. 

In our advertising and selling, 
of whatever kind, we present from 
time to time some statement in 
regard to our money-back guar- 
antee. The very fact that a dealer 
advertises a money-back guaran- 
tee instills a valuable measure of 
confidence in the purchaser. Not 
many customers take advantage 
of the money-back clause. If they 
come to get furniture, they want 
furniture, not refunds. It is thus 
safe to say that every sale is made 
to the absolute satisfaction of the 
customer, who can have his money 
back if he is not satisfied. We 


guarantee also the trade-in stock 
which we renovate. Trade-ins we 
regard as desirable; and we con- 
sider reconditioning a means of 
making a lot more money than we 
would get out of them sold “as is.” 
“As is” furniture does not belong 
in an office furniture dealer’s set- 
up. He is not in the second-hand 
furniture business. 
Role of Manufacturer 

The role of the manufacturer in 
the office furniture field merits 
consideration. Without implying 
that the manufacturer’s motives 
are all altruistic, it is only fair to 
point out that the dealer’s pros- 
perity means prosperity to the 
producer also. The manufacturers 
thus can be counted on to bring a 
good deal of practical assistance 
to the office furniture dealer. 

The advertising matter offered 
by up-to-date, live manufacturers 
is always hungrily looked for by 
the merchandiser, as this makes 
the best means of bringing to the 
customer’s attention some partic- 
ular line or some new develop- 
ment. 

Manufacturers have codperated 
with us in special contract work in 
many lines, serving such custom- 
ers as schools, factories, special 
industrial institutions, and county 
offices or bureaus. We carry the 
accounts and do the installing. 
Often we have the assistance of 
factory men of very valuable ex- 
perience. 

There was a time when filing 
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cabinets were sold as filing cabi- 
nets only. Thanks to the efforts 
of manufacturers, today the “in- 
sides” are just as important as are 
the cabinets themselves, repre- 
senting the large percentage of 
the total sale price. Incidentally, 
the supplies business brings in a 
better profit in proportion to cost. 

One more advantage the manu- 
facturer can provide the dealer is 
assistance in the training of sales 
representatives. The factory can 
show the salesman the construc- 
tion of the articles they sell, proc- 
esses employed, methods of in- 
specting and testing. The factory 
can bring home to the salesman 
some new ideas as to costs of pro- 
duction. It can give him a manu- 
facturer’s conception of markets. 
It can help him to understand 
some of the manufacturer’s poli- 
cies, and it can establish in him a 
wholesome respect for, and a vital 
faith in, the institution that pro- 
duces the goods he sells. 

The business done by our furni- 
ture department has increased 
considerably since the last five- 
year period, when it was down in 
the dumps. The curtailing of in- 
vestments in heavy equipment has 
apparently reached an end. Activ- 
ity has increased more in our fur- 
niture department than in the 
rest of our business, no doubt be- 
cause of the increasingly urgent 
need for the replacement of worn- 
out, obsolescent or obsolete furni- 
ture. 








Omana Firour Mitts Makes Compete INSTALLATIONS OF SHAW-WALKER FURNITURE 


G. E. Marian, Shaw-Walker Company Representative, Made a 


accounting department of the mill equipped throughout with 
Shaw-Walker “Skyscraper” desks in regular and departmental 








Survey of the Company’s Office Routine Before Making Recom- 
mendations Which Saved the Flour Concern a Considerable models with Shaw-Walker aluminum chairs of an appropriate 
Sum in Rent.—As soon as Mr. Marian received the order to re-type. In the stenographic department was installed a number 
furnish the large plant he called upon the resources of the of Shaw-Walker fixed-platform desks which take up little floor 
Shaw-Walker Company and the entire flour plant was refur- space, each one being completely self-contained, providing for 
nished in record time. In the picture is shown the credit and typewriter, transcribing machine and records, in one unit. 
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Recent 


* Installations 


This Fine Installation of Browne-Morse Company 
Steel Equipment Was Made in the Offices of the 
Badger Mutual Fire Insurance Company, Milwau- 
kee, by the H. C. Miller Company, also of Mil- 
waukee. Besides providing the most efficient man- 
ner of handling the records and correspondence of 
the busy insurance firm, the installation proved a 
source of lasting attractiveness. 


Office of the Vice-President and General Manager 

of the Hewitt Rubber Company, Buffalo, N. Y., 

Which Was Completely Furnished by Remington 

Rand, Inc.—The desk, paneling, rails and chairs are 

all made of matched walnut. The chairs are of the 

spring seat type, upholstered in mottled green 
leather. 


Do/More Executive and Clerical Chairs in the of- 

fices of Thomas MeGee & Sons, Kansas City, Mo. 

This fine installation was made by the Myers Office 

Furniture Company, Kansas City representatives of 
Do/ More. 








Recent 
Installations 


Standard Grade Files of the Invincible Meta! Furni- 
ture Company, Manitowoc, Wis., Were Used 
Throughout in This Efficient Installation.—All units 
pictured, including the bulletin boards, illuminated 
display cabinet, sheet music shelves, and display 
racks, double-swing door storage cabinets, and 
bookcases are of steel. The counters of this music 
store are two-drawer high letter files with front 
paneling. All of this equipment was built by In- 
vincible. 


Two Victor Safe & Equipment Company Installa- 
tions.—The Victor equipment in the Hoelscher Sta- 
tionery Company, Buffalo, N. Y., houses a modern 
stock control and perpetual inventory record. Be- 
sides saving the company money and time the 
equipment also provides a more effective executive 
control. The second installation shown was in the 
offices of the Colonial Radio Corporation, Buffalo, 
and is made up of modern Victor visible record 
cabinets holding stock control records. 


This Is An Installation of Art Steel Company’s 
Equipment by Charney’s, Atlantic City. The site 
was a bank building transformed into a newspaper 
office at Atlantic City. The main features of the 
installation were counter-height correspondence 
files, storage cabinets and open bins. The entire 
layout forms a pleasing ensemble and was one 
which attracted considerable attention when the 
newspaper opened its newly-decorated structure. 
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Meeting Customer Requirements 
Builds Sound Business 


Note.—When an office furniture 
dealer knows the problems of his 
customers intimately — as inti- 
mately as he knows the merchan- 
dise that is available to meet their 
needs—he is in a good position 
to convince them that his main 
interest is their interest. Making 
a thorough study of the require- 
ments of individual cases in itself 
bespeaks a genuine concern for 
the well-being of those involved. 
One does not study exhaustively 
the problems of others who mean 
little to him, and on the other 
hand a genuine study will invari- 
ably disclose elements which 
awaken and stimulate a vital in- 
terest. The merchandiser who oc- 
cupies himself with serious con- 
sideration of his prospective cus- 
tomers’ requirements thus serves 
himself in a very real sense. He 
establishes in the minds of those 
customers the assurance that he 
is working for them, albeit with 
the understanding that as he 
truly serves them he serves also 
his own organization. The con- 
verse is also true: that insofar as 
he fails to serve them he fails to 
advance his own interests. When 
he induces a customer to buy 
some article definitely out of line 
with that customer’s budget— 
whether too cheap or too expen- 
sive—he puts into his field an 
agent who is likely to work against 
him as dissatisfaction accumu- 
lates. In meeting the true needs 
of the customer, a searching anai- 
ysis of him is requisite. As this 
analysis is the more correctly 
drawn, the business success of the 
dealer is the more assured. Mr. 
Sanford points out in his article 
that his company has achieved 
sales in the face of low price com- 
petition because the customer was 
governed by evidences of his com- 
pany’s demonstrated interest in 
the customer’s requirements. 


UCCESS in business seems to 
us to depend very largely on 
the consistent application of cer- 
tain common-sense principles 
and that boils down in simple 
terms to work —intelligent and 
conscientious effort. The princi- 
ples we follow are not novel. They 


@& By Morris Sanford, 
Morris Sanford Com- 
pany, Cedar Rapids, Ia. 





Mr. Sanford 


grow out of our practical experi- 
ence. Everyone from time to time 
encounters examples of poor mer- 
chandising technique when he 
goes out as a customer himself to 
buy for his firm or for his personal 
needs. Thus, although what we 
have to say may not be news, it 
may be of some value to others in 
the trade who subscribe to it in 
theory, but find themselves con- 
fronted by cases in which attempts 
at application seem impracticable. 
It has been demonstrated to us 
to be practical. 

Our whole program is based on 
the assumption that our customer 
has the right to expect from us a 
superior knowledge of his needs 
and of the equipment that the 
market may offer. We should be, 
and we try to be, specialists, thor- 
oughly familiar with the whole 
equipment field, including all the 
new ideas that are offered by en- 
terprising manufacturers from 
week to week. 

As we see it, opportunities for 
sales represent also obligations. 
The customer who seeks us out 
indicates a confidence in our com- 
pany, otherwise he would not come 
to us. We want those whom we 
ourselves seek out to feel that 
same confidence, and we have a 
right to expect it only as we have 
in our past dealings paid a true 
respect to the seller’s responsibili- 


ties. So, as to the innovations that 
are constantly making their ap- 
pearance, we try to know what is 
new, and we try to differentiate 
between novelties that are merely 
fads and those other newer devel- 
opments that have sound, practi- 
cal value. 

Whenever a prospect is located, 
even if his problem appears sim- 
ple, we invariably start with an 
effort to analyze his need com- 
pletely. Details apparently most 
trivial may affect greatly the ser- 
viceability of an installation. As 
specific examples, we take pains to 
see that our desks are so placed 
that they will have the advantage 
of the most efficient lighting. The 
layout is arranged so that the 
fullest advantage is taken of nat- 
ural light—for which artificial 
light is an expensive and unsatis- 
factory substitute. Individual 
physical defects or idiosyncrasies 
of office workers are taken into 
account. For instance, a left- 
handed worker has a lighting 
problem different from that of his 
associate who is right-handed. 

While great masses of our work- 
ing people today are aware of the 
organization practices in large in- 
dustrial plants by which maximum 
production capacities are reached, 
through rational layout and rout- 
ing, there are not a few offices 
that have come into being with 
slight regard—or perhaps oppor- 
tunity—for conscious planning. 
Stenographers daily walk many 
needless steps around desks, 
chairs, and partitions to reach 
file cabinets that could as well be 
located near at hand. Executives 
in need of private offices are hand- 
icapped by the distractions of ac- 
tivity which could be carried on 
effectively quite apart from them. 
And other executives in private of- 
fices need for their best effective- 
ness closer contacts with the 
working staff. Chance and cus- 
tom are at times the real designers 
of office layouts and routing, and 
the alert furniture dealer can 
often contribute valuable sugges- 
tions that will facilitate intelligent 
routine and an even flow of work 
through the various departments. 

(Turn to page 143, please) 
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“Look under the paint” 


for selling features: 


Another example of INVINCIBLE “personalized service.” 

[ ‘ A large metropolitan school of accountancy was in the market for a large number 
of typewriter desks. 
Naturally, they investigated the field. Their requirements were out of the ordi- 
nary and their final selection was INVINCIBLE equipment. 
More and more dealers are learning that INVINCIBLE “personalized service” 
points the way to increased sales volume. Complete satisfaction following installa- 
tion of the equipment paves the way for repeat sales. 





Have You Our Latest Catalog? 


The word “catalog” falls far short of describing this book. “Sales manual” 
is what it really is. It is packed with sales ammunition—many “under the paint” 
features that are exclusive to the INVINCIBLE line. Send the coupon below 


for your copy. 


“GO AHEAD WITH INVINCIBLE” 
f INVINCIBLE METAL FURNITURE CO. 


f Factory and Executive Offices, Manitowoc, Wis. 
a ‘\9 NEW YORK CHICAGO LOS ANGELES 





Mey ~ 
STEEL FURNITURE a a ag NTC 


DESKS . . . FILE CABINETS Name OY ag Oa ee 
COUNTERS . . . CUPBOARDS ee le 
CONCEALED SAFES . . . LETTER a ite 2 
TRAYS .. . WASTE BASKETS . . . ETC. ef a ki 
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STURGIS 
POSTURE CHAIRS 


© 
SOLD EXCLUSIVELY THROUGH DEALERS 


Ree four chairs are breaking sales rec- 


ords for hundreds of dealers in office 


equipment. 


You too, will find a ready sale for this type 
of equipment. 





No. S05 


A less expensive chair than the 


fhe tach wend fn comfort. beces The Sturgis line is complete with a model 
1% imc “thick rubberized al for every need in a wide range of prices. joriahie’eceune ‘of the Ss-tneh 


eushions on the back Seat « n 
rubberized hair cushions on the 
seat and the 1% inch thick rub- 


16% inches wick 14% inche 
deep. Back size 6x14. Upholstered 2 
in genuine leather Back support 6 e — —_ ——- on the back 
as well as seat height adjusted b B k d 4 h | d oth upholstered in imitation 
oe ae bat eed ack support and seat height easily an leather. "Beat size. 11x16" inches 
inet Tubular i vers Back size 5x14 inches. Back sup 
port and seat height easily and 


whes ubu — lar ers 
threaded spindle Ra se f 1% e e 
inch tubing im. t elded k| d 4 b y d N | quickly adjusted by hand Seat 
Hard rubber pa 1 4 - ' quic y a juste y an rs O too $ or height 17 to 21. inches Tubular 
ameter guard covers fhreaded spindle 
Base of l-inch tubing—all joints 

-asters 


special keys required. welded. “Hand ruvier 


a 


This appeals to your customers for they 
do not have to call in an outsider to make 
re-adjustments. Anyone can re-adjust a 
Sturgis chair without delay or confusion. 


Your salesmen will also like the Sturgis 
quick adjustments for they can spend 
their time creating new sales rather than 
taking care of old installations. 





Write for Particulars 
No, S50 


ater uTa ‘ Tr te a 
cause of its roor saddle ty 
seat (164 nehes le, 14% inche 
= aries 28 STURGIS POSTURE CHAIR CO. tn Inexpeive Chale wi shaved 
upholstered in genuine leather over p= A — RN FP 
(5x14) upholstered in imitation 
leather over curled hair pads 


curled hair pads Back support 
t easi and » STURGIS, MICH., U. S. A. Back support and seat height 
by 


and seat heigh ly juickl 
my ge ‘Tubular ; gd = easily and quickly adjusted 
Ne the gg MO Warehouse stock: Call Cal Cameron, 155 Leonard ag gy a bee 
ee CEES Me Se Street, New York. Telephone —COrtland 7-1740 wine oo = 





e@ SELL THE STURGIS LINE AND PROSPER e 
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(Meeting Customer Requirements 
—Continued from page 140) 


The office furniture dealer and 
salesman can ask themselves, as 
they view the situation of some 
particular prospect: “Has proper 
consideration been given to the 
routine of office work here? Are 
the various desks and departments 
so placed as to establish the best 
relationships between them? Are 
the executive desks so located that 
department heads can really over- 
see and supervise?” 

We try to study all the needs of 
the problem, and having done so, 
carefully prepare layout drawings 
that shall suggest efficiently the 
arrangement best fitted to meet 
desired ends. Usually, and cer- 
tainly in the case of complex 
problems, various alternatives will 
appear. In such cases it is the 
part of wisdom to prepare a scale 
drawing of the space to be 
equipped, mount it on a drawing 
board, and affix with thumb tacks 
colored cardboard rectangles to 
represent the various desks, files, 
chairs, and other utilities. The as- 
signing of different colors such as 
red for desks, blue for files, and 
green for chairs enables the pros- 
pect to read the picture clearly. 

The value of going into the pros- 
pect’s problems thus exhaustively 


has been amply proved by results 
of our experience. In numerous 
cases we have sold large jobs, even 
in the face of extreme low price 
competition because our customer 
realized that we really knew what 
his problem was and were pre- 
pared with the correct solution. 

It cannot, of course, be denied 
that customers sometimes take ad- 
vantage of this superior type of 
service, and use our elaborate and 
efficient layouts as the basis for 
requests for bids. And sometimes 
the less painstaking dealer gets 
an order that we think really be- 
longs to us. However, our experi- 
ence has been that most customers 
are reasonable and fair, and that 
those who are not so disposed are 
likely to reveal their attitude be- 
fore we get too deeply involved in 
expensive service. The really big 
institutions are nearly always hon- 
est. The crooked purchasing agent 
who tries to be over-smart nearly 
always cheats himself. 

Our advertising efforts on office 
furniture take four forms: 

1. Direct-by-mail circularizing 
to very carefully selected lists. 

2. Window displays. 

3. Newspaper space (infrequent- 
ly used—then of an institutional 
nature). 

4. Direct selling based on a very 
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careful personal culling of the 
field. 

Naturally all our effort climaxes 
in the form of personal selling. 

Our window displays we regard 
as important, and our effort is to 
make each display tell the story 
of the service we try to render. A 
current window shows an attrac- 
tive walnut desk with matching 
chair and letter file. The desk pad 
carries a green blotter, and leather 
desk accessories are lined in green. 
Grouped about the three major 
pieces are various office utilities, 
definitely adaptable for use with 
the larger articles shown. We be- 
lieve this type of window SELLS 
because it does SERVE the cus- 
tomer by suggesting simpler and 
better ways of handling office de- 
tail. 

The same principle of service is 
applied to the handling of our 
“trade-ins.” Every such piece is 
carefully reconditioned if such ex- 
pense is warranted, or else is dis- 
carded—dismantled, and _ either 
thrown away or used as material 
in the repair shop. 

Any success we have had in sell- 
ing office equipment and office 
furniture is based on our honest 
effort to deliver on each sale ex- 
actly such equipment as shall best 
serve the customer’s needs. 


Cultivating the Office F'urniture 


DVERTISING we regard as a 

basic activity in the stimula- 
tion of sales, not only directly but 
in support of salesmen activities. 
We of course, use constantly as en- 
closures the matter furnished by 
manufacturers, especially with the 
monthly statement. 

Such matter as we can use di- 
rect to the prospects we consider 
of the most importance. In other 
words, we avoid advertising our 
plans to our competitors, as in 
newspaper and magazine adver- 
tising, though we use the first on 
occasion and the second more or 
less constantly. 

For the past year we have been 
publishing The Santa Fe Sta- 
tioner, produced on the mimeo- 
graph, eight pages and cover, 
which was designed to spread good 
will as well as more exactly to tell 
our customers and prospects of the 
breadth of our service. We are 
able to talk in the stationer in a 
more informing way than we can 
get most salesmen to talk and we 


Market 


& By H. M. Goldthwait, 

Santa Fe Book & Sta- 

tionery Company, Santa 
Fe, N. M. 








Mr. Goldthwait 


believe the reaction to have been 
very beneficial. This we regard 
as a definite force in the survey of 


our territory for potential business, 
placing before our field definite 
news of what we carry and what 
it will do for the customer. It is in 
effect a broad gauge salesman’s 
monthly call whose effect spreads 
through the month when the pros- 
pect has leisure and is in a recep- 
tive frame of mind. 

Our field, as we have often re- 
marked, is really much different 
from the typical. We have no big 
office buildings except our state 
capitol. We have the fat and the 
lean periods. The grades we carry 
are adapted to our market. We 
have no great manufacturing mar- 
ket, not even a small one. So we 
have to “manufacture” our busi- 
ness to quite an extent, and what 
we carry is the result of combined 
demand and what we believe will 
meet that demand, usually three 
grades of price in addition to occa- 
sional matched suite jobs. 

Our store extension of some two 
years ago gives space for furniture 
display, and with a window cover- 
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ing the front of this section, prac- 
tically the whole floor becomes a 
window display for furniture as 
well as for the office machines and 
filing equipment. This expresses 
our belief in segregation of depart- 
ments, and of course it is impor- 
tant in giving the contemplative 
buyer and salesman a much better 
chance for selection than they 
otherwise would enjoy. 


Naturally in this market there 
is a constant movement off and 
on this floor, which results in 
varying appeal. We stimulate in- 
terest in the suite and matched 
set-up in our specially decorated 
and furnished office. This does 
make for frequent change but is 
justified in sales we would not 
otherwise make, which run into 
the interesting figures. These 
Suites are not used long enough to 
show any appreciable wear. 


Where a heavy business market 
would require much warehousing, 
our deliveries are from the floor 
or train. Then again we have the 
old Spanish influence in furniture 
to reckon with. Trade-ins are ata 
minimum and when they do occur 
we know pretty well where they 
will go without reconditioning. It 
is a case of using outside facilities 
when needed. We do not make 
comparative records of wood and 
steel movements. Filing equip- 
ment called for is practically all 
steel. In desks we have a consid- 


erable movement of both wood and 
steel, pretty well equalized. Pos- 
ture chairs we find easy to sell; 
they have the call wherever prop- 
erly presented. We even send 
them out on approval, we are so 
sold on their merits. As to rec- 
ords, with the exception of sales- 
man records, these institute them- 
selves with the goods and follow 
it. At times we find the use of 
drawings of floor layouts useful. 
In a heavy manufacturing and 
commercial and office market we 
should consider these indispens- 
able and conducive to better sales. 
Where a single office, suite, or 
building is involved, we do aim to 
provide a layout as a means of 
bringing about better considera- 
tion of what we have to offer. 
We make no active survey of our 
field in the sense of making rec- 
ords other than appear on sales- 
man reports. Our field is closely 
knit, and with our personal ac- 
quaintance possible under such 
circumstances, we develop sales 
accordingly. It would be appar- 
ent that any high power campaign 
would quickly wear out the field. 
We prefer a conservative develop- 
ment such as will meet current 
needs. It seems to be difficult for 
eastern manufacturers and their 
salesmen to appreciate this situa- 
tion, and we are constantly being 
told how much of this and how 
much of that we should sell. I 
am afraid we should have to go 
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out of business shortly if we fol- 
lowed all of this inappropriate 
advice. 

Naturally we draw to a great 
extent on well-posted travelers for 
help at sales meetings in sales 
training. Also we try to keep up 
a certain amount of instruction 
among ourselves. We often won- 
der if many of the travelers real- 
ize what a splendid chance they 
have to sell en masse their lines 
to our organization. 

In coéperation with manufac- 
turers, we do a certain amount of 
contract work. However, we do 
not believe conditions in this field 
are ideal either for the dealer or 
manufacturer, and we hesitate to 
express ourselves briefly on a field 
which should take the space for 
mature consideration. Large con- 
tracts require from start to finish 
the most experienced attention 
and it is unreasonable to expect 
that dealer or manufacturer 
should spend weeks in prepara- 
tion of a project at his own ex- 
pense. The bidding prices cer- 
tainly do not carry that expense. 

The “money back” guarantee is 
part of our merchandising scheme. 
It is not likely to be invoked in the 
larger sales where mature consid- 
eration is given. It occurs in the 
smaller sales with approval shop- 
pers and where complete under- 
standing has not been secured be- 
tween salesmen and customer. But 
we “come across,” so to speak. 


Office Furniture Selling 


HE PROBLEM of stock selec- 

tion of office furniture must 
always be considered in the light 
of several factors: the size of the 
community or area served, the 
types of business activity repre- 
sented, and the tastes of the buy- 
ing public. In our own city of 
Phoenix we have found from ex- 
perience that the demands made 
on us can be met satisfactorily, 
in general, from the stock we are 
carrying. We maintain a full line 
of desks in oak and walnut and 
one complete line of period desks. 
In addition to these we keep on 
hand one sample of a flat top 
desk, which is available in three 
grades of quality—all really good 


in Phoenix 


& How One Office Fur- 
niture Dealer of a City of 
50,000 Handles Prob- 
lems of Office Furniture 
Merchandising is Re- 
vealed by Harold M. 
Clark, Manager, H. M. 
Clark Office Supply 
Company, Phoenix, Ariz. 


—and one sample of the cheapest 
desk we can buy. We often show 
the latter to the customer who 
comes in with a pre-determined 
idea of an inexpensive desk. We 
show him we can sell it to him if 


he really wants to buy it. But 
after he has seen our better desks 
he usually becomes dissatisfied 
with his idea and begins to think 
of buying something better. We 
thus have an opportunity to in- 
troduce to him other desks at 
higher prices than he had in mind, 
and often are able to supply him 
a desk that will give him more 
permanent satisfaction. 

In our city we find that the most 
profitable demand is for the full 
quartered oak and combination 
walnut desks—flat top, measuring 
sixty by thirty-four inches—and 
for period style desks. More of 


(Turn to page 149, please) 
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Build Your _ with 


“The COMPLETE Line” 








The past year has witnessed wide acceptance of “SECURITY” Steel 
Office Equipment by those who are qualified to judge construction, and 
seldom overlook the benefits of well-built equipment. 


You are interested in making greater profits in the coming Fall and 
Winter seasons. We can help you accomplish that very thing. The 
accompanying illustrations show the completeness of the “SECURITY ¥ 
Line, which now includes steel chairs,—chairs of a distinctive design to 
harmonize with “SECURITY” Steel Desks and Tables. 


Now, more than ever before, is the time when the consumer is looking 
for quality merchandise at the right price, and for this reason 
“SECURITY” Steel is the ideal line to feature. 


Here is your chance to ride to success with 
“SECURITY” Popularity and Prestige. Write for our 


exclusive dealer franchise. 


Security Steel Equipment Corp. 


Avenel New Jersey 
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More Sales 
for Greater Profits 


Retailers will get more desk volume by fea- 
turing the ALMA “Wise Economy” Line 

. because these desks are widely known 
for their “dollar for dollar” value . . . and 
priced low enough to suit your customers’ 


budgets. 
No. LI51-F 


No. L1600-F 


You are cordially invited to mect 
us at our Display Booth at the 


annual convention of the Na- 





tional Stationers Association in 
the Palmer House, Chicago, 


September 21 to 24 inclusive. 


Artility Metal Products, Inc. 
Elkhart, Indiana 


ALMA Desks are sturdily constructed . . . 
well designed . . . and may be had in a wide 


variety of patlerns — all in the low price range. 


Lel us have your in- 
quirtes. Write for 
calalog and price list. 





ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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No. 480 SOFA 


Styled for Comfort 


by MAJESTIC 





It's like floating on air to ease oneself into 
this soft spacious sofa or chair—a gratifying 
sensation of contentment and comfort. 
Every line typifies the modern trend yet its 
dignity, charm and refinement bespeak 
good taste. 


Styled by MAJESTIC” is positive assurance 
of skilled artistry in the crafting of quality No. 480 CHAIR. 

materials, hard seasoned woods, and 

leathers from the finest tanneries. It is posi- mer ont tel be saa ae ae 
tive assurance that in these eye-appealing STATION WINS, New York City 
numbers is that rugged, sturdy construction e 

for years of luxurious service. 


And with it all, is that MAJESTIC knack of 
producing the finest at popular prices. 





The new MAJESTIC catalog will be ready for 
mailing September 15th. It will be sent upon 
request of reputable office furniture dealers. 
There is a pleasant surprise in store for you. 


eat tice LOUNGE COMPANY, Inc. 


EW YO! 9FFICES AND SHOWROOMS 
6 We st 18th St., New York 
HICAGO SHOWROOM @ MERCHANDISE MART 
Factory Bridgeport 
* 
REPRESENTATIVES 
meshes ST M. V. Follin, 220 Fairbanks Road, Riverside, III 


OUTH 9 D. Mann, Montrose Blvd. Apartments, Houston, Tex 
Blake, Box 64, Rachel, W. Va 


PACIFIC Pitred L. B. Downing, 50 Hawthorne St., San Francisco 
SOUTHEAST L. H. McDaniel, 2518 Jennings Ave., Fort Worth, Tex 


OHIO and MICHIGAN, PITTSBURGH and BUFFALO, Charles 
stieglitz, 1151 Eddy St., Chicago, Ill No 
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EVIDENCE 





(MODERN-€FFICIENT-DURABLE 


Evidence is the basis of all proof. From every corner of 
\merica comes evidence that the Steelcase line of desks is a 


success ... for the dealer . .. for the user. 


These modern desks have proved their efficiency and their 
durability in hundreds of busy offices. They have proved too 


their saleability to hundreds of Steelcase dealers. 


Let us send you the facts. We assure you that they are 


worth getting. Address 








STEELCASE 


: Business fquipii err, 





METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 
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(Office Furniture Selling in Phoenix 


Continued from page 144) 


our customers are beginning to re- 
alize the business value of attrac- 
tive, well-made office furniture, 
and not a few, appreciating how 
much of their daily lives is being 
spent in the office, see that there 
is good judgment in making the 
scene of their labors one in which 
they feel at home. The well-ap- 
pointed office is good for the 
morale of the working staff; it in- 
creases their efficiency over that 
of workers in poorly equipped or 
shabby places. We carry the 
Standard Furniture Company’s 
lines No. 500 and No. 1700 com- 
plete, and samples of their No. 
1200, No. 1500, and No. 2400 lines. 

In addition to the desks men- 
tioned above, our store keeps a 
stock of several kinds of posture 
chairs—enough to provide the cus- 
tomer ample opportunity for se- 
lection. The posture chair is the 
only stenographer’s chair we sell 
to any extent; we have very few 
calls for the old style. 

Our furniture is left in the bur- 
lap it comes in while it is kept in 
storage. We place desks back to 
back, with legs on the floor. 

As the satisfied customer is the 
best advertisement, he is also our 
best answer to the question of of- 
fice display. We have never at- 
tempted to do much with office 
display as such in our store. It 
seems to be more practical to 
bring the customer to see the ac- 
tual offices we have equipped, oc- 
cupied by customers we have 
served. There he not only sees 
the furniture in a more realistic 
setting than any we could create, 
—in every day use—but he senses 
also the good will we enjoy from 
our satisfied customers. With 
sample desks to show in our store, 
and with those in actual use in 
the offices of our customer-friends, 
we are able to make a very Satis- 
factory presentation to new cus- 
tomers. It works out fine. 

In our store we keep our office 
furniture in a separate depart- 
ment. It is arranged with our best 
samples in a center aisle. The 
prospective customer can be led 
through, past this high quality 
merchandise, to a back room 
where we keep other fast-selling 
desks. Here we can talk undis- 
turbed, find out about our cus- 
tomer’s real needs, and do what 
we can to see that they are met. 

The trend of the buyer’s demand 
now is toward period design. It 


makes a strong appeal to many 
of our customers, and it offers the 
merchant an opportunity also, for 
future sales. For he is able to 














H. M. Clark 


point out the incongruities of of- 
fices where inharmonious combi- 
nations exist. The period idea 
can start with the purchase of one 
article; others, appropriate with 
the original, follow. This applies 
quite as much to modernistic styl- 
ing as to more conservative de- 
sign. It is not hard to point out 
to the office user the fact that a 
desk in the modern vogue calls for 
a chair of modern conception. 
Customers who are not prepared 
to make large investments can 
thus work out harmonious office 
appointments by purchasing their 
furnishings gradually. 

In our advertising and selling 
we find that many customers are 
strongly influenced by a desire to 
own furniture that is better than 
the furniture their competitors 
have. Modern furniture of good 
quality, whatever its styling, makes 
a definite appeal to the eye. We 
capitalize on this appeal when- 
ever possible. We make a practice 
of keeping a desk and a chair in 
our window all the time, one of 
which we change every month. 
We also make a constant display 
of a file cabinet. Incidentally, 
you may be interested in the fact 
that, contrary to the usual custom, 
we sell our file cabinets first and 
filing supplies afterwards. We find 
that in most cases the equipment 
is purchased by the higher execu- 
tives, whereas the supplies are 
selected and ordered by the office 
force, who have closer acquaint- 
ance with particular filing needs. 

Occasionally we make use of 
display advertising—in which we 
can make the pictorial appeal,— 
and have found the classified fur- 
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niture advertisements to be worth 
while. The advertising material 
supplied by the manufacturers 
we find exceedingly useful in 
bringing home the visual appeal 
to the customer; in fact, I do not 
know what we would do without 
it. 

The manufacturers have been 
helpful to us also through their 
representatives, who codperate 
with our salesmen in the field, 
helping them to analyze selling 
problems, suggesting new selling 
points that have just come out, 
etc. It is through these men, and 
of course our own field men, that 
we build our prospect list. We 
have also one man whose special 
responsibility is to survey the ter- 
ritory for new business. A card 
system is maintained by which we 
keep records of our prospects. Our 
book keeper keeps a separate rec- 
ord of furniture sales and of prof- 
its and loss in the furniture de- 
partment. 

Our merchandising policies are, 
in general, adapted to the circum- 
stances of the particular case in- 
volved. But we do follow certain 
customs. We have found, for ex- 
ample, that it does not pay to re- 
condition used furniture. It is 
better to sell it “as is.” Then 
there is the question of guaran- 
tees. Some companies make a 
point of giving their customers 
“money-back” promises. What 
such guarantees are worth de- 
pends on the companies that offer 
them. While they make what 
sounds like good selling talk, the 
vital thing is performance. In 
our dealing with customers we 
prefer not to issue specific money- 
back terms, but rather to satisfy 
the customer that we do in fact 
stand back of what we sell, as do 
our manufacturers. 

It gives us satisfaction to re- 
port that office furniture is again 
becoming an important part of 
our business. Improvement in 
general conditions is being ac- 
companied by expansion and re- 
placement demands in the terri- 
tory we serve. Both steel and wood 
furniture are moving faster, but 
here in Phoenix the call for wood 
is several times as strong as the 
call for steel. Some of the new 
investments being made in office 
furniture doubtless are traceable 
to a tendency on the part of busi- 
ness to spend funds which, if with- 
held from trade, would bring upon 
their owners increased tax bur- 
dens. 
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New Furniture 
Pieces 





eps 


Desk of the New 4000 Line by Wagemaker Company of Grand Rapids, Mich. 
Made in all sizes and styles, including the Dror-Type in both 54 and 60 
inch lengths. 





Visible Record Book Cabinets by Globe-Wernicke, Cin- 
cinnati, O.—-Double wall construction for fire resistance. 
Receding type doors at front and back with flat key locks. 
Individual compartments in cabinet have metal rollers. 
Cabinets in green, walnut brown, or mahogany red “Duro. 
Velv” finish. Two sizes for five or for ten G/W visible 
record books. New G/W visible record books of alu- 
minum, in color finishes to match cabinets, close tightly to 
protect contents from dirt and dust. Each book has ad- 
justable follower block and two label holders, one at each 
end. 





Desk No. E560, From the New Puritan Suite 

Recently Offered to the Trade by the Hoosier 

Desk Company, Jasper, Ind.—It is 60 inches 
long, 34 inches deep and 301% inches high. 





Cleveland Steel Waste Basket.—The 
Cleveland Container Company, S. Her- 
mitage avenue and W. Pershing road, 
Chicago, ILL. has brought out a new in- 
expensive steel wastebasket to be sold 
under the designation No. 144WS. It 
is to be offered in olive green, pastel 
green, mahogany, walnut, and ivory- 
white. Fourteen inches in height, it 
has a top diameter of thirteen and a 
bottom diameter of ten inches. It is of 
28 gauge steel, and weighs three 
pounds. The top edge is curled over 
to make the basket rigid. The retail 
price is quoted as $9.20 per dozen. 














New Karlo Office Machine Stand Has Fluted Column.—Karlo stands are all cast 
metal except for top, which is of oak, mahogany, or walnut finish plywood. Base 


and column in green, black, or brown enamel. Lathe-cut elevating screw, ball- Chair No. 4001 in the Line of the New Indiana 
bearing hand wheel. Height range from 26 to 38 inches. Noiseless 2 inch caster Chair Company, Jasper, Ind.—It is made of solid 
wheels, bronze and graphite composition bearings. Packed K. D. F. in box. For American walnut, upholstered in Titetan crushed 


particulars, address Karl Manufacturing Company, Grand Rapids, Mich. grain leather. 














New Furniture 


Pieces 


Steelart by Lyon 
Metal Products 
Company, Ine., 
Aurora, III. 

Sturdy storage 
cabinet, full 
welded _ con- 
struction, with 
four roomy 
shelves. Single 
door size, 72 
inches high, 18 





a i o 
ra Ainge Son No. 2761, One of the Members of the New Series of Modern Office Furniture 
Rathie. dene Offered by the Imperial Desk Company, Evansville, Ind.—The square outline 
since, @ teaches is relieved by easing the corner posts and rounding the top corners. It 
high, 26 inches measures 60x34x30'4 high, Made in genuine walnut with V-match walnut 

drawer fronts and oak interiors. Metal drawer pulls finished in Roman gold. 


wide, 20 inches 
deep. Lyon 
green or flat 
brown enamel. 
Reinforced 
doors, flat key 
lock. Wardrobe 
cabinets also in 
one- or two-door 
sizes; one shelf, 
coat rod, hooks. 
















The Bentson Steel Desk, Recently Announced.—Made by The Bentson Mfg. 
Co., the new desk is offered in several sizes. Like its companion piece, a 
steel table, its top is of stain proof linoleum. Rubberized fibre bumpers min- 
imize drawer operation noise. Hardware is of solid cast bronze. The new 
line is illustrated and described in the Bentson catalogue No. 38. 


Leather Uphol- 
stered Chair No. 
6590, Made by the 
Murphy Chair Co., 
Owensboro, Ky. 
This chair is pro- 
duced in both 
swivel and station- 
ary styles. The de- 
sign makes it ap- 
propriate for use in 
executives’ offices 
and directors’ 
rooms. The swivel 
chair is equipped 
with bumpers and 
rubber wheel ball 
bearing casters. 


Two New Shaw-Walker Items. The steel telephone stand matches the sky- 
scraper desk. Stand comes in olive green with tan top and chromium hard- 
ware, or in mahogany or walnut with green top and bronze hardware. Desk- 
high, with 20 by 18 inch top. With or without door. 
Costumer, designed in harmony with motif of desk, may be had in same 
finishes. Cast Duncan Phyfe base assures stability. Height, six feet. Address 
inquiries to Shaw-Walker, Muskegon, Mich. 
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Pertinent Factors That Influence 


Furniture Sales 


FFICE furniture sales have 

picked up more than the sales 
in any other department of our 
business. In volume they repre- 
sent nearly five times what they 
were a few years ago, though of 
course they are below what they 
were during the 1922 to 1929 pe- 
riod. 

Our office furniture department 
is run as a separate and distinct 
division of our organization. It is 
run by a manager who looks after 
buying, display, and sales direc- 
tion. He supplies our sales rep- 
resentatives with the information 
they need in the field. 

To meet the demands of our 
market we find it necessary to of- 
fer wood desks and chairs in two 
grades, and in three finishes: oak, 
mahogany, and walnut. American 
walnut desks are purchased to sell 
for different prices—in price 
ranges that suit our territory. The 
lower-priced and medium-priced 
turned-leg desks are some of our 
best sellers. For the last five or six 
years we have found that the 
lower-priced furniture gives us the 
best volume of trade. We do not, 
however, sell the cheapest, for we 
have discovered it to be unprofit- 
able. We offer only the lower- 
priced merchandise that repre- 
sents real value and will give satis- 
faction to our customers in propor- 
tion to the amount they expend 
In addition to desks, we find pos- 
ture chairs selling readily, with an 
increasing demand for them. 

Files and filing equipment are 
moving. It is more important, in 
our opinion, to get the filing sup- 
ply business than to sell the file 
itself. Supplies offer repeat busi- 
ness opportunities. Thus we con- 
sider it vital to sell good filing 
supplies and systems with the files 
we distribute. 

Supplementing our stock of the 
usual office furnishings, we carry 
several grades of matched suites, 
which bring us in a fair volume of 
profitable business. Our best vol- 
ume, however, is in steel files, 
shelving, aluminum chairs, and 
steel desks, though we are enjoy- 
ing a good return from moderate- 
price wood furniture. 

Stock we are not using in dis- 


& By Zac P. Smith, Zac 
Smith Stationery Com- 
pany, Birmingham, Ala. 











Mr. Smith 


play is kept crated up. We keep 
our leather chairs wrapped in cel- 
lophane, for we have found the 
dust and dirt of the hot summer 
months very destructive in their 
effects on leather. 

It is our experience that the 
ground floor display is undoubt- 
edly the best for office furniture 
We maintain also a display on our 
balcony; our main display is laid 
out on our fourth floor. We make 
floor displays of our walnut desks, 
chairs, files, and bookcases in sev- 
eral grades to the best extent pos- 
sible in the space we have avail- 
able on the ground floor. And we 
always keep a window display of 
office furniture: desks, chairs, files, 
storage sections, and safes. This 
display is changed every week, and 
it brings in many sales. 

To some extent we make use of 
newspaper advertising, but we be- 
lieve that our salesmen, who are 
out looking for orders, calling on 
prospects, are our best approach 
to the customer. The literature 
sent out by manufacturers seems 
to us better adapted for our need 
than is the newspaper advertise- 
ment, and this we send out to our 
prospects by mail. Under the head 
of advertising may be considered 
the contract work we have done, 
such as installing shelving in our 
courthouse. We have done a good 


deal of such work. It is not very 
profitable, though sales figures 
may run high. Such large instal- 
lations, however, bring prestige to 
an organization, and thus we have 
given them some attention. 

To carry on a business such as 
ours successfully, it is imperative 
that our salesmen give steady ap- 
plication to the problems they en- 
counter in the field. We have had 
sales classes for years. These help 
our representatives to find new 
ways of interesting prospects in 
the better grades of furniture. 
Particularly valuable are the con- 
tributions made by the representa- 
tives of the manufacturers who 
come from the factories to give us 
talks. Each of our salesmen keeps 
his own prospect list, and all are 
constantly at work on their pros- 
pects, seeking means of improving 
the office equipment that they find 
in use in their territories. It has 
been our custom for years to sup- 
ply blueprints or tracings and lay- 
outs, with complete picture and 
description supplements, to aid our 
representatives in their efforts to 
show the prospect what can be 
supplied him and how it can best 
be arranged to his advantage. 

We keep a check on the general 
movement of our business through 
an inventory system and a month- 
ly determination of selling costs. 
Formerly we kept records on spe- 
cific articles sold: desks, files, 
safes, etc., but today we have so 
many installations in the city that 
we have dispensed with this type 
of record. 

One of our basic policies is that 
it is essential to satisfy our cus- 
tomers. While they may buy of- 
fice furniture only at long inter- 
vals, they are continually in need 
of stationery and printing. There- 
fore we give them every service we 
can, including such repairs as we 
are in a position to take care of 
We have until lately maintained 
a policy of reconditioning the 
trade-in articles that come to us, 
but conditions have changed so 
much that today we are usually 
out of trade-in stock. We usually 
have to sell it “as is’ before we 
have time to fix it up. 

(Turn to page 157, please) 












One of the many values of the ““Y and E” franchise is the large number 
of opportunities for double or twin sales. Consider the famed “Y and E” 
Visible Index System. It is mechanically superior—it is durable, rugged and 
will last a lifetime. You have the backing of the famed “Y and E” System 
Division which enables you to meet every system demand — no matter how 
complex — with the proper card form. The exclusive repeat business is a 


ees vee ween steady profit source for years to come. 


is an exclusive non-competitive item 
with rapid turnover. Everybody is a 
prospect for this sturdy profit builder 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, 


STER,N.Y. 
Peg VA 
























No. 4160 


OBSOLESCENCE 
CREATES SALES 


so automobile manufacturers 


obsolescence very year. 


Model T is no more out- 
V-8 than is the old 
by Dror- 


create 

The 
moded by the 
pedestal typewriter desk, 
Type. 

Dror-Type has created thousands 
of new prospects for you; try it 
and see. 








PATENT PENDING 


DROR-TYPE 


Grand Repids Md Mab ed Michigan 
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LEADERSHIP 


In Posture 









Get Our New 


and Complete 
Catalog! 


Harter Leads 
with 


he KEY > 
to HEALTH / 


and 
COMFORT Z 





Trial Offer’ Method 


Our” 
Gets Results for Dealers 


ARTER dealers know that Harter Posture Chairs 

sell themselves, when given a real day by day test. 

They know that the trial-offer method gets results—sells 
posture chairs and makes profits. There are still some 
territories open. Let us tell you in detail what some office 
appliance dealers are doing with the Harter Posture line. 


WRITE for the New Harter Catalog showing the 
complete line of posture chairs. Learn about the plus 
values—durability, beauty, comfort, correct anatomical 
design and the famous key adjustment—the quickest, 
simplest, most positive adjustment known. 


THE 


HARTER 


CORPORATION 
STURGIS - MICHIGAN 


Manufacturer of the World’s Finest Steel Seating Equipment 
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No. 1 Advantage 


in SoddtitiWmoaffice chairs 





Dealers who sell office chairs equipped with the new Telepost Flotilt Control have 
an immediate and important se//ing edge. This new control is the most significant 


development and improvement in chair construction in twenty years. 


THERE IS NO OTHER CONTROL LIKE FLOTILT 
There are no springs. All danger of serious accidents from spring breakage is eliminated. 
The action is controlled by rubber, encased in steel under hydraulic pressure and 
protected against deterioration. Not just rubber in place of springs, but an entirely 
new principle of operation with the chair seat suspended and floating in rubber. Telepost 
Flotilt is a tilting and swiveling mechanism that will never squeak or squeal; requires 
no lubrication; gives easier action and better balance, with finger tip adjustment. 
Leading chair manufacturers are adopting Telepost Flotilt Control as standard 


equipment. Write for complete information. 


THE Bassick COMPANY 


BRIDGEPORT ° CONNECTICUT 
THE WORLD'S LARGEST MANUFACTURERS OF CASTERS AND FLOOR PROTECTION EQUIPMENT 
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FICE APPLIANCES 









ND for the girl who has to file 5000 

letters in 2 cu. ft. of space, there is a 
complete line of more than 3000 items of 
filing equipment and supplies. To facili- 
tate her work and increase her efficiency, 
no matter what she has to file, there is a 
sectional Browne-Morse file made pur- 
posely for it 


Choice of attractive finishes makes it 
possible te match desks, filing cabinets 
and other items, te suit your customer's 
preference and create a pleasant, digni 
fied and businesslike atmosphere 


For the man who earna hia living on ... 


Twenty Square Feet 








e[°HE man who sits at a desk for eight hours a day, is easily sold on 
the convenience, the practical utility and comfort of the Browne 


Morse 1000 Line of Steel Desks. 


You get his interest easily, if you show him the smooth bead around 
the edges, the full panel back, the smoothly gliding drawers that do 
not warp or stick, the acid and ink proof linoleum top, soft and warm 
to the touch, easy on the eyes. Show him how the carefully planned 
arrangement helps him to systematize his work, to increase his per- 
sonal efficiency, and your sale is practically made. 


And if he wants style and class, so important in producing the right 
impression on HIS customers, Browne Morse steel desks are modern 
without being extreme. In any office, they create an atmosphere of 
progressiveness which builds up confidence and is invaluable in 


every business. 


With all these advantages of beauty of design, comfort and con- 
venience, durability and strength—never before has it been possible 
to offer all these desirable characteristics for such surprisingly low 


prices. 


Economy has been obtained by simple manufacturing processes, 
using a new type of pedestal construction, actually improving the 
structure and building better desks for less money. In this manner, 
while you retain an adequate and sufficient profit, you can offer 
your customers greater value than ever. 


Improved business conditions make buyers more and more concerned 
about buying quality products. Be prepared to cash in on this busi- 
ness which other dealers find profitable. fend for a Browne Morse 


Steel Desk Catalog today. 


For the Convenience of Eastern Dealers, 155 Leonard St., New York, N. Y. 


Browne-Morse Company 


Steel Filing Equipment, Desks and Filing Supplies 
MUSKEGON © © © MICHIGAN 
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(Pertinent Factors in Furniture 
Sales—Continued from page 152) 


We think it most important in 
managing an office furniture store 
or department to get a reasonable 
turnover. Furniture that sticks 
on the floor and does not move 


costs the dealer depreciation, rent, 
insurance, and taxes. It is impor- 
tant to keep a_ well-balanced 
stock, sufficiently extensive to per- 
mit ranges for selection. None the 
less we are guarding against large 
inventories at the present time, for 
we do not think profit lies in them. 
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Our policy requires more constant 
attention to our work if we are to 
prevent the loss of sales due to the 
lack of merchandise to show. But 
furniture that remains on the floor 
from six months to a year costs the 
dealer money. 


Some Rules of Operation For 
a Furniture Department 


URING the past twenty years 

Sioux City has grown in popu- 
lation from 60,000 to over 90,000. 
I feel that the problem of operating 
an office furniture department in 
a city of this size is vastly different 
from the conditions that would 
govern the operation in a larger 
city. My remarks, therefore, are 
based entirely on my experience 
and what I consider should be the 
rules governing the operation of a 
well-balanced department in a city 
of this size. 

In wood, at least one or two high 
grade suites with leather daven- 
port and club chair should be 
shown, and then a modern suite 
with leather chairs and still a 
lower grade suite with leather 
chairs. One or two lower grade 
sixty-inch desks with wood tops 
should be shown. In the lower 
bracket in what we might consider 
“bread and butter” items, the lino- 
leum or composition top desks 
should be carried, in the 60”, 52”, 
and 42” sizes. Also the pedestal 
typewriter desk and all of the cen- 
ter-drop typewriter desks, should 
be carried in both the walnut and 
oak. To back up this line both the 
Bank of England and the square 
back chairs should be carried; then 
a still lower grade in the plain oak 
and the lowest grade in combina- 
tion walnut should be shown. The 
plain oak should be fairly well 
stocked according to demand. 

A well-arranged display of one 
or two suites on the main floor is 
desired and if possible one or two 
office layouts either on the main 
floor or on the furniture floor. It 
is preferable that the furniture de- 
partment be on the second floor 
where more space is usually avail- 
able, permitting effective grouping 
of pieces for demonstration to a 
prospective buyer. A combination 
of the classic and modern design 
is our best seller. 


@ E. L. Isaakson, Ver- 
stegen Printing Com- 
pany, Sioux City, Iowa, 
Draws from Twenty 
Years of Selling Experi- 
ence to Make Pertinent 
Suggestions. 
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A good line of steel desks and 
aluminum chairs should be carried 
in the olive green and also in 
crackle and walnut finishes. 

In advertising we are using 
mostly direct mail. A few years 
ago, during the depression period, 
we had fine success with an elabo- 
rate four page folder showing 
matched suites which resulted in 
some fine private office installa- 
tions. 

Personal contact and the right 
presentation by a salesman who 
understands the better grade of 
furniture and who can visualize 
the completion of an executive 
office can always stimulate interest 
in the finer furniture. 

We seli posture chairs both in 
wood and steel, leather and fabric 
upholstery. A well balanced fur- 
niture department should have a 
posture chair for every possible 


need. In window display we get 
best results by continually showing 
some suite of desk and chairs. We 
are fortunate in being able to show 
a portion of our department as a 
continual window display. 

Our success in securing complete 
installations is partly due to lay- 
outs. We feel, however, that too 
elaborate layouts are sometimes a 
hindrance unless one actually 
knows one’s prospect. Simple lay- 
outs showing the placement of the 
furniture we find most successful 
and these at times we have to pre- 
pare very quickly. 

As to trade-ins we both renovate 
and sell “as is.” We find that we 
create more good will by selling “as 
is” at a small profit. This also 
leads to quicker trade-out for new 
equipment. We have no problem 
in selling all the used furniture we 
trade in. 

We are at this time giving spe- 
cial attention to doctors’ reception 
rooms. The average doctors’ re- 
ception room is being made smaller 
and at the same time the seating 
capacity in many cases must 
be increased. This brings up 
a problem of finding the small 
comfortable, high seat chairs in 
which one can relax and at the 
same time not sprawl out and oc- 
cupy too much of the floor space. 
Manufacturers could improve or 
build up a line to good advantage 
to cover this need. Another point 
here—a very small percentage of 
doctors and dentists know that the 
office furniture dealer can do a 
job for them. The result is that 
they buy equipment that does not 
fit in or stand up. The doctors’ 
reception room is a field that I 
believe belongs to the office furni- 
ture dealer, but it means that in 
order to do a real job, we not only 
must fit in the right chairs, but we 
must also fit in the right lamps, 
stands, and other equipment so 








New 
Furniture 
Pieces 


Central Desk Manufacturing Company, 
Chicago, Ill., Offers the Market a Stream- 
lined Model on Which All Corners and 
Edges Are Rounded.—Built of fine quar- 
tered white oak, selected walnut and birch. 
Laminated top 1% inches thick, with 
solid lumber banding. Drawers dove- 
tailed front and back. One double 
drawer. Rubber bumper around front of 
chair seat protects desk from marring. 
The bumper is tongued in and glued. 
Illustrations of complete line are avail- 
able. Prices on request. 








I'wo Stands by Sherman-Manson Manufacturing Company, 621- 
631 South Kolmar Avenue, Chicago. Forty inches high, the 
left cam be used by one who stands at work, as in shipping 
rooms. Five-ply veneer top, folding shelves. With or with- 
out drawer. Tubular steel frame electrically welded. Toggle- 
joint foot-locking device controlled by one lever, which raises 
or lowers all the legs at once. At right, Warrant Book Stand. 
For use wherever large books are handled. Adjustable top. 
Division to receive the back of the book, which is held at an 
easy-reading angle. Pages lie nearly flat. Tubular steel, elec- 
trically welded. 





“Bank of England” Type Chair Made by Gunn 

Furniture Company, Grand Rapids, Mich. Seat 

20'5 inches wide, 18 inches deep. Back 16 
inches high. Number 508. 


Art Steel Company, Inc., 
145 Street and College 
Ave., New York, Makes 
These New Asco Steel 
Card Cabinets with Sin- 
gle or Double Drawers, 
in Three Sizes.—Elec- 
trically welded, track in 
base, heavy bail suspen- 
sion. Positive spring 
compressor. Olive green 
baked enamel finish. 





Zephyr “Cushioner” Base Chair by Remington Rand Inc., 
Buffalo, N. Y.—Base of spring steel. Rest of chair of 
aluminum alloy, electrically heat-treated. Welded joints. 
Flotilt chair iron. Bassick casters with replaceable two- 
inch rubber wheels. Genuine leather upholstery; except 
for certain models available in Fabrikoid. Natural alu- 
minum, olive green, mahogany, walnut, black, and sand- 
blast aluminum finish. 
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New Furniture 
Pieces 


“Duro-Velv.” the 
New Finish Used 
by The Globe-Wer- 
nicke Company, 
Cincinnati, O., on 
their Office Furni- 
ture, Was Applied 
to this Typist’s 
Desk, File, Desk 
Tray, and Waste- 
basket. Medium 
green, walnut 
brown, and ma- 
hogany red are 
available. The new 
lustrous finish is 
said not to mar 
easily, and to get harder and tougher with age. 
The desk shown is a new fixed-bed single pedestal 
model. Other G-W items can be had in “Duro-Velv” 
at no extra cost. The new G-W line of Advance 
desks and tables offers a variety of styles and sizes 
to meet practically all requirements. Tough, hard- 
tempered composition tops, “Duro-Velv™ finish and 
sturdy light weight construction. Low in price, 
durable, and attractive in appearance, they are 
suitable for many general office uses. 





Steel Chair from the Harter Corpora- 
tien, Sturgis, Mich., New Universal 
Suite.—Designed to incorporate attrac- 
tive appearance, comfort, and light 
weight. These chairs are in use in 





Steel File in Modern some of the country’s finest offices, 

——— by Browne- and the reception they are receiving. 
orse Company, according to Evan C. Harter, president 

Muskegon, Mich. of the firm, is very gratifying. 


Two, three, and four 
drawer models, let- 
ter and cap sizes. 
Walnut and mahog- 
any reproductions 
for finishes, or on 
request nearly any 
color to harmonize 
with other office fur- 
nishings. 








No. 495-DS Sturgis Posture Chair.—Easily and quickly 

adjusted without tools. Rubberized Hair Cushions on New 200 Series Jackson Desk by Jasper Office Furniture Company, Jasper, Ind. 

seat and back. Imitation or genuine leather up- Oak, with quartered top; combination mahogany, genuine mahogany veneer 

holstery. Seat adjustable 2614 to 3014 inches. Equipped top; or combination walnut, genuine walnut veneer top. All tops, five-ply, 

with foot rest. Tubular guard on threaded spindle 1% inches thick. Panels three-ply, five sixteenths of an inch thick. Drawers 

protects occupant from graphite grease. Casters of | dove-tailed front and back; bottoms framed all around. Flat key lock. Brass 
hard rubber, 15% inches. knobs. Finish, flat varnish, exterior. Inside finish on order. 
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necessary to make a doctors’ re- 
ception room comfortable and 
beautiful. The old constitutional 
idea of a row of chairs of one pat- 
tern is all out. Groups of chairs 
with small tables and magazine 
stands are replacing this. No wait- 
ing patient should be compelled to 
get up to reach a magazine. A 


radio well regulated helps also to 
pass the time. It should be re- 
membered that the time to a wait- 
ing patient in a doctor’s reception 
room seems to be double what it 
actually is. I cannot overem- 
phasize the value and importance 
in studying the matter of special 
equipment necessary in the con- 


The Office in the 


E IT ever so humble, some kind 

of office in the home is neces- 

sary or desirable for every literate 
person. 

In its simplest phase—and also 
in its more elaborate forms—it 
represents a concrete fulfillment 
of a very simple but very sound old 
fashioned ideal: a place for every- 
thing and everything in its place. 
It provides facilities necessary for 
the person who “takes work 
home,” where he can enjoy advan- 
tages not at hand in the workaday 
business office. It serves also the 
person who seldom takes work 
home, but who has private inter- 
ests and business problems that 
need orderly handling. And it af- 
fords convenient place for making 
and filing records of household 
business transactions. 

The prime essential of a home 
office is, of course, space. Where 
can the office be established? A 
second consideration is the kind of 
home involved. One may live ina 
permanent home with ample room. 
Or he may be occupying temporary 
quarters, pending the solution of 
some housing or other problem. 
He may be a lone individual or a 
member of a family or other group, 
all-adult, or containing children. 

An office in the home may start 
from the simplest’ essentials. 
These are space, a working sur- 
face, and storage, which together 
can produce a field arrangement 
such as must suffice the military 
on active service. Pertinent to the 
simple office layout is the fact that 
an office is a means to an end—a 
tool. Its value depends not upon 
what it cost, but upon the intelli- 
gence with which it is used. One 
man with a lively mind will get 
better results from a couple of 
orange crates and a cigar box or 
two than will be gained by another 
who has everything he needs ex- 
cept ambition and judgment. The 
idea of having an office—and the 
proved advantages provided by ex- 
perience—will lead presently to 
the establishing of a really good 


@ Some Observations 
Upon a Live Subject 
from Which Dealers 
May Get Some Selling 
Arguments—By J.A.C. 


office, adequately equipped. The 
office in the home is potential 
business for the office furniture 
dealer that should not be over- 
looked. 


Variations Due to Limitations 


The home office varies consider- 
ably as to location, size, conven- 
ience and comfort, depending upon 
what is available and within the 
budget, and upon who is to be sat- 
isfied. It may be an office with a 
tendency toward the so-called den 
which guaranteed masculine seclu- 
sion a generation ago. It may be 
a partnership office for husband 
and wife. Or a family office, with 
provision for children’s activities 
during the day or on certain eve- 
nings. The equipment required or 
desirable depends upon all these 
considerations. 

If both husband and wife have 
business experience and manifold 
interests, a desk for each is in or- 
der—if room is available. One 
good desk shared, however, can 
provide many advantages by itself 
if conflict does not arise over dif- 
ference in work habits and indi- 
vidual eccentricities. One file cabi- 
net with two, three or four draw- 
ers affords a good deal of storage 
space, and can be adapted to a 
variety of purposes if it contains a 
few pressboard indexes and some 
manila folders. 

The dealer who is recommending 
the equipment will think of several 
things of useful purpose and of 
special convenience for particular 
trades and professions. And he 
will not fail to suggest a posture 
chair of appropriate model for the 
desk. 

A standard typewriter can be 
used on any table, but a typewriter 
stand of the correct height costs 


OFFICE APPLIANCES 


duct of all different lines of profes- 
sional and business activities. 

Our furniture department has 
shown a nice increase in the last 
few years and through experience, 
I find that a continual pounding 
away and creating interest in bet- 
ter offices brings results. 


Home 


little. It is very convenient for use 
with a portable machine. 

Close at hand near the desk is a 
good place for a book rack, where 
the books frequently needed may 
be kept. Shelving should be pro- 
vided for books that are needed 
less often. A dictionary stand for 
an unabridged dictionary, and of 
course, the dictionary itself are 
valuable additions. And a smoker 
stand will be convenient. 

No discussion of the office in the 
home would be complete without 
some consideration of its relation 
to the children in the home. The 
home office can provide them val- 
uable background, establish good 
work habits, teach a respect for 
the rights of others, inculcate a 
spirit of cooperation in them, 
bring out latent talents, cultivate 
practical skills. Perhaps as impor- 
tant as any of these is the vista 
opened to young eyes which from 
this familiar scene can gain 
glimpses of how things are done in 
the larger world outside. Visions 
arising in young minds shape the 
later lives for good or ill. If space 
is available, the home office, then, 
should afford a work table and 
chairs for their use. 


“Home” Office Saves Time 


The office in the home is one re- 
sult of the desire to make the 
most of available time. Whatever 
grounds there may be for the 
charge that Americans are waste- 
ful and extravagant, it must be 
conceded that they are heedful of 
the unforgiving minute. They 
realize the value of important 
time: time most suitable for mak- 
ing calls, time which is being 
shared by competitors in a race for 
a common market opportunity, 
time that has an arbitrary high 
value because of some program 
launched by their organization. 
Living full lives, prosecuting an in- 
tensive activity during the working 
day, men and women come home 
to relax, to enjoy family asSocia- 

(Turn to page 165, please) 
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BUILT 
FOR 
SERVICE 


The liner QUEEN MARY 
represents the utmost in 
Marine Construction, Lux- 
ury, Speed and Comfort 


She was built for 
Super Service 





Courtesy of Crowell Pudlishing Co. 


COLUMBIA 


FILING CABINETS 


ARE ALSO BUILT FOR SUPER SERVICE 








The fine quality of materials and workmanship, and 
the wide choice provided in the various grades, 
combine to meet the exacting demands of modern 


commerce. 








Sold Exclusively Through the Dealer 





COLUMBIA STEEL EQUIPMENT CO. 
PHILADELPHIA 


LINCOLN-LIBERTY BUILDING N. E. COR. BROAD & CHESTNUT STS. 
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It's NEW... The High Point Line 
of Posture Chairs 


This new line includes eight up-to-date patterns of posture chairs, 
one of which is illustrated herewith. These chairs embody new 
designs and new features which meet correct posture require 
ments and will be an ornament to any office. 

The new Bassick ‘’Flotilt'’ chair control has been adopted as stand 
id equipment. It affords almost effortless tilting action and better 
balance. Squeaks are eliminated. Finger tip adjustment controls 
tension of tilting mechanism. Elevation is simple. 

f mohair frieze. It is provi 


. 
A novel and important optional feature is a covering 


1mon J s users 
, 4 is upholstered over hair filling so shaped as to provide 
seat. lhe upholstered back has a concealed fixture which 
Ss t > p s chair is show 
frie 
piete Nigh roint ne of chairs, including the new posture chairs, is show: 
< ™ 
New patterns are shown to meet new demands. Theres 
5 
A copy will be yours for the asking 





Write for new catalog No. 37 now. No. 7214 


High Point Bending and Chair Company, Siler City, North Carolina 

















FURNITURE 


DARNELL 
Office Chair 


CASTERS 


e BUILD and HOLD 
BUSINESS 





Featuring the Darnell Patented 
Double Ball-Bearing Swivel 











Your customers will appreciate the smooth, ef- 
fortless, quiet operation of Darnell Casters. Fam- 
ous because they 


for Office Modernization Always SiWAW“ EL. and ROVE- 


1h ‘ e and ranidie canendine asar —Darnell Casters have longer life and give the 
‘re Ss B = . . * 
ee ee ae ee ee maximum of floor protection. Made of highest 
ket for Howell Chromsteel furniture . . . - ; 
: : “ya . quality materials throughout. 

especially for executive offices and reception 
rooms. This modern, practical type of Office Furniture and Appliances Factory- 
office furniture creates the right impression equipped with ae ee y oy aete the 
in the minds of visitors, and likewise in- manufecturer’s high regard for quality. 


spires a higher degree of personal efficiency. D A fe N E L L 
Write for 


Write today for Howell's new Chromsteel 








iB cteemnenet rman CORPORATION, LTD. | FREE Sample 
P. O, Box 4027-O, Sta. B Set of Darnell 
whe og Re Noiseless 

















Long Beach, Californie Glides 
24 E. 22nd St., New York City and Special 
36 N. Clinton, Chicago, Iilinois Proposition 
for Darnell 
Dealers 





ST. CHARLES, ILLINOIS 
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FACING 
TO-MORROW 


Every successful industry in our land today owes 
most of its success to its ability to “face tomorrow.” 
The leaders in every line have been the first to 
look ahead, to anticipate the changing needs, de- 
sires and standards of a changing people. Yester- 
day’s standard cannot meet today’s demands or 
tomorrow’s requirements. 

Hoosier prides itself on being able to keep its prod- 
ucts well abreast of the times. New refinements, 
new units and new suites are constantly added to 
accomplish this end. 

That we will be ever on the alert is a promise to 
our present dealers and to the many progressive 
new dealers who are to face tomorrow with us. 















The 7300 Line has the punch and the 
appeal that it takes to send your sales 
all the way up toa profitable volume. 
It features Corry-Jamestown’s endur- 
ing quality construction... attractive 
finish . . . and a complete range of 
styles and sizes. 

Write for complete 
—e details. Also for infor- 
mation on exclusive 
dealer franchise. 








Catalog No. 35, illustrating and de- 
scribing all grades and styles of 
Hoosier office furniture—the best of- 
fice furniture that money can buy— 
at each price level, will be mailed 
upon request. 


Corry -Jamestown Mfg. Corp. 
D 
? Oe ese sasiale: CORRY, PENNSYLVANIA 


Export Department—5713 Euclid Ave., Cleveland, Ohio 


HOOSI | R pene Mees 
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Ait» Sales Policy—for the 


Dealer Exclusively! 


The growing popularity of the ASCO Lines of filing up- 


rights is proof of the unquestioned value of our unswerving 






POSITIVE LOCK 
COMPRESSOR 





i . | 
policy of selling to dealers exclusively. 


The new improved 2600 Line of progressive suspension 








— uprights comprises Five Drawer Letter and Lega 
rights, Standard, Counter and Desk Height units in Letter, 


Legal, Card and Combination files. Invoice end Voucher 


4 CASE HARDENED 
ROLLERS 
ON LACH PROGRESS! VE 
SUSPENSION 
PERFECTLY TIMED 









size units in Standard Heights 


< 


The 200 Series (non-suspension) glides on Easy-rolling Ball 


EXTRA STRONG 
KICK PLATE 


Bearings and consists of the same models made in the sus- 


pension line. 





T 1 | 

ihe 400 Series (non-suspension) is a popular priced line in 
$7" . 

Letter, Legal and Combination models —Standard and 

Lount neia 

A. complete line of Storage, Stationery Wardrobe and 


Cc . c~ i i 
storage Wardrobe Cabinets is also offered together with 


In assortment of typewriter tables to meet every requiren 


Catalog No. 18 is yours for the asking. Write today 





ART STEEL COMPANY, Inc., 


300 East 145th St.. New York, N. Y. 
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(The Office in the Home— 
Continued from page 160) 


tions, to pursue some hobby. The 
way to make the most of life is to 
make the most of time, of unex- 
pected opportunity. Work does not 
fall away from one like a mantle 
at the close of day. A possible clue 
to some perplexing problem may 
emerge in one’s thought under the 
least likely of circumstances. The 
degree to which people are 


equipped for the handling of fugi- 
tive inspirations may have a close 
relationship to the kind of success 
they are achieving in their daily 
routine. The office in the home 
paradoxically frees the home from 
the intrusions of business prob- 
lems. It serves as a problem ab- 
sorber. Such as intrude, receive 
efficient handling, and are thus 
disposed of. With an office in the 
home the business worker feels 
competent to meet successfully the 
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exigencies of existence with a 
maximum of efficiency. Basic to 
the concept of efficiency is the 
time element. A man or a ma- 
chine is appreciated when he or it 
can do a certain job well with a 
saving of hours, minutes or sec- 
onds. The office in the home con- 
serves both working time and rec- 
reating time, and thus provides a 
two-fold advantage to those who 
use it. 





New Furniture Pieces 





No. 28 Table of the St. Johns Table 

Company, Cadillac, Mich.—Northern 

Oak, with gold finish. Plank edge top 

14 inches thick with extra frame to 

prevent warping. Drawers are dove- 

tailed back and front with framed-in 
three-ply bottoms. 





New Swivel Arm Chair, No. 754%, by B. L. Marble Chair Company, Bed- 

ford, O., Designed for Executives and Junior Executives. A molded hollow 

at the back of the seat, and a recessed groove in the center of the back are 

designed to influence the user to sit correctly and to spare him pressure 
against the spine. 





New High Point Posture Chair.—The High 
Point Bending & Chair Company, Siler City, 
N. C., has developed a new line of posture 
chairs and has issued a catalogue showing eight 
of the models, most of which are entirely new. 
All chairs feature the Bassick rubber-bearing 
“Flotilt” chair control and, in addition to gen- 
uine leather are available in mohair frieze as a 
concession to many women buyers and users. 
The chair No. 7214 shown here has a hair-filled 
seat cushion shaped and designed for correct 
posture. A concealed fixture automatically ad- 
justs the upholstered back to a required posi- 
tion. Dealers may obtain the catalog on request. 





Desk of the new Moderne group, which includes also a table and telephone 

stand, made by J. K. Rishel Furniture Company, Williamsport, Pa. Material 

is genuine American walnut. Tops and panels of sliced cut butt, especially 

selected. Top drawers and section above the panels, striped American welnut 
stripes vertical. 
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Goodform Posture 
General 


pany, Youngstown, 0. 


Posture Chair No. 217-3-25. 
Harter Corporation, Sturgis, 


Mich. 


Burns Office Chair. 
can Automatic Electric Sales 
Company, Chicago. 


Chair. 
Fireproofing Com. 








Ameri- 


Sit Erect 


Being Some Comment Upon Correct Sitting Posture in 
Which Posture Chair Salesmen May Discover Some 
Practical Suggestions 


(Accompanying this article are illustrations of posture 
chairs on the market today) 


SMALL child recently was re- 

ported as demanding of his 
mother: “Why does teacher always 
say ‘Cigarette’ at me?” Inquiry 
disclosed that the teacher’s in- 
junction was “Sit erect!” 

Proper posture is important, and 
its importance is being measured 
in the business world by dollars 
and cents. There are two indexes: 
the money being spent to assure 
proper seating for employees, and 
the money being lost by those who 
disregard the matter. Estimates of 
this loss run all the way from two 
dimes to two dollars per worker 
per day—which in dramatic fig- 
ures represents a possible maxi- 
mum of one and one half billion 
dollars per year. 

The posture chair has taken hold 
of the office furniture market with 
a grasp that seems permanent. It 
offers a real opportunity to dealers 
and sales representatives, for it 
can be presented to the customer 
with many convincing arguments. 
The chair can be introduced on a 
trial basis, and it has been so suc- 
cessfully merchandised thus that 
in specific instances employees 
who have discovered its benefits 
have been found ready to pay for 
them out of their own salaries. In 
others, executives have ordered 
complete installations. 

The selling of the posture chair, 
just because it affords so many 
convincing sales arguments, is 
sometimes imperfectly handled. 


There was a case of one employer 
who ordered a complete posture 
chair installation for an office 
force of some forty persons. One 
of them stubbornly objected to 
giving up his creaky arm chair. 
The posture chair looked to him 
to be fragile, and its design did 
not appeal. He liked the roominess 
of his old chair, and he liked the 
sense of stability that derived from 
the four wooden legs under him. 
His employer suggested he try 
the new chair a week, with the 
understanding that he could then 
have his old chair if he preferred. 
No explanation of posture princi- 
ples was offered. The week’s trial 
did not convince him. It was more 
than a year before he reached an 
understanding of the advantages 
of the posture chair. Then the un- 
derstanding came quickly, as a re- 
sult of a logical presentation of 
reasons why. And then the em- 
ployee recognized in retrospect 
some of the causes of fatigue he 
had experienced on former occa- 
sions when he went to sketching 
classes evenings. Seating there 
was of the traditional atelier type. 
The student bestrode a narrow 
“horse” of wood, resting his draw- 
ing board against its head. Two 
and a half hours’ work there, even 
with four rest periods for the mod- 
el between poses, had often been 
exhausting. How largely fatigue 
contributed to his occasional sense 





Posture Chair, Executive 


Type No. 70 x. Fritz-Cross 
Company, St. Paul, Minn. 


Posture Chair No. 825. Stur- 
gis Posture Chair Company, 
Sturgis, Mich. 


rz 


Uhl Steel Furniture Posture 
Chair. Toledo Metal Furni- 





ture Company, Toledo, 0. 





No. 590 Air-Duct Secretarial 
Chair. Do/More Chair Com- 
pany, Elkhart, Ind. 


Posture Chair, No. 6235. 
Murphy Chair Company, 
Owensboro, Ky. 
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“Sit-Rite” Posture Chair No. 
654%. B. L. Marble Chair 
Company, Bedford, O. 





Pos-Chair No. 1720. W. John- 
son Chair Company, Chicago, 





Posture Chair. Jasper Chair 
Company, Jasper, Ind. 





of discouragement may be con- 
ceived by those who realize the 
energy-conserving virtues of pos- 
ture chairs properly designed and 
adjusted. 

Good Posture in Business and Art 

The field of art may seem remote 
from that of business. Good pos- 
ture has significance in both. A 
point which will be readily con- 
ceded by artists and art students 
should be of interest to dealers and 
sales representatives, for, properly 
presented, it should help in the 
distribution of posture chairs. 

A model may be physically well, 
symmetrically developed, sensitive 
to the spirit of the poses assumed, 
intelligent in codperation with the 
art class or artist at work. But if 
that model is the victim of faulty 
posture habits, he or she will fail 
to approach the ideal which good 
posture will permit. Protruding 
shoulder blades, rounded shoul- 
ders, flat chest, and lower ribs that 
push forward when the figure is 
truly erect or flexed backward— 
these result from slovenly sitting 
and standing. They reduce the ef- 
fect of the attractive presence a 
man or woman might otherwise 
command—and a good presence is 
an advantage in any calling, just 
as a bad presence is a disadvan- 
tage. 

The language of posture is older 
than speech. The _ inarticulate 
caveman knew how to frighten his 
enemies by assuming terrifying 
poses. Civilized people—as many a 
gym teacher and athletic coach 
knows—have lost consciousness of 
the body’s powers, and have little 
confidence in them. They move 
like automatons, not knowing what 
to do with their hands and arms, 
or feet and legs save for the most 
obvious uses. Grace is not in them. 

Just what does your posture tell 
your superior, your subordinates, 
your competitors, visiting sales- 
men—in a word, your human en- 
vironment? 

Posture as an Expression of 
Personality 

No experiment or guesswork is 
needed to establish the fact that 
the man or woman who walks, 
stands, or sits straight up and 
down, with head lifted, creates an 
atmosphere about himself which 
makes the observer believe: “Here 
is someone full of vitality, men- 
tally alive, some one of determina- 
tion, of courage—some one not 
easy to put off the track—some 
one not safe to meddle with... .” 

Manufacturers and dealers have 
added their voices to those of the 
hygienists in the advocation of 


proper posture. Even so, there 
seem to be many who have never 
been touched by the idea. It thus 
merits emphasis. 

For thousands of years—perhaps 
millions—man has been a two- 
legged creature, walking erectly. 
Despite his long practice, he often 
does it badly, and his sitting is 
worse than his walking. En- 
gineered in a vertical line, he is 
designed to walk, stand, and sit 
straight. His column of vertebrae 
is one of many structural parts in- 
side him of which he is hardly 
aware. When he sits erect, this 
column is not vertical; it inclines 
slightly forward. Nor is it straight. 
It follows pretty closely the curves 
of his neck and back—a waving 
curve like an unstrung cupid’s bow, 
with the upper part longer than 
the lower. The posture chair is 
constructed to compel the sitter 
to sit correctly. The compulsion 
is righteous when the chair is 
properly adjusted to the individual 
using it. It puts the curves where 
they should be. A tour through 
some office equipped with posture 
chairs will show that even those 
employees who have evidently bad 
sitting habits are sitting more cor- 
rectly in the posture chairs. And 
the erect posture of the workers 
most active will not fail to impress 
the observer. 

Ordinarily the sitter tends to set- 
tle into a slump. It is easy for 
him to slide down and forward in 
his chair, to a sort of three-point 
landing on his shoulder blades and 
the base of his spine. Or, if he is 
determined to work, he is likely 
to sit forward and hang over his 
desk. In either case, the curve 
that should be in the small of his 
back is not there. Like any other 
sagging structure, his body is sub- 
jected to tension in the back and 
compression in front. The back 
muscles and those that hold up 
the head are under fatiguing 
strain. And the lungs and other 
internal organs are contracted— 
given a handicap that prevents 
them from achieving full normal 
performance. Creature of habit 
that he is, he continues to carry 
on with less fresh air than he 
could freely have, paying for 
avoidable strain by reduced out- 
put. 

Primarily posture chairs are de- 
signed to promote better health 
and greater comfort for workers 
but in achieving these results, they 
increase efficiency which has a 
cash value. So as one man has put 
it—a posture chair is an invest- 
ment which pays dividends. 
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The No. 611% FL. Milwaukee 
Chair Company, Milwaukee, 
Wis. 





No. 405. New Indiana Chair 
Company, Jasper, Ind. 





No. 7214. High Point Bend. 
ing & Chair Company, Siler 
City, N. C. 
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Simplifying and Standardizing 
Stock Profitable 


OR over thirty-five years our 

office furniture department has 
been an integral part of our estab- 
lishment. A few years ago we car- 
ried many lines of furniture with 
resulting large inventories, three 
floors of display space and numer- 
ous salesmen. Though we did a 
wonderful volume of business, our 
overhead was high and losses from 
destandardized merchandise ate 
up too much of the profits. 

Faced with decreasing business 
during the period of the recent de- 
pression, we decided to meet 
changing conditions. 

After studying the situation, we 
decided that the volume of busi- 
ness available for the next few 
years would be in the medium 
priced grades of furniture. 

We were able to find a source of 


Top is a Fine Pri- 
vate Office Display 
of the Lowman & 
Hanford Company. 
Seattle, Wash., and 


& By Robert G. Young, 
Lowman & Hanford 


Company. Seattle, 
Wash. 





Mr. y oung 








supply close at hand who could 
furnish us two grades of square 
line and two grades of turned leg 
furniture in the medium priced 
bracket. 

With overnight deliveries if nec- 
essary, inventories were reduced 
to a minimum and losses from de- 
standardized merchandise were 
eliminated. 

We added to this a line of high 
grade executive furniture with 
only two or three matched suites 
carried for the occasional man 
who wishes something distinctive 
in quality and design. 

There is one thing we have tried 
to do and that is to show on our 
floor a sample of every type of 
desk or table made in the medium 
priced line so that it is easy for 

(Turn to page 173, please) 


(Lower) a Part of 


the Company's 
General Display 
Room. 
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The Covenant 1 


In the markets of the 
world today there are 
names which carry the 
weight of written agree- 
ments. To the buying pub- 
lic they represent the 
maker's personal con- 
tract to maintain the 
highest standards of 





quality. 





The Eagle-Ottawa Leather Company is keenly alive to the responsibility 

as well as the reward in the ratification of its name by leather users Sales Rooms 
everywhere. Buyers, expecting more in Eagle-Ottawa leather are given 
more for the money. In Quality. In Durability. In greater variety of 


2 Park Avenue, New York 
912 W. Washington Bivd., 


; Chicago 
olors and grains. 1602 Locust St., St. Louis 
Eagle-Ottawa artisans know leather. They know how to make the most 569 Howard St., San Francisco 
»f it—how to bring out the individual beauties latent in the various types 1012 Broadway Place, 


Los Angeles 
1238 N. W. Glison, Portland 


P. 0. Box 386, 
Specify Eagle-Ottawa leather on every occasion. Benefit by the quality High Point, N. C. 


LS 


suitable for office furniture. They can recommend specific leathers for 
specific purposes and tell you how these should be cared for. 


covenant in the name. 


Requests for particulars and samples are cordially invited. 


AAS 


EAGLE-OTTAWA LEATHER CO. 


GRAND HAVEN, MICHIGAN 


"A Standard Name for Fine Leather" 
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Ess&C TIFFANY STANDS 
Now | ess 


Scientifically 



















Patented adjust- 

able head, raising 
‘and lowering device 
} and leg leveling de- 
| vice, this stand meets 
every general office 
business machine re- 
| quirement and at the 
Same time possesses 
an attractive appear- 
ance so desired in 
| modern office furni- 
ture. Built in two 
heights, 26 and 35 
inches. 


designed for 


correct posture. 








Adjustable to 
any occupant. 


Actually com- 
fortable 
throughout the 














day. 
Cc | ve 

Model Constructed of angle steel, nol (ubing, 
A with welded steel web reinforced corners, the 
DEALERS—Compare standard equipment on No. | Eff & new TIF FANY stand is more rigid than the 

C Line with other chairs in same price range: af old style. Swaying is eliminated. 
5 Ainattieee ieie ae One olive-green crackle steel leaf is furnished as 
- ’ “’ vi >. “he standard and may be mounted as operator desires, on 
«. Sponge Rubber Seat Padding. either side of stand. This leaf is easily raised and lowered 
3. Ball Bearing Casters. with one hand, but, once raised, it cannot be knocked or 
‘ Ball Bearing Swivel. , jarred down. It must be lowered by operator Addition- 
». Adjustments—positive and simple al leaf may be mounted on the stand at nominal extra cost. 
6. Saddle shaped seat. Dealers—WRITE TODAY for descriptive folder 
7. Sturdy construction throughout. showing other models and ask for our attractive sules 

Sold through dealers only. Write for details. proposition 
7 

The Fritz-Cross Company TIFFANY STAND COMPANY 
304 East Fourth St. St. Paul, Minnesota 3721 Commonwealth Ave. St. Louis, Mo. 

















The NEW Bentson 


Standard Line of Steel Desks 


rubberized fibre bumpers. All small drawers operate on channel 
suspensions; large drawers on roller bearing suspension slides. 





As « fitting companion to Bentson steel files and storage cab- 
inets, which have been well received by the trade for many years, 


we announce Bentson Steel Desks and Tables. The double ped- Solid cast bronze hardware is used. 

estal flat top type, which comes in several sizes, is shown above. Catalog No. 38 shows the full Bentson standard line of steel 
Bentson Steel Desks and Tables are well made. The tops are stain desks, tables and typewriter stands in many varied styles and 
proof linoleum. Noise in drawer operation is eliminated by using sizes. A copy will be yours for the asking. 


THE BENTSON MANUFACTURING CO., AURORA, ILLINOIS 
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THE COMMERCIALLY DESIGNED TRESTLEWOOD DESK by Gunn 








Fabricated like an automobile. 
Interchangeable drawers throughout. 
Standardized parts eliminate costly 
repairs. 





TRESTLEWOOD construction has the 


following advantages: 


4 turn of the key locks or releases 
every drawer, by means of new all- 
steel locking device. 


Frame of spot-welded angle steel. 


] 








—— 


THE GUNN 





ra TED CONSTRUETIO 
CUSTOM DESK at a 


oa 














Built and finished to stand work-a- 
day usage. 

Can be shipped K.D. and set up in 
30 minutes. 

Completely covered by patents. 


GUNN FURNITURE COMPANY - - - GRAND RAPIDS, MICHIGAN 

















NEW LINE 


of Quality Cabinets at 
MODERATE COST 


Storage or Wardrobe 









Two new moderately priced 
cabinets—the Lyon **590” Line, 
available in single or double 
door style; as wardrobe or stor- 
age cabinets. 


Double Door—72” High, 26’ 
Wide, 20" Deep. 
Single Door—72° High, 18’ 


Wide, 20” Deep. 


Many offices will 
welcome these 20’ 
deep wardrobes pro- 
viding safe storage 
for a surprising num- 
ber of garments. Fit- 
ted with flat key lock 
and two keys. 







Both single 
and double door 
available with 
four fixed 
shelves or with 
one shelf and 
coat rod. 


Write for descrip- 
tive bulletin No. 855 
and prices. You will 
want this, a good sell- 
ing line. 


METAL PRODUCTS, 
INCORPORATED 
2809 River St., Aurora, Illinois 











Where the finest is required in up- 
holstery leathers, whether on land, on 
sea or in the air LACKAWANNA 
LEATHERS are used. 


The new United States Supreme 
Court, the new battleships and des- 
troyers of the U.S. Navy, and the new 
Douglas transport sleeper planes are 
all equipped with LACK: WANNA 
LEATHER. 


LACKAWANNA LUXOR LEA- 
THERS have been developed to meet 
the demand for a more satisfactory 
leather at a moderate price. Samples 
sent on request. 


























The Lackawanna Leather Co. 
1000 Grand Avenue, Hackettstown, N. 4. 
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¢ Cork Company 





Armstron 





Lancaster. Pa 












EQUIPMENT DEALERS 
CASHING IN ON THE 
CASTER LINE APPROVED ‘Se 
BY FLOOR COVERING EXPERTS 


No. 2479 Double Ball 
Bearing Caster with 2-inch 
Ruberex W heel. 


Born in 1933 . . . a giant in 1936! Equipment Dealers, too, have been quick to see 
That's the amazing record of No. 2479 Fault- its unique sales and profit-making possibilities, 
less Office Chair Caster. Hardly surprising, Today No. 2479 Caster is in use in most of the 
though, when you read the above letters from country's leading industrial and professional of- 
floor covering experts of national prominence. tices and institutions. It is a leader to sales of 
Without exception, they approve this sturdy, other Faultless foor protection equipment shown 
Double Ball Bearing Caster . . . for the reason halen. ‘Wes for Getilon bad. tech shout 


that it has shown outstanding performance un- 


der rigorous tests. this profit-earning line. 


Faultless Caster Corporation, Dept. OA-9, Evansville, Indiana 


Branches in Principal Cities. Canadian Factory: Stratford, Ontario 


FAULTLESS 
CASTERS 


Faultless quiet Cushion 
Chair Glides are mounted 
n live rubber Steel re 
mforang frame prevents 

nail pulling out. 






Faultless Unbreakable Rockite 
Cups and Ruberex Cushion 
Cups for heavy stationary fur 
niture protect floor coverings 
Round and square shapes 





SS £2 ee = hse 





SEPTEMBER 


(Simplifying Stock— 
Continued from page 168) 
the buyer to find in our store 
nearly anything that he may need 

in office furniture. 

Our department is located on 
the second floor of our store and 
we feel that this is a very desir- 
able spot as it is much less expen- 
Sive sales space and yet it is close 
enough to the main floor to direct 
customers to the department 
without their feeling that there is 
too much loss of time involved. 

In addition to our regular line 
of office chairs, which includes a 
long list of posture chairs, we 
carry a line of nationally known 
steel posture chairs. This has 
meant a considerable volume of 
business because business execu- 
tives are becoming more conscious 
of the need for equipment of this 
kind. With this aroused interest 
in the welfare of their employees, 
it is easy to get permission to dem- 
onstrate posture chairs. Once 
placed in the office and correctly 
adjusted to fit the person using it, 
we find that usually it stays and 
quite often many others are or- 
dered to accompany it. 

In this vicinity where lumber 
has been the basic industry for so 
many years, wood furniture is still 
almost universally sold. That is, 
of course, with the exception of 
filing cabinets. 

Our filing department, which 
includes files and filing supplies, 
is a very profitable part of our fur- 
niture department. In those days 
when prices of wood desks and 
chairs were so unstable, filing cab- 
inet prices were adhered to, thus 
making us all the more alive to the 
value of selling files. 

Due to the fact that during the 
depression so many people con- 
solidated and overloaded their 
files, files and filing supplies now 
represent a very rich field for sales 
work. 

In selling a file, we always try to 
fill it with supplies. Quite often 
we find the profit on the sale of 
supplies is more than that on the 
cabinet sold, particularly when 
the cabinet is one of the lower 
grades. 

Today, more than ever before, 
there is a need for revision and 
systematizing of filing depart- 
ments. A little time spent in sur- 
veying the files of your customers 
will pay big dividends. Also, you 
will find that if you are able to 
straighten out some problem, their 
confidence in you grows, thus 
making it easier to get the rest of 
their business. 


We carry and sell the Y and E 
line of visible record equipment 
and believe in using our own med- 
icine. We, therefore, use a per- 
petual stock record of all items of 
desks, chairs and filing cabinets 
carried in stock. This insures our 
having stock on hand at all times 
to take care of orders without long 
delay. 

Speaking of surveys, do not 
overlook the possibility of in- 
creased desk and chair business by 
working very closely with pros- 
pects in planning and laying out 
their offices. We have found that 
it worked for us when we extended 
this service to our customer, and 
for our competitor when they were 
the one who worked more closely 
with the prospect than we did. 

We maintain a large finishing 
department which does a great 
deal of commercial refinishing 
and reconditioning of furniture at 
very profitable prices. This de- 
partment also renovates all trade- 
in furniture before it is put on the 
floor for resale. We find that re- 
conditioning a desk greatly in- 
creases its sales value. 

Another of our departments 
which is very profitable is that of 
lamps and other desk accessories. 
We have made our store the head- 
quarters for the best selection in 
our city. When a desk is sold, usu- 
ally we accompany it with a lino- 
leum desk pad for five dollars, ten 
dollars, or more, a picture for the 





Window Display of Selected Shaw-Walker Steel Office Furniture Recently Shown by 
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wall, and quite often a new indi- 
rect lamp, which will insure eye 
protection. 

It is our opinion that in such a 
large stationery store as ours, it is 
essential to maintain an office 
furniture and filing department. 
Besides the profits from a properly 
managed and controlled depart- 
ment, there are other greater ben- 
efits derived from the ability to 
take care of the entire needs of 
customers under one roof. In 
other words, we try to take care 
of the needs of the office home 
completely in one deal with the 
result that the customer is saved 
time and trouble by being able to 
buy from one store all the things 
needed in either opening or main- 
taining his office. 

We use both classified and dis- 
play newspaper advertising, radio 
and direct mail advertising. 

We believe that the furniture 
department is increasing in its 
relative importance in proportion 
to the rest of our business, due to 
the aggressiveness of our mer- 
chandising policy. We are happy 
to say that by simplifying and 
standardizing on a few lines of 
furniture, through reducing our 
inventories and operating costs 
and specializing on the lines we 
have decided to carry, our busi- 
ness has increased materially and 
the last three years have been 
profitable ones. 





the Grimes-Stassforth Stationery Company at Los Angeles, Calif.—This window at- 
tracted interest and resulted in many inquiries. The display was made up of Shaw- 


Walker lines exclusively. 


On the left is an up-to-date telephone desk, which is 


reflected in a mirror which stands at right angles to it. Next appears an executive's 


desk and chair, while on the right is a secretarial desk and Shaw-Walker posture 
chair. At the rear of the window are three four-drawer upright steel cabinets shown 
as if in use. A steel costumer and steel waste basket are also present. In the fore- 
: . : : - - . 

ground are several interesting pictures of local Shaw-Walker installation. All of the 
furniture shown was handsomely finished in simulated walnut. The window in 
which the above-mentioned display was shown is sufficiently roomy so that several 
large objects may be shown at the same time without crowding. In the present case 
it was possible to view each item in several of its aspects before passing on to the 
next object, yet the general impression conveyed was that of a single office with ap- 
propriately uniform equipment. The desk appurtenances shown—-telephone, desk 
lamps, fountain pen in attractive base, and typewriter on the drop leaf of the secre- 
tarial desk—complete an ensemble that makes one think of the kind of office he 
would like to have, if he hasn't already got one. 
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Merchandising Modern Office 


HE PROBLEM of merchandis- 

ing office furniture is one 
which requires considerable 
thought and is quite different 
from that of merchandising items 
of smaller unit sales. 

In the distribution of office fur- 
niture there are two major me- 
diums through which we must 
operate: 

(1) The Store. 

(2) Outside Salesman. 

Proper display of office furni- 
ture in the store is very important 
and requires considerable thought 
and planned effort. 

Best results seem to be derived 
from what might be termed “suite 
display” of office furniture. 

Since the aluminum chair has 
been reduced in price and there 
have been several new items and 
patterns introduced, with a proper 
selection of leather for upholster- 
ing, it is possible to make very at- 
tractive suite displays of steel 
desks and aluminum chairs. 

For instance—for the profes- 
sional man, a steel desk finished 
in black enamel, with black lino- 
leum top and chromium trim, dis- 
played with aluminum chairs, 
upholstered in black leather, fin- 
ished in satin aluminum, makes 
a unique presentation that has 
proved very effective, particularly 
for the doctor or dentist. 

In addition, steel desks, avail- 


Effective Model Of. 
fice Display Main- 
tained with Profit 
by Deemer & Com- 
pany. Inspection 
of the ensemble by 


F'urniture 


@& By Owen B. Ash, 
Deemer & Company, 
Scranton, Penna. 








able in olive green, walnut and 
mahogany finishes, can be dis- 
played with aluminum chairs to 
match. These chairs can be up- 
holstered in leathers to harmonize 
with the equipment displayed. 
Suites should be arranged on rugs 
or carpet of the proper color to 
harmonize with the finish of the 
desks and chairs. The ensemble, 
of course, provides an opportunity 
to sell the rug or carpet also. 





In connection with the alumi- 
num chair, The “Goodform” pos- 
ture chairs open up a market for 
the office furniture dealer that is 
greater than most dealers realize. 
With the advent of the moderately 
priced aluminum posture chairs, it 
is possible to formulate a com- 
plete sales program on aluminum 
chairs. For now a dealer may 
equip a concern from the smallest 
office to the highest official with 
health-aiding posture chairs. 

A great variety of types and 
styles of wood desks and chairs is 
available. There seems to have 
been a large recent increase in 
sale of the turned-leg design of 
desk and, of course, turned-leg de- 
sign chairs should be displayed 
with the turned-leg desks. Car- 
pets or rugs of the proper color 
to harmonize with the finish of 
the equipment, and chairs uphol- 
stered in leather in a color to har- 
monize with the rugs and desk, 
will add to the attractiveness of 
the display. 

There is a large market for 
matched suite furniture in both 
steel and wood, and the manufac- 
turers are anxious to aid the 
dealer in every way possible. 

The office furniture display 
should be segregated from the 
other departments, as when set 
apart it gives the prospective cus- 

(Turn to page 179, please) 








a prospect does not 
always result in an 
order for a com- 
plete suite, but the 
percentage of suc- 
cess is impressive. 
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Leaders in this field for over thirty 
years, we have equipped some of 
the largest schools throughout the 
country to the entire satisfaction 
of the respective school boards and 
architects. For any item not 
shown in our catalog or for special 


features, quotations, etc., write v oe a 
For a Complete us. Our arrangement with the See Our Catalog dle htc 
New Indiana Chair Company I N D I A N A D E ss K 


Line of Teachers’ Desks, enables you to have desks and 


_ chairs shipped in pool car, reduc- 
School Desks, Tables and ing freight cost and expediting Company 


Special Furniture . . «delivery. JASPER INDIANA 





































chairs that build sales 


Excellent Quality, Expert Designing and Medium Prices 
are united in this attractive New Indiana line of 
Office Chairs 





Models 4001 and 
4002 are beautiful- 
ly finished in solid @a™ western 


eso * = 
¢,°o"s' 2 2 
a+ 


e «,¢ 


"4% 


walnut and uphol- 
stered in genuine 
Titetan crushed 
grainleather. Other 
numbers are avail- 
able in birch with 
walnut or mahog- 
any finish. 


New Indiana Chairs give real value. You can build profitable 
business with them. Freight costs can be reduced by pooling ship- 
ment with an order of Indiana Desks. Complete details on request. 


New Indiana Chair Company | 
JASPER INDIANA 
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Compare the Quality in 


At $5.00 retail, 
user of typewriters can lightly pass over. 


erously 


At this low price, 
the 14x17 size. The 
tached to either or both sides of either size, 


17x24 stand is slightly higher. 
and cost 


its remarkable value and regular profit. 
approval. Send us your order. 


METALSTAND COMPANY 


METALS 


METALSTAND offers convenience and durability that no 
K. D. construction, most economical 
for shipping, provides a rigid, sturdy frame only when proportioned as gen- 


and interlocked as ingeniously as is METALSTAND. 


a choice of walnut, mahogany, oak and green, is offered in 


Every office machine dealer should stock and display METALSTAND for 
Shipped K. 





STAND 


m 


Note how legs in- 
terlock with top of 
frame and base 
bracket. 


Side leaves can be at 
but little. 





D. subject to dealer's 





135 N. 22d St. 
Philadelphia, Pa. 






















No. 1104—66"x36 


A RISHEL MODERNE 


In Genuine American Walnut 


Style Craftsmanship Beauty 


Ask for New 
of Complete 


Catalog 
Line 
Territory open 


Some lesirable 


for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 














“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(0. 8. Patent 1.783,623. Canadian Patent 324.059. Other patents pending.) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse. New York 

















New STEEL SAFE 


Defender 


Most economical SAFE in 
the Country—/ow price 


Seller can make big money giving 
attention fo this proposition 





15 in. high; 12 wide; 13 deep. Weight 240 lbs. 


Inside 


Write HILLSBERG CO. Jefferson St., Syracuse, N. Y. 








Your customers will purchase 


RESPIRATOR 
CUSHIONS 


a ventilated cushion is a necessity during hot 
| weather. 
A demonstration generally results in a sale. 


M. BICKETT COMPANY 
Watertown, Wis... U.S. A. 


L. 
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Modern 
Steel Desks 
and Tables 


that create hundreds of 
prospects for dealers every- 
where. 





Octangular legs, champhered edges, moulded tops, bronze or white metal beading, ferrules and 
hardware and many other attractive features immediately catch the buyer's eye. Prices are 
lower than ever before. For instance the sixty by thirty-four flat top desk lists at $59.50 in 
Zone One, $65.50 in Zone Two and $72.00 in Zone Three, less dealers discount F.O.B. desti- 


nation. A complete line similarly priced is available to dealers. Write for illustrated booklet. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STREETS, PHILADELPHIA, PA. 


OFFICES 
HICAG BOSTON BALTIMORE LOS ANGELES 


BRIGHT my 6A PROFIT MAKER 
IDEAS 
IN LEATHER 
FURNITURE 
Characteristic of all 
BRIGHT creations is 
that evidence of finesse 
only true craftsmen ob- ia ell 
tain. Here the buyer of : 


This new Number 144 Meilink One Hour Safe is a sensa- 
tion. .. . Low in price. ... Inside size will take any 
leather office furniture 
: CHIPPENDALE 
finds an expression of 
d P SOLID WALNUT 


Meilink Standard Unit Equipment 15” depth. . . . Standard 
originality so desired. 
No. 210R 











Meilink 1 hour construction. Reorders are proving it’s a 


winner. 
W rite 


MEILINK STEEL SAFE CO., TOLEDO, O. 


"re for tnformation 





Every BRIGHT num- 
ber is a real value 

quality attractively 
priced. Every dealer 
can make more money 
selling them. You try it! 


BRIGHT CHAIR CO. Inc. 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 


Our profusely illustrated catalog 
will be sent to every inquiring 
office furniture dealer. Write for 
it now. Your first order will con- 
vince you. 
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Experience 
that Counts 


SIXTY years of desk making has 
this definite implication — Jasper 
Desk Co. desks have given consist- 
ent satisfaction. That is because of 
expert construction, designs are 
kept up to date and only best qual- 
ity materials are used. And yet 
Jasper Desk Co. desks are reason- 
ably priced. Park 3644 
















The above design ts 
also available in ma- 
hogany (Ne, 917 
and wainut (No. 
1017). 
























NO. 817 


popular number. 
artered oak. 


New York Ware- 
heuse: 573 Broad- 
ye New York, N. 









Chicago Representa-  —y 
tive: W. H. . 









203 to 26! 
pounds. 





Our catalog presents a wide range of atyles. We'll gladly send a copy.. | 


_ JASPER DESK COMPANY, JASPER, IND. | 


Hil 
Built Well to Sell Well! 


Solid construction, comfort, finish, style 

. . these are all important factors to con- 
sider in the selection of a line of chairs 
that will have real sales appeal. 


Built Well To Sell Well, Jasper Seating 
Company chairs are designed by experi- 
enced artisans who take interest and pride 
in putting outstanding value into their 



























products. 
New Designs and Better Service Strength 
will help you build up chair sales Comfort 


The Jasper Seating Company can aid Appearance 
you in developing your chair sales with a 
complete line, including many original de- 
signs, and speedy delivery service. 


A Catalog is Awaiting Your Request. 


JASPER SEATING COMPANY worana 


| | | CHICAGO: L. H. Farber NEW YORK: 




















329 So. Wabash Ave. Office: Furniture Warehouse Co. 
Phone: Webster 3217 573 Broadway 











SEPTEMBER, 1 


(Merchandising Modern Office 
Furniture— 
Continued from page 174) 

tomer privacy and affords the 
salesman the opportunity of be- 
coming better acquainted with the 
prospect, thus enabling him to 
render the best service possible to 
the customer. 

Few executives realize what a 
large percentage of their waking 
hours are spent in their offices, 
and hence do not realize the im- 
portance of choosing the proper 
office furniture and equipment. 

In selecting stock for display it 
is necessary to have a sufficient 
variety in price range to attract 
the prospect. Past experience has 
proved that often it is possible to 
sell the prospect much better fur- 
niture than is apparent at the be- 
ginning of a sale, due either to the 
prospect’s ability to recognize 
values, or to the salesman’s ability 
to present his merchandise in the 
proper manner. 

In reference to the merchandis- 
ing of modern office furniture 
through the outside salesman, the 
first requisite is that the outside 
salesman be thoroughly trained 
and educated both as to the meth- 
ods of approaching the customer 
and as to a thorough knowledge 
of office furniture and equipment. 
The outside salesman should also 
be familiar with various types of 
architecture; methods of lighting, 
their effects, particularly as ap- 
plied to properly and economically 
bringing about office lighting effi- 
ciency; and interior decoration. 
He must know colors and color 
combination and be sufficiently 
well informed to recommend the 
proper colors required in laying 
out office furniture, rugs, and 
draperies desired in either a new 
office or an old one being remod- 
eled. 

What may be called “Office Lay- 
out Service” is an important part 
of any office furniture establish- 
ment, particularly if a salesman is 
clever enough to be able to sell the 
prospect on the idea of the ability 
of his firm and himself to make 
the necessary suggestions and rec- 
ommendations. These recommen- 
dations should be accompanied 
with floor plans giving all dimen- 
sions affecting the installation of 
any equipment. Photographs or 
cuts of equipment proposed, as 
well as detailed information, 
should be provided. Often it is 
a good plan to assemble the pro- 
posal in a leather folder, stamping 
in gold the name of the firm or 
the name of the executive for 


whom the presentation has been 
prepared. 

This method of presentation is 
very acceptable to the prospect as 
it gives him a complete picture 
of proposed equipment. The pros- 
pect naturally becomes just a lit- 
tle proud of his place of business 
and also pleased to see the time 
and effort that have been spent 
in making up a proposal for his 
particular requirements. 

This type of selling will neces- 
sarily bring sales volume and most 
of all will build up customer sat- 
isfaction, which is the foundation 
of any business. 

The outside salesman must have 
support and must build up a pros- 
pect list continually. One plan 
that has been used quite success- 
fully is that of making up, periodi- 
cally, small mailing lists giving 
the firm name and the name of 
the individual in charge, followed 
by his title. Letters should be 
written to the firm to the atten- 
tion of the official, with enclosures 
showing pictures of complete of- 
fice equipment. These, then, 
should be followed up by personal 
calls by the salesman in whose 
territory the prospect is located. 
This requires persistent effort but 
pays real dividends to both the 
salesman and the firm by whom 
he is employed. 

In addition, the window and 
store displays (as well as news- 
paper advertising) should be so 
timed as to tie in with the direct 
mail literature. 

The problem of selling new 
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equipment can be made much 
easier by taking in old equipment 
and making allowance on new 
equipment purchased. Old equip- 
ment taken in can be refinished, 
as there is a ready market for it, 
and it does not materially affect 
the sale of new equipment; in 
fact, it often helps sell new equip- 
ment. 

A contract department can be 
operated successfully, particularly 
if through this department you 
are able to offer a complete serv- 
ice to your customer. 

In the contract department 
there are many opportunities for 
increased sales. Curtains, dra- 
peries, carpets, rugs, and venetian 
blinds, can all be handled and 
additional profit and sales can be 
built into your sales program. 

In this department all types of 
special cases for use in county and 
city offices can be handled. From 
experience it seems the more com- 
plete service you are able to give, 
the greater the confidence your 
prospect will have in your selling 
organization, and hence the 
greater the sales volume assured. 

In summing up the possibilities 
for sales of office furniture it can 
well be said that you hold the keys 
to the successful “Merchandising 
of Modern Office Furniture.” 

The office furniture business is 
coming back, and it will produce 
volume in your market in exact 
proportion to the planned effort, 
energy, and thought you put into 
a well-balanced, complete sales 
program. 





Dignified and Attractive Is This Recent Installation of Gunn Furniture Com- 

pany Equipment in the Offices of the Service Finance Corporation, San An- 

tonio, Tex.—The transaction was handled through the Paul Anderson Com- 
pany, exclusive Gunn agents in San Antonio. 
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Rewards Resident in Customer 


BUILDER who specialized in 

creating beautiful homes was 
overheard to remark that on the 
outskirts of the city, where there 
is room for expansion, the charac- 
ter of the residences erected fol- 
low a rising curve; that is, new- 
comers to the neighborhood reveal 
the very human tendency to build 
houses just a little better than 
those already standing. 

During the productive period of 
a man’s life he wants not only to 
keep up with the Joneses, but to 
gain an edge over them. He wants 
to advance himself beyond the 
point he has already attained. He 
trades in the old car for a finer 
new one. He invests in better 
clothing. He improves his home, 
his business. These material evi- 
dences he can set before the world 
indicate that he is making prog- 
ress. And, set before himself, they 
are potent reminders of achieve- 
ments; if they represent wise in- 
vestments they will be builders of 
morale during hard times. 

Personal ambition and the de- 
sire to keep abreast of competitors 
or pass them are two sales invita- 
tions to the office furniture dealer. 
He can make significant use of 
them if he himself is well ahead of 
the Joneses—if he knows what is 
good and what is new in office fur- 
niture. His problem is to pass that 
knowledge on to the prospective 
customer—in short, to teach furni- 
ture appreciation. 

The effect of fine furniture is 
like that of fine clothing—cloth 
ing of high quality. Accustomed to 
being well-dressed, a man takes 
his clothes for granted, and goes 
about his business with an un- 
trammeled mind. Aware of being 
inappropriately dressed, however, 
he would carry on at a significant 
disadvantage. Similarly, the well- 
appointed office permits freedom 
of mind and devotion of the atten- 
tion to business. 


The Salesman’s Opportunity 


The competent salesman han- 
dling office furniture can do much 
to make his prospect appreciate 
fine quality. Manufacturer, dealer, 
salesman, and customer must co- 
Operate, however, before that ap- 
preciation can be cultivated to the 
highest possible degree. Patient 
and sincere effort are required for 
the achievement of results. Edu- 
cation is a matter of growth, and 


Education 


& Some Thoughts on a 

Course in Furniture Ap- 

preciation for Con- 
sumers 


to convert prospective buyers of 
fine furniture into actual buyers 
takes time. Education employs the 
spoken word and the printed word, 
pictures, charts, diagrams, labora- 
tory materials and equipment, 
demonstrations. These methods 
are being used continually in mer- 
chandising. The seller of fine fur- 
niture must make his applications 
of them as appropriate to the mer- 
chandise and to the individual 
prospect as he can make them. 
One customer will be favorably im- 
pressed by a wash drawing show- 
ing the color scheme of a matched 
suite. Another will respond to a 
cut-away sample showing inner 
construction of the article that in- 
terests him. 

Education meets one of its limits 
when the student reaches a point 
at which he can no longer be 
taught—at which he insists on 
learning for himself. The custom- 
er may also reach this point. Then 
the salesman, dealer, and manu- 
facturer must employ a modified 
technique—one which cannot be 
plotted in advance. Selling points, 
selling approaches, and clinchers 
—however beautiful they may be— 
must be junked instantly when the 
customer shows that they do not 
“click.” And whether the customer 
has been ranked as a freshman in 
high school, a college level case, 
or a post-graduate (all, of course, 
as measured by his knowledge of 
fine furniture), whatever real work 
has been done for him will stand. 
He wants to know the truth about 
good furniture. The salesman who 
has been dealing with the truth to 
the best of his ability can count 
on his customer's discovering for 
himself the facts for which he has 
been trying to gain the customer’s 
acceptance. 


Two Methods Suggested 


In educating the potential buyer 
of quality furniture, two courses 
may be followed. One is the course 
of facts. That is a comparatively 
safe course. The facts on furniture 


may be discovered and checked. 
“Walnut,” “enamel,” “three-ply,” 
and “chromium,” are a few of 
many terms that can be trusted to 
carry meanings which will be ac- 
cepted at face value where mutual 
confidence exists. There are, of 
course, different grades of wood, 
different formulas for enamel, and 
lifferent principles of construction 
and processing. The course in 
facts can get a bit difficult here. 
Exact and expert knowledge come 
into demand. The customer may 
raise questions which cannot be 
answered off hand. If he is a rea- 
sonable person he will not be sur- 
prised to learn this, and will be 
contented with the salesman’s 
offer to investigate and supply the 
information later. Whatever dif- 
ficulties may arise, however, facts 
remain basic and demonstrable 
considerations. 

The second course which may be 
followed is the course of ideas. 
Here the hazards mount dramat- 
ically. For while walnut remains 
walnut, and lacquer, lacquer, the 
beautiful, the convenient, and the 
artistic are not absolutes. One cus- 
tomer will rhapsodize over an ar- 
ticle quite repulsive to another. 
The salesman will take sides at his 
peril. He often seeks safety in such 
a remark as “We sell (or don’t 
sell) a good many of them.” 

A goodly proportion of customers 
approach the salesman or dealer 
as an authority. They feel them- 
selves incompetent to judge artis- 
tic values. They want assurance, 
and the confident salesperson will 
often be listened to with great re- 
spect, not unmixed with relief. It 
is hardly his fault if he tends to- 
ward dogmatic utterance. People 
assume that he is an expert in his 
line; they have a right to assume 
that he has special knowledge. He 
himself, on the other hand, must 
keep clearly in mind the limits of 
his special knowledge, and he must 
use every opportunity offered to 
perfect his familiarity with his 
field. Thus he will become increas- 
ingly well qualified to speak au- 
thoritatively. It will be his duty 
still, however, to guard against 
dogmatic statements. From a 
practical point of view, he must 
learn to discriminate between peo- 
ple who have cultural background 
and artistic taste and those who 

(Turn to page 186, please) 
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It’s the same old POSTURE CHAIRS 
name . but every- r 
thing else is new 


Here’s a bright new star in the office fur- 
niture field—the Evansville Desk Com- 
pany! The name is unchanged, but every- 


thing else is new. A new organization! 





A new line of low-priced desks! A new 


profit opportunity for alert dealers! 
Com fortable—Healthy—Happy 


Under the recent reorganization, the Evans- WITH 

ville Desk Company is now headed by two | MILWAUKEE 

experienced desk men who are well known | HEALTH—COMFORT 

throughout the industry Wilbur M. | CHAIRS 

Elles, President, and Robert C. Hamilton, _ Thousands of them are in use in the offices of the 
a es largest employers of office workers and every day 

Vice President. other large companies are buying them as ‘Standard 


Equipment.” 
The new Evansville Desk Company is 


building good style and sound construc- 
tion into its low-priced desks. They are 
the kind of desks that dealers can sell 
quickly and profitably to business and pro- | 





fessional men whose budgets are limited, 
yet who expect well-built, good-looking 
desks for the money they have to spend. 





Illustrations of the new line will be ready 
shortly. Get your request for them on 
fle now. Ample stocks will be carried to 


insure prompt deliveries. 


A few good territories are open for com. 


petent salesmen. 


EVANSVILLE DESi es 
COMPANY tea Sedan bat, 


Builders of Wood Office Desks MILWAUKEE CHAIR CO. 


EVANSVILLE INDIANA MILWAUKEE, WISCONSIN 
| Makers of FINE CHAIRS 











For Over a Half a Century 
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McGee & Sons, 
showing an installation of Executive 
Mores 


The newly equipped offices of Thos. 
Kansas City, Mo., 
and Clerical Do 


With the revival of business ac- 
tivity many offices like McGee & 
Sons have discarded the ordi- 
nary type of chairs and installed 
Do /Mores throughout. Public ac- 
ceptance of Do/More Seating 
Service is stronger than before. 


The improvements in design and 
appearance in both executive 
and clerical chairs show that 
Do/More still leads the way. The 
entry of scores of other manufac- 
turers into the posture chair field 
has not changed Do/More’s rela- 


tive position. 


Aggressive, well-rated office equipment 
dealers are requested to negotiate for 


agencies in territories still available. 


DoMore Chair Company, Inc. 
901 Monger Building, Elkhart, Indiana 























St. Johns Table No. 28; an especially fine office table of Northern Oak, 
Golden Finish; Plank edge top, 1'" thick, with extra frame under- 
neath to prevent warping Legs are 234"; 6-foot length has 31%," 
legs. Drawers dove-tailed front and back with framed-in 3-ply bottoms 


There’s MORE MONEY To Be Made 
In Handling The St. Johns Line! 


If you want a line of office tables that will sell faster. . . 
steadier . . . build bigger profit for you . concentrate on 
St. Johns! 

Naturally this famous line moves faster, because there’s extra 
quality built into every table . . . yet prices stay within the 
range that attracts 95% of your trade. 

How can St. Johns maintain this policy? Simply because St. 
Johns is the largest table factory in the whole world . . . with 
all the money-saving resources at its command. 

St. Johns offers a full choice of standard office colors... . 
golden, mahogany or walnut; 
range of sizes from 24x36 to 
34x72. All tables equipped 
with dove-tailed drawers, 3- 


**Favorites Since 
1 868”’ ply bottoms. Write at once 
for catalog and price list. 


ST. JOHNS TABLE COMPANY 
CADILLAC MICHIGAN 


IF IT’S NOT IN YOUR STOCK 


DRAW ON OURS 
SAFES 














FILES 








FOLDERS 





GUIDES 


STAPLES 


STAPLING 
MACHINES 





WASTE 
BASKETS 


IN NEW YORK STOCK 











f eo 
CAL CAMERON 
155 LEONARD ST. 
NEW YORK, N. Y. 
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Quality Built—Priced Right! 











Built’ Like 
\ 


Stonewall 


THE 200 SERIES 


\ line of Jackson desks offering outstanding merchandising value at prices that 
will move them in volume. Built like a stone-wall, in oak, combination mahogany 
and combination walnut. Highest craftsmanship at its best created this quality 
desk line. Write for complete particulars, 


The Jasper Office Furniture Co. }25?¢ 


Indiana 


STEEL COSTUMERS 


Fostered by the increasing insistency 
of business men for modern and eff- 
cient conveniences, Sanymetal cos- 
tumers are in more demand today 
than ever before because of these ex- 
clusive features: 

















KARLO 


The Ideal 
Typewriter 
Support 


Sharp eyes, nimble fingers 
and clear brains are essential 
to constant speed and accuracy 
in business service. KARLO, the 
Ideal typewriter support, 1s 


: They are perfectly ‘“balanced”’—are 
unique in this service. No other 


guaranteed to stay upright even when 
the load is all on one hook . . . do 
not loosen or warp... have no rough 
edges to catch clothes. The graceful 
lines and enduring wood finishes are 
a fitting appointment to the modern 


Stand is so rigid, so free from 
wabble and vibration—no other 
so easily moved or adjusted—no 
other so nearly indestructible 


“Proven highly satisfactory,” 





says one user, “Most indis 
pensable piece of furniture in 
the office,” says another, 
“Most practical stand on 
the market,” etc. Typists 






prefer it because they can 
do more work with less 
fatigue by having their 


typewriters at just the Patent 


right height. Their increased “1.90848” 


output and greater accuracy 
soon pay the cost. 


DEALERS: Every business furniture display 
should include this business producer. Write 
for information and prices. 


Karl Manufacturing Co. 
640 Front Ave... Grand Rapids, Mich. 











ofice environment. 


List prices f.o.b. Cleveland, 
Ohio, are: 


Green or gray.......... $10.00 

Mahogany, Walnut or 
Ne 11.00 

White enamel ......... 13.50 


Write today for dealer discounts and 
descriptive folders in fuli color. Sany- 
metal costumers cost no more to 
handle because they are regularly 
moving items with a longer margin 
of profit. 


THE SANYMETAL PRODUCTS 
COMPANY, INC. 
1681 Urbane Road, Cleveland, Ohio 
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Central Desk 


welcomes 
the STATIONERS 
to the Chicago 
Convention 
and 
extends them a 
cordial invitation 
to visit the Central 


factory while here. 


(Only 15 minutes 
from the loop) 


M-Serie« 
WALNUT 





\ conservative modern design—which is growing in demand daily. 
This is only one of the many outstanding Central patterns. 


Attractive, quick selling, money saving sturdy high grade desks. Built to give years 
of satisfactory service. 


‘atalog available for responsible dealers 


QUALITY DESKS FOR OVER 50 YEARS 


Central Desk Manufacturing Company 
154 Armour St. Chicago, Ill. 
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me HARK OF STANDS 


for All Adding and Bookkeeping 
Machines and for All Typewriters 


In offering TUSCO, dealers can recommend equipment fitted to the 
istomer’s need. The sturdy and efficient 100 line, of which No. 102 


(left is a member, is especially popular for standard typewriters, 
tandard adding machines, portables, directories, etc 
rT TUSCO Universal Stand right) is adaptable to over 95 per 


ent of all office machines Its cast iron top is slotted and drilled to 
sccommodate practically every type of office machine and fitted with 
ads in cups to reduce shock and deaden noise A mechanical equalizer 

compensates for unevenness in floor Cam brake operated by toe touch 

Carries heavy machines easily on nch rubber tired casters 
Full details and prices on request 


TUBULAR SPECIALTY MFG. CO., 
1940 Stanley Ave. Detroit, Mich. 


Export Dept.: 41 Water St.. New York City—Cables “Bunam.”’ 
REPRESENTATIVES 
Cc. E. Ritter. 2451 E. 78th St., Chicago (phone REGent 1110) 
> Western Wholesale Stationers, Ltd.. 307 E. Third St., 
Model 102 Los Angeles, Calif. 









Tusco 
Universal 











When You're Asked for FACTS 
Can YOU Give Them? r 






Conditions are changing daily in the Industry. Are YOU keeping 
pace with them. Timely information will help you plan sales, act 
decisively, push profitable items, keep your stock up to date. 
“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” 
A. R. Taylor Co., Memphis, Tenn. 
OFFICE APPLIANCES brings you the latest styles, news and trade 
gossip every month. The Service Bureau helps you gain informa- 
tion, lists and data gratis, almost impossible to gain elsewhere at any 
price. 


isk for your FREE copy of OFFICE APPLIANCES and subscription particulars. 


THE OFFICE APPLIANCE COMPANY 


417 So. Dearborn Street Chicago, Illinois 
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WITH US DOWN 






THE 





PATH TO GREATER PROFITS 


The Herring-Hall-Marvin franchise was never 








































more valuable to the office equipment dealer 
than it is today. There are many reasons. 

For more than one hundred years, Herring- 
Hall-Marvin has builded safes, and vaults, and 
money chests that stemmed the tide of busi- 
ness record destruction by the arch and ever- 
present enemy—fire—and caused money and 
securities and other valuables to be saved from 
the burglar and the bandit. Today the products 
of our factory are more diversified, and of a 
quality that is the best that modern engineer- 


ing science can devise. The dealer in Herring- 








Hali-Marvin products has many advantages. 


Truly, he has a safe for every sale. He is 
part of the most progressive company in 
the business, proof of which is evidenced 
by full time factory operation with the 
resultant peak production of cash and 
record protection units. 

He has the services of a promotional 
division at his command to assist him in 
the marketing of our goods. 

He 


manager to train his men—to show them 








has the services of a field sales 
as well as to tell them. 

The company he represents is the old- 
est, yet—paradoxically—the youngest 
company in the business. Youngest be- 
cause ours are 1936 ideas tempered by a 
ripe experience. 

And finally, all of these advantages 
coupled with the sound principles of the 
Herring-Hall-Marvin marketing policy 
make for profit producing possibilities 


that are second to none in the industry. 


A few desirable territories are still to be had. 
We invite your inquiry as to the availability of 
a Herring-Hall-Marvin franchise in the area 


you cover. 


HERRING-HALL-MARVIN SAFE CO. 


Executive Offices, HAMILTON, OHIO 





s . 4é 
Over a Century of Service 












PRICE, FEATURES, 


APPEARANCE—TO 
MAKE SALES FOR YOU 








No. 7401 Utility Grade 
FOUR-DRAWER LETTER FILE 


ONE MEMBER OF THE 
BIG A-S-E AURORA LINE 


Everything to help you sell—in this Utility 
Grade A-S-E ‘‘Aurora’”’ file! Such _ selling 
features as—twistproof, all-welded, heavy 6- 
post frame .. . continuous drawer suspension 
on 10-bearing cadmium plated cradle . . . heavy 
torque plate braces at each drawer opening to 
eliminate strain . .. these and other features 
make this file a “‘buy.”’ 


Its appearance shows the skill and care plus the 
finest materials that go into all A-S-E equip- 
ment. Yet the price is very much in line, 


This file is only one member of the complete 
line of A-S-E ‘‘Aurora”’ filing equipment, A-S-E 
storage cabinets and other products that dealers 
are selling today. Send today for Bulletin FE-1. 


ALL-STEEL-EQUIP COMPANY 


AURORA 
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(Rewards Resident in Customer 
Education— 
Continued from page 180) 
sense a lack of taste and back- 
ground. Usually, these latter want 
someone to tell them what is 
“right” in furnishings, or, more 
particularly, what the style of the 
present is. They are more inter- 

ested in vogue than in beauty. 
To cultivate his customers’ ap- 

preciation for fine furniture, the 

merchandiser of fine office furni- 


ture must of course cultivate his 
own appreciation for it first. Then 
he must know his customers—dis- 
tinguishing between those of gen- 
uine artistic sensitivity and those 
who would like to be thought such. 
He must be able to detect quickly 
those interested merely in being in 
style. Then he will be in a position 
to provide for his customers what 
they can accept. His ability to con- 
tribute to the culture of his cus- 
tomers may to a certain extent be 


OFFICE APPLIANCES 


bound up with a moral obligation 
to them—a duty. He will exercise 
himself thanklessly if he does not 
apply himself to his situations 
with understanding. He must do 
what he can to awaken and devel- 
op his customers’ sense of beauty 
and harmony, but he must not lose 
sight of the fact that he has also 
a duty to his business. That duty 
forbids conflict over differences of 
opinion between himself and his 
customers. 


Office F'urniture Should Be Sold 
Through OfficeEquipment Dealers 


N THIS day and age, when busi- 

ness is getting to its feet after 
shaking off the devastating effects 
of the depression, manufacturers 
are striving in every way to help 
the good work along and bring 
business conditions back to nor- 
mal. 

This fact is being exemplified in 
every direction—in newer and 
more pleasing designing—better 
dealer aids—and more consistent 
and impressive advertising. 

And, too, the dealer is just as 
anxious to do his part. Like the 
manufacturer he wants to sell of- 
fice furniture in quantities which 
will assure him some profit and at 
least a partial moratorium on 
business worries. Nothing would 
please the dealer more than to 
work hand in hand with the man- 
ufacturer to the ultimate benefit 
of all. And so, as a dealer, I am 
bringing up a subject here which, 
if given the attention of every 
manufacturer, can do much to 
bring about the stabilization and 
consequent growth of the office 
furniture business we so earnestly 
desire. I refer to “Ethical Dealer- 
ships.” 

Every ethical and legitimate 


@ W. S. Kendall, Ken- 

dall’s, Inc., Stockton, 

Calif.. Suggests that 

Manufacturers Should 

Insist upon and Help 

Develop Ethical Dealer- 
ships 


dealer wants to maintain a re- 
spectable price and sales policy 
and, at the same time, make 
money. He has made his calcula- 
tions in advance and he knows 
that, confronted only with legiti- 
mate competition, he can do so. 
There is, in other words, plenty of 
room for all, provided the “all” 
doesn’t become an avalanche of 
bewildering and unexpected oppo- 
sition from stores catering primar- 
ily to other than the office furni- 
ture trade. 

In this connection I have found 
office furniture being sold in print- 
ing offices, hardware stores and 
even drugstores. Many of these, I 
am led to believe, merely carry 
office furniture as a sideline and do 
not attempt to charge any over- 
head to the sale and handling of it. 

Perhaps manufacturers cannot 
force maintenance of definite sell- 


ing prices for their products, yet 
they can diplomatically maintain 
a price policy which prevents the 
unethical and (to the dealer’s way 
of thinking) illegitimate merchant 
from adding office-furniture to his 
stock of pots and pans or drugs 
and pills as the case may be. 

The manufacturer can and 
should demand that the dealer 
handling, or about to handle his 
line, be an ethical business man; 
a man who will not injure the 
name or reputation of a competi- 
tor; who will not lose sight of the 
ethics of the manufacturer he rep- 
resents nor lower the standard of 
his own firm by resorting to ques- 
tionable merchandising methods. 

If I were a manufacturer today 
I would select my dealer as care- 
fully as I would look up his credit. 
I would be just as careful in sell- 
ing my equipment to a dealer sus- 
pected of being unethical as I 
would to one reported to be a poor 
account. If I were desirous of 
placing my line in a certain city I 
would obtain good, clean represen- 
tation or none at all. And I am 
sure that a stand such as this 
would improve his business and 
thus make him a better account. 


Here endeth the Annual Office Furniture Section of Office Appli- 
ances for September, 1936. The preparation of the section in- 
volved a great deal of labor, and we desire here to ex- 
press our appreciation to those contributors, both re- 
tailers and manufacturers, who helped to make 
the section an outstanding feature of the 


present issue. 
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SELECTED by large 
Public Utility* for 
Rigorous Transfer 





Filing Duty 


OXFORD SEMI-STEEL 
FILE ONLY ONE TO 
MAKE THE GRADE 


Problem: Compact, heavy, transferred 
records required an unusually strong 
transfer case but the expense of all-steel 
cases was excessive. For several years all 
makes of corrugated board files have been 
tried out, with the hope of finding an 
adequate corrugated board file at a 
reasonable cost. These other makes of 
files were tested in actual service—and 
rejected. 


Solution: A trial battery of the new Ox- 
ford Semi-Steel files installed, and found 
entirely suitable. Oxford Semi-Steel 
files are now specified by this company 
for these voluminous records. 


New Oxford Follower Block— 


Fits any letter or legal size file. 
Adjustable full length of drawer. 
Locks in position. . cannot slip. 
Gives full width 
support to contents 
of drawer, making 
current filing in 
Semi-Stecl files en- 
tirely practicable. 
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Here’s another filing task 
that would break the back 


of an ordinary file! 


Oxford Legal size Semi-Steel files 
do this job with plenty to spare! 
Two rows of job envelopes . 

contents of a full drawer weigh 55 
pounds. It’s current filing, too. 
each drawer opened many times 
daily. In service 8 months, and 
not a sign of wear. All-steel files, 
without rollers, previously were 
used, and found unsatisfactory. 


WHY OXFORD SEMI-STEEL FILES WERE 
CHOSEN OVER ALL COMPETITION 


Because Oxford Semi-Steel files have “‘what it 
takes.’” No other file has four steel rollers run- 
ning on steel tracks . . . all bottom friction elim- 
inated. No other file has columns of heavy 
gauge steel, two-ply sides and four-ply back. 
No other file operates as easily under the 
heaviest loads. No other file uses as much steel 
in its construction. No other file can be con- 
sidered in the same class with the Oxford Semi- 
Steel file! 


You can sell these files against any competition 
..on performance .. on appearance . . on sturdi- 
ness—on ECONOMY. For Oxford Semi-Steel 
files are built to outlast two or three ordinary 
corrugated board files, making them the lowest 
in cost over a period of years of hard service. 


*Name of Company supplied on request. 


Wrile today for prices and details of how we are prepared to help you in merchandising the “‘file 


that has everything. 


OXFORD FILING SUPPLY COMPANY 
Brooklyn, N. Y. 


340 Morgan Ave., 


St. Louis Factory: 
125 South 8th Street 
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profits 
—The Magical 7 idea 
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IS SHEAFFER’S NATIONAL 


AVERAGE SALES UNIT 


EL 


Yours ? \ 


The “7” idea will help 


With an average sales unit of 
more than $6 and with many 
dealers averaging $6.50, $7 and 
more on Sheaffer’s—no dealer 
can afford to pass up the Sheaffer 
profit opportunity. 


How did Sheaffer get there? By 
sticking to dealer-minded poli- 
cies ... never selling premium 
and punchboard houses... never 
making 20c pens for the dime 
stores ... never letting up on 
strong, truthful advertising .. . 
and constantly supplying deal- 
ers with plans that sell pens. 


How about you? Do you ap- 


prove these policies? If so, sup- 


port them —they will make 
more for you—bring you extra 
volume and income. Is your 
sales unit $6 and more? If not, 
why not push the line that does 
average $6 and more? 


Begin by pushing the ‘‘7’’ idea 

by telling each pen prospect 
that Only Sheaffer Has All Seven 
of Today’s Most Desirable Pen 
Features. There’s sales magic in 
that idea. And ask for Sheaffer’s 
Store Tested Plans—they work, 
too.... W. A. SHEAFFER PEN 
COMPANY, Fort Madison, lowa, 
U.S. A. 


SHEAFFERS 
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PASSED AWAY 


ALFRED C. KIHN 





Alfred C. Kihn, nationally known as one of the coun- | 


try’s finest engravers and an associate of Kihn Bros., 
205 West Nineteenth street, New York, N. Y., died 
Wednesday, August 12, following a stroke. He was 
sixty-eight years of age. 

In 1892 Mr. Kihn with his brother, Charles E. Kihn, 
founded the company which was destined to furnish 





The Late Alfred C. Kihn 


some of the finest engraving in the world and through 
which several foreign governments were to eagerly seek 
the services of the two master engravers. 

After Mr. Kihn won considerable fame by engraving 
the model dog which was to become the trademark 
of the Victor Talking Machine Company, now the 
R.C.A. Victor Company, he turned his attention to work 
for many foreign governments. With his brother, he 
decorated an Australian bond issue, engraved three 
series of seals for the Canadian government and made 
special taxation stamps for Mexico and Honduras. 

About this time Mr. Kihn’s reputation as an engraver 
became so great that he was offered governmental posi- 
tions by China, Russia and the A1rgentine Republic but 
he refused them all. 

Mr. Kihn is survived by his widow, a son and a 
brother. 

i 
CARL GABRIELSON 

Carl Gabrielson, chief engineer in charge of research 
for L. C. Smith & Corona Typewriters Inc., and known 
as one of the nation’s foremost inventors in the type- 
writer industry, died at his Syracuse home on August 
15 following an illness of nearly a year’s duration. He 
was sixty-seven years of age. 

Mr. Gabrielson, who was the designer of the original 
L. C. Smith typewriter, had been associated with the 
company since its organization thirty-three years ago. 
He was born in Gothenberg, Sweden, on March 6, 1869. 
He was the son of a pattern maker who trained him 
along mechanical lines and later persuaded him to take 
up drafting in the public schools. 

At the age of 18, Mr. Gabrielson came to the United 
States where he obtained a position with the Damon 
Safe Company at Cambridge, Mass. Leaving there he 
went to the Woonsocket Rubber Company at Millville, 
Mass., and in 1891, entered the employ of Frank Roose- 
velt, organ manufacturer, as a draftsman. 

Mr. Gabrielson’s first connection with the writing 
machine industry came in 1892 when he joined forces 
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Cellophane-Wrapped 








PEERLESS Helps the Girls 





Get OK’s for 
RUBBER KEYS 


and Puts Money In Your Pocket 








Summer vacations are over and here comes more 
business! New and replacement orders for Peerless 
Rubber Typewriter Keys are going to grow by leaps and 
bounds with general business improvement. 


Especially since the newest Peerless sales-help is 
making stenographers more eager than ever for The 
Peerless Key Card. The idea — it’s been tested and 
proved by Peerless dealers —is to see that the typists 
in the offices of your prospects get an actual sample of 
Having tried it and having 
read the message on the Card they'll want Peerless 
Keys immediately—yes, we know they will because 


Peerless Keys to try out. 


they already have! 


This new and unusual Peerless idea is actually selling 
more Peerless Keys than ever before. You can profit 
by it. Write today for the Peerless plan, samples and 
full information. 


PEERLESS KEY CO. tee. 


Vanufacturers of the only complete line of rubber keys sold through 
dealers. 
GENERAL OFFICE & FACTORY 
407 Mulberry St., Newark, N. J. 
New York: 321 Broadway Chicago: 19 So. Wells St. 
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These are 


6A THE LEADERS 
to 
feature 


FOR SALES 
HOTCHKISS “c2"" 


6A 














ry” 

l HERE’S no use kidding 
HOTCHKISS 
Hotchkiss 
is the paper fastener to feature for profit. You 
have to sell Hotchkiss to fill the demand—you 
ought to concentrate on Hotchkiss to get the 


yourself 
is the name your customers know 


most sales. 

® very Hotchkiss Stapling Machine is a leader 
in its class. In the big demand group the 
Hotchkiss Models 5A and 6A. 
Play these up every chance you get. Keep 
them on display and watch them sell. And 
don't forget the new H52 Plier. 

® Hotchkiss 5A and 6A are the only machines in 
existence that will use, without clogging and 
without change of parts, any standard size 
staples with 14” legs and 4” crown from .019 
gauge up to and including the 2C staple. 
Model 5A holds 210 Hotchkiss Chisel Pointed 


leaders are 


Staples—Model 6A has a capacity of 105 
Hotchkiss Staples. Model 6A can also be 
used as a tacker. 


@ Every desk in every office needs one or the 
other of these Hotchkiss leaders—and it means 
good business to sell them. 

Look over vour stock and then write to us 
THE HOTCHKISS SALES CO. 


Norwalk Conn. 
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with B. C. Stickney of Elizabethtown, N. J., who was 
| designing a typewriter model in the plant of the Singer 
Sewing Machine Company. Although this particular 
| machine was never placed on the market, Mr. Gabriel- 
son remained with the Singer Company until 1899 
| when the entered the employ of the Union Typewriter 
| Company where he designed the Monarch Typewriter. 
| which was later manufactured by Remington Rand, 
Inc. as the Smith-Premier 60. 
| When the L. C. Smith & Bros. Typewriter Company 








The Late Carl Gabrielson 


was organized, Mr. Gabrielson was chosen to design the 
L. C. Smith typewriter. He remained with this com- 
pany through its merger with the Corona Company 
and at the time of his death was regarded as one of 
the outstanding engineers of the industry. 

Despite his duties, Mr. Gabrielson found time to 
identify himself with civic and social activities of Syra- 
,cuse. He was a member of the Syracuse Chamber of 
_ Commerce, Technology Club, Citizens Club, the Elks 

and the Masonic orders, and the Bellevue Country Club. 

He is survived by his widow, Mrs. Alma Peterson 
Gabrielson; two sons, Alfred and Frank Gabrielson; a 
daughter, Mrs. Robert Taggert, two grandchildren, a 
brother and two sisters. Alfred Gabrielson is a member 
of the L. C. Smith and Corona Typewriters Inc., engi- 
neering department over which his father presided. 
Funeral services were held Tuesday afternoon, August 
18, with burial in Oakwood Cemetery. 

i oh & 
ARTHUR B. FROEHLICH 

Arthur B. Froehlich, former vice-president and gen- 
eral manager of the Reliable Typewriter & Adding Ma- 
chine Corporation, Chicago, and one of the leaders of 
the Chicago Typewriter Dealers Association, died sud- 
denly on August 3. He was forty-three years of age. 

Entering the office equipment industry soon after 
his arrival in America from Bavaria, Mr. Froehlich 
early demonstrated his executive ability when he be- 
came connected with the wholesale department of the 
American Writing Machine Company. Five years later 
he became identified with the Manufacturers Type- 
writer Clearing House in Chicago and under his di- 
rection and capable management the firm became the 
largest retail and rental business in the United States. 

Still forging upward Mr. Froehlich joined the staff of 
the Reliable Corporation in 1922, just at a time when 
the company entered the business of selling at whole- 
sale typewriters, adding, calculating and other office 
machines. One year later the firm absorbed the Man- 
ufacturers Typewriter Clearing House formerly man- 
aged by Mr. Froehlich. 

Despite his many duties Mr. Froehlich managed to 
find time to be conspicuously identified with the activi- 
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YOU CAN MAKE MORE PROFITS by selling the 
distinctive Master-Craft line of loose-leaf equipment 

. . a complete line, composed of 4000 profitable 
items .. . every item built to fit into the complex 
problems of today’s business . . . built with a pre- 
cision of workmanship that means satisfied cus- 
tomers. 


What does this mean to you? Simply this—a 
steady turnover and steady profits. You can sell 
this profitable line with the assurance that your cus- 
tomers are getting merchandise of the highest quality 
...and that means repeat business and more profits. 


4,000 PROFIT-MAKING ITEMS—A COMPLETE LINE 


Thong Binders Zipcases 
Catalog Binders Visible Binders 
Transfer Binders Route Books 
Storage Binders Public Record Binders 
Machine Posting Binders and Commercial Forms 

Equipment Columnar Ruled Forms 
Pressure Lock Binders Columnar Pads Send 
Steel-Back Binders Department Store Forms for This 
Sectional Post Binders Bank Forms = 
Solid-Post Binders Commercial Machine Forms Complete 
Chain-Post Binders Bank Machine Forms Catalog 
Columnar Binders Ring Book Forms of 
Flexifolders Visible Record Forms 4,000 
Ring Books Indexes pee 





MASTER-CRAFT CORPORATION, 
Kalamazoo, Michigan. 





We are interested in your dealer franchise. 


Send us information along with a copy of 


DIVISION OF THE SHAW-WALKER CO. your comebels Gubaiee 


POD sa ceids waned tcdetiwieiessurses 
Exclusive Territories Still Open aa: 
It will be to your advantage to send in the coupon ges... ...c.5 cat ee 





for complete information regarding our protected 
dealer franchise in exclusive territories. 


os ‘ ‘ Sr ee 
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No other corrugated file has all these 
FEATURES 


Steel Drawer Front 2-Way Interlock 
Steel Roller Bearing Follow Block 
Drawer Suspension Extra Heavy Drawer 
Steel Reinforced Ease of Assembly 
Low Cost Durability 





The DELUXE 





The LEADER 






TRADEMARK 


TRANSFILE “Qi 
REPEATS! *8. Bee... 


The longer and harder a customer uses TRANSFILE the greater 
is his appreciation of its superiority. It makes a good dem- 
onstration, sells quickly and repeats steadily. 






In TRANSFILES you find all the good proven features known to 
the artt—PLUS many exclusive features of which the steel roller 
bearing drawer suspension is outstanding. No other corrugated 
collapsible file offers the value you find in TRANSFILE. 


To make the most of the sales opportunity TRANSFILE offers, 
demonstrate it at every opportunity. Their uses in every walk 


—&— of life are unlimited but it is up to you to point them out to 


prospects. The sale is easy. 
FILING SUPPLIES 


There's on edventage in the Gece Let TRANSFILE help you to greater profits this fall. We'll send 
oS eee ee a sample if you will actually test it thoroughly. Write for it 


pecially and wholly for the trade. 


Gussco dealers know this combine- 
tion of quality, price and service today. 
shows « profit. Maybe you are 
rer GUIDE SYSTEM & SUPPLY CO. 
335 CANAL ST. NEW YORK. N. Y. 
= 
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ties of the local dealers association. He was president 
of the National Typewriter and Office Machine Deal- 
ers Association for one year and gave liberally of his 
time and ability during the years in which he did not 
hold an executive position. 

Known to members of the industry affectionately as 





The Late A. B. Froehlich 


“Art,” his friends were legion. He was always willing 
to give unstintingly of his time and money to assure 


the success of any event undertaken by the Chicago or | 


the National association. 
Funeral services were held from the chapel of Jacob 


Ewald, Thursday, August 6, with interment at Acacia | 


cemetery. 
Mr. Froehlich is survived by his widow, with whom 


he resided at 4321 Berteau street; three sons, Arthur, | 
Jr., Robert and William, and three daughters, Dorothy, 


Jean and Dolores. 
Cc. A. LOCKWOOD 

Brief reference was made on page 123 of the August 
issue of Office Appliances of the passing of C. A. Lock- 
wood, president of the Lockwood-Hazel Company, who 
succumbed July 7 to an attack of angina pectoris. He 
was seventy-five years old. Mr. Lockwood had spent 
the day at his desk in the office of the Lockwood- 
Hazel Company, Atchison, Kansas. Later he attended 
a theater with one of his associates, and remarked 

















The Late C. A. Lockwood 


while there that he did not feel well, but did not wish 
to disturb others to go out into the fresh air. That 
consideration of others was typical of this stationer. 
After leaving the theater Mr. Lockwood was driven 
home, and received treatment from his physician. A 
serious shock seized him at eleven o’clock, when he 
passed away. 

Mr. Lockwood was a native of Michigan and spent 


his youth on the family farm. In 1878 he went to | 








Greetings 


Ar a time when the finest 
minds in our industry are 
bringing to the National Con- 
vention ideas which would 
tend to elevate the standards 
of the stationery business, 
we feel that it might not 
be amiss to remind you that 
it is easzer to tear down than 
to buald up. 


Acco is BUILDING UP 
... ACCO is EXPANDING 
... ACCO is CREATING. 
We leave the tearing down 
to others. 
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AT CONVENTION TIME 


‘ACCO 
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...and RAND Visible Name 
piling (4 a4 eaty to install 
a4 it (4 to tell 


No lengthy, detail-laden discussion is needed to 
explain this improved, time-saving method of filing. 
Every tab, every guide, every folder is logically located 
and vividly marked for quick reference—yes, and so 
arranged as to afford 100% flexibility for every type of 
filing, for businesses large and small. Over-crowded 
sections can be conveniently divided—congestion 
avoided —at very little cost. The whole system can be 
expanded indefinitely to give increased filing volume. 


RAND Visible Name Filing includes vari-colored 
Angle Tab guides, color bar folder labels for classifica- 
tion by color, and several types of serviceable folders. 
All guide tabs have changeable index inserts. This 
system can be organized on a subject, geographic or 
alphabetical basis ... Complete data and prices on 
request. The Victor Safe & Equipment Company, Inc., 
North Tonawanda, N. Y. 

CALL AT THE VICTOR BOOTH 
National Stationers Association Annual Convention and Business 


Show, September 21, 22, 23, 24, at the Palmer House, Chicago. 


VICTOR 
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Kansas and worked for his brother in his mercantile 
business at Marysville. He was engaged in the trade 
at St. Joseph, Mo., and Baltimore, Md., until he joined 
the Syms Grocer Company at Atchison. He was elected 
president of that business in 1896 and continued until 
1927. 

Mr. Lockwood was married December 17, 1890, to Miss 
Cora Jane Thomas, of Atchison, the couple enjoying the 
circle of a large number of friends. Mr. Lockwood was 
elected president of the Lockwood-Hazel Printing Com- 
pany in 1912, and continued in that responsibility until 
his passing. 

He was also president of the Home Building and Loan 
Company, Atchison, continuing until his demise. He 
was a trustee of the Presbyterian church; of the Belle- 
vue Country Club, serving that organization as presi- 
dent in 1932; also affiliated with the B. P. O. Elks, Mod- 
ern Woodmen, the Masonic fraternity and affiliated 
charities, and president of the Rotary Club, of which 
he was president from August 1, 1919, until August 1, 
1920. Mr. Lockwood was a gentleman in every phase 
of the word, deeply interested in the humanities and 
an important factor in the Atchison Community Chest. 

Surviving Mr. Lockwood are his widow, two sons— 
John Ward Lockwood, widely known as an artist, re- 
siding at Taos, New Mexico; Charles Howard Lockwood, 
a prominent insurance man of Kansas City; one grand- 
daughter, Patricia Lockwood, Kansas City, Mo. 

The funeral was held from the home, with services 
by Rev. B. H. Smith, pastor of Trinity Episcopal Church. 
Interment was at Mt. Vernon, in the Lockwood lot. 


G. M. CUNNINGHAM 


Stricken with a recurrence of an illness against 
which he has fought for a number of years, George M. 
Cunningham, representative of The Carter’s Ink Com- 
pany in Texas, Arkansas and Louisiana, died at Dallas, 
Texas, July 23. He was sixty-four years of age. 

Mr. Cunningham joined The Carter’s Ink Company 
in 1909 and had completed twenty-seven years of serv- 
ice with the organization when the end came. In re- 
cent years he had experienced recurrences of his illness 
which obliged him to leave his work for varying pe- 
riods. Twice in 1936, however, he felt well enough to 
return to his territory but he was again stricken in 
May and grew steadily worse until death ensued. 

In speaking of the passing of Mr. Cunningham, G. L. 
Pippette, of the company, said: 

“George Cunningham was a square shooter and a 
loyal member of the Carter organization. He will be 
sincerely missed by his friends in the trade and by all 
with whom he was associated.” 

- 
OTTO IHLING 


Otto Ihling, founder and treasurer of the Ihling 
Bros. Everard Company, and former mayor of Kala- 
mazoo, Mich., died at his home in that city on July 26 
following a short illness. He was in his ninetieth year. 

Born in Germany on December 3, 1846, Mr. Ihling 
came to the United States in 1852 with his family. His 
parents settled on a farm in Van Buren county where 
Mr. Ihling spent his boyhood days. At the age of four- 
teen he was apprenticed to a blank book manufacturer 
in Milwaukee. A few years later he went to Kalamazoo, 
then a town of 7000 population where, on the advice of 
his brother, Reinhold, he started a printing business 
that was destined to become one of the leading estab- 
lishments of its kind in the state. 

The firm was known as Chaplin & Ihling when it was 
founded in 1869. At that time the Rev. W. J. Chaplin 
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P DEMONSTRATE 
Mak-ur-own 


ALL-TRANSPARENT CELLULOID 


INDEX TABS 


Mak-ur-own sells itself. But it does 
need a little “boost” to get started 
—a simple demonstration that takes 
a few seconds. After that a long 
line of repeat orders is assured. 


That’s because Mak-ur-own ALL- 
TRANSPARENT Index Tabs are 
so all-’round useful—for organizing all kinds of rec- 
ords in business, at home, in school and college. 


Mak-ur-own Tabs are ALL-TRANSPARENT, can be 
attached to any record and will not hide information 
that may be printed or written close to the margin. 
Can be cut to any size...self-aligning ... flexible skirts 
... Seven vivid colors... three extensions. 





Carry a strip of Mak-ur-own along on every call, clip 
a sample for every prospect. Watch sales multiply! 
The Victor Safe & Equipment Company, Inc., North 
Tonawanda, N. Y. 

Don’t miss the National Stationers Association Annual 


Convention and Business Show, September 21, 22, 23, 24 
at the Palmer House, Chicago. 


VICTOR 
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edited the Michigan Free Mason. In 1887 Herbert H. 
Everard joined the company some time after the Kala- 
mazoo Publishing Company had been organized by Mr. 
Ihling with L. B. Kendall, George M. Buck and Arthur 
Brown. This firm was later merged with the book 
binding business. 

Mr. Ihling later became a power in the Republican 
party and in 1880 was elected a trustee of the town 
and served as mayor in 1888 and 1889. Three years later 
he was named one of the state electors and cast his 
ballot for Benjamin Harrison. 

Mr. Thling is survived by a son, Otto R. Ihling, presi- 
dent of the company; a daughter, Mrs. Maurice Bristol, 
Columbus, Ohio; a sister, Mrs. Emma Gombert, three 
grandchildren and one great-grandchild. 

e h 
W. R. ESSICK 


Stricken with a heart attack which climaxed several 
months of ill health W. Roy Essick, for forty years a 
resident of Decatur, Ill., where he was a partner of 
Harry E. Haines in the Haines & Essick Book Store, 
died at his home on Sunday, August 2. He was fifty- 
nine years of age. 

Born October 17, 1876, in Preston, Iowa, the son of 
Richard N. and Augusta Essick, he attended school in 
Iowa and graduated in 1897 from the Northwestern 
University, Chicago. Immediately after leaving college, 
he went to Decatur where he joined the F. B. Tait Man- 


| ufacturing Company, with which his father had pre- 


viously been connected. 

In 1902 Mr. Essick was married to Miss-Lillian Stevens 
and in the same year he bought out the Saxton Book 
Store jointly with Mr. Haines. The two men operated 
the business on East Peoria Avenue for seven years 
when they moved to 217 North Water street. For the 
next seventeen years Mr. Essick and Mr. Haines re- 
mained in that location, gradually expanding the busi- 
ness and increasing their line. In 1914 they bought out 
the L. Chodat Book Store. 

Mr. Essick and Mr. Haines had been partners in the 
business for twenty-five years when they moved to the 
present location at 122 East Williams street. In 1929 
the company was reorganized and Elmer Crane and 
P. G. Picknell became members of the firm. 

Despite business activities which kept him at his desk 
almost every day, Mr. Essick found time to be active in 
the civic life of Decatur as a member of the Kiwanis 
Club, the Decatur Club and the Sunnyside Golf Club. 
He was also active in the American Booksellers Asso- 
ciation, being a charter member and having served as 
president of the organization. 

On Tuesday, August 4, funeral services were con- 
ducted at the family residence by the Rev. S. H. Boyer, 
former pastor of the First Baptist church of Decatur. 
Interment was at Fairlawn cemetery. 

Besides his widow, Mr. Essick is survived by his sister, 
Mrs. W. F. Brinkman of Des Moines, Iowa. 


 % 
NIC TENGG 
Nic Tengg, prominent stationer of San Antonio, 


| Texas, and a member of the firm of Nic Tengg, Inc., 


died at his home in that city August 13 at the age of 
sixty-four years. Mr. Tengg was born and raised in 
San Antonio, attending the old German-English school, 
Robes Academy and Texas A. & M. College. Following 
his graduation from Texas A. & M., he entered the sta- 
tionery and business equipment with which his father 
had been identified for many years and with which he 
remained until his death. 

The business of Nic Tengg, Inc., is the oldest station- 
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Breaks All Desk Stand Sales Records! 
... CARTER’S New “CUBE-STAND” 


® The Cube has a wide 
mouth for easy dip- 
ping and filling... 
anda leakproof 


rcrew cap. 





ERE’S a completely satisfactory 

item that’s become a volume seller 
because it’s the only desk stand that 
covers your two biggest markets. For 
home and school use, the new Carter 
“Cube-Stand” made a hit from the 
moment it was introduced. And it has 
proved a “natural” for business offices, 
hotels . . . any place where ink is part 
of the standard equipment. Right from 
the start, sales records have shown that 
from all users comes repeat business . . . 
the real yardstick of a winning product. 


But there are two other sales factors in 
Carter’s new “Cube-Stand.”’ Its price— 
the biggest bargain that Carter has ever 
offered. And the Carter advertising 
campaign in leading national magazines 
which will feature the “Cube-Stand” 
for the rest of the year. 

Get your share of the profits out of this 
amazing best seller. We'll be glad to 
send you display material. And don’t 
forget—each “Cube-Stand” sale will 
build future sales of Carter’s Ink. 







®Foralimitedtim , 
Carter makes a 
price on a Cube 
and “‘Cube-Stand” 
combination so that 
you can offer it at 
a real bargain. 











FINEST FOR 
FOUNTAIN PENS 





CARTERS INK 


The Carter's Ink Company, Beston, New York, Chicago, Montreal 











“VICTOR STENCILS AND INKS 
PROVE THEIR MERIT IN 


Svery TEST" 


There’s nothing one-sided about the success of Victor 
Stencils and Inks! In every test...under every service 
requirement ...Victor Quality comes through with 
results that make sales a certainty. 
Give your customers a chance to put Victor Stencils 
to the test. Let them see how much easier typing 
becomes with these quality stencils... how resistant 
they are to “punch outs”... how seldom they clog 
type... how easy corrections can be made. Let them 
experiment with all kinds of stylus work. 
The tougher the test the surer you are of another 
satisfied Victor Stencil customer! The Victor line in- 
cludes: blue and white stencils, correction fluid, and 
two grades of ink. The Victor Safe & Equipment Co., 
Inc., North Tonawanda, N. Y. 

See VICTOR STENCILS at the National Stationers 


Association Annual Convention and Business Show, 
September 21, 22, 23, 24, at the Palmer House, Chicago. 
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ery and business equipment house in San Antonio, and 
one of the oldest in the Southwest, having been 
founded in 1855. Strange as it may seem, it has re- 


| tained practically its same location through all these 
| years. 


Tengg was a member of Turnverein, Alamo Lodge, 
Hermann Sons, San Antonio Lodge No. 36, Knights of 
Pythias, Anchor Lodge No. 424, Masons, and of the Scot- 
tish Rite bodies. 

Surviving are his widow, Kate Tengg; a son, Edwin 
Harold Tengg; two grandchildren, Barbara Jean and 
Nic Tengg III; four brothers, Julius, Thomas, William 
and Edward Tengg: and four sisters, Miss Anna Tengg, 
Mrs. Emil E. Zipp, Mrs. John Fest and Mrs. J. Alfred 
Mueller.—_BCR 

MORRIS POPPER 

Morris Popper, for the past twenty years attorney for 
the Stationers & Publishers Board of Trade, and a 
prominent figure in New York City legal circles, was 
killed in an automobile accident near Sheridan, Wyo., 
late in July. He was forty-eight years of age. 

Mr. Popper with his wife, two daughters and a sister- 








The Late Morris Popper 


in-law, was on a vacation tour through Wyoming when 
his car skidded from the highway, ran down a steep em- 
bankment and turned over. Mr. Popper suffered in- 
juries which brought about his death in a few minutes 
while one of his daughters, Leah, suffered a fractured 
arm and collarbone. The other members of the party 
escaped with severe bruises. 

Born in Austria on October 3, 1887, Mr. Popper came 
to the United States with his parents in his sixth year. 
He graduated from the New York public schools at the 
age of thirteen and from the College of the City of New 
York in 1908 with high honors. All through his college 
career he worked as a bookkeeper in a leather factory. 

In 1913 Mr. Popper graduated from the Fordham Uni- 
versity law school with high honors. He was at the 
head of his class after winning scholarships for two 
years. 

After one year of general practice Mr. Popper became 
office manager for the attorney of the National Jewelers 
Board of Trade. In 1916 he opened general offices with 
his brother, A. L. Popper, and began the legal represen- 
tation of the Stationers & Publishers Board of Trade, 
the Wholesale Stationers Association and other similar 
trade organizations. 

Residing since 1920 at White Plains, Mr. Popper was a 
member of the Elks Club, the University Club and the 
Chamber of Commerce of which he was a director. In 
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Keen, shrewd, established merchants 
are quick to recognize leadership, 
but not too quick to switch major 
lines. That is as it should be. They 
have been watching Tuticll for 
some time. Thoroughly convinced, 
many are now building up their 
Tusdacll inventories and giving 
their customers the “Balanced 
Value” which only Trussell offers 
—in design, quality, workmanship, 
service, dependability, dealer coop- 


eration, exclusive features. 


Today the outstanding news in the 
ring book field is the TREND TO- 


WARD Pradiell . \t will pay you 


to investigate. 


Trussell Manufacturing Co. 
Poughkeepsie New York 
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addition to his work on behalf of the Y. M. and Y. W. 
C. A., and the Jewish Community Center of White 
Plains, he found time to take a deep interest in Boy 
Scout and Girl Scout work and the Parent-Teachers 
Association. 

Mr. Popper is survived by his widow, Lillian; two sons, 
David and William; two daughters, Leah and Evelyn, 
and his brother, who will continue to represent the Sta- 
tioners & Publishers Board of Trade. 

Following services at the Midtown Memorial chapel, 
interment was at the Union Field cemetery, Cypress 
Hills, Brooklyn, N. Y. 

it 
CLIFFORD MACATEE 

Clifford Macatee, of the Standard Typewriter Com- 
pany, Lexington, Ky., and the son of Jerry Macatee, 
manager of the Aurora district office of L. C. Smith & 


Corona Typewriters, Inc., was drowned in the Kentucky | 


River on July 19 in a tragic accident. 

According to friends of Clifford, who was only twen- 
ty-two years old, the youth went swimming with a 
companion twenty miles from Lexington. The pair 
rowed a boat across the river but decided to swim back. 
The other youth managed to reach the bank in an ex- 
hausted condition but Clifford is believed to have 
weakened in midstream. 

The body of Clifford, which was found the next day, 
was brought to Aurora by Mr. Macatee and another 
son, Lyman. 

During his schooling in Aurora Clifford won consid- 
erable fame an an athlete. In 1933, one year before his 
graduation from the West Aurora High school, the stu- 
dent body exemplified the popularity of Clifford by 
naming him manager of the football team. 

Office Appliances joins the many friends of Mr. Ma- 
catee in expressing deep sympathy in the tragic loss 
of his son. 

i of 
WYATT SHALLCROSS 


Wyatt Shallcross, for more than forty years founder 


and president of the Shallcross Printing & Stationery 


Company, 1822 Locust street, St. Louis, died July 27 | 


following a two-weeks’ illness. He was seventy years 
of age and lived at 217 South Woodlawn avenue, Kirk- 
wood. 

Mr. Shallcross was a charter member of The National 
Stationers Association and was prominently identified 
with affairs of the St. Louis Stationers Club. He is sur- 
vived by his widow, two sons, Lawrence Butler and 
Wyatt, Jr., and three daughters, Misses Eleanor Custis 
and Mary Sue Shallcross and Mrs. Cyril Clemens. 

Funeral services were held at St. Peters Episcopal 
church with burial at Bellefontaine cemetery. 


—_ «a 
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J. P. SPORE 


Judson P. Spore, 36, export manager of the American 
Crayon Company, drowned July 18 in Sandusky Bay. 
Mr. Spore decided to dive into the water for a swim 
after having been fishing, and failed to rise to the sur- 
face. A verdict of accidental death was returned by the 
coroner.—AK 

ROBERT KOEHLER 

Robert Koehler, 14-year-old son of Roman R. Koehler 

of The Stationers, Inc., Tacoma, Wash., was killed last 


month when he fell to the pit of an elevator shaft in | 
the building in which both he and his father were | 


employed. 
The boy apparently fell into the shaft from the sec- 
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HAVE YOU HEARD THE 


FROM Sengbusch ? 
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THERE HAS NEVER BEEN ANY- 
THING LIKE THIS BEFORE 


Here is a dramatic fall and holiday promotion, introducin 
a sensational new product which will be a year-aroun 
seller. % Every man wants one for his office—every 
woman wants one for home, desk, mantel, or bedside. 
* A substantial unit of sale equipped by a half-dozen 
big-name companies—carrying a highly satisfactory mar- 
gin of profit. %* Advertised in full pages in Esquire, 
starting September 15. If a salesman has not yet pre- 
sented this merchandising program to you, mail the 
coupon for quick action. 


SENGBUSCH 


SELF-CLOSING INKSTAND CO. 





| Sengbusch Self-Closing Inkstand Co. 
| 915 Sengbusch Bidg., Milwaukee, Wis. 


I’m full of curiosity about your new product to be advertised in Es- 
quire. Send complete facts by return mail. 


PO ceccnetesascds : 


Line of Business....... 
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PRECISION BUILT! 


Showing a section in the inspection line in 
AWMCO'S platen factory. Modern scientific 
instruments in the hands of experts safeguard 


“Invincible” quality at every point. 


IF BETTER PLATENS COULD 
BE MADE, AWMCO WOULD 
MAKE THEM 


Regardless of the claims and counter- 
claims about platens which are flooding 
the industry, this one fact is clear in the 
mind of every typewriter man—lIf better 
platens could be made, AWMCO would 
make them. There is no major or minor 
improvement in platens which is not in- 
corporated in “‘Invincibles.”” Who did 
this “‘first’’ or that “‘first”’ is immaterial. 
AW MCO stands on its own record in that 
respect——and the records speak for them- 


selves. 


What every Dealer is concerned with, is 
the best platen and recover at the best 
price. Compare “‘Invincibles’’ and re- 
covers with any others on the market 
today. We leave the decision to your 


judgment. 


AMERICAN WRITING MACHINE CO. 
374 Broadway NEW YORK, N.Y. 
EST. 1880 


Branches in principal cities 
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| ond floor and was so badly injured that he died en 

_ route to a local hospital. According to Mr. Koehler, 
who is a shipping clerk of the stationery house, the 
lad was employed in the store during the summer 

| months and was to have entered the Stadium High 
school as a freshman this year.—CML 
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MRS. FLETCHER B. GIBBS 

Many friends of Fletcher B. Gibbs throughout the 
country will sympathize with him in the death of his 
wife who passed on at the family residence, 815 North 
East, Oak Park, Ill., on Thursday, August 13. 

Besides her husband, Mrs. Gibbs is survived by four 
sons: Fletcher B., Jr., Toronto; Charles A., Robert H., 
and Frederick R., New York City, and one daughter, 
Dorothy Gibbs Langmaid, Marblehead, Mass. 

Following services the body was taken to Cambridge, 
Mass., for interment. 


ob © 
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G. W. CENTER 

George W. Center, former typewriter and adding 
machine man, passed away August 8 in Dallas, Texas. 
Mr. Center was a salesman for the Dalton Adding 
Machine Company under Will Currie in Chicago. Later 
he was with the Royal Typewriter Company in Kansas 
City and in Dallas, before opening an office equipment 
company of his own several years ago. He had many 
friends in the southwest and midwest. Mr. Center is 
survived by his widow, a son and a daughter. 

i % 
MORRIS FLATEAU 

Morris Flateau, founder of the Stationery and Office 
Supply Company, 334 South Spring street, Los Angeles, 
died on August 16 at his home at the advanced age of 
eighty-three. Two sons, Samuel and James G. Flateau, 
and one daughter, Mrs. Etta Robinson, survive. Samuel 
Flateau has been in practical charge of the business 
for several years. 

Morris Flateau went to Los Angeles from Kansas City 
about ten years ago and opened a stationery store. 

The remains were interred at Kansas City. 


7) rls 4) 


- - 


Ww. C. UNDERWOOD 

William C. Underwood, of the Puget Sound Stamp 
Works, Seattle, was killed in an automobile crash last 
month which also took the life of his ten-year-old 
nephew, James Underwood. 

Mr. Underwood, who was thirty-two years of age, 
and the boy died in an accident on the Renton- 
Issaquah road south of Seattle. He is survived by a 
brother, the father of the dead boy —CML 
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M. D. TOTTEN 

Marion D. Totten, for the past sixteen years a sales- 
man for the Spokane (Wash.) Paper & Stationery Com- 
pany, died last month following a lengthy illness. He 
was sixty-seven years of age. Mr. Totten is survived 
by a widow, a son, three daughters, two brothers and 
a sister —CML 

putin 


COLEMAN RETURNS FROM FLORIDA FISHING TRIP 
Henry I. Coleman, president of Nathan Coleman & 
Son, Inc., and also the Georgia Stationers Association 
returned late last month from a successful fishing trip 
in Florida, aboard his cabin cruiser, the Na-Cole-Son 
III. Among the guests who accompanied Mr. Coleman 

| on the cruise was S. R. Evans, factory representative. 





SEPTEMBER, 193¢ 


203 


FREELY PREDICTED TO BE A BEST SELLER » » 


THE handi-pen DESK SET 


is already proving its profit possibilities 


Tita nail 


SENGBUSCH 


handt-pen 


DESK SETS 











Selling Facts About Aandi-pon 
Desk Sets 


* INGENIOUSLY MOLDED IN 
ONE PIECE. There can be no leak- 
age, seepage, or overflow due to 
temperature changes, because there 
are no joints or connections. 


* NON-CORROSIVE UN- 
BREAKABLE. Made of hard rub- 
ber, handi-pen desk sets are per- 
manently resistant to acids in ink 
and practically indestructible. 


* ONE FILLING A YEAR. Handi- 
pen desk set holds SIX OUNCES 
OF INK, enough for the writing 
needs of the average user for a 
whole year—thus they require 
filling about once a year. 


* THE PEN RESTS IN THE INK. 
Instead of the usual dry socket, 
this one feeds the ink to the pen. 
When not in use the pen point rests 
in a bath of ink. The penholder 
seals the only opening in the set 
against dirt and evaporation. 


* THE POINT HOLDS THE INK. 
Because of the varying amount of 
ink carried in a fountain pen barrel, 
it is seldom in perfect balance. 
Handi-pens have a slotted, hard 
rubber feed under their points and 
carry enough ink so that only an 


occasional dip is necessary. 


* INTERCHANGEABLE POINTS. 
The iridium-tipped, gold-plated, 
pen points are held securely by a 
wedge lock which makes changing 
and simple 


of points ai quick 


operation. 

**ee ® 
Be *‘the first”? to present this ‘‘new 
creation” Get the 
cream of the market by stocking 


to your trade. 


it now! 











and HERE'S a beautiful 
display to make it an even 
GREATER SELLER for YOU 


Sengbusch has again produced a winner 
—this time, the handi-pen desk set. An- 
nounced only last month, this appealing 
item is already setting sales records. As 
usual this new Sengbusch product is 
backed by forceful point-of-sale pro- 
motional material, sent free to aggres- 
sive dealers. 


You should have the attractive display 
shown at the left on your counter and in 
the window now! If you'll tell the public 
about handi-pen desk sets, theyll want 
to buy—and the price tag will not stop 
them. Get the cream of the market by 
stocking handi-pen desk sets today, and 
pushing them with this powerful display. 
Order your supply now! 


FREE !— Colorful Folders with 


Your Imprint 


To take full advan- 
tage of the profit 
possibilities of handi- 
pen sets, you need 
these attractive fold- 
ers, in colors, designed 
especially to move the 
entire line. Suitable 
as envelope stuffers, 
counter pick-ups, ete. 
Furnished free with 
your imprint. 


SENGBUSCH 


SELF-CLOSING INKSTAND CO. 


915 Sengbusch Bldg. Milwaukee, Wisconsin 
Canadian Distributor 


THE BROWN BROTHERS, Limited 


Toronto, Canada 
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8 Reasons 


why you should carry 


TYPEWRITER PAPERS 





T A Sales Policy which permits the sell- 6 A variety of weights and finishes to meet 
ing of Berkshire Typewriter Papers direct the demands of any type of business. 


to the retailer, thereby eliminating any 
7 Dependable uniformity. When you re- 


other profits. 

order, you are sure of getting the same 
2 Berkshire is the oldest established line paper in every respect. 
of typewriter paper in the country, having 8 _ 
an unequalled consumer recognition and A merchandising plan complete and ag- 
demand. The people know Berkshire qual- gressive in every respect that will bring you 
—— pp oe more sales, faster turnover, and greater 
. profits! 


3 There is a grade for every business 
need, at a price to meet the demand of 


every purchaser. Every grade guaranteed. 





4 The paper is specially designed, created 
and surfaced for typewriter use. An impor- 


tant sales point! WRITE TODAY FOR FURTHER 


5 A complete stock of every item is on DETAILS. 
hand at all times, insuring prompt delivery. IT’S MONEY IN YOUR POCKET! 


EATON PAPER CORPORATION 


PITTSFIELD - MAJSACHUSETTS 





Stocked in San Francisco at 770 Mission Street 
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NATIONAL 2yerriter & Ollice Hachine 
Deke KSSOCIATION NEWS 





Lamont H. Wood, President 
Midwest Typewriter Company 
Kansas City, Mo. 


Mrs. Jessie I. Taylor, Treasurer 
Globe Typewriter Company 
New York, N. Y. 


Ernest E. Thornton, Vice-president 
California Typewriter Exchange 


Los Angeles, Calif. 


J. Paul McWilliams, Secretary 
800 Grand Avenue 
Kansas City, Mo. 





Board of Directors 


Irwin Vincent, Western Type- 
writer Company, Topeka, Kan.; 
James P. Ward, Sr., Shipman- 
Ward Manufacturing Company, 
Chicago, Ill.; Theodore Schafer, 
United Typewriter Company. 


G. S. Cambias, G. 8. Cambias 
Typewriter Exchange, New Or- 
leans, La.; Hugh J. Williams. 


Iowa Supply Company. Iowa | 


City, Iowa; Elmer L. Young, 
Young Office Equipment Com- 
pany, Chicago, IIL; W. F. Claus- 


New York, N. Y.; Harry Russell, 

Office Equipment Company, Des 2%, ,tneratonal, Troe 
Moines, Iowa; W. T. Corney. walt: Waltz Typewriter & Add- 
Thomas & Corney, Ltd., Toronto. jing Machine Company, Cincin- | 


Ont., Canada; Clarence Bills. nati, Ohio, and R. H. Preston, | 


Typewriter Sales & Service Preston Typewriter Company. 
Company, Washington, D. C.; Knoxville, Tenn. 


One of the western dealers wrote the president of | 
our association and asked if he might have four copies 
of each of our bulletins as he wished to give one to 
each of his salesmen. This dealer picked several good 
points from our first bulletin and said that it was im- 
portant that each of his salesmen have a copy. Here 
is a wide awake dealer and a good member of the 
association. 

If you should get only one good idea from all bulletins 
mailed during the year that you can capitalize on, you 
will be getting good returns from your membership. 
One member of the association made an extra $3,000 
in six months time from an idea which he picked up at 
the convention in Los Angeles. 

With ideas being mailed to your store regularly you 
are going to add to your volume of business and thus 
show a lot of additional profit. Mail in your dues for 
$10 which will pay you up to December 31, 1937, and | 
begin receiving our bulletins. They will pay you the | 
greatest dividends of any $10.00 you ever spent. 


* * * 


In accordance with the resolution passed at the 1934 | 


national convention, local associations desiring to join | 
in a body may do so at the rate of $5 per member per | 
year. This resolution was designed as a means to 
make it easier on such members who did belong to a 
local association and who were paying the stipulated 
membership fee to that organization to join and get 
the benefits of a National program. 

Every local association has its problems coming up 
from time to time which possibly cannot be ironed out 
with their small number of members, but with all local 
association members joining with those who now be- 
long to the national association there is formed such a 
large body of members that they can accomplish any- 
thing within reason, which they set out todo. So come, 
let’s become a member of the NTOMDA. 





> * * 


Members of this association were shocked last month 
to hear of the sudden and untimely death of Arthur B. 
Froehlich, former vice-president and general manager 











VISE Signals 


The famous signals for ver- 
tical files. They promote 
efficiency in a thousand 
ways. Made ef corrosion- 
resistant spring steel. In 12 
plain colors; many color 
combinations; and printed 
with days, months, num- 
bers, letters, etc. 


VIZ Signals 


Non-projecting steel signals 
to fit every kind of visible 
index system. Easily ap- 
plied and adjusted. Will 
not catch on adjoining 
cards or leaves. 10 styles; 
two widths; 12 distinct 
colors. 

















The acme of signal con- 
struction, and the only 
celluloid signal for use 


CELLUGRAF Signals 


on all types of visible 
records. Easily applied 
or adjusted, but remain 
firmly in position. Trans- 
parent models for full 
visibility; opaque models 
to take pen or pencil 
notations. Three widths; 
six colors. 











Write for details on Signals and other Graffco products, 





of the Reliable Typewriter & Adding Machine Com-| GEORGE B. GRAFF COMPANY 
pany, Chicago, who passed on August 3 at the age of | 64 Washburn Ave. CAMBRIDGE, MASS. 


forty-three years. 


Mr, Frochiich or “Art as he was known a‘tectiona¢e}y js 











In many a Nation 
there's many a maid 
“hose clerical errors 
are conquered by S 
A handy eraser 
and one that will show 
Fine profits at once 
el: Grit: bal Mel pair: BO oMrle Mee Je) #| 
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\ “trouble-shooter” in businesses the 
world over, WELDON ROBERTS ERASER No. 
900 SUEDE smooths away errors and brings real 
help to the tasks of office workers. 


SUEDE'S soft gray rubber will erase 
ink and pencil and sweep away fingermarks, and 
carbon smudges that require a quick clean up. 


lis handy, hexagonal shape makes it 
easy to hold and to use—the corners are always 
ready for sharp detail erasing, the edges for longer 


lines and larger surfaces. 


An your customers can use SUEDE 
and will together with other Weldon 
Roberts should be in every office. 
Let us suggest a Weldon Roberts Eraser Assort- 


want it 
Erasers that 


ment for you. 


WELDON ROBERTS RUBBER CO. 
{merica’s Eraser Specialists 


NEWARK NEW JERSEY 


Werdon Rotert» 
EAAALA 


Lorract TrusALakers in an PU Wetery 
Ay 
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by hundreds of friends throughout the country, was 
continually active in association affairs. He was a 
former president of this organization as well as of the 
Chicago dealers association. At the time of his death 
he was a director of the national. 

Despite his many duties Mr. Froehlich was one of the 
most active in connection with the recent convention 
in Kansas City. Officials and members of the National 
Typewriter & Office Machine Dealers Association join 
in voicing their deepest sympathy to the grief-stricken 
family. 

a 


SHEAFFER’S LUMINOUS FLOOR STAND 
For the purpose of increasing dealer sales in Skrip, 


Skrip-Grip and Para-Lastik, the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, has produced a new and 





Sheaffer’s Luminous Stand 


attractive luminous floor stand which is being sent to 
dealers free with assortments of Skrip. 
The new stand was designed and built after experts 


| of the Sheaffer Company made a number of experi- 


ments and came to a unanimous conclusion that the 


| use of light increases a display’s sale punch fifty per 


cent. The effect is particularly pronounced in this dis- 
play for the reason that the light flashes from a totally 
unexpected quarter—the floor level. It shines up 
through multi-colored Skrip and creates a beautiful 
and forceful background for the Sheaffer products. 

Built of heavy board and strikingly lithographed, the 
new luminous display may stand on its own illuminated 
pedestal or the tray on top may be lifted off. In this 
manner it becomes a counter display. 

——s 
ORTHWINE ENLARGES PLANT 

The Rudolf Orthwine Corporation, of New York City, 
last month acquired 20,000 square feet of space in the 
Heywood-Wakefield Building, which will be utilized in 
enlarging the firm’s manufacturing plant. 
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ARE YOU GETTING YOUR SHARE? 


Dealers everywhere report profitable results with 
National ‘‘Eye-Ease’’ Records. And no wonder! 
Consumers, quick to recognize the extra value of 
green-white Hammermill paper, plus restful brown 
and green ruling, prefer ‘‘Eye-Ease’"—because it 
gives them not only the eye comfort they have long 
wanted, but also helps to speed up work and 
promote accuracy. 


Right now is an ideal time to cash in on this profit- 
able business by pushing National ‘‘Eye-Ease” items. 


IT WILL PAY YOU TO STOCK THESE 
EYE-EASE ITEMS 


END-BOUND COLUMN BOOKS, 2780-82-88 Series 


Blank Book Catalog Pages 14, 15, 16 


END-BOUND ACCOUNT BOOKS, 2764, 2774 Series 


Blank Book Catalog Pages 45, 48 


LOOSE LEAF LEDGER SHEETS, 7148A-D-E Series 


Loose Leaf Catalog Page 25 


LOOSE LEAF COLUMNAR SHEETS, 7048-2E Series 


Loose Leaf Catalog Pages 125, 126 


LOOSE LEAF RING BOOK SHEETS, 5920E Series 


Loose Leaf Catalog Pages 93, 97 


NATIONAL TUMBLER ANALYSIS PADS, 5209E Series 
Sheets Turn Back Easily - Lie Flat (coil wire bound) 


Blank Book Catalog Pages 103, 104 


NATIONAL TUMBLER NOTE BOOKS, 3734 Series 
Lie Flat - Stand Upright (coil wire bound) 


Blank Book Catalog Page 118 


SIMPLEX BUSINESS RECORD No. 370 


Blank Book Catalog Page 77 


WELCOME! 


You're cordially invited to visit 
NATIONAL BOOTH NO. 33 
at N. S. A. Business Show 
September 21-22-23-24 
Palmer House, Chicago 


arse NATIONAL BLANK BOOK COMPANY a 


Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment 


HOLYOKE, NEW YORK BOSTON CHICAGO 
MASS. 100 Sixth Ave. 45 Franklin St. 328 S. Jefferson St. 
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Let's get down to. 


Topay the man who buys a stencil duplicator looks for three essentials of 


performance, (1) Accurate Registration, (2) True Reproduction, (3) Fast Operation. The 
buyer wants to know what the duplicator you sell will do for him TODAY .. . not what 
it did fifty years ago or five years ago. © NIAGARA is TODAY'S duplicator! It has set a 
standard for superior office printing, developed and perfected automatic HAIRLINE REG- 
ISTRATION, and made possible reproductions of the stencil art never before attained. 
¢ NIAGARA is growing by reason of its outstanding achievements. Its latest is the K2 
MODEL Automatic Feed Electric Duplicator, which is OVER 100% FASTER than any other 
similar machine ever marketed! © TODAY NIAGARA markets the world’s most versatile 
line of stencil duplicators. Ten models, all outstanding in value and performance ...a dur- 


able, serviceable, ACCURATE machine for each of your customers — large and small. 


N OTE: Niagara Products for Eastern distribution are shipped from our New 
York Plant and for Western distribution from our San Francisco Plant. Address 


all communications to our San Francisco office. 





NIAGARA DUPLICATOR CO. 


$815 THIRD STREET « SAN FRANCISCO « U. S. A. © CABLE 





“NIADO” 
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(Seen and Heard in Southern California— 
Continued from page 47) 
following day. This, the writer understands, is a gen- 
eral meeting of Dictaphone district sales managers and 
officials, called to explain and discuss policies for the 
ensuing year. 

On September 8 Mr. Murphy, formerly president of 
the Pacific Advertising Clubs Association, will speak 
before the St. Louis Advertising Club. 

> . * 

Michigan Typewriter Man Adopts Los Angeles.—J. C. 
Wuerthner, erstwhile owner and manager of the 
Wuerthner Typewriter Company at Saginaw, Mich., 
came to Los Angeles with his wife, son and daughter 
last June and they are so pleased with the country that 
they have decided to remain. Mr. Wuerthner expects 
to enter the typewriter and adding machine business. 
At Saginaw he was authorized sales agent for Under- 
wood typewriters and Sundstrand adding machines. 
He was for fifteen years with the Macomber Office 
Equipment Company. He represented the L. C. Smith 
for fifteen years and the Underwood for eight years. 

The Wuerthners may be reached at the Warwick 
Apartments, 1828 Santa Ynez, Los Angeles. 

aa * * 

Washington, D. C., Shaw-Walker Manager in L. A.— 
Late in July Frank E. Johnson, Shaw-Walker repre- 
sentative at the nation’s capital, paid a visit to Los 
Angeles and was entertained by George W. and Carl 
G. Grimes of the Grimes-Stassforth Stationery Com- 
pany and other members of that company’s staff. 

This was Mr. Johnson’s first trip to California. 
He came west as a delegate to the Shrine convention 
and visited Los Angeles on the homeward journey. He 
was introduced to orange trees and other semi-tropical 
and tropical flora, and was presented to acres and 
acres of oil wells which flourish hereabouts. He thor- 
oughly enjoyed his trip to the West Coast as one must 
who has never before viewed the attractions of this 
favored section. He remained in Los Angeles three 
days and it is said that his hosts worked in relays, giv- 
ing him no time out for sleep. 

Mr. Johnson returned to Washington on the Shrin- 
ers’ special train, which stopped at the Grand Canyon 
and other points of scenic interest. 

The Grimes-Stassforth Stationery Company is the 
local agent for the Shaw-Walker Company, and is do- 
ing an outstanding business with the line. 

7 . > 

Miss Backer Takes Time Out.—Miss Jessie Backer, 
who has charge of the fountain pen and mechanical 
pencil department of the Grimes-Stassforth organiza- 
tion at Los Angeles, spent two weeks vacationing the 
latter part of July. 

* ° > 

Los Angeles Stationery House Remodels Windows.— 
The Schwabacher-Frey Company recently remodeled 
and modernized its two big windows facing on Broad- 
way, making it possible to present displays more ad- 
vantageously than heretofore. 

This house has long been noted for well-balanced 
merchandise displays which attract a maximum of 
attention. 

. . a 

Some Los Angeleans Who Will Attend the Chicago 
Convention.—Members of the stationery trade in Los 
Angeles who will attend the National Stationers Asso- 
ciation convention at Chicago September 21, 22, 23 and 
24 include the following: 

Harry Morgan, The Stationers Corporation; Carl 
Grimes, Grimes-Stassforth Stationery Company; Wil- 


“M & V Products Have Been 
Used and Recommended for 
Half a Century” 


®**MITVOL”’ type- 
writer carbon of 
intermediate 
weight is an eco- 
nomicalutility 
sheet that stub- 
bornly refuses 
to wear out. 
The recog- 
nized friend 
of opera- 
tors doing 
diversified 
work. 


*“EUREKA” typewrit- 
er ribbons are rightly 
known as “*The Per- 
fect Ribbon.”’ Abso- 
lutely non-type fill- 
ing possesses great re- 
cuperative power, ex- 
ceptional durability 
and a brilliant, clean, 
sharp, permanent 





write. 
The Famous Yellow Round Box 


The entire ““M & V” organization is pre- 
pared to assist you to increased sales and 
profits by offering: 


(A) Highest quality typewriter rib- 
bons and carbon paper 

(B) A wide range of fair prices 

(C) The most complete line obtain- 
able 

(D) Sensible advertising and Sales 
Helps 

(E) A Service Department for the 
selection of material to meet the 
individual needs of each con- 
sumer 


(F) Full Protection 


You will find it to your advantage to write 
for catalog, prices and complete information 


MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 
Agencies Throughout the World 








Who Says You Can’t 


Compete With the 
Direct Seller ? 














IMPERIAL | 
DEALERS . 


@if you think you can’t compete with direct sellers 
on volume business of carbon paper it’s because you're 
not pushing the right line. You should be able to com- 
pete because you have more items to offer and therefore 
less overhead than the seller of carbon paper only who 


has to get his profit from a single item. 


@What you need is a carbon paper line that will give 
you more cooperation—more help from the manufacturer 
in going after the volume business in carbon paper. 
Imperial dealers have this cooperation because Imperial 
believes in backing up—instead of just stocking up 
the retailer. 

@l mperial Carbon Papers and Typewriter Ribbons will 
stack up favorably against any kind made—on both 
quality and price. With the Imperial Carbon Paper 
Merchandiser—the handy portfolio that makes outside 
salesmen more “carbon minded” and brings home the 
bacon—plus Imperial cooperation you can go out right 
now and compete with the best of them for the really 


profitable business in your territory 


Write for the Imperial proposition NOW 


IMPERIAL MANUFACTURING CO. 


The Manufacturer with the Dealer’s Viewpoint 
Owned and Operated by PEERLESS KEY CO., INC 
401-407 Mulberry St., Newark, N. J. 

321 Broadway, New York 


IMPERIA 


19S. Wells St., Chicago 


RIBBONS & 
CARBONS 
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liam F. Johnston, The Schwabacher-Frey Company; 
Samuel Flatau, stationery and office supplies. 

It is hoped that others will decide to go. San Fran- 
cisco and the Northwest will no doubt send representa- 
tive quotas. 

Pacific Desk Man Returns from Vacation.—H. P. 
Ryan, sales manager of the Pacific Desk Company, Los 
Angeles, returned on the first of this month from the 
Northwest, where he had spent a much-enjoyed vaca- 
tion. 

| * x = 

Mr. Harris Takes to the Air.—C. J. Harris, manager 

|of the Los Angeles district office of L. C. Smith & 
| Corona Typewriters Inc., is now air-minded. On Tues- 
_day, July 21, he took to the air on a United States air- 
| liner bound for Syracuse, N. Y., and New York City. 
| He spent several days in each city, and returned—also 
| by air—the first part of August. It was his first trip 
| by air and he confessed to a slight nervousness until 
he observed the pocket-sized young woman who acted 
| aS nurse and took flying as a matter of course. He soon 
| took the bumps without change of expression, nor was 
his “countenance sicklied o’er with the pale cast of 
| thought.” 
. * . 

Montgomery Leaves L. A. News Company.—“Jimmy” 
Montgomery has resigned as manager of the Los An- 
geles News Company’s stationery department, and it is 
reported that he has taken the Higgins ink account in 
this territory. 

San Franciscans at Long Beach.—W. M. (‘Bill’) 
Knapp, supervisor of purchases for the H. S. Crocker 
Company of San Francisco, accompanied by his wife 
and daughter, spent a couple of weeks last month vaca- 
tioning at Long Beach. 

~ ” . 

Visits Eastern Furniture Factories.—Arthur Fleck, 
manager of the office furniture department of Barker 
Brothers, Los Angeles, recently returned from the East, 
where he spent several weeks visiting office furniture 
factories. 

. * . 

Arrowhead Lake a Good Vacation Spot.—Frank Jen- 
kins of the Jenkins Index Card Company, Los Angeles, 
spent a fortnight’s vacation last month at Arrowhead 
Lake, a mountain resort noted for the bracing proper- 
ties of the air. 

. > . 

Curtis Goes North with Family.—Ray Curtis, man- 
ager of the Los Angeles office of the Yawman and Erbe 
Manufacturing Company of Rochester, N. Y., recently 
spent some weeks motoring in the State of Washington 
with his family. 


* * * 


Correction.—In a recent issue it was stated that the 
Los Angeles Rubber Stamp Company was the agent for 
the Browne-Morse lines in Los Angeles. This is only 
partly true. They are, we understand, agents for 

Browne-Morse supplies. Barker Brothers have the 
| Brown-Morse steel agency. 
> 





* . 


Joe Hildreth Calls.—J. H. Hildreth, salesman emeri- 
tus of the Esterbrook Steel Pen Manufacturing Com- 
pany, Camden, N. J., honored your correspondent with 
a short visit a few weeks ago. When Joe can’t be found 
at his personal desk in the Chicago office it is well to 
page California, Florida, the Bermudas, Hawaii, etc., 
for he may be almost anywhere on the map where peo- 
ple congregate to enjoy themselves. And Joe is known 
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STATIONERS ADVANCE— 


VAKVILLE 
KEEPS PAGE 


Tue ““stacyonere” of the fifteenth cen- the stationery business— meeting the 
tury stood in the market-place with a _ stationers’ requirements for pins, clips, 
little tray, and cried his wares to passers- _ fasteners, thumb-tacks and like products; 
by. From such small beginnings has fulfilling his needs for more and more 
sprung the modern stationer with a large, efficient products, better packings, and 
well-equipped store, and merchandise — better values, and offering him good 
and services that his business ancestor profits with whole-hearted co-operation. 
Only with the stationers’ continuous 






































could not have imagined. 
Five centuries have seen the stationery patronage could Oakville have performed 


trade advance to a leading place in such a service, and this appreciation is 
modern business, a respected position reflected in Oakville’s growth to a lead- 
won by intelligence and honest effort. ing position of trade usefulness. 

For five decades of the five centuries, With your continued patronage, we 


Oakville has been serving stationers— will endeavor to be of even greater 





keeping pace with every advance made in —_ usefulness in the future. 
DIVISION SCOVILL 
MANUFACTURING COMPANY 
WATERBURY, CONNECTICUT 
PINS CLIPS FASTENERS THUMB-TACKS TAK-A-PINS, ETC. 
NEW YORK ° CHICAGO ° SAN FRANCISCO 


In Canada: Brown Brothers, Ltd., Toronto 2, Canada 
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“We save 


time and money 


every day with our new 
electric mailing machine!“ 








“\Ay': | can even get out the big first-of- 

the-month mailing in one day, now that 
we have an electric mailing machine to seal and 
stamp the envelopes. The boss tells me that our 


mailing-room costs are much less, too. We think 
that it’s great!” 

When you buy a mailing machine, make sure it 
is electric— more than that, make sure that it 
is equipped with a reliable, care-free electric 


motor. 





While General Electric doesn’t manufacture mail- 
ing machines—or other office devices—the G-E 
monogram on the motor is your assurance that 
the motor is especially designed for machines of 


this kind. 


General Electric offers to manufacturers of office 
devices the skill of experienced engineers, excel- 
lent manufacturing facilities, and convenient, 
nationwide service. General Electric Company, 
Dept. 6—201, Schenectady, N. Y. 


070-110 


GENERAL @ ELECTRIC 
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almost everywhere, from Pasadena to Lake Louise, 
wherever the far horizons call. We have it from Joe’s 
own lips that he is seriously thinking of going to 
Europe. A relative who has business there has sug- 
gested the trip, and it wouldn’t surprise us a bit if 
Friend Joe were already on the high seas bound for the 
sights and the spas of the Old World. If he has really 
gone abroad, Bill Smith and I are going to be lonesome 
until he gets back. Anyhow, bon voyage, good luck, 
much happiness and a safe return. 
* * * 

A Good Piece of Work.—Ned Thomas, manager of the 
Hollywood Citizen Stationery Store, who has had that 
position since the first of the year, was formerly with 
the H. S. Crocker Company, San Francisco, where he 
had charge of the Montgomery street store. He has 
had his present position since the first of the year and 
has made a capital showing in increased business. 

. * = 

Campbell Returns from the East.—R. V. Campbell, 
head of the Industrial Printing and Stationery Com- 
pany, Huntington Park, Long Beach and Anaheim, and 
of a furniture branch in Los Angeles (See page 83 of 
the July issue of Office Appliances) has returned after 
a three months’ sojourn in the East visiting relatives 
and friends and restoring his strength. 

As Office Appliances was nearing press time the re- 
porter learned that Mr. Campbell had suffered a slight 
relapse, and was sent to the sanitarium on August 17. 
It is with deep regret that the announcement is made 
of his decline and final passing on August 22. 

. 7 * 

Butts in Charge of Industrial’s L. A. Store.—The 
office furniture and filing equipment department of 
the Industrial Stationery & Printing Company, 218-224 
East Third street, Los Angeles, featuring the lines of 
the Art Metal Construction Company and non-compet- 
ing products, is now under the management of Samuel 
F. Butts, who has been with the Art Metal in Los An- 
geles for some time. Before he took up Art Metal Mr. 
Butts was connected with the H. S. Crocker Company 
as manager of their office furniture and filing equip- 
ment department. When the Crocker store in Los An- 
geles was discontinued Mr. Butts remained with Art 
Metal. At present he is trout fishing in the high 
Sierras, leaving J. B. Thomas in charge of the store. 


* * + 


Col. Hibbard Recovering.—John B. Hibbard, who rep- 
resents The Globe-Wernicke Co. on the Coast, recently 
suffered a rather severe indisposition which confined 
him to the house for several weeks. The trade will be 
happy to know that he is now nearly well. 

* * * 

Milnor Sails for Europe.—Nathan F. Milnor, chief of 
Milnors Inc., Olive street side, Biltmore hotel, Los An- 
geles, sailed for Europe on August 14, intending to re- 
main abroad until the first part of November. He is 
on a buying trip, with some recreation included. Mr. 
Milnor recently returned from a fishing trip in the 
California mountains. 

“Nate” Milnor, as many of his friends call him, quali- 
fied as a veteran expert in typewriters and Dictaphones 
before he took up the retail selling of high-grade gift 
novelties. He has served stores in outlying towns, but 
the elegant establishment in the Biltmore is head- 
quarters. 

Years ago Mr. Milnor was associated with the sales 
staff of the Oliver typewriter company, where he had 
the friendship of such men as Ricordo Gradwell and 
Frank Pennington. For a number of years he was 
sales manager of the Dictaphone Division of the Co- 
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The Bates 


is your stapler 





It 1s never canvassed 


Month by month the sales of Bates Staplers 
are steadily mounting and the profits are 
going where they belong—to you dealers. 

Every Bates Stapler sold brings along 
in its trail a steady, profitable, refill busi- 
ness—and that is yours too. 

Bates is a dealer line throughout. 
Staplers, numbering machines, stamp 
pads, indexes, eyeleters, and punches. 
Every Bates Product has a reputation for 
quality that builds good will for you. 


Bates 


QUALITY PRODUCTS 


THE BATES MBG. CO., Orange, N.J. * New York Office: 30 Vesey St. 


Makers of Bates Numbering Machines, Bates Indexes, Bates 
File Fasteners, Bates Eyeleters, Mun-Kee Stamp Pads, etc. 
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lumbia Phonograph Company before that division be- 
came a separate entity. 

Mr. Milnor entered the imported and domestic gift 
field about a decade and a half ago and opened the 
gift shop in the Biltmore when its doors were thrown 
open to the public thirteen years ago. Generous, able, 
affable and keen, “Nate” Milnor counts his friends and 
well-wishers by the thousand. 


* * * 


Purchasing Agent Ousted.—The business people of 
Los Angeles, including those engaged in the office equip- 
ment industry, feel regret over the removal of Harry 
Russell, purchasing agent for Los Angeles county. In 
his place, until a civil service appointment can be made, 
the Board of Supervisors has appointed Mr. Russell’s 
former assistant, W. R. Cortright. 

The removal of Mr. Russell from the position he had 
so ably and conscientiously filled is regarded with dis- 
satisfaction by those business men who know his devo- 
tion to the duties of his office. 


* * * 


Interesting House Organ.—Halco-Grams is the name 
of a clever and well-edited house organ published 
monthly by the Shallcross Company, 110 West Third 
street, Los Angeles. John Hoke is editor; Elmer (“Eve’”’) 
Edmonds is art editor. The little journal is devoted 
to better impressions, and is an excellent example of 
the kind of work in all departments for which the com- 
pany stands. The August number contains several good 
articles, cartoons and a clever hot weather cover design 
by “Eve.” 


— 
BOY WINS GLOBE-WERNICKE BOCKCASE 

Jimmy Renn, an eleven-year-old boy with a flair for 
fast traveling, last month became the proud possessor 
of a handsome Globe-Wernicke Co. bookcase given as 
a prize for winning second place in the soap box derby 
staged by the Cincinnati Times-Star and the Chevrolet 
Motor Company. 

The award was made by D. B. Morrow and C. W. 
Hamilton, treasurer and sales promotion manager of 
the company respectively. Both men wished Jimmy lots 
of luck for next year’s race and congratulated him on 
coming in second in the current soap box classic. 

Jimmy was the champion racer of last year in South- 
ern Ohio when he attained a speed of sixty-two miles 
an hour in his racer. 

—" " 
MONROE CLEVELAND BRANCH IN NEW LOCATION 

The Cleveland branch of the Monroe Calculating 
Machine Company Inc. of Orange N. J., has leased the 
entire sixth floor of the Marshall building at the cor- 
ner of Superior avenue and the Public Square. It is 
now being remodeled to suit their requirements and 
will give them much needed space to handle their rap- 
idly expanding business in this territory. The local 
office will be represented by six salesmen who are eli- 
gible to attend the “high point” sales meeting at Vir- 
ginia Beach, which opens Labor Day morning, and con- 
tinues for a week. The gathering will consist of 225 
salesmen who have made their quotas in various parts 
of the country.—AED 

—_——@——_——_ 
SMITH-CORONA APPOINTS MULLINS 

Clarence Mullins, editor of the Oxford Eagle, has been 
made agent for L. C. Smith and Corona Typewriters, 
Inc., at Oxford, Miss. Mr. Mullins is well known in his 
section of Mississippi, and expects to add to his already 
large number of friends through his new connection. 
—RHB 
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FREE to Stationers 
6, 12, or 24 Quarts of Quink 


AND THIS MARVELOUS MASTER DISPLAY 


(oS PARKER smite, “4, 





Whieh of these 3 Deals 
Can You Handle? 


Commercial inks now in your stock have certain merits—but 
NOT ONE of them except Parker Quink combines ALL FOUR of 
the features most wanted by your customers, as follows: 

1—As Permanent as the Paper 
2—Anti-Fade 

3—Waterproof and Smear-Proof 
4—Dries 31% Quicker than Average 

Now—for the sole purpose of inducing more stationers and office 
supply houses to introduce Parker’s PERMANENT Quink in pints 
and quarts—we make the following special offers for a limited time 
only—freight allowed: 


Offer No. 1—Equals $7.50 Extra Profit 


6 Quarts of Parker Quink and Master Floor Dis- 
play FREE with an order for 3 doz. quarts. 


Offer No. 2—Equals $15 Extra Profit 


12 Quarts of Parker Quink and Master Floor 
Display FREE with an order for 6 doz. quarts. 


ES LL j Shed Offer No. 3—Equals $30 Extra Profit 
d 24 Quarts of Parker Quink and Master Floor 
Display FREE with an order for 12 doz. quarts. 


% Gd the ns a ACCOUNTANTS WRITE US— 
“BETTER THAN GOVT. SPECIFICATIONS” 


yanent 
Widespread, incessant National Advertising is telling 


5 . 
NON cLoGGiN AT: gpowiNG the world why Quink is superior to any other ink—is 
TAATING : making sales easy for retailers. And Quink’s outstanding 

qui ck 5 -—— verformance for accounting and general office use is creat- 
ing a steady repeat business for stationers everywhere. 
Because it is utterly different in principle—a wholly 
new improvement over old-time sake>—DPashen Quink 
works equally well with steel pens and fountain pens. 
— Not watery, but rich and full-bodied, in brilliant colors 


that give written work new distinction. 


These Offers To Be Withdrawn — Act Now 
Any man who thinks twice knows we can’t continue 
these offers long. So get your order in before too late. 


It’s Ringing the Bell You'll be ordering it later on anyway, for Quink is here to 


stay—is growing in popularity and sale every day. 
i ’ 4 Fill in coupon below and attach to your letterhead, or 
On Stationers Cash Registers write us to have representative call. The Parker Pen Co., 
Dept. 746, Janesville, Wis. 
From Coast to Coast! posmemtntaaneammmeshsiianeae - 
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ATTACH THIS TO YOUR LETTERHEAD 

This Quink Master Display Is. we believe. the first THE PARKER PEN CO., Dept. 746, Janesville, Wis. ; 
‘ ; all 2 . , . ) Have re tative call. 

and only major floor or window display stand ever 5) Ship. freaght allowed, Parker Permanent Quink : 

Parse = e : ° ° a ~ . 1 in Quarts, Offer No. as advertised. 1 

specially designed and built for ink in Commercial ! Quantity Color Quantity Color | 

sizes. It’s beautifully lithographed in brilliant ; Blue-Black Green | 

we i 

colors—puts over a powerful sales talk to every- | wae Red ji 

; ! Royal Blue Violet ! 

one who enters the store. If you want one on vour ‘ 

= e rown 

. ° ° ° i ! 

floor, act quickly. Quantity limited. re 

; ; ; 
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Americas Finest Low-Priced Duplicator 


GENCO 
ALL-STAR FEATURES 
® Sensational new drum de 

sign ¥2 lb. ink at one inking 
® Inside mechanical ink dis 
tribution tbsolutely leak 
proof, 
® Printing surface 8x14 inches 
® Printing Range adjustment 
lowering or raising of px 
sition. 

%& Speed 2,000 copies per hour. 
® Absolute, accurate registra 
tion. Positive paper stop 

* | j ard k 
sheets at 1 e 





Perfect copies, speed, absolute registration, uniform inking, 
positive paper feed, the claims you have heard loud and 
often for every duplicator become actualities in this new 
GENCO Duplicator. In performance, mechanical equipment 
and perfection it rivals machines many times its price. 


Experienced operators attain sensational speed—speed 
which can be maintained for hours. Yet it is so simple and 
fool-proof even the novice can make perfect copies quickly. 
Every part has been painstakingly designed, carefully made 
and fitted. This new GENCO is not merely another stamped 
job, but fully machined to unusually close tolerances. 


But you will want to see this marvel yourself—to try it—to 
test it. Write at once! There are territories still available. 


GENERAL DUPLICATOR CORPORATION 


148 Lafayette Street, New York, N. Y. 
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NEW BARKLEY CATALOGUE OUT 
Covering the firm’s complete line of filing necessities 
and supplies, a new illustrated catalogue has been is- 
sued to the trade by C. L. Barkley & Company, 517 
South Jefferson street, Chicago. 
The newcatalogue is in loose leaf form incorporating 
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This Attractive Cover Houses the New Cata- 
logue of C. L. Barkley & Company, Manufac- 
turers of Filing Supplies, Chicago. 


the Barkley report folder and fastener. Most of the 
illustrations are in rich colors which attractively pre- 
sent the various items in the book while the pages are 
tab-indexed to afford quick reference. 

One of the features of the catalogue is the list of sales 
helps it contains together with filing suggestions and 
other information invaluable to the filing system 
salesman. 

Added to the present line of the company is the re- 
cently introduced Krafoldex file folder which is made 
in both single and double top. 

> 
KITTINGER & MORTON CHANGES NAME 

Following a recent reorganization the office supply 
and equipment house of Kittinger & Morton, 15 South 
Main street, Orlando, Fla., has changed its name to 
the Florida Business Equipment Company. 

The concern is well known through Central Florida, 
a district in which it is giving complete service in of- 
fice machines and systems. The systems department 
is under the management of T. C. Nutting who is as- 
sisting in plans of expansion which are expected to 
eventually make the firm one of the largest of its kind 


in the state. 
8 


SEEK VICTIMS OF “PROFESSOR” IN NEW 
TYPEWRITER SWINDLE 

The police of New York City are seeking victims of a 
man arrested after he is alleged to have obtained type- 
writers from several Eastern dealers through a scheme 
in which he posed as a college professor. 

According to Anton P. Pohl, Jr., secretary of the Na- 
tional Typewriter and Office Machine Dealers Associa- 
tion, New York City, the man’s modus operandi was to 
ask delivery of a new portable to a downtown New 
York address after describing himself as a professor 
of a prominent University. When delivery was made, 








Never Before 
Such Copy Papers! 


We present now 
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PRTTER 
TEN-COMY_ 


A 
REASONABLY 
PRICED PAPER, 


SAVING SPACE, 
AND MAKING 
TEN CLEAR 
COPIES 


both 


CODE-DATED 


with month and year; 
and watermarked as 
shown above for 
LEGAL PROTECTION 
and IDENTIFICATION 


For information regarding the value of code dated, 
watermarked paper, see Adams vs. Adams, New York 
State Supreme Court in New York City, April 16, 1936; 
and Contested Will of Edward B. Jennings, Chicago Pro- 
bate Court, Docket 236, page 51, file 92985, Oct. 2, 1993. 


Manufactured by 


Patren Paper Company 


Established 1873 


APPLETON WISCONSIN 
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FOUN F-O-INK 


REG. U.S. PAT. OFFICE 


> WRITING SETS <« 
An Entirely New Principle 


Quantity ink supply 
. . + Visible 

No well filling 

No pen filling 

No dipping 

No evaporation 

No dirt or oxidation 


Clean pen... 
Clean ink 


Writes every time 

Continuous writing 

Sensational cost 
saver 

Unfailing service 





NO. 2026529 


PAT. 


The perfec t performance of FOUNT-O-INK makes 
writing a pleasure. The Sets come complete with 
pen and ink—ready to go. 

Che supply bottle of ink is screwed in an inverted 
position into the base of the Set. A capillary feed 
rod in the ink bottle controls an even flow of ink 
into a reservoir well in the base. The ink supply 
is sealed against evaporation, dirt or oxidation. 
When the pen is not in use, the nib rests in the 
ink—ready to write immediately it touches the 
paper. The capillary feed of the pen draws up 
sufficient ink to write a page or two without dip- 


ping. 


FOUNT-O-INK will save 
large pen and ink users over 
50% of their present costs. 


FOUNT-O-INK Writing 
Sets come in assorted mod- 
Pen 





els, colors and prices. Triplex 


Points to suit every one. 


FOUNT-O-INK has rapid 
fire sales possibilities and 
repeat orders for extra sets 
and supplies are assured. 





Quadrex 


Some choice territories still available. 


Many of our distributors are in need of high-grade 
specialty salesmen. 


Over two years in successful operation. 


WRITE FOR DETAILED INFORMATION 


GREGORY INK COMPANY 


2650-52 Pasadena Ave., Los Angeles, Calif.,U.S.A. 
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usually to an elevator boy by request, payment was 
made with an assertedly worthless check. 

Although several typewriters have been recovered for 
their rightful owners Mr. Pohl believes there are other 
victims of the scheme and asks that anyone having 
lost typewriters under the circumstances described 


above communicate with him immediately. 
ee 


CONSOLIDATED TYPEWRITER CO 








Above Is Reproduction of the Clever Window Display 

of the Consolidated Typewriter Company, Cleveland, O., 

Which Attracts Attention and Also Sells Typewriters. 

Below is the type of display case used by the firm and 

manufactured by the Interior Steel & Equipment Com- 
pany, also of Cleveland. 
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GENERAL PENCIL ISSUES NOVEL ADVERTISING 
PIECE 

One of the most interesting and clever advertising 
pieces in recent months was issued in July by the Gen- 
eral Pencil Company, Jersey City, N. J. 

The piece consists of a five and one-half by eight 
inch folder, printed in colors. When opened a large 
hand comes into view which, by means of slits cut in 
it, is holding a heavy cardboard. This, in turn, con- 
tains a Kimberly drawing pencil. Printed upon the 
holder is the following: 

“This is a free sample pencil. If you like it—please 
order through your stationer. Product of General Pen- 
cil Company, Jersey City, N. J., U. S. A.” 

Besides this free gift the folder also contains an or- 
der blank, blotter and a letter describing the Kimberly 
pencil in a section reserved for that purpose. 

One of the pleasing features of the clever folder is 
the abundance of color used in its makeup. This, 
coupled to the ingenious method in which the hand 
presents the free pencil when the folder is opened, 
creates a telling and forceful advertising medium for 


| the General Pencil Company. 


——~> 
MOBELL, INC., MERGES WITH ARROW 
The Mobell Desk Exchange, Inc., 411 Broadway, New 
York, N. Y., last month announced a merger with Arrow 
Office Furniture, 470 Broadway with headquarters at 
the latter address. The company desires catalogues of 
the various manufacturers in the industry. 
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More Than a Business..... 


A WORLD WIDE INDUSTRY! 








Ch 
~</rom a small plant opened 


in 1901 COLUMBIA has 


developed an international 





business which is now served 
by factories in the United ° , 
States, Canada, England, | 
Continental Europe and 
Australia. 





Con "MBIA has developed new manufacturing i 
methods; designed special machinery; originated un- 

usual formulae. Columbia has not only improved exist- 
ing types of ribbons, carbons and supplies but has also 
created new products of such a nature, products which 
have been a boon to business writing and reproduction 
the world over. 





As a result Columbia has shown a growth of proportions Milan, Italy 
no other ribbon and carbon business has achieved in so 
short a time. 


You can utilize this unusual Columbia background to 
your decided advantage. Call on Columbia to analyze 
your problems—to build your business, like it’s own! 


THERE JS A DIFFERENCE! 





Sydney, Australia 


COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factory: Glen Cove, L. I., N.Y. 


New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
ENGLAND ITALY AUSTRALIA 
Columbia Ribbon & Carbon Mfg. Co., Ltd. Columbia Nastri E Carta Carbona, S.A Columbia Ribbon & Carbon Company 


(Australia) 
66 City Road, Sydney, N.S.W. 


COLUMBIA 





22 Bush Lane, London, E.C.4 Via Tito’ Livio No. 6, Milano 134 


TYPEWRITER RIBBONS & CARBON PAPERS 
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in the other fellow’s yard.” So goes the old song .. . with 
more melody than truth. Let us not forget that our own fields, 
too, are green, that we need not seek afar for future profits 


» » » in our own industry grows the promise of better times. 


» Boorum & Pease Company looks to the future of the 
stationery industry with supreme confidence, an unshakable 
conviction that, for all of us, better business is definitely on its 
way. The manner in which industry has thrown aside the lassi- 
tude and wavering indecision of the past few years is infinitely 
heartening. Business is again on the march, striding ahead to 
a new era of profit in which the entire stationery industry is 
certain to share. 

Today, with expanded facilities, the Boorum & Pease Company 
is well prepared to supply the increased demand it so confi- 


dently anticipates. 





VISIT OUR NEW YORK SALES AND DISPLAY ROOMS AT 349 BROADWAY 


BOORUM & PEASE COMPANY 


P. O. BOX 272 CITY HALL STATION, NEW YORK CITY 


84 Hudson Avenue 29 Otis Street 538 So. Wells Street 212-214 So. 7th Street 
BROOKLYN. N. Y. BOSTON. MASS. CHICAGO. ILL. ST. LOUIS. MO. 
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NEW ENGLAND TRAVELERS NOTES 

Because of other plans, the golfers meeting of 
the Boston Stationers Association, scheduled for Au- 
gust 5 at the Vespers Country Club, was called off. ome amps you 

> > = 

Selden George, Industrial Stationery Company, Bos- a 
ton, who is secretary of the Boston Lions Club, asks WI ta | out 
club members and others to donate all discarded silk | ses 
hose and other articles to be used at a camp which the 


Lions Club maintains for blind girls near Manchester, 
N. H. The girls use the silk pieces in their work of rug 









weaving. 
- & 2s FARIES 
The New England Travelers Club has appointed the a 
following members to a committee to further publicity 
for the September convention in Chicago of The Na- $11.00, list 


tional Stationers Association: J. R. Armington, E. B. aenieas same tii staked ; 

j os usiness men ve heard © e tamous test on 
Clark, Malcolm Dresser, W. J . ee ae eos = — FARIES NATURAL LIGHT by en unprejudiced 
Edgar H. Knapp, Walter B. Nichols, R. E. Rhotem, an organization of world-wide reputation, and we have 


Mel Wheeler, chairman. been selling many units as a result. We had to make 
> & 2 . oe investigation, hower te dotermins ny we 

: " were shipping so many on re- 

The John W. Little Company, Pawtucket, is celebrat | peat orders. It Is becouse « lerge percentage of office 
ing its fiftieth year of business. From a one-press print workers so appreciate this lamp during business hours, 


shop it has risen to its present five-story brick factory. that they insist on having the same model at homel 
The Club extends congratulations to Stewart and Ar- 
thur Little, sons of John W. Little, the founder. 
= 7 * 
The R. A. Wilcox Company, Fall River, Mass., held Faries Natural Light, as well as Faries Guardsman, shown be- 
its annual outing and clambake on July 11 at Gard- low, is designed and made to combine beauty with efficiency. 


, , h We have eliminated from both of these lamps all direct and 
ner’s in Swansea, Mass. One of the highlights of the reflected glare, and know that this has reduced eye-strain and 


affair was the sight of Jim Duggan and Andy Wilcox— fatigue for all users. It is interesting to note that executives 
the latter admitting to seventy-two summers—play- buying Natural Light for their general offices, buy Guardsman 
ing baseball. for their own desks! 

a * > 


News in brief. Orris (Scottie) Fearing is home from 
the hospital but still in a cast which he will wear ’til 
New Year’s. ... R. B. Stevens, of the J. L. Fairbanks 
Company, and Mrs. Stevens celebrated their thirty- 
seventh wedding anniversary on July 18... . Nat and 
Mrs. Weiss are motoring in Canada for their vacation. 
...A. D. Luke has left the Keystone Office Equipment 
Company in New Bedford and is now associated with 
the Springfield Office Supply Company, Springfield. 






FARIES GUARDSMAN is now 
preeminent among portables for 
artistic design aa efficiency. 
Through the use of a specially 
designed reflector and a lumi- 
naire with a synthetic enamelled 
reflecting surface, it produces the 
proper amount and proper tex- 
ture of light—surpassing the re- 
quirements of light experts for 
ordinary visual toi. 


The above news items were gleaned from the N. E. T. GUARDIAN 


Club News, official organ of the New England Travelers 
Club. $16.50, list 





— 
“ALMANAC OF OFFICE EQUIPMENT” 

Consisting of over 150 pages of helpful and interest- 
ing material for the users of office machines of every 
kind, a new book to be known as the “Almanac of Office 
Equipment” is being prepared for general publication 
and distribution in the office equipment field, by the 
Edward H. Harris Organization, 540 North Michigan 
avenue, Chicago. 

Intended for dealer distribution, the book will include pd pes fo Panag wy eat ae bn 


the type of material which customers need in the care | __ haven't told half the story that you will want to tell about 
and operation of their machines. On the cover of each | these lamps! Send for this information on both the NATURAL 


Almanac will be printed the name, business address and LIGHT and THE GUARDSMAN— 

telephone number of the purchasing dealer, thus mak- + 

ing the book to all intents and purposes an extensiveand | 

well illustrated house organ for the dealer from whom | Beca use they re 
the various copies are purchased by his customers. 

An entire section will be given over to a thorough ex- . 
planation of the leading makes of practically all types wort it 
of office machines. Other details of operations will be a 
pictured clearly and explained in the text. As an ex- 
ample, the book will include the typewriters, adding 
machines, bookkeeping machines, and calculating ma- | FARIES MASE AGius ING CO. 
chines of Remington Rand, Inc., Underwood Elliott ; 








A few overseas territor 
For full particulars, write to our International Divisi« 


ictaphone Sales Corporat 


Jjocilive Ways 


Go smoother atl Caster... 


Dictaphone doubles an ex- 
ecutive sability to get things 
done. It brings thought and 
action closer together Itlets 
men and their secretaries do 
a day's work apiece, inde- 
pendent of each other's time 
and convenience. In office 
after office, Dictaphone is 
piling up the evidence that 
its benefits are not peculiar 
to any special type of per- 
son, nor to any special type 
of business. Dictaphone 
gets work done more 
smoothly, more accurately, 


The Trend To Dictaphone Sweeps On 


Mar 
» Dictating Machines and 


more resultfully. 

There's a place for this help 
Send us 
the coupon below today. 
Read the booklet, “What's 
An Office Anyway?"’ Then 
let us lend you the equip 
ment to put this modern 
dictating machine through 
its fruitful paces right on 
and completely at 
our expense. There are facts 
behind the growing Trend 
to Dictaphone that you owe 
yourself. Why not get after 
them righ: now? 


in your office. 


your job 





« word DICTAPHONE is the Registered Trade- 
of . akers of 
eccessories to which said 


Dictaphone Corporation, 


A 
Trade-Mark is Applied 


Among the Prominent Users of 
Dictaphone Are: 

Owens-Illinois Glass Company, Toledo, O 

Phillips Packing Company, Cambridge, Md. 

Ralston Purina Company, St. Louis, Mo. 

R. T. French Company, Rochester, N. Y. 


Available in either the Desk or De Luxe Cabinet Models, Dictaphone 


fits easily into any executive working layout. 










= 
s are open for our valuable exclusive franchise 


n, Bridgeport, Conn 





Wellington St 


in Canada-—13 


I want to see y 
representative 


120 LexingtonAvenue, New York, N.Y 
West, Toronto 


Please send me my copy of 
What's An Office Anyway?’ 
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Fisher Company, the Dictaphone Company, the Addres- 
sograph-Multigraph Company, the L. C. Smith & 
Corona Typewriters Inc., Royal Typewriter Company, 
Woodstock Typewriter Company, Ditto, Inc., A. B. Dick 
Company, the Victor Adding Machine Company and 
many others. 

This section will also be an encyclopedic instruction 
book in that it will contain almost every instruction 








Almanac of 
Office Equipment 


The Cover of the 


required for operators called upon to perform some spe- 
cial office or production job. 

Among other departments of the Almanac of Office 
Equipment will be one devoted to business and personal 
English which will contain considerable material on 
that subject. It will list the correct terms, proper letter 
salutations, rules for spelling and punctuation and the 
like. The subject of business letter writing will also be 
treated in the Almanac while still other sections will be 
devoted to features, such as, “Personality in Getting a 
Job,” “The Ideal Secretary,” “Public Speaking as a 
Business Asset,” and “Practical Filing Methods.” Be- 
sides these there will also be a history of the various 
machines, tracing through the various stages of their 
developments up to the present day for the benefit 
of teachers and students of commercial schools. 

According to officials of the organization, dealers 
may purchase these Almanacs in quantity lots and dis- 
tribute them to their actual or potential customers as 
free, good-will advertising. 

Although the Almanac is not expected to be published 
until October, the organization has prepared sample 
dummies of the book showing the general set-up and 
representative material for the different departments. 
Copies of this sample dummy are available on request. 

~~ 
EIGHT DISTRIBUTORS JOIN FRIDEN 

Eight new distributors, one of whom is in Australia 
and another in Cuba, were appointed last month by 
the Friden Calculating Machine Company, Oakland, 
Calif. 

The new Friden representatives and their territories 
are: 

Rolco Office Systems Pty. Ltd., Melbourne, Australia; 
Casteleiro, Vizoso Y ca S en C., Havana, Cuba; C. P. 
Hayes, Dallas, Texas; Business Equipment Company, 
W. W. Harris, president, Charlotte, N. C.; H. L. Han- 
sen, Peoria, Ill.; R. M. McGillivray, Charleston, S. C.; 
E. A. Michel, Davenport, Iowa, and Mrs. Helen Bell 
Page, Washington, D. C. 
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i AMERICA'S EFFICIENCY EXPOS/TION 


October IDth to 24th,19 36 


COMMERCE HALL 
Port Authority Building 
Eighth Ave. and 15th St 


NEW YORK CITY 





















National Business Show Company, Inc. 


Frank E.Tupper, President 
50 Church Street New York 
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The ttl i} TEP . of punched card accounting 


ho br accuracy and greater speed 


Thousands of businesses and govern- 
mental agencies are today employing the 
punched card method for obtaining 
important accounting and _ statistical 
FACTS. The international acceptance 
of this modern accounting method is 
largely due to the fast and accurate per- 
formance which International Electric 
Bookkeeping and Accounting Machines 
offer. 


This modern machine accounting 
method resolves itself into three funda- 
mental steps: (1) the punching of in- 
formation in the cards from basic rec- 
ords, (2) the automatic sorting of the 
cards, (3) the automatic printing of the 
reports from the punched and sorted 
cards. 


Investigate the advantages in speed, 
-— accuracy and economy which Interna- 
tional Electric Bookkeeping and Ace- 
counting Machines now offer. Your 
nearest IBM office will be pleased to 
give you a complete demonstration. Get 
in touch with them today. No obligation. 
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JONES RETURNS TO BIRMINGHAM 


Paul S. Jones, special representative of the Birming- | 


ham branch of the L. C. Smith and Corona Typewriters, 
has returned from a general sales meeting at New York 
City —RHB 











Government Tested and Not Found Wanting.— 
This numbering machine made by the Bates 
Manufacturing Company passed with flying 
colors when it was subjected to a rigid test by 
government experts and made 3,000,000 impres- 
sions—far over the specifications stipulated. 
Following the test there was no perceptible sign 
of wear and the machine is still as good as new. 
——E——— 
ASHTON CELEBRATES BIRTHDAY 


Joseph Ashton, vice-president and sales manager of 
the Randolph Desk Company, 1859 Prospect avenue, 
Cleveland, celebrated his sixtieth birthday on August 
20 and received congratulations from many friends. He 
was born at Manchester, England, in 1876 and came 
to this country at the age of eight years. He became 
associated with the office furniture industry in 1905 
at Chicago and in 1910 went to Salt Lake City where 
he spent a year, and from there joined the H. S. Crocker 
Company, San Francisco, in the office furniture de- 
partment. 

Mr. Ashton enlisted as a private in the World War, 
served in France for thirteen months and was made a 
sergeant. After his discharge he went to Cleveland 
and the Randolph Desk Company. 

He belongs to the Veterans Business Club, Memorial 
Post of the American Legion, La Societe des 40 Hommes 
et 8 Chevaux, the Exchange and the Mercator Clubs, 
and is a great sport enthusiast. He has one daughter 
and two grandchildren.—AED 


—_—__——g—_—__—_ 
OFFICE EQUIPMENT BUREAU MOVES 


The Office Equipment Bureau of Brooklyn, N. Y., last 
month moved from an office to a store at 339 Adams 
street, in which is carried a full line of office furniture 
and equipment as well as complete stocks of stationery 
supplies. According to the officials of the company, 
many of whom were formerly connected with the sys- 
tems division of Remington Rand, Inc., the firm de- 
sires its name to be placed upon mailing lists of man- 
ufacturers in order that they may receive catalogs 


and printed matter issued from time to time. 
—_— -§ ——___—_- 


ALEXANDER BROS. EXPAND STORE 
Alexander Bros., Ltd., of Honolulu, H. T., recently 





made a large expansion of their store after acquiring | 


an adjoining structure. With many other lines the 
company is the representative of the Niagara Dupli- 
cator Company. 






BUSINESS TRANSACTIONS 
REQUIRE 


PERMANENT 
CARBON COPIES 


€EN-TR-KOTED 
CARBON 
PAPER 


(with the perfected 
Cen-tr-koted Backing 
Sheet) assures permanent records— 
that remain clear and distinct over 
the years. 


BIGGER 7 


PROFITS g 


An Exclusive Agency on Grand Prize 
Carbons and Ribbons is a sure step 
toward satisfied customers and greater 
profits. 











Write for our dealer 
Proposition Booklet 
and Samples. 


GRAND PRIZE 
CARBONS & RIBBONS 


PACIFIC CARBON & RIBBON MFG, CO. 
J. FRANCIS O'CONNOR, Pres. 


Head Office and Factory; 1451 Harrison St., San Francisco. 
Chicago: 608 So. Dearborn St. 
Portland, Ore. 


Los Angeles Denver 
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PACIFIC NORTHWEST NOTES 

Getting ready for the big back-to-school movement 
in September, and the laying in of school supplies, 
the Tacoma, Wash., Board of Education at a special 
meeting last month let text book contracts for $20,000 
direct to the publishers, and to The Stationers, Inc., 
and the A. F. Visell Company, of Tacoma. 

= * * 

Irwin-Hodson Company of Portland, long prominent 
in the office supply field, has been awarded contract 
by the secretary of state of Oregon to furnish 333,000 
license plates for 1937, at an approximate cost of 
$28,000. 





SIMPLIFY 
Your Problem Selling 
CARBON PAPER 








* © * 


For the purpose of conducting a general office sup- 
ae ply, as well as stationery and book business, the Ben- 

son Office Supply Company, Inc., has been recently 
es incorporated at Aberdeen, Wash., which community is 
“av | now going ahead with impetus gained from the lumber 
industry. John B. Benson, Dora S. Benson and Hale 

B. Porter have incorporated this office supply business 
with capitalization of $15,000. 


x * * 


3 The General Furniture Company of Seattle has re- 
ae cently won the award for a large quantity of student 
| desks to be placed in the new women’s dormitory being 
constructed on the campus of the University of Wash- 
ington, at Seattle. For the large number of desks and 


other items the General Furniture Co. bid $17,754 and 
won the award for this amount. 





* « « 


ry” . “eS 
rhe new National The University Bookstore, large retail office and stu- 
“THE T a NIE7°? os | dent supply outlet of the University district, staged 
THE ALL PURPOSE LINE | this summer its annual lost and found sale of articles, 
| such as fountain pens, pencils, books and hosts of other 
| items. The big store conducts a lost and found bureau 
wherein students of the universicy turn in articles 
found. If there is no claim for the object within sixty 
days from the time the article is turned in, the finder 


: 
“+ 
oe 
a may take title, or leave in the large assortment of 
: 
cad 
26 


Typewriter Carbon Paper 
consisting of 


Minimum Number of Grades 





articles to be sold in the summer at the big lost and 
found sale conducted by the large retail stationery out- 
let. Money realized from such annual event is either 
| used for the students’ loan fund, or for student welfare 


to covera 


Maximum Number of Requirements 





I : lifi na } . h i | b activities. Many of the students, it is noted, choose 
t simplhes the technica prob- the latter course in not claiming the articles they find 


: lems encountered by dealers or preferring that the store sell the items and use the 


revenues derived therefrom for the benefit of all the 
salesmen in selecting the correct students. 


* * « 


Almost a believe it or not. Frank H. Norby, the 
Seattle manager of the Royal Typewriter Company, 


a 
of 
+ 
| grade of high quality carbon pa- er 
: per to cover ever) particular need. aS while fishing recently off Possession Point, lost his 
a pocketbook, when it dropped overboard. Next morn, 
e another fisherman, trolling for salmon, snagged the 
ae | wallet along with seaweed. He thought someone had 
ae been drowned in the vicinity. But looked up the name 
ae and address inside, found Norby and restored the prop- 
mas 


erty to him. 


you, write us for full particulars 
on this latest development of 
: carbon paper merchandising. 


* * * 


Now, while this message is before 


¢ Bursting into poetry, the pen clinic of The J. K. Gill 
Company on Fifth avenue, Portland, has been rhyming 

| its sales promotion for “sick and dying” fountain pens. 
Entitled “The End,” a recent poem of The Pen Clinic 

ae was to the following effect: “Your own fountain pen— 


- > on . . . ight have this tragic end—If You don’t take steps 
58-1468 E. 55th St. Clev — ; P 
1458 E. 55th St leveland, Ohio to prevent it. So let’s give it a break—fix it up in 


z good shape—We know you will never regret it.” As 
A an extra inducement for having the “doc” in the pen 


THE BUCKEYE RIBBON & CARBON CO. 
GENERAL OFFICES 


























SEPTEMBER, 1 






Dealers from coast-to-coast 
flock to Remington’s 
10c a Day Selling Plan 


\X JITHIN forty-eight hours of Remington’s an- 


nouncement, hundreds upon hundreds of deal- 
ers had already started to use the 10¢ a Day Selling Plan. 
Every mail brings a flood of new recruits! “Ten Cents a 


Day” is sweeping the country! 


And no wonder. Everything is in your favor. Commis- 
sions are upped. No endorsement of accounts is de- 
manded. You have no responsibility if the customer 
does not pay. Once we accept your paper, if the sale 
goes sour, Remington takes the rap! More than that — 
if the account is paid in full within ninety days, the 
carrying charge ts cancelled! Absolutely the grandest 
selling plan any portable typewriter dealers have ever 


had to work with. Join the “gold rush” now! 


WEVE STRUCK 





Write for full details 
Remington Rand Inc. 
Portable Typewriter Division 


315 FOURTH AVENUE NEW YORK CITY 


RR RT LL TT 
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There is perhaps no other 
thing the man or woman of busi- 
ness buys which necessitates his 
relying so absolutely on the 
seller, for the protection of his 
reputation, as typewriter rib- 
bons. 


CLOTHES MAKE THE MAN 
INKED RIBBONS MAKE THE LETTER 


The ingredients which enter into their manufacture, de- 
termine the quality of typewriter ribbons. 

Every hour of the day, in the production of Miller Line 
Products, during and between processes they are measured, 
checked and rechecked, inspected, tested—for adherence to 
the specific standard. 

Every day the Miller Line Laboratory and Miller Line De- 
velopment Department are endeavoring to meet new require- 
ments with a perfect product for each requirement. 

Vigilance makes Miller Products what they are. Vigilance 
has made the Miller Line reputation what it is. 


CARBON PAPERS THE LINE THAT 
Made in a complete variety of weights and WITHSTANDS 
finishes, in all standard colors, and sizes, for COMPARISON 


any purpose where a carbon paper may be 





utilized. 


INKED RIBBONS 


made regularly in all standard colors and 
standard color combinations, record or copy- 
ing, and in seven different degrees of inking, 
for any machine requiring an inked ribbon. 





STENCIL INKS 


for Rotary Duplicating Machines. Open 


drum, closed drum, fountain feed, portable. 





INQUIRIES INVITED 
Manufactured Exclusively by 


THE MILLER-BRYANT-PIERCE COMPANY 
AURORA, ILLINOIS 


Our Forty-first Year 
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clinic perform his masterful surgery, names of owners 
were engraved in gold free upon the pens.—_CML 
a os 
NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 





Weddings galore this month among the Stationers 
and Travelers, as witness the following well known folks 
in the stationery industry who joined that great fra- 
ternity of married men so recently: 

Frank Zeller, the friendly buyer at Koch Brothers, | 
Des Moines, was married on August 15 to Miss Lauretta | 
Noe of Des Moines. Frank and the new bride will be 
at home, after September 1, at 543 Fifty-third street, 
Des Moines, Iowa. 

Ralph W. Campbell and Edna Bergstrom, co-workers 
at the Miller-Davis Company, Minneapolis, were mar- 
ried on August 1, and were the recipients of some very 
fine wedding gifts from their fellow workers. 

Bob Davis of the Smead Manufacturing Company, 
also took unto himself a bride on July 26, Miss Lovice 
Gutches, of Long Prairie, Minn. 


* * * 


Fred Vye, of Pouchers, and Clarence Tolve, of Miller- 
Davis, are both new fathers of bouncing boys, both 
births taking place during July. Congratulations from 
the Travelers to the newlyweds and the new proud 


fathers and mothers. 
* * > 


The big annual golf tournament given by the Twin 
City Stationers and Travelers took place at Southview 
on August 28. Several out of town guests made reserva- 
tions, among them Art Bergstrom of Sioux City, Al 
Sundberg and Fred Johnson of Duluth, and some of the 
golfing stars from Des Moines were there. Complete 
details covering this tournament will be given in the 
October issue as the forms for the September copy are 
closing as the tournament takes place. 

> > > 


Ray Hammond of Des Moines, Iowa, formerly with 
Zaiser’s, has joined the National Blank Book Company 
sales force, taking over the territory formerly handled 
by Harry Spurlock, who is going to take over the West 
Coast territory for National. 

In the August issue of this column in Office Appli- 
ances we inadvertently misnamed a friend or, rather, 
misspelled the friend’s name when we referred to Stan 
Griebel and spelled it “Gribel.” We're sorry and we 
won't do it again. 

—_—_———___ 
REMINGTON RAND COMPLETES TEXAS “U” 
INSTALLATION 

The systems division of Remington Rand Inc., has 
completed installation of 140 cases at the University 
of Texas for display of Texas historical objects during 
the University Centennial at Austin. An installation of 
sixty-four cases has also been made for the State Board 
of Control at the Texas Centennial at Dallas. Follow- 
ing the University Centennial, the cases will go into the 
new American Legion museum at Austin now being 
erected on the University of Texas campus. The cases 
for the Texas Centennial at Dallas are to be placed in 
the new State building for use in a permanent museum 








NO GLARE 
NO SHADOW 


COMPLETE 
DIFFUSION 


Lamp Illustrated Is 
No. 518 


FINISHES: 
STATUARY BRONZE, 
ANTIQUE BRASS, 
BLACK AND CHROME 


CALVERT Leads Again 


Our indirect lamps will give more light with the 
use of a 60-watt indirect bulb than other ordinary 
lamps on the market using a 100 watt standard 
bulb. This means a saving in electricity and elimi- 
nates excessive heat from a high wa bulb. We 
invite you to test our _— with a light meter and 
prove this to your satisfaction. Calvert indirect 
bulbs are furnished with all indirect type lamps 
which may be had in twenty different styles. 


Dealers are requested to write for catalog and 
prices. 


THE CALVERT LAMP CO. 


300 EAST FEDERAL ST. BALTIMORE, MD. 











following the close of the Centennial. 

Both of these sales was completed through the initia- 
tive of J. H. Froelich, manager of the systems division | 
of Remington Rand’s San Antonio office, assisted by 
D. E. Bean, library specialist out of Chicago—BCR 





for 


© cul 
Excluswoly 


FAST, DEPENDABLE SERVICE 


enabling you to maintain a live stock at minimum 
expense. Low handling cost results from combining 
in an order to us, your requirements of 


STATIONERS Glassware 
Hardware 
our 150-page Calendars 


talog at hand for 
ready reference. Sent 


free on request. Specialties 
Frank A. Weeks Mfg. Co. 


Wholesale Stationers and Importers 
309 Broadway New York, N. Y. 


See our exhibit at the Station- 
ers Convention, Palmer House, 
<sieame . September 21, 22, 
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SMITH-CORONA BIRMINGHAM BRANCH 
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~ 7. - = ~ CELEBRATES 
= —_ Se = “oa After winning second place in a national contest, the 
= ea <2) a = = Birmingham branch of the L. C. Smith and Corona 
7. = Nn ro - n Typewriters staged a celebration at the Rex Club. Man- 
mn © ~ _ < ager A. M. Weems took the prize money and entertained 
- “ = the entire staff including several persons from Gadsden 
< = on ; ~ and Montgomery. 
ea a 23 7. x Those present included Mr. and Mrs. George Gay of 
‘am —_ =~ Gadsden, Ala. Mr. Gay ran up a percentage of 400 
, = ae ea — per cent of the sales quota during the sales contest. 
7. = — - G. C. Land of Montgomery who had 450 per cent of his 
- * v4 a ' ~ quota of sales was also present, as was Bob Poole, fore- 
—_, 7. 1 > ~ _ man of the Montgomery mechanical department. 
ee “ = . o Others included: Henry Willieford, Raymond Morton, 
_ = f= Yl ne William Brook, Herman Cobb, Mrs. William H. Holder, 
= = B= S&S | a Mrs. R. M. Morton, Mrs. Alva Going, and Mr. and Mrs. 
SC m= = Tey ~ -. | A.M. Weems, all of Birmingham. 
(> = => _ ay A chicken dinner was served which was followed by 
~ ~ = — < a dance. 
. _ = = < ~ July was the biggest month in the history of the Bir- 
S — ES ry an -~ mingham branch, Weems told the gathering.—_RHB 
9 : = - — 
_ hs £ ° 
~~ ste iF 
=e, 5 
Ex 
s2-= & 
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NO MORE CREDIT 


Reduced reprint of one of several humorous 
cartoons produced by C. J. Possa, 223 West 52nd 
Street, New York, for sale through dealers and 


INFORMATION FOR 


APOLIS, MINN., U. S. 






DUPLICATOR SUPPLY (¢ 











3 = agents. The original from which the illustra- 
7 - tion was made _~ peed — measuring 
> — ‘/4 A, 4 5. 
| = os 
> = = WEBER COSTELLO CATALOGUE FEATURES 
oN ~ STREAMLINED GLOBES 
4. The streamline trend in globes with the base closely 
Se) } following the general design of modern airliners is fea- 
Ke mJ tured in the latest catalogue of the Weber Costello 
an - Company, Chicago Heights, IIl. 
~ 2 Sins In this fine showing of globes, which is amply illus- 
a — trated and described in the eight pages of the booklet, 
em ; : wait: 
| £ i. is every model made by the company from the six-inch 
: = "d= 7 size, suitable for desk corner or what-not shelf, to the 
é Z = = geose eee; ° handsome floor model which is done in the Duncan 
= = f= Eves Sees " Phyfe style with antique bronze trimmings. 
ad a= “Ses wee - All of these globes have been newly engraved and 
; =3°% Feits ” contain a host of political and physical data including 
gas > “Fe = such information as that on short-wave radio station 
essg 4 5255 ™ locations with the call letters, all prominent dams, the 
yi, Estss & site of the Post-Rogers air crash, the routes of epoch- 
tress oe ‘. making air flights and of the China Clipper. Some of 
2 soit Zs the models are accompanied by a ready reference atlas 
Se3iy 8222 * | of the world. 
S7h.8 2cisi 5 werrentfiiovere 
$3325 rio >2 SMITH TO COVER NEW YORK FOR CALVERT 
ggc= <5 :- < Howard A. Smith, for many years buyer for the Hale 
= 2: éF3 e=§-2 ~ Desk Company, New York City, last month joined the 
== Seeys SS we § _ sales staff of the Calvert Lamp Company, 300 East 
=H= emir ¢ Sats =< Federal street, Baltimore, Md. He will take over the 
=§= e5sics FSfit & metropolitan area of New York City which was for- 


merly the territory of H. A. Clemetsen. 


























SEPTEMBER, 1936 














The 


ULTLESs' 


LOOSE LEAF BOOKS 


Line 


Flexi-Post Binders 
Faultless 
Success 
Practibiit 


Catalog Binders 


Ledger Outfits 
Super-Expansion, Keyless 
Rival "X" 


Broadway 


Sectional Post Binders 
Progress 
Rapidlock 
Stalok 


Challenge 


Miscellaneous 
Ledger Sheets and Indexes 
Columnar Sheets 
Columnar Pads 
Prong Binders 
Storage Binders 
Sheet Holders 
Meter Binders 
Catalog Covers 
Punches 
Flexible Folders 
Memo and Price Books 
Ring Binders 
"S-O" Ring Binders 
Zipper Ring Binders 
Visible Record Equipment 
Visible Record Sheets and Indexes 
Commercial and Bank Forms 
Durabilt Minute Books 
Durabilt Record Books 
Posting Trays and Indexes 
Posting Binders 


Posting Sheets and Indexes 


9 f * 
to the Success of the Dealer 


Back in the beginning of this organization, the dealer question was thought 
out along certain lines. Those pioneers reasoned that unless the dealer 
was successful, they couldn't be. In the design of the product, in the manu- 
facturing and establishing of quality standards, in the setting of sales 
policies, in the establishment of prices, the foremost thought of these men 
was “How will it affect the dealer?” 

And so it is today. For instance, the policy of “No Direct Selling” definitely 
works for the benefit of dealers by not adding to their competition. As to 
quality, our dealers tell us that they take orders constantly, on the basis 
of sheer merit, alone. 

On the question of delivery. We carry a large stock of regular items and 
are ready for quick action on all special items. Our reputation in this 
respect is well known to our dealers. 

In connection with new items. We consult with our dealers, we study the 
needs of their customers and then develop a product along the lines that 
we know will meet that demand. For instance, the Multiple Unit Stand 
with FAULTLESS Visible Binders as shown in the illustration below, is a 
development that grew out of an actual demand on the part of the dealers’ 
customers. See it at the Convention. 

This Convention will probably be the greatest get-together stationers have 
had in many a year. We hope to meet you there, shake your hand and 
become better acquainted. 

* See our exhibit at the Convention. A complete line on display. A brand 
new catalog is ready. Be sure to get one. 





Showing ease of posting in Multiple Unit Stand and Faultless Visible Biuders 


STATIONERS LOOSE LEAF COMPANY 
New York MILWAUKEE Chicago 
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URABILITY is not an accident. It must 
be planned in advance and built in the 
finished article by the use of certain mate- 
rials and a construction developed by experience. 








Any substitution to influence price is invariably a 
compromise with durability. 


Bushnell’s Wallets and “Vertex” Filing Pockets 
are durable. They are carefully constructed of 
“Paperoid”—a material made of hemp rope fibres. 
Nothing compromised and nothing accidental. 
Just satisfaction and real value. 


ALVAH BUSHNELL COMPANY 


925 Filbert Street, 
PHILADELPHIA 
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Ys origi HARD = TPE, in 
THE FAMOUS KOH-I-NOOR DRAWING PENCIL (N@ 1500) 


$ PENCIL is known, by reputation at leads (No. 2200) inall I7degreese They are 
least, to everyone to whom thegraphité 60¢for a box of six @ The adjustable holder 
pencil IS & RécéSsary working instramente P réd(No.1511) sells for 50¢e 


It comes in [Tdegrées, ranging from 6B to 
9H e Every lead 1s dense, shoots cnifeenpal Try KOH-I-NOOR /or- 4 


ai taccmnes is anions. — a! oe 

ae oy 

Decora badsine  \ Ser ganed Sed tee | 
¢ Artists’ Pencil" (below) has the identical | dork Sonat, LSet tone 7 J} 

KOH-I-NOOR ARTISTS? PENCIL (N@ 15144) 


Se ~« HB *"KOH-I-NOOR” & L&C HARDTMUTH, CZECHOSLOVAKIA | slit ceeneatedaoes | 
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LEET FEATURES COLLEGE SUPPLIES 
The Leet Typewriter and Equipment Company, 425 
West Walnut street, Louisville, Ky., features a service 
to business college and other students. The store car- 
ries a large stock of carbon papers, typewriters, foun- 
tain pens, duplicators and has one of the largest foun 
tain pen repair departments in Louisville.—-CG 





Bates “Quints.”—The Bates Man- 
ufacturing Company thought up 
the illustration presented here 
as a means of announcing five 
new and interesting develop- 
ments which may be expected in 
the Bates line between now and 
Christmas. Details will be an- 
nounced later. 


——_@——— 


SHEAFFER’S NEW TRADE CATALOGUE 

A colorful and handsome new trade catalogue, which 
stresses the “seven of today’s most desired pen fea- 
tures,” has recently been published and issued by the 
W. A. Sheaffer Pen Company, Fort Madison, Iowa. 

A principal feature of the catalogue, according to 
Harry Waldron, sales manager for the Sheaffer Pen 
Company, is the clear and comprehensive manner in 
which the seven features of Sheaffer pens are presented 
for the benefit of retail salesmen and women who, 
when having mastered the features and their meaning, 
are equipped to increase sales considerably. 

The book also features the company’s new Visulated 
pen which is described and illustrated in all its forms. 
The company points out that the Visulated (visible and 
insulated) pen emphatically does not replace the 
Sheaffer vacuum-fill-type pens which are being sold 
and advertised as before. The catalogue also includes 
this type of pen in all completeness. 


——_<g>——— 
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TYPEWRITERS 
1D 


New Sign for Royal Dealers.—This fine adver- 

tising medium is furnished free to all Royal 

portable dealers. It is three and one-half feet 

in length and is constructed of double thick 

plywood, furnished in mahogany or walnut with 

red trimmings. Two chains are provided for 
hanging the sign if desired. 








0 i 


SCHMIEDERER RETURNS FROM VACATION 

William Schmiederer, manager of the stationery de- 
partment of the Buxton & Skinner Printing and Sta- 
tionery Company, St. Louis, and president of the Sta- 
tioners Association of Greater St. Louis in 1935, accom- 
panied by Mrs. Schmiederer, took a little holiday in 
August at Chicago and other northern points. They 
returned home Sept. 1.—HB 
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We're sticking to our same old way of mak- 
ing ink, for fifty years experience has taught 
us that a finer ink than Higgins just can’t be 
made. But we’re modern enough to keep seek- 
ing improvement—so we redesigned the bottle. 
You'll find the new Higgins bottle trim- 
mer, more graceful—easier to cork and uncork 
with one hand. Moderns and conservatives 
alike are hailing it, for it’s little touches like 
this, plus the ink’s unchanging superiority, that 
makes Higgins the standard of the world, 


CHAS. M. HIGGINS & CO., INC. 
271 NINTH STREET, BROOKLYN, NW. Y. 


















PHILLIPS PROCESS CO., Inc. 
| . 





HILLIPS 


Wu 


SSIST YOU TO OBTAIN 


RELIEF | 


From your Carbon Paper and Ribbon troubles. 


Users are again Quality Conscious. Be prepared 
for the forth-coming up turn in business by connect- 
ing with a Manufacturer who has the technical 
knowledge, skill and ability to supply you with 
trouble free products. 


Prices and samples are yours for the asking. Write 
now. 





2 ST. PAUL ST., ROCHESTER, N. Y. 
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For quality in 
loose leaf rings, 
buy 


CARPENTER 
HANDY RINGS 













Made of solid brass, 
heavily nickelled, 
naturally wear for- 
ever without rusting 
or becoming loose. 


~~ 





Display illustrated 
consists of five popular sizes 
of the best Loose Leaf Rings on the 
market. 

Sises ¥"-34"-1"-112"-2" Diameter 
Write For Prices 

Sold by the Stationer who sells THE BEST 


The E. W. Carpenter Mfg. Co. 
MANUEACTURERS OF... BRIDGEPORT, CONN. 


LOOSE LEAF METALS 


THE NEW 


DUPRINTER 


PORTABLE *° CONVENIENT 
MAKES EXACT PHOTO-COPIES 
AT AMAZINGLY LOW COST 


From any book, catalogue, X-ray, news- 
paper, film, document, letter, etc..—even 
when printed on both sides—The DU- 
PRINTER makes finished photo-copies quick- 
ly and confidentially. No skill or dark room 
required—anyone who can read simple in- 
structions can operate it. 


The extremely low cost of DUPRINT paper 


066664. 
PPP LEPLEPCLLPe 





P2DD6624-4>- 
PPP PILL LOL LLLP 








and supplies makes DUPRINTS cost but a 
few cents a copy. 






Financially responsible distributors can 
obtain franchises. 


DUPRINT CORPORATION 


36 W. 44th ST.. NEW YORK, N. Y. 


Special Offer! 


The DUPRINTER and 


complete outfit for 


$85.0 
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REPUBLICAN NATIONAL COMMITTEE 
PICKS REMINGTON RAND PRODUCTS 

As a means of operating the accounting procedure 
for handling campaign contributions, the Republican 
National Committee has standardized on products of 
Remington Rand, Inc., according to a statement issued 
recently. 

As soon as the national convention came to a close 
at Cleveland an order was placed with the Remington 
Rand Chicago office for 100,000 triplicate forms, 12,000 
contribution disbursement sheets, several binders and 
a model 80D Remington accounting machine with 
shuttle carriage. This order was filled by the Benton 
Harbor, Mich., plant despite the fact that only four 
days were allowed by stipulation. 

The accounting machine is arranged so that name, 
street address, and city of each contributor may be 
written in a vertical form and at the same time make 
by carbon a one-line horizontal entry on the cash book 
form. 

—— 
DUPLICATOR SUPPLY CORPORATION 
ISSUES NEW CATALOGUE 

A new eight-page catalogue, dressed in an attractive 
orange-colored cover and replete with illustrations of 
the company’s products, has recently been issued to 
the trade by the Duplicator Supply Corporation, Min- 
neapolis. 

The booklet is of dimensions which makes it handy 
for pocket or briefcase and carries considerable de- 
scriptive matter and pictures of the various types and 
sizes of duplicators manufactured by the company. 

Dealers may obtain a copy of the booklet by com- 
municating with the Duplicator Supply Corporation 
home offices. 

—$_>—____ 


CORRY-JAMESTOWN ISSUES BLOTTER SERIES 


For the use of dealers in connection with their dis- 
plays of “Steel Age” products, the Corry-Jamestown 
Manufacturing Corporation, Corry, Pennsylvania, has 
recently issued a new series of attractive blotters as 
part of its sales campaign. 

The new blotters have been made in various sizes 
and each carries a pertinent sales message which 
should materially aid dealers in securing business. At 
the same time the company has produced a large 
Bronzoid sign which also will be sent to the Corry- 
Jamestown dealers on request. 

The blotters will be furnished to dealers without 
charge and they will be imprinted if it is desirable. 


Oe 


WAGEMAKER DESKS FOR REPUBLICAN 
HEADQUARTERS 

The Wagemaker Company of Grand Rapids, Mich., 
reports having furnished the Republican National Com- 
mittee Headquarters in Chicago, through Jos. Gins- 
burg, Inc., one of their Chicago dealers, an installation 
of approximately 250 desks in the first two or three 
weeks of August. 

———< 
ROY DAVIS MOVES 


Roy A. Davis, The Typewriter Man, has re-located at 
125 North Tejon street, Colorado Springs, Colo., in a 
building which he had remodeled expressly for the 
needs of his business. A new heating plant, new plumb- 
ing, and new office fixtures have been installed. Mr. 
Davis was located at 105 North Tejon street for several 


| years.—ATW 
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Start your customers q 


with a PRONTO file ® 


Watch them continue to add ad- 
ditional files to the original pur- 


chase. PRONTO sales mean 


repeat sales. 


And you'll find a place for one 
of the 26 sizes of PRONTOS in 
every customer s office and factory. 
Their economy, attractive ap- 
pearance and usefulness make 
quick sales. 


WRITE FOR PRICE LIST 
PRONTO FILE CORP., 636 Broadway, NEW YORK 


PRONTO 


THEY JUST KEEP ROLLIN ALONG 


Every dealer knows how annoying a exclusively by us. These are leaders 
e slow moving item can be, and every in THE COMPLETE LINE. 
dealer who carries the STORMS line 


of ribbons and carbon paper appre- 








Write today for full information. 





























ciates the speed with which they “just ecard ' ‘ical off 
- o> ee | egar ess oF your po itical a lations 
keep rollin’ along”! you will heartily endorse the H. M. 
And another point—WE PROTECT apens Gangeny 5 poles Ga 
THE DEALER by our strictly whole- “> » Coane Snake solicit 
sale policy. No direct orders, no 2. H. M. Storms offers you quality 
company branch offices to take the merchandise that can’t be beaten. 
cream off your business! It’s all yours! 3. H. M. Storms offers you quality 
merchandise at a price which af- 
CLEANGRIP Carbon Paper ve the fords you the highest of profits. 
ne ll only carbon paper made with Built-In 4. H. M. Storms offers you the bene- 
“COrnps eter Curl Resistance and STORMTEX fit of — . - 
; emai? Typewriter Ribbons . . . the sharpest Cotes ws Aion ee 
The'Complete Line writing ribbon obtainable which gives 5. H. BA. Seems coe ehtenifeen 
you a print-like write combined with to the trade offering you complete 
. a remarkable durability, were origi- new Far nergy a 25 
nated and are manufactured and sold 








H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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STATIONERS: 


Attractive profits await you through the sale of 
ERROR-NO and TURN-A-PAGE copyholders. A 
field which at present is wide open and waiting for 
you and you to develop for 
yourself a prospering busi- 
ness. Write us today. 


















ERROR-NO. A dependable rigid 
type copyholder. For 20 years the 
standard of dependability and 
service in all transcribing. Indis- 


URNAPAG 
pensable in payroll and statistical T . 


work. Built in seven sizes—a model for every need. 


TURN-A-PAGE—at last a copyholder that folds away with 
the typewriter—ready at the touch of the hand when needed. 
Turns pages of copy in a truly marvelous manner. A device 
the business world has long demanded. 






















THE DAWN MFG. CORP. 


181 St. Paul Street Rochester, N. Y. 












Note: The Dawn Mfg. Corp. is a subsidiary of the Hall- 
Welter Co., Inc., who manufacture the famous SPEEDRITE 
checkwriter and the new inexpensive CHEXSIGNO signer. 






SPECIFY 


Vv 


w Proje ectin Sig snal by Cc 


se eh: a ; 
SRR : FREE ROA 





$$$ 


17 18 19 20 





12345 67 8 9 10 11 12 13 14 15/6 


a 
OW TAB-HIGH VISIBILITY 
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DOES NOT EXTEND BEYOND EDGE OF BINDER 
EXTRA LARGE “WINDOW” AIDS PROGRESSIVE SIGNALING 

















Keeping in step with modern filing re- 
quirements **Cook’s”’ offer this new pro- 
jecting signal (pat.). The low tab does 
not project beyond the edges of loose leaf 
binders and allows ample clearance in file 
drawers. Insures neat, orderly sigual- 
ing. 

The oversize opening or “‘window”’ gives 
full visibility to printed matter along 
the edges of the card or sheet; indispen- 
sable in progressive signaling, where the 
signal is moved to various positions. 


The Patented **\ 


THE H. C. COOK CO., 


points spread easily 


14 BEAVER 


to engage the paper, permitting ex- 
tremely easy attachment. The clincher 
effect of the points keeps the signal in 
close contact with the card at all times. 
eliminating the possibility of other cards 
catching underneath. 


Like all Cook signals, 2V is made of 
Stainless Steel—will not rust or tarnish 
—and may be had in 12 fast, non-chip 
enamel colors. Complete Sample Card 
together with illustrated catalog price 
list and discount sheet, gladly sent to 
you upon request. 


ST., ANSONIA, CONN., U. S. A. 


MAKERS OF SIGNALS FOR EVERY 
MODERN FILING REQUIREMENT 








WwW 


PATENT 
CLINCHER GRIP” 
SIGNAL CAN'T 

SIDE-SLIP OR 
CATCH ADJOINING 
SHEETS 


STAINLESS 
STEEL 


WILL NOT RUST OR 
TARNISH 
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NIAGARA EQUIPMENT ON GOVERNMENT 
CONTRACT 

The Niagara Duplicator Company, of San Francisco 
and New York, announce that their complete line of 
Standard Niagara duplicators and accessories are now 
on the United States government procurement division 
contract for the fiscal year 1936-37. The company 
recommends that all authorized Niagara dealers imme- 
diately contact all federal government agencies, bu- 
reaus and offices in their territory, advising that 
Niagara equipment is now available to them. The 
Niagara company will shortly issue to each dealer a 
list of all federal agencies coming under the jurisdic- 
tion of the procurement division schedule. 














HECTOGRAPH REFILLS 


There is a good profit opportun:ty 
for you in Graphic Hectograph Re- 
fills for the thousands of Hecto- 
graphs in need of refills to restore 
their usefulness. Furnished in 
smart, lithographed cans the refills 
are dissolved by heating, poured 
into the Hectograph tray and left 
to solidify. Made by Graphic is 
assurance of the best. Try this 
profit producing number. 


GRAPHIC DUPLICATOR CO. 
148 Lafayette St. New York, N. Y. 
CHICAGO BOSTON CLEVELAND 


N\ 














Manufacturers of a complete line of 
duplicating machines and supplies. 








Dainty, Useful and Inexpensive.—This new pen, 
made to retail profitably at twenty-five cents, 
is manufactured by David Kahn, Inc., North 
Bergen, N. J. It is a lever-filling midget pen * Retin 
with a stainless point and is filigree-banded. It 
comes tied to a souvenir card with ribbon. 


Pench as ¢ hans. 


Atang — 7) 
hoo Aron table 
Mane CAs 
hack. 


—— 


AUTOCOPY ISSUES NEW CATALOGUE 
A new, fourteen-page catalogue, attractively dressed 
in colors and containing many illustrations of the com- 
pany’s lines has recently been issued by Autocopy, Inc., 
450-466 West Superior street, Chicago. 





The new book illustrates and describes the means by Visible 
which Autocopy is a method of making up to 100 copies D A y D ‘7 Xx Memo 
of anything hand-written, typed or drawn. Another Calendar 


section deals at length with Handicopy, the Autocopy 


The patented feature responsible for the 


j = i ; . success of Daydex is the visible sheet ar- 
model for large and medium-sized institutions; the rangement. A whole week's appointments Od 
Presto, a low-priced and efficient duplicator, and the and memos are visible at a glance, yet er 
there is a roomy page available for each 


Quik-Copy, a portable duplicator for personal use. 
Copies of the catalogue may be obtained by writing 


niente ™ del of the Daydex Calendar with ttractive Get your 
to the company’s home offices. permanent base. This base one be imprinted for share of 
~— z advertising or gift purposes. the busi- 
The egula Dayde mikes an excellen 
POPEYE GRACES NEW EAGLE PEN advertising medium by tmorinting the 


The Eagle Pencil Company, Toronto, Ont., has intro 
duced a new line of fountain pens in which the figures 
of Popeye the sailor and Olive Oyl are built into the 
caps. They are lever filling and are made of DuPont 
pyralin barrels in green, yellow, blue and red.—SJL 


day's notations, 
For 1937 there will be available a new refillable 


cover 


DEFIANCE SALES CORPORATION 


72 SPRING ST., NEW YORK, N. Y. 


Exclusive representatives and distributors for U. S. and Canada. 


NOW! 
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BUSINESS IS BUILT 


UPON THE IDEA 
OF QUALITY 
AND THESER- 
VICE WHICH 
QUALITY 
RENDERS. 








RELIABILITY 
AND SERVICE 
FORM THE 
BASIS OF 
GOOD BUSI- 
NESS. 
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INTERNATIONAL 


TYPEWRITER 


G080000860608 


Munson Suppty Co., 348 Hudson St., New York City 


Please send information about the New Key 
ew Package and Counter Display to 
Name 


Address 


Cily.. , i .- Slale . . 


—T | 








A Complete Line of 
LOOSE-LEAF 
SHEETS 


INDEXES 











New prices and New Discounts on a greatly enlarged line 
of ring binders, post binders, ledgers, catalog covers and 
special binders. The latest in loose leaf bindings and sizes. 

Have you a copy of our 2 35 catalog? 


THE TENACITY MANUFACTURING CO. 
CINCINNATI, OHIO 
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REMINGTON RAND’S “TIMEPIECE” RACE 

One hundred beautiful wrist watches, both men’s 
and women’s models, will be the prizes awarded win- 
ners in a sales contest being staged by Remington 
Rand, Inc., for its salesmen all over the country. 

Those eligible for the contest in the typewriter divi- 
sion are senior salesmen, junior salesmen, supplies spe- 
cialists, duplicator specialists and Line-a-Time sales- 
men. 

The watches represent the finest merchandise avail- 
able and have been selected with care by Remington 
Rand’s buying officials. There are five types from 
which to choose and are such as will make desirable 
gifts for wives, sons and daughters. 

—— oo 
MOORE DESIGNS COUNTER CABINET 

Designed and built to hold a complete assortment of 
the company’s line of maptacks, a new and handsome 
all-metal revolving cabinet for counter use has been 
made by the Moore Push-Pin Company, Philadelphia. 

Although the new stand is capable of also housing 
ample reserve stock it is so constructed that it takes 
up the minimum of room and is ideal for dealers who 
must conserve space. 

According to officials of the company jobbers 
throughout the country report the new display as in- 
creasing sales as much as 100 per cent. 

ee 


MAJESTIC LOUNGE ON THE AIR 

For the purpose of stressing the merits.of Majestic 
leather office furniture, the Majestic Lounge Company, 
Inc., 6 West Eighteenth street, New York, N. Y., has 
announced the purchase of time on radio station WINS 
in New York. 

According to William Berkowitz, president of the 
company, the broadcast will be made every Friday 
night at 6:30 o’clock interspersing a musical program. 
The same station will also make half-minute announce- 
ments concerning Majestic leather furniture at inter- 
vals during the day, Mr. Berkowitz said. 

LAMMERT INCREASES STORE SPACE 

The Lammert Furniture Company, 911 Washington 
street, St. Louis, Mo., has doubled the floor space given 
over to the office furniture display, making a total of 
approximately 4000 square feet. Lammert’s has also 
inaugurated a policy of featuring modernistic furniture. 
J. H. Smith is manager of this department, which in 
conjunction with other divisions of this big store is ob- 
serving the seventy-fifth anniversary of its founding. — 
HB 

a 
BARRETT ADDING MACHINE MISSING 

George L. Rogers, Chicago representative of Barrett 
Adding Machine Company, reports the theft of a Bar- 
rett electric, Model 83 AE, Serial No. 124732. It was 
stolen August 17 from the offices of the Triangle res- 
taurant chain in Chicago. Anyone who might happen 
to come across the machine is requested to get in touch 
with Mr. Rogers. 

oe 


FARRIS TRANSFERRED TO MONTGOMERY 
George W. Farris, city salesman for L. C. Smith and 
Corona Typewriters Inc., in Birmingham, has been 
transferred to Montgomery as city salesman for the 
agency there in charge of G. C. Land. Farris took his 
wife with him and will make his future home in the 


| capital of the state—RHB 
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A new PAPER FASTENER 
makes friends quickly 


Check over these features: 1.—A finger pressure 
slides the lock-bar to one side, releasing both 
prongs simultaneously. 2.—Though the lock-bar 
releases easily, it binds both prongs securely— 
avoids accidental opening. 3.—Entire face of 
SlideLok Fastener closes so no parts are exposed 
to catch or tear other papers. 4.—SlideLokFas- 
teners open and close much more quickly, reducing 
usual filing time at least a half. 5.—File clerks like 
the absence of loops or catches that usually re- 
quire thumb-nail urge to open. 6.—A\ll these ad- 
vantages at no increase in cost. And we will 
protect you in your territory, too. 


Stipe Lox 


(Patented) 





Samples and 
prices gladly 
sent. 


JOSEPHSON MFG. CORP., 401-403 W. 14th St., New York, N. Y. 




















BUYERS SAY: 


‘‘SPENCERIAN FOUNTAIN PENS 
ARE TODAY’S BIG PEN VALUE!”’ 


— the increasing demand for replace- 

ments in writing equipment with this sturdy, 
serviceable Spencerian Fountain Pen. It is ex- 
pressly designed to provide the utmost in foun- 
tain pen performance at a low price. Traditional 
Spencerian “easy quill’ writing qualities and 
improved features of construction guarantee cus- 
Easy to sell because every 
And because 


it so very obviously gives more than a full meas- 


tomer satisfaction. 


office can afford its moderate cost. 


ure of value for its price. 


Large size, 14 kt. solid gold extra hard-tipped point. 
Scientifically designed Spencerian ink feed pro- 


vides a smooth, even flow. Fine, medium stub, 


or dome point. Modern colors. 


Visit our exhibit 

National Stationers Convention, 
Palmer House, Chicago, 

Sept. 21 to 24. 





$900 


List Price 


{ Looking for New Ideas? 


i, 


SINCE 1858 


SPENCERIAN 


—_{F~ PEN COMPANY 


CPG OUM AI “mL 
THE BEST PEN NAME New York, N. Y 











VUL-COT 


-the National Wastebasket 


Guara 





NO METAL TOPS TO DENT, BEND, CORRODE OR SCRATCH 


Vul-Cot for profit! Vul-Cot is standard equipment in 
87 per cent of business offices. Constructed through- 
out of National H-A-R-D Vulcanized Fibre, with a 
super-strong, double-rolled fibre top. NO SOFT FIBRE. 
Will not crack, split or splinter. Liberal sales policy. 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 


STATIONERS / 1/75 voulr 


LINE... EXCLUS/VELY/ 


“STEEL- STRONG’ PROOUCTS ARE SOLi 


THROUGH DEALERS ONLY 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . . . with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin —_ 
Currency Cabinets, etc. ... and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL-STRONG "PRODUCTS 
a fA 











oan, i NNATI.O 


THE C.L.DOWNEY CO. 
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THE Convertible 


CUSHION 


pad ) bee | Pd | Ds FS 


Popular the Year ‘round 
Especially in demand NOW 


The CONVERTIBLE offers exceptional opportunity for 
profitable business. The fibre side makes a cool, com- 
fortable seat, protects the clothing and is long wearing 
and durable. For winter, the cushion is reversed, put- 
ting the velwet corduroy surface in use. 

The “Perfect” line includes several other numbers no- 
tably the EXECUTIVE, a 2-inch sponge rubber cushion 
covered with thick pile velour, boxed edges, in brown, 
green, taupe, blue and maroon—the COMMERCIAL, 
one inch, and the JUNIOR ths inch thick. 


STATIONERS—full details will be sent you promptly 
on request. 


The Perfect Rubber Seat Cushion Co. 
5200 Akron Street Philadelphia, Penna. 























CLEANS TYPE—REMOVES SPOTS 





For Dual Service—Get this NEW 
No. 400 SPEED-MO 


TYPE BRUSH and CLEANER 


Here’s the smartest idea yet. Cleans typewriter and 
other type to the queen’s taste. Snap in the special brush 
and it will do just as fine a job removing spots from cloth- 
ing, gloves, fabric, shoes, etc. 

Nothing like it for office, home, or travel. Compact 
outfit includes Cleaner fluid and refill, valve-controlled 
brush, and extra brush for spot-removing. It’s a keen 
seller, with good profit margin. 

Write us today for details and prices. 


RIVET-O MFG. CO. 


42 Jason Street Orange, Mass. 














OFFICE APPLIANCES 


Filing Supplies 
by WARSHAW 


Give your customers more for their money with 
WARSHAW supplies. Just drop us a line for 
samples. We'll prove it to you. 

WARSHAW Reinforced Folders are now made of 
an improved quality of stock, round cornered, 
perfectly scored—and no increase in price. 
WARSHAW Index Cards are rotary cut on four 
sides, excellent stock, uniform ruling. Wrapped 
in Cellophane. 

Better products for the same price. Write us 
to-day. 


WARSHAW MFG. CO., Inc. 
1 Main Street BE. 
Brooklyn, N. Y. sae se 


PRESSBOARD 
AND METALTAB 
GUIDES 


INDEX CARDS 
FOLDERS 


PROTEX STICK- 
ONS 


MENDING TAPE 


GUMMED 
INDEX TABS 


* " 





















Weber Costello Globes 
SELL THEMSELVES! 





Your Customers Stop 


TO LOOK 
TO ADMIRE 


TOBUY 


The whole line of at- 
tractive Weber Costello 
Globes of the World are 


NATURAL PROFIT-MAKERS 


for you. New maps... new 
features... beautiful color- ie. Me J, Gove. 
. . autifully designed, attrac- 
ings...full,accurateinfor- {ively colored’ in’ pastel 
mation ...all make each _ shades . . . this is an ideal, 
Weber Costello globe some- inexpensive globe all your 


~ customers can afford. RKe- 
thing everybody wants. tails at $3.50. 


Display Weber Costello globes in your store. Suggest 
them to your customers for gifts ... for their 
children ...as an attractive addition to the 
living room .. . for libraries, offices, and countless 
other places. A new catalog just off the press shows 
the complete stock of these FAST-SELLING globes. 
Send for your copy today. Address Dept. G848. 











WELDED COSTELLO CO. 


SAQNT EAC TER EES _ 2f * breaded PEt es, bbe. 
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Birmingham, Ala.—Paul S. Jones, special representative of the Bir- 
mingham branch of the L. C. Smith & Corona Typewriters Inc., attended 
a general sales meeting at New York a few weeks ago 

Colorado Springs, Colo...Roy A. Davis, “The Typewriter Man,’’ has 
moved from 105 North Tejon street to 125 North Tejon street 

Fort Smith, Ark.—D. C. Baldwin, manager of the Typewriter Exchange, 
spent his vacation the last two weeks in August in the southwest Missouri 
Ozarks 

Fort Smith, Ark.—R. 0. Matthews, local distributor for the Royal 
Typewriter Company, has been discharged from the hospital after a minor 
operation Following his recovery he motored to Colorado on a vacation 
trip, accompanied by his wife 

Montgomery, Ala.—George W. Faris has been appointed city salesman 
for the local agency of the L. C. Smith & Corona Typewriters Inc 

Oxford, Miss.—The local agency for the L. C. Smith & Corona Type- 
writers Inc. has been assigned to Clarence Mullins, editor of the Oxford 
Eagle 

San Francisco, Calif.—-Guy E. Goheen, who was recently manager for 
the Woodstock Typewriter branch, has become manager for the Guarantee 
Typewriter Company at 17 Second Street 

San Francisco, Calif.—C. E. F. Russ, manager of the Royal branch in 
San Francisco, reports business continuously good. In fact the first half 
of this year the branch has exceeded any entire year before the depres- 
sion . . . And the fali looks big again 

San Francisco, Calif.—Excuse us for the delay, but as C. H. Billington, 
manager of the San Francisco branch of the Smith-Corona is still smiling 
we will explain that it is because of a fine baby boy to whom his wife 
introduced him on June 11 Both wife and baby boy are prospering. 

San Francisco, Calif.—-The L. C. Smith branch realized quite a stimulus 
to summer trade from the vacation contest Of their force, Meyers won 
first place in his class, with a prize of $100. Goyette in the wholesale 
department finished second in the national contest with a prize of $50 
They had two dealers who finished second and third. And seven of the 
sales people won merchandise prizes, consisting of handsome silver-buckle 
belts, and the elegant frosted glass container in which they came. May 
and June as a result of the contest finished the largest months in the 
history of the branch 

Springfield, Mass.—Charles S. Topping has become manager of the Rem 
ington Rand Inc., typewriter division, here 








ADDING MACHINES 


Charleston, S. C.—R. M. McGillivray is now handling the Friden cal- 
culator here 

Charlotte, N. C.—The Business Equipment Company has been appointed 
a distributor by the Friden Calculating Machine Company 

Cleveland, Ohio.—The local branch of the Monroe Calculating Machine 
Company, Inc., is to be located in the Marshall building, where the entire 
first floor is occupied 

Dallas, Texas.—C. P. Hayes has been appointed representative here for 
the Friden Calculating Machine Company. 

Davenport, lowa.—E. A. Michel has been appointed representative of 
the Friden calculator. 

Peoria, Iil.—H. L. Hansen has been appointed distributor for the Friden 
calculator. 

Philadelphia, Penna.—The Lanston Monotype Machine Company will 
erect a $30,000 addition to its plant at Twenty-fourth and Locust streets. 

Washington, D. C.—Mrs. Helen Bell Page is now representing the 
Friden Calculating Machine Company here 











OTHER MACHINE §$ 


Fort Wayne, Ind.—Levay & Snyder, Inc., distributors in this vicinity 
for The Mimeograph, have moved to 139 East Washington boulevard 

Oakland, Calif.—Ralph D. Buckley, western representative for the 
Automatic Pencil Sharpener Company, Chicago, has fully recovered from 
his recent illness, and is now on a five weeks trip through the Rocky 
Mountain territory. 

San Francisco, Calif.—0O. H. Davison, manufacturers’ representative, 
returned about August 1 from a prolonged eastern trip; during which he 
visited the factories of the Fulton Specialty Company, at Elizabeth, N. J.; 
the Josephson Manufacturing Company, New York, and the Neva-Clog 
Products, Inc., Bridgeport, Conn He took occasion on the trip to in- 
troduce his Phon-O-Log Telephone Index to retailers and wholesalers in 
New York and Chicago, and with good orders to reward him for his 
trouble 











MARKING DEVICES 


Orange, N. J.—-The Bates Manufacturing Company has erected an addi- 
tion to its factory 

Portland, Ore.—The Irwin-Hodson Company received the contract for 
333,000 Oregon automobile license plates for 1937, the contract approxi- 
mating $28,000 











L.O@Qts& t a? 


Des Moines, lowa.—Ray Hammond, formerly with Zaisers, has joined the 
National Blank Book Company’s sales organization, succeeding Harry 
Spurlock The latter has been assigned to the west coast territory for 
National 











Make Your Ribbon 
& Carbon Dept. 


Profitable! 


CROWN PRODUCTS 
Will Build Profits Into Your 
Ribbon and Carbon Trade 


Modern business requires Typewriter Ribbons and 
Carbon Papers that afford the maximum of Speed, 
Economy, Legibility and Permanence. 








Crown Products, with Quality and Service guar- 
anteed, meet all requirements of business and have 
been satisfying customers for over 35 years. 


Crown Dealers and Dis- 
tributors are covering 100 
foreign countries and every 
state in the U.S. A. 

The outstanding service 
of Crown Products insures 
the profitable re-order 
business. 


A few exclusive terri- 
tory franchises available. 


Address inquiries for 
Profit Opportunity to 


CROWN RIBBON & CARBON MFG. CO. 
782-790 St. Paul St. ROCHESTER, N. Y. 



























BINDERS 
and FORMS 





A New Visible Binder 
The VIS-DEX 


with Automatic Shift 


This newest of visible record binders has 
distinctive features which make it out- 
standing in bookkeeping efficiency. Stur- 
dily built, easily operated and priced to 
compare favorably with competitive equip- 
ment. Get acquainted with this latest im- 
provement in visible binders. Booklet on 
request. | 


SEND FOR CATALOG 


An investigation of the Cesco Line will be 
well worth your while. We will be glad to 
send you our catalog and dealers’ exclusive 
agency plan. Just drop us a postal card. 
Do it now. 


THE C.E. SHEPPARD CO. 


MS 4401-4429 TWENTY FIRST STREET 
LONG ISLAND CITY, N-Y. 





FOR QUICK-DRYING IMPRESSIONS 


FOR RAPID USE 
OF RUBBER STAMPS... 







FULTON 


DRI-KWIK 


STAMP 
PADS 






DRI KWIK is the 
trade's standard stamp 
pad for use wherever quick-drying, rubber stamp im- 
pressions are required. It is inked with a special formula 
Fulton Dri-Kwik quality ink, unusually brilliant and | 
permanent in color, which you can also sell rapidly as 
a profitable, sales tie-up item. 

Be prepared for the big buying season for stamp pads 
which begins with September. Write for details on 
the complete FULTON Line of Stamp Pads for all of 


your customers’ requirements. 


FULTON 


SPECIALTY CO. 
Elizabeth N. J. 
Sales Office: 200 Fifth Ave., New York City 








ARE YOU 
GETTING 
ALL FOUR? 


Quality, 
Service, 


Dealer 
Protection, 


Price 


If not, Investigate 
“Little” Line 


Dealer Protection Either Branded o: Imprint Line 
Individual, Distinctive, Attractive Setup— 
Both Carbons and Ribbons 


Quality merchandise—wide variety—modern attractive packaging—at 
right prices—e complete setup to enable you to forge ahead increasing 
volume at satisfactory margin of profits for Carbon and Ribbon Depart- 
ment. 

Most fevorable opportunity now to tie up with ‘House of Little’’—that 
has been serving the industry for nearly filty years, unquestioned reputa- 
tion, quality merchandise, /oya/ dealer cooperation and protection. 
Send for your copy ‘Pertinent Facts''—it tells the whole story including 
sample of famous COBWEB carbon actually made forty years ago. 


A. P. LITTLE, Ine. 


Manufacturers of 
TYPEWRITER RIBBONS, CARBON PAPERS 
ROCHESTER, N. Y. 
QUALITY, SERVICE, PROTECTION SINCE 1888 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 
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Wants Abroad 

Distribution Offered by Turkish House Joseph Ojalvo & Victor Mechou 
lam, Tahta Kale Prevuayans Han 47, Istanbul, Turkey, is working on an 
extensive plane to establish himself as an exclusive distributor in the 
Turkish Republic He is interested in the several branches of the office 


equipment, machine and commercial stationery fields, specifically in office 
ippliances, adding machines, adding typewriters, calculating machines, 
carbon paper, dating stamps, desk pens and pen and ink sets, erasers, 
fountain pens, inks, adhesives, safes, etc 
Wanted Here at Home 
The Office Equipment Bureau 


Catalogues for Office Equipment House. 
339 Adams street, Brooklyn Y asks that manufacturers place its 
name on their mailing lists to receive catalogues and other printed matter 
This company carries lines of office equipment and commercial stationery 


Furniture Catalogues and Price Lists—W. B. Gregory & Son, In 


Cass at Larned, Detroit, Mich., has requested that manufacturers of steel 
furniture and furniture wholesalers send current catalogues and price 
lists Please mark mailings for the attention of Wm. Bruce Gregory 


Furniture Establishment Requests Catalogues—The Mobell Desk Ex 
change, Inc., 411 Broadway, New York, N. Y., has merged with the 
Arrow Office Furniture, 470 Broadway Catalogues are requested, to be 
mailed to the Mobell Desk Exchange, Inc., 470 Broadway 

New Orleans Equipment House Revising Catalogue Files—-L. D. LeBlanc 
708 United Fruit Building, New Orleans, La., is revising its catalogues 
of commercial desks and chairs, and other office equipment and acces 
Manufacturers are invited to send their latest issues for Mr 
LeBlanec’s files 

Office Equipment House Asks Place on Mail Lists—-The Office Equipment 
Company, 359 Adams street, Brooklyn, Y., asks that manufacturers 
place its name on their mailing lists, to receive future issues of catalogues 
and other advertising matter Several of the members of this organiza 
tion hed been formerly with Remington Rand Inc 


TURE 


sories 








FURNI 


Appleton, Wis E. W. Shannon has been appointed dealer here by Th: 
Shaw-Walker Company, covering the “‘Built Like a Skyscraper’ ne and 
the complete range of Shaw-Walker products 

Asheville, N. C.--Halsey & Griffith, Inc., 
for the entire of Shaw-Walker products, 
a Skyscraper Line 

Brooklyn, N. Y.—The office Equipment Bureau has moved to a store at 
339 Adams street It had occupied office space previously 

Cheyenne, Wyo.—-The Wyoming Typewriter & Equipment Company has 
been appointed authorized representative for The Shaw-Walker Company 

Chicago, I1.—-The local branch of the Corry-Jamestown Manufacturing 
Company has moved to 407 South Dearborn street, where increased space 





have been appointed dealers 
including the Built Like 


is occupie¢ ad 


Green Bay, Wis..-The Carl Herrmann Company has acquired the sales 
franchise of The Shaw-Walker Company here 
Hanover, N. H.--The New England Office Supply Company has joined 


the ranks of authorized dealers for The Shaw-Walker Company 

Orlando, Fla.—-Kittinger & Morton, office equipment and supplies, has 
changed its name to the F.orida Business Equipment Company, 15 South 
Main street. 

Owensboro, Ky The Greenwell-Chisholm Printing Company has signed 
up as an authorized representative of The Shaw-Walker Company 

San Jose, Calif..-The Hunter Office Equipment Company held 
house August 10 in the new store at the corner of San Fernando and 
Second Streets This business started eleven years ago for the purpose 
of supplying everything needed for the office The growth of business 
required more space. They now have 3760 square feet of space in a well 
equipped and modernized bui‘ding This enables them to install a com 
plete stationery department 

A feature of the new store is a model office, with everything set to 
go to work. Another feature is the daylight repair shop, where pedestrians 
can look in and watch how their typewriters and adding machines are 
work like new 


open 


made to 


E. E. Hunter, the owner, is now in the East His son, Wayne, is man 
aging the sture Assisting him are fourteen employees, including H. H 
Wolter, manager of the furniture department; Frances E. Kaneen, office 


manager; S. W. Kaneen, store department manager; and P. E. Smock 
the shop foreman 

San Francisco, Calif.—-A recent visitor was Irving M. Levy, accompanied 
by his wife. Mr. Levy, general manager for the Art Steel Company, Inc., 
of New York, N. ¥ was making his first-time vacation trip to the state 
While here he made headquarters with the Chas. R. Barry Company, the 
factory representative in the West Mr. Levy and wife, after visiting 
Yosemite, also visited Zion, Bryce, and Cedar Parks in Utah; and the 


Grand Canyon in Arizona 











Boise, Idaho.—-Harold E. Fuich, who has been interested in the sta- 
tionery business of the city for twelve years, has opened a new store at 
227 No. Tenth Street 


Los Angeles, Calif.—James H. Montgomery has been appointed repre 
sentative on the Pacific coast for Charles M. Higgins Company, also han- 
dling the mountain states territory He had been connected formerly with 
the Los Angeles News Company 

Merced, Calif..-E. E 
Farrar Stationery Store 

Pawtucket, R. I. -The 


anniversary 


Edwards, formerly of Fresno, has purchased the 
John W. Litthe Company has celebrated its fiftieth 
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SPHEEDEX 


THE MODERN TELEPHONE INDEX 


This new FULL-SIZED index is undoubtedly the 
most outstanding value in the stationery business 
today, both for dealer and consumer. Popularly 
priced at ONE DOLLAR its sturdy construction, 
beautiful finish and practical lifetime durability 
offer an immediate appeal. Over ten feet of 
index space. Attractively cartoned. Net wt. 


one |b. 


Call your jobber or write at once Dept. C. 


THE SPEEDEX COMPANY 


Sales Directors: TARA SALES COMPANY 
843 S. Los Angeles Street 
Los Angeles, Calif. 
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% “ Y | ‘“ 
SELLING THE 


YEAR “ROUND 


With a Liberal Margin of Protit 





Retails 
at $2.50 


No. 213 


“Prince” 





F&M Memory Masterpieces 
Perpetual Calendars for Office and Home 


The No. 24 “Scout”, pic- 
tured at left, retails at 
$2.00. Fifteen more dis- 
tinctive models complete 
a profitable line of exclu- 
sive merchandise every 
live-wire retail stationer 
positively needs. Write 
for FREE copy of illus- 
trated broadside, with 
prices and discounts. 


FINCH & MceCULLOUCH 


AURORA ILLINOIS 

















PRACTICAL and CONVENIENT 
MACHINE BOOKKEEPING 
EQUIPMENT 
REDUCES OPERATING EXPENSE 


ADJUSTO 
TRAY-BINDER OUTFIT 
Model E-1120 
Combines all good features 
of Posting Tray and Binder, 
providing capacity, secu- 
rity and efficiency in opera- 





Made for sheets of any size 
Used with any bookkeeping machine 
ADJUSTO 
COMBINATION OUTFIT 
Model L-1420 
Current Ledger, Trans- 
ferred Accounts and Sur- 
plus Sheets all in one unit. 
Furnished with or without 

hood. 
Write for Details and Wholesale 
Price List 
LEFEBURE CORPORATION 
Cedar Rapids, Iowa, U. S. A. 





























CERTIFIED 
PAPER 


7 ee 


Cash Registers 
Adding Machines 
Stenotype 
Teletype 
Police Signals 
Addressographs 


Red ink end-marked. Va- 

riety of sizes, colors, car- 

bonized, duplicate and 
triplicate rolls. Precision- 
made to insure perfect 
operation. 


CANN 


LYNN PAPER |PRODUCTS MFG. CO. 


2000 HOWARD ST DETROIT, MICH. 
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Over 12,000,000 readers 
of Collier’s, Time and 
Literary Digest will 
see the impressive 


advertisements of 


dstevtruuk 


Re-New-Point 
FOUNTAIN PENS 
appearing in their 
September issues 





Dealers in all trading areas will feel 
the stimulus of this publicity. Check 
your stock now. Be sure your 
assortment of Esterbrook Re-New- 
Point Fountain Pens is complete. 


ESTERBROOK STEEL PEN MFG. CO. I 
86 Cooper Street Brown Bros., Ltd. 6 


Camden, N. J id Terento, Canada 














PERFECTION METALS 
for ring books and post binders— 


a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied 
from our ample facilities. 
Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 
Be sure to have our catalog on file. It will help 
you realize on many opportunities 


LOOSE LEAF METALS CO., INC, 
6816-6824 Arsenal St. ST. LOUIS, MO. 
Pacific Coast Representative 


S. & D. Loose Leaf Co., 427 San Pedro St.. Los Angeles | 














Markwell cannot give you 
social security, but we 
can and will give you 


“STAPLE” SECURITY. 


e+ 


\N Inquiries from 
Q> Select Dealers Invited 


Markwell Mfg. Co.; Ine. 


200 Hudson Street New York 




















300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
417 Seuth Dearbern Street 


Chicago, 111. 
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RIBBONS AND CARBONS 


Boston, Mass.—The John H. Sperry Company has been incorporated to 
continue the ribbon and carbon business of John H. Sperry, which has 
been in operation since 1907 The officers of the company are John H 
Sperry, president and treasurer; Walter L. Fiske, vice president; Loring 
D. Roberts, clerk The authorized capital stock of the corporation ts 
2,000 shares no par preferred and 3,000 shares of no par common. 

New York, N. Y.—F. D. Adams has been appointed manager of the New 
York supplies department of Remington Rand Inc. 

New York, N. Y.—J. H. Vreeland has been appointed manager of the 
new ‘‘Roytype’’ division of the Royal Typewriter Company, Inc. 




















(Exports—Cont. from page &) 
7763 
Dupli 
cating 
ma- 
4750 chines, 
Filing folders parts, 
index cards 9395 and 
and other 9392 Typewriter supplies 
office forms Carbon paper ribbons for 
Lb Value Lb Value Doz Value Value 
Miquelon and St 
Pierre Islands 110 7 
Newfoundland and : 
Labrador 71 23 73 2 es ° 128 
PEED ecccccecce 221 105 13 18 3 11 “es 
Barbados . 72 51 121 45 ° v9 
Jamaica $59 100 98 0 9 y 
Trinidad and Tobag 14 70 351 32 lll 
Other British West 
Indies .. 61 
Cuba 819 07 1,975 7 3€ 1,526 1,424 
Dominican Republic 2009 113 98 0 134 2 
Netherland West Indies 1.030 64 76 28 151 
French West Indies 10 5 ° eece 1 ; 
Haiti, Republic of 6 10 mal 48 144 
Argentina 407 53 1,208 467 S18 469 
Bolivia = 1) 17 294 91 25 21 
Brazil 974 275 285 883 818 4,711 
Chile 1,07 1,007 72 963 198 
Colombia 2,783 1,478 y 228 410 1,081 394 
Ecuador 100 18 457 60 147 1,011 
Peru 1,058 449 811 70 212 15 
Uruguay 6,671 1,539 . 82 27¢ 7 
Venezuela 4.316 978 1,165 93 256 358 
British India 15 67 1,860 77 198 
British Malaya 25 9 47 142 418 138 
China ‘ 1,5 1,006 61 135 78 
Netherland India 159 117 * 46 293 727 1,445 
Hong Kong 25 13 83 24 87 Bee 
Iraq fares , . oes TTT 6 16 os 
Japan 339 105 4,193 3,741 207 583 593 
Kwantung . alka ° se0e eece ° 505 
Palestine 75 40 sent . 
Philippine Islands .... 124 47 1,212 514 99 1,431 
Slam ... ie 30 12 ; MEE : 34 : 
Syria EA RE ps0n 167 81 eee 
Other Asia 100 ses . . 
Australia 1,508 1,622 416 68 2,702 
French Oceania 56 70 4 + S 
New Zealand ......... 27 21 24 44 
Belgian Congo 30) “ 
British East Africa ou 47 0 7 ° 
Union of So. Africa ven eane 892 603 637 611 
Egypt .... osee eoee 155 101 327 
Algeria .... secs 33 16 160 
Liberia 558 177 eens oene ; 6 
Canary Islands . . 2eee 16 43 
Total ..............103,247 $28,209 47,199 $31,494 13,134 $26,652 $42,908 
Shipments to: 
Hawaii cn 46,024 $13,684 1,161 $ 1,165 270 $ 818 $ 206 
Puerto Rico ... .. 15,666 2.712 4,525 1,981 174 512 440 
Virgin Islands 444 06 15 10 14 a | oe 
——_ <> ——_ 


(Stationery—Cont. from page 242) 


Chicago, Ill. The extensive stocks of commercial stationery and acces- 
sories of Elman’s Stationery & Book Store, 308 West Madison street, were 
auctioned by order of the board of directors 

San Francisco, Calif.._Blake Lockard of Los Angeles, secretary of the 
Stationers Association of Southern California, the past month favored 
San Francisco with a visit 

San Francisco, Calif.._The Pacific Stationers, wholesalers at 595 Mis- 
sion street, have added two more salesmen W. A. Holt is traveling the 
Coast; and George A. Smith acts as local salesman 

San Francisco, Calif.—Harold G. Roehm, Pacific Coast sales manager 
for the Eaton Paper Corporation, 770 Mission street, is on an eastern 
trip, in which he will visit the Eaton Corporation paper plant at Pitts- 
field, Mass With him on the trip is Horace Brown, who represents the 
corporation in Los Angeles 

on a 
Britain Considers Action on Staples 

The United Kingdom is considering the introduction of a licensing sys- 
tem for the control of certain iron and steel imports, according to Com- 
merce Reports. Wire staples, aside from insulated, are included in the 
proposed change This involves an increase in duties of imports. The 
basis of this change is conditional on the reduction, where practicable, 
to not more than twenty per cent ad valorem of the United Kingdom rates 
of import duties, and the establishment of an import licensing system for 
the products listed 

——_—_>————_ 


Paris Exposition a Bonded Warehouse 

Commerce Reports states that the Paris Exposition of 1937 will be a 
constituted public warehouse for customs purposes. Exhibits will be given 
the benefit of temporary admission and exempt from statistical and stamp 
taxes All such products disposed of afterward for consumption must 
pay customs duties and taxes applicable to the country of origin of such 
goods 

——__ <> -- 
Syria Increases Duty on Tubular Furniture 


The Syrian government has increased the duties applying to tubular 
metal furniture. This item had been on an ad valorem basis. The duty 


on steel, iron and tubular furniture has been advanced to twenty-six 
piasters per net kilo 





WE OFFER THE FINEST 


CARBON PAPERS 


LINE OF 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 


AND 
Allen 





STATIONER 
& Company 


11-13-15 Vandewater Street 


New York 




















PAPER DRILL 


for Business Office, Schoolroom & Library 


Cuts 1 e 
2 ee or 


3 eee 
holes through a half 
inch or less of pa- 
per. Choice of 

4 sizes 
lg to 13/32 inch. 

As easy as 
winding your 
watch. 


Mitchell Binder Co. tinnvyianc 





i 
9 


oT 








Cata'og on request 
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U. S. TYPEWRITER RIBBON MEG. Co. 





RIBBONS CARBONS 


ESTABLISHED 1595 


Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 


Soll Easy to put in use 
Safe and Secure 
"esunt LO Quick Reference a a 
REBUILT yals ? LOOSE LEAF 
: ei fl HOLODE R 
for Quick Sales —Big Profits i ae Seis 
and Repeat Ondora 


handled and referred to. Accommo- 
Write today for the new REGAL Merchandising Plan 


dates any size of sheet or distance 
Regal Jypowniter Company, Inc. 


















capacity to meet your requirements 


$ 50 per dozen sets, f.o.b., 
3 New York. Write for 
sample and details. 


F. B. Mfg. Co. 


1228 Intervale Ave. 
NEW YORK, N. Y. 


between centers; interchangeable 
DEPT. C 


poste of various length provide 
75 Uarich 
St., New York, N.Y. 




















A PROFITABLE 
REPEAT ITEM 


Nationally advertised. At- 


tractively packaged. Thousands of organizations in hun- 
ilte® ten de die dreds of different lines of business, 
ee oe . ‘Half use MAPTACKS. The most efficient 
Pin . Dine ne tle and economical method to keep a vis- 
int, Pint, Quart, Gallon ible geographic record of sales activi- 
cans and handy tube. ties, distribution, advertising coverage, 
Preferred for over a dec- dealer set-up, ete. 
ade for every paper-join- A display increases sales and profits. MAPTACK DISPLAY 
ing need in the Home, Order the assortment from your jobber Holds Complete 


Office, School and Studio. ...the revolving Metal Cabinet is FREE. Assortment 


Stocked by leading jobbers 
W rite for Sample and Dealer's List 8B M 0 0 R E PUSH es Pl N co. 


UNION RUBBER & ASBESTOS CO. 113-125 Berkley Street, Philadelphia 
The Original Manufacturers of Push-Pins, 
TRENTON, N. J. - pone cea epee 7 eae 




















You can Actually Staple 









gp, HANDY ROLL | |7ic,t9at0” 
erry This Thick (3" 











with the New 
ACME No. 1 


Heavy Duty 
Hand Stapler 





f ADHESIVE TAPES & LABELS 
~ IN METAL CONTAINERS 










Manufactured by \CME S 


HANDY-ROLL COMPANY STAPLE 


1245-1247 34th Ave. Oakland, Calif. COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 























SEPTEMBER, 193¢ 


247 


NATURAL DOOR OPENERS FOR SALESMEN 
ENVLO-SEALR PERFECTYPE 


A Veritable Revelation of 
; An Easier way 


sealing efficiency te clean type clean 

3 ounces ..,- 500 
8 ounces .. $1.00 
Perfectype cleans type and re- 
freshens rollers. Fitted with 
air-tight Bakelite cap, wool 
ball dauber attached and ab 
sorbent cleaning cloth accom 
panies each bottle. Prices in 
quarts and gallon cans on re 
quest, 


The Moistener here illustrated 
is a two ounce glass con 
tainer with Bakelite screw-top 
through which a sponge rub- 
ber disc projects permitting 
} the water to come through for 
sealing envelopes, stamps, etc 
The user’s hands are always 
clean and dry, and the water 
content is always visible 
Packed 12 to box assorted 
color rubber discs in beautiful 
3 color counter display Be 
cause of the 25c price appeal, 


Guaranteed for 
against deterioration 


At last a perfe 
eradicator, and 


t single fluid ink 
a volume seller be 

cause of its 25c price appeal. The 
bottle is especially designed per 

mitting the dealer to place his own 
address sticker on the opposite side 
o benefit from repeat sales A 
counter merchandiser which is a 
proven “SILENT SALESMAN” is 
furnished free to help sell “‘Ink- “ENVLO-SEALR” is a vol make typewriter you distribute 
Scram.”’ ume seller on the label at no extra cost. 


No stationery or office supply stock is complete without these three office necessities. Order them all—so the cost will be small. 
if your Jobber cannot supply you, write us direct. 


THE SCRAM COMPANY—ST. LOUIS, MISSOURI Cable address, "INKSCRAM,”" St. Louis 


Attention 
Mr. Typewriter Dealer! On 
request, we will ship you 
*‘Perfectype’’ showing the 




















Transparent Shading Plates 


Stencil Manufacturers and Distributors Should 
Write to 


THE 


TECHNY, ILLINOIS 


For Quotations on: BACKING SHEETS, STYLUS 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS 











Pens 


exclusively 


SINCE 1876 


*%& COMMERCIAL LINES, in Steel, Silver Alloy and Gold Plate 
*%& EXCELLENT NEW SCHOOL SERIES 
%& IMPRINTS A SPECIALTY 


TURNER & HARRISON 


PEN MANUFACTURING CO. 
1215 SPRING GARDEN STREET 


RICAN 





a TD 





PHILADELPHIA, PA. 





EXTRA PROFIT 


because of quick turnover. Here's 
the ONE machine that fits all office 


needs. 

Consecutive—dupli- 

cate — triplicate — $ 5 0 

quadruplicate—r e- RETAIL 

peat. 

AMERICAN NUMBERING MACHINE CO. 

224 Shepherd Ave. Branches: 

Brooklyn, N. Y. Chicago Los ——— 
London ris 





















| eS RADIAL Oistp oo 
nn 


a’ oC 


* 

Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. e most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R. Bristow 
24 Central Ave.West Orange.N.J. 








Sell 
Engraved Letterheads 


NEW $00 





DIES per 1000 
7 HABE OSCOONT 





Take orders for GENUINE ENGRAVED business 
stationery. Our prices are the lowest in America and 
easy to understand. Write for FREE sample book. 


NATIONAL ENGRAVING CO. 
Birmingham, Alabama 














NUMBERS 
STATES 


BROOKLYN, NEW 


CEL-‘U-DEX CORP, | Main Street 
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WHY MISS HUNDREDS OF SALES 






Every typewriter needs a type cleaner it 
here are 500 typewriters in use by your 
istomers—you have 500 possible sales for 
‘ larotype Each (Clarotype sale produces a 
worthwhile profit for you and creates a repea 


al 


CLAROTYPE HELPS YOU 
GET THESE SALES 


For years Clarotype has helped 
dealers build type cleaner sales 
First, by producing a product 
that is far superior to ordinary 
type cleaning methods Second, 
by supplying dealers with mer- 
chandising aids that actually pro- 
duce remarkable results Write 
us for these free merchandising 
aids Order Clarotype from your 
obber or direct from 


THE CLAROTYPE CO.., Inc. 
16-K Hudson St., New York City 





Sy 








School Opens Soon, Mr. Stationer: 
Have you YOUR Supply of H. A. INK 
ERADICATORS to Meet the Demand? 


H.A. 


For Sale 8 ill Leading Jobbers. 
H. A. INK ERADICATOR CO. 
1707 Zerega Ave. 

NEW YORK CITY, N. Y. 





Cable Address: 


‘ERADICATOR’ 











Every Stationer Can Sell THIS Duplicator 


Easily takes the lead ower hectographs and refill. Highly efficient, 
though low priced. Good profit and repeat orders. New possibilities 
for the stationer, school supply dealer and specialty salesman. Sta- 
tioners who have seen it say: “Fine; we'll sell it.’ Window and 
counter display; imprint circulars. 

This duplicator can 
be supplied with 
your name. 


Hectographs 
Refill 
in Lithographed 
Tins 
Gelatine sheets with 
or without metal 
edges. 


Hectographia Co. p 
52 Bond Street ;. = LARGE 
New York ———— a. 


CONTINUOUS 
hg ONLY 
WITHOUT $ Re 
WASH/NG 











aste 
that never wrinkles paper 


not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . . . Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 






















THE STATIONER’S 


SCRAP 
BOOK | 


IDEAS | 


PRICE $700 POST FREE 








The most valuable money- | 
making volume ever placed i 
before the Stationer Trade 
—Contains nearly 200 hints 
in connection with every de- Hi 
partment of your business. i 


Press Comments: 


The book contains some 178 pages of common 
sense suggestions for commercial stationers and 
dealers in office equipment. It is conveniently divided 
into four sections, as follows Organization ; Adver- 
tising and Publicity ; Selling Ideus ; Window Display 
and Selling Ideas for Specific Lines An index in 
the front of the book classifies the subjects treated 
and gives the numbers of the pages where the sta- 
tioner may find suggestions on the particular phase | 
of his business that he may be interested in at the 
time. The subjects run all the way from account 
books to window dressing and are written in such a 
way that the volume is an excellent reference book 

—Office Appliances. 


The Scrap Book can be dipped into almost any- ! 
where, and useful hints on a wide range of subjects, 
presented in a very readable form, will be found on 
every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together 
such a series of approved ideas, and the volwme 
should meet with a warm welcome. 

—The British Printer. 





A good idea in itself and admirably carried out 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Ltp. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include ““METHODES” in your ad- 
It pays. 


vertising appropriation: 
Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 


Paris X¢ France 








249 





For moistening 


ENVELOPES 
STAMPS 
LABELS 


P| «Only $30 


Moistens gummed surfaces pocoerty for quick and permanent 
adhesion. Handles every shape and size envelope. Dip-gal- 
vanized rust proof tank. No moving parts to wear out. 


Sole Distributors 


W. Kellogg Sales Co., Waltham, Mass. 


Mfd. by BETTER PACK KAGES, INC., Shelton, Coan. 


ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 
Dealers of experience and sales 
eed equal to a first-class 

roposition. We offer a valuable 
usiness getting opportunity. 
Write today for details. 











| Sars sie 










Allen-Wales 
Adding Machine 
Corporation 
New Yerk, N. Y. 


515 Madisen Ave. 
(RR Gr ES RS ACT MRE 





DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will get 
more key business by sell- 
ing 


MASTER 
SPEED KEYS 


(no rubber to wear out) 
Write for our interest- 
ing proposition. 


Speed Key Mfg. Co., Inc. 


299 Columbus Place 
Brooklyn N. Y. 




















<ucck 
Seller - 

io} ke 
PROFIT a= 



















@ Free Display Rack 
with trialorder for 
175 Safeway Photo 
Mailers—one box 
each of 7 standard 
sizes. Watch them 
sell! Special lined 
board, reinforced 
corners, stands rough 
handling. No-seal 
closing. Attractive 
address form. Send 
order and your jobber’s name. 
or request for samples and 
price folder to U. 8S. ENVE- 
LOPE COMPANY, Dept. C, 
Worcester, Mass. 





Columbian Safeway Photo Mailer 




























4 
SMASHING | 
AND bees 
10 Tt FORTABLES 
R AD WITH Fury 
DEALERS! 
Beginning with September— who ties in. If you haven't Royal will be at the 
; } : ANNUAL CONVENTION of the 
Royal launches the most CON- received full information, National Stationers Association 
Palmer House, Chicago, Il. 
CENTRATED DRIVE the industry phone, write or wire today. Sept. 21st P 240 
P A complete line of New 
has ever known. It will SELL— Royal Typewriter Company, Inc. Royal Portable Typewriters and ( 
make MONEY for every dealer 2 Park Avenue New York City Roytype Supplies will be on exhibit 











SELL A ROYAL AND YOU SELL THE BEST / 



















r AT LAST! 


INEXPENSIVE GELATIN DUPLICATOR 
THAT HAS EVERYTHING 


THE NEW*“Qunior EFFICIENCY” 


For years there has been a marked demand by school teachers, 
restaurants, clubs, etc., for an inexpensive duplicator having 
some of the advantages of expensive gelatin roll duplicators. 
The New Junior Efficiency is the answer ...a quality duplicator 
at a low price. Durably constructed of heavy gauge metal with a 
printing surface of 8'%x13 in., it weighs only four pounds. 
Suction-cup feet hold it solidly to any smooth surface leaving both 
hands free to operate. Feeds fast and uses changeable gelatin 
films. A remarkable duplicator packed with ‘Sales Appeal.” 


CASH IN ON THE SCHOOL MARKET 
IT’S RIPE NOW! 


Several hundred thousand school teachers will return to 
their work within the next few weeks. Heyer Advertising 
is now acquainting these teachers with the Junior Efficiency 
and its remarkable value. It’s what teachers have wanted for 
years! Act now and cash in on the certain demand for this 
duplicator. It will mean immediate profits from the sale of 
machines ... and later profits from repeat sales on supplies, 


THE HEYER CORPORATION 
CHICAGO, U.S.A. 








The New 







d Universal, 
a any Portable 





1 Exclusive Underwood Champion Keyboard 


2 Touch Tuning .. Individual Key Adjustment 


3 Long Line Space Lever 

4 More Readable Line Finder and Paper Scales 
5 Paper Centering Scales 

6 Large Cylinder Knobs 

7 New Type Rubber Vacuum Feet 

8 Writing Line Indicator 

9 Variable Line Spacer 


1O Famous Underwood Touch and Action | Ye. 
11 Overnight-type Carrying Case we - 


12 Underwood's High Standards of Precision 
i atelalhiclai las and sells more 


writers than any other 
oe manufacturer in the 
world. It’s good busi- 
ness to sell the machine 
that the world is buying. 


Underwood produces 
type- 


13 Greatest Portable value...made 
in the World's Largest Type- 
writer Factory ...by the Type- 
writer Leader of the world. 









Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters {ccounting Machines . . Adding Machines 
Carbon Paper, Ribbons and other Supplies 
One Park Avenue, New York, N. Y. 
Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World’s Business 
See Page 65 oc. 





Retail 


UNDERWOOD => 
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